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Lander Cited for Citizenship— 


Automobile dealer of the year, John H. Lander, right, president, Lander Motors, Inc. 
(Dodge), Atlanta, is presented the Benjamin Franklin Quality Award by Peter E. Schruth, 
vice-president, Curtis Publishing Co. and advertising director of Saturday Evening Post, 


at ceremonies held yesterday (Jan. 29) in 


San Francisco, marking the opening of the 


44th annual convention of the National Automobile Dealers Assn. James W. Gavagan, 
center, vehicle marketing manager of the Post, congratulates Lander, selected from 
@ominees throughout the country for the second annual award presentation, sponsored 
by the Post in cooperation with NADA and the Automotive Trade Assn. Managers. The 
citation reads, “for citizenship, community service, and contribution to the automo- 
tive industry.” Lander was 1959 treasurer of NADA. 


Wins Benjamin Franklin Award ... 
Lander Is Dealer of Year 


AN FRANCISCO. — John H. 

Lander, president of Lander 
Motors, Inc., Atlanta, is the winner 
of the Saturday Evening Post’s 
annual Benjamin Franklin Quality 
Automobile Dealer Award. 

He was honored at special 
ceremonies at the Palace Hotel 
here on the opening of the Na- 
tional Automobile Dealers Assn. 
convention. 

The Benjamin Franklin Award, 
citing Lander for outstanding 
qualities in citizenship, community 
service and contributions to the 
automotive industry, was presented 
by Peter E. Schruth, vice-president 
of Curtis Publishing Co, and adver- 
tising director of the Post. A num- 
ber of businessmen and civic lead- 
ers participated: in the ceremonies 
honoring Lander. 

* * cd 
PANEL of educators judged 

Lander. winner of the award 
over 50 other finalists in national 
competition to select the automobile 
dealer who best exemplifies the 
business and civic qualities of the 
thousands of franchised dealers 
throughout the nation. 

Competition for the award was 
sponsored by the Post in coopera- 


Top Cars 


New-car registrations for 11 months, 
plus two states for December: 


1959 
Pos. 


1,350,432— 1 
1,345,750— 2 
361,640— 4 
332,471— 6 
363,104— 3 
148,087— 8 
342,482— 5 
231,396— 7 


1960 
Pos. 
1—1,553,521 
2—1,302,350 
415,639 
390,697 
363,765 
334,509 
321,661 
240,612 
142,146 
137,416 
135,383 
- 98,970 
72,035 
21,946 
17,949 


Make 
Chev. 
Ford 
Plym, 
Rambler 
Pontiac 
Dodge 
Olds, 
Buick 
Comet 
Mercury 
Cadillac 
Stude. 121,631—11 
Chrysler 58,904—12 
DeSoto 40,183—13 
Linceln 25,619—14 
14,363 Imperial 16,922—15 
475,035 Misc. 602,902 
Total All Makes 
6,038,500 5,615,107 


tion with NADA and the Auto- 
motive Trade Assn. Managers as 
part of a nationwide promotion 
campaign designed to focus pub- 
lic attention on the “franchised, 
service-minded, quality automo- 
bile dealers of America.” 


The purpose of the campaign is 
to emphasize the fact that the over- 
whelming majority of the nation’s 

(Continued on Page 116, Col. 3) 


Car Output Due 
For Small Boost 


February Schedules 
Total 430,000 


MERICAN car manufacturers 
have scheduled 430,000 assem- 
blies for February—a 2.9 percent 
boost from the estimated 418,000 
cars being built in January, but 
34.9 percent below the 660,096 units 
that were assembled last February. 
Shutdowns of numerous plants 
continued last week, but overall in- 
dustry car production rose 4.9 per- 
cent over the previous week. 
Last week’s car output totalled 
an estimated 98,846 units, com- 
pared with 94,238 units that rolled 
from the assembly lines during 
the week ended Jan. 21. Last 
week’s car output, however, was 
43 percent below the week ended 
Jan. 30 a year ago, when the in- 
dustry turned out 173,311 units. 
Plants closed down the entire 
week last week were Chrysler Corp. 
units at Los Angeles, Newark, Del., 
and St. Louis, which produce Plym- 
outh, Dart, Lancer and Valiant; 
Ford and Mercury at Mahwah, 
N. J., and standard Ford plants at 
Dearborn and Minneapolis-St. Paul, 
In addition, short workweeks 
were scheduled at Falcon plants at 
Lorain, O., and San Jose, Cailif.; 
Studebaker at South Bend; Chevro- 
let at Baltimore, Framingham, 
Mass., Kansas City, Los Angeles 
and St. Louis, Buick-Oldsmobile- 
Pontiac “field” plants at Kansas 
City, Atlanta and Arlington, Tex. 


All other United States car as- 
(Continued on Page 117, Col. 1) 
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Williams Cites Legislative, Market Threats .. . 


NADA Girds for ’61 Issues 


By Robert M. Finlay 
Editorial Director 

AN FRANCISCO. —In addition 
to marketing and inventory 
problems, the nation’s auto dealers 
face threats of federal interference 
in 1961, Birkett L. 
Williams, presi- 
dent, reported to 
directors on the 
eve of the NADA 

convention, 

In his message 
to directors 
Thursday, Wil- 
liams cited the 
areas in which 
dealers seek re- 
lief, progress pe , 
made in 1960 and B. L, Williams 
revealed that NADA igs studying 
revision of committees as well as 
evaluation of staff organization. 

Among federal threats mentioned 
by Williams: 

1. Possibility of a minimim wage 
bill which might be crippling to 
dealers, particularly in smaller 
communities, 

2. Federal] finance-disclosure leg- 
islation, 

3. Federal Trade Commission in- 
tervention and regulation of dealer 
advertising. 

4.Higher taxes if proposed 
“crackpot nostrums to do every- 
thing free for everybody” become 
law. 

* cm * 
ISITS with dealers, Williams in- 
dicated, revealed these principal 
areas of dealer concern: 

1. Profit-destroying new-car ad- 
vertising. 

2. The difficult profit picture: 


3. Increased discounts on the 
so-called compact cars, 

Considerable progress Has been| 
made in the war on ruinous dealer 
advertising, Williams said. He indi- 
cated, however, that the makers 
contend the short discount on the 
compacts is necessary to meet price 
competition from the imports, 
which carry a similar discount. 

+ * * 


O MEET dealer interest in bet- 

ter business management, Wil- 
liams said that increasing” accent 
will be put on the efforts of 
NADA’s business management 
committee. While he noted that, in 
the last analysis, each dealer must 
run his own business,.he cited the 
efforts of successful dealers like 
Harold Draper, Dave Reese and 
others in opening their books to 
other dealers in NADA programs. 

Williams also warned dealers 
against what he called a serious 


effort by some makers to keep 
dealers loaded with large inven- 
tories of new cars. 

He said that while the decision 
is one that must be made by the 
individual dealer, each dealer 
should make sure that it is his 
decision. The glut of new ’60 mod- 
els on hand when the ’61s came out 
definitely lowered profits in the last 
part of last year and present high 
inventories depress the profit op- 
portunity now, he asserted. 

He voiced the hope that dealers 


Missouri Climbs 
To Second Place 
In °60 Production” 


By Martin L. Whitmyer 
Staff Writer 

1 opening of the Chrysler 

Corp. plant at St. Louis, plus 
the addition of Falcon and Comet 
assembly operations at Kansas 
City, pushed Missouri into second 
place among the 19 car-producing 
states in 1960. 

Michigan, however, with the 
Detroit area alone assembling 
1,554,439 cars, again held the top 
spot with 31.22 percent of total in- 
dustry production. 

The Wolverine State turned out 
2,092,473 cars in 1960 to gain 1.61 
percentage points from 1959, when 
Michigan captured 29.61 percent of 
total industry production on 1,658,- 
105 assemblies. ; 

The Detroit.assembly.area, Whieh 
includes troit,. Dearborn, Wixom; 


Wayne,/Willow Run and Pontiat/}} 


upped ftg output from 1,232,042 cars 


| in 1959/te 1,554,439 units last year. 


' * * * 
HE ‘upsurge in Missouri_produc- 
tion ~unseated both Wisconsin 
and California;-which_had-finished 
(Continued on Page 112, Col. 1) 


are not again headed down the 
same trail this year. 
* * * 


AMS asserted that pro- 
gress was made on these 
fronts: 

1. New-car advertising. 

2. Business management services 
to members, 

3. Closer working arrangement 
on factory problems, 

4. No unfriendly national legisla- 
tion passed in 1960. 

5. A membership loss much less 
than the number of dealers who 
quit business last year. 

6. An increase in the amount of 
dues despite membership loss. 

7. A continued healthy expansion 
of retirement and life insurance 
programs. 

8. A completely rented NADA 
building with better than expected 
income. 

9. A new supplemental guide- 
book service, 


Chrysler Offers 
Seat Belts at Cost 


AN FRANCISCO.—In a move to 
encourage greater use of safety 
belts, Chrysler Corp. will offer 
them to its dealers on a non-profit 
basis and is rec- 
ommending to 
its dealers that 
they make the 
belts available to 
owners of all 
makes of cars on 
a similar basis. 
Announce- 
ment of the new 
safety program 
will be made here 
; today (Jan, 30) 
/ L. L. Colbert by L. L. Colbert, 
‘president of Chrysler Corp., in an 
address prepared for the annual 


traffic safety luncheon of the Aute- 
(Continued on’ Page 4, Col. 1) 


February Seen Holding Key 
To 61 Car-Sales Pattern 


By Robert M. Lienert 
Associate Editor 

S JANUARY draws to a close, 

dealers are waiting for Febru- 
ary to provide clues as to which 
way the new-car market is going 
to turn in 1961. 

New-car sales in January got 
off to the shakiest start in seven 


years, it is indicated by projec- 
tions based on field reports. 

If they fail to show an improve- 
ment in February, according to the 
“form” established by records of 
past years, this can be the tipoff 
that a so-so sales year is in store. 

* * * 
N BOTH 1958 and 1952, the most 
dismal sales years of the past 
decade, February registrations fell 
below those recorded in January. 
Furthermore, those are the: only 
years in the past 10 in which Feb- 
ruary did fall below January. 
Conversely, the records show 
that: in which sharp gains 
were recorded in February turn- 
ed out to be among the best in 
new-car volume, 

Barring a last-minute, across-the- 
‘board upsurge for all makes—such 
as wag reported by Rambler in the 
closing days of last month—total 
registrations in January are due 
to fall slightly below the count of 
382,000 recorded in January, 1958. 

- * * Ok 
, in‘turn, would be the low- 
est opening-month total of any 
year since dreary 1954, when the 


‘count was 341,000. 


January’s projected registration 
total of 380,000 also corresponds 
(Continued on Page 4, Col. 1) 
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NADA Convention Guide 


San Francisco, Jan. 28-Feb. 1, 1961 


Daily Receptions 


Car and Truck Manufacturers 

American Motors, Terrace Room, Fairmont; Buick, Fairmont; Cad- 
illac, Golden Empire Room, Mark Hopkins; Chevrolet, Fairmont; 
Chrysler-Imperial, California Room, Fairmont; Dodge, ElDorado 
Room, Jack Tar; Ford Division, Room of the Dons, Mark Hopkins; 
GMC Truck & Coach, St. Francis. 

International Harvester, Mark Hopkins; Lincoln-Mercury, Georgian 
Room, Sir Francis Drake; MoPar Division, Jack Tar; Oldsmobile, 
Fairmont; Plymouth, Hunt Room, Fairmont; Pontiac, Florentine 
Room, Fairmont; Simca, Jack Tar; Willys, Mark Hopkins. 


Finance and Suppliers 
Associates Investment, Presidential Suite, St. Francis; Commercial 
Credit, Colonial Room, St. Francis; Ford Motor Credit, Huntington; 
General Finance, Sheraton-Palace; Pacific Finance and subsidiaries, 
Davenport Suite, St. Francis; Universal CIT, Mural Room, St. Fran- 
s. 


ci: 

Barrett Equipment, Mark Hopkins; Benmatt Industries, Caravan 
Lodge; Dow Chemical, Sheraton-Palace; Joyce-Cridland, Sheraton- 
Palace; Lincoln. Engineering, Canterbury; Perfect Circle, Jack Tar; 
Tyrex, Mark Hopkins. 


Special Functions 


Monday, Jan. 30 
Breakfast—American Motors dealers, 7:30 a.m., Venetian Room, Fair- 
mont, 
— Corp. dealers, 7:30 a.m., Garden Court, Sheraton 
ace. 
Luncheon—Auto Industries Highway Safety Committee, noon, Gold 
Ballroom, Sheraton-Palace. (By invitation.) 
"7 ~ Ladies—NADA Fashion Show, 2:30 p.m., Masonic Memorial 
emple. 
Evening—Universal Underwriters reception, 6 p.m., Garden Court, 
Sheraton-Palace. 


2 


Big Stockholder Weighs Proxy Fight . . . 
Minor Sues Chrysler on Dismissal 


terests were’ no cause for concern, 
then was told to sell his outside in- 
terests and finally was ordered to 
sign a letter of resignation because 
of his outside interests. 

He charges that he was unable 
to reach his lawyer when told to 
resign and requested a delay. The 
suit charges that L. L. Colbert, 
president and chairman of Chrys- 
ler, who is the only individual 
named as a defendant, refused to 
grant the delay. 

Minor charges that he was 
given five minutes to sign the 
letter and threatened with being 
discharged, if he did not sign. A 
further charge is that Minor was 
told that more serious charges 
might be lodged against him, if 
he failed to sign. 

The suit asks $200,000 damages 
for the.dismissal, damage to Minor’s 
reputation and chances of gaining 

(Continued on Page 113, Col. 1) 








18 annual meeting will go out 
about March 15. 

A former employe of Chrysler, 
Robbins said he owned a substan- 
tial block of Chrysler stock but de- 
clined to say how much. He said 
he had discussed the Chrysler sit- 
uation with financiers in the East 
and South. 

Minor’s second suit repeats the 
account he had previously given of 
his ouster at Chrysler but adds 
some details he has not mentioned 
before. Where Newberg charged 
that he was ousted as a scapegoat 
in the Chrysler cleanup, Minor says 
the possibility of a search for a 
scapegoat was also mentioned to 
him. 

Minor also charges that Harry E. 
Chesebrough, general manager of 
P-D-V, now Plymouth Division, 
said that he would resign if Minor 
was made a scapegoat. 

* * * 





ACK W. MINOR, former market- 
ing director for the old Plym- 

outh-DeSoto-Valiant Division, last 
week sued Chrysler Corp, for $200,- 
000 damages, charging that he was 
wrongfully dismissed from his 
P-D-V post. 

It was Minor’s second suit against 
the company and the third filed by 
those ousted during Chrysler’s con- 
flict-of-interest investigation last 
year. William C, Newberg, former 
president, hag sued to. dissolve his 

































ve Minor suit says that he was 
once assured that his outside in- 





H. E. Chesebrough 





Jack W. Minor 


agreement to give Chrysler $455,000 
in profits he obtained from interests 
in two Chrysler suppliers. 

All three suits are pending in 
Wayne County (Detroit) Circuit 
Court, where a preliminary hearing 
in the Newberg action was sched- 
uled Jan. 27, after Automotive NEws 
press time. 









Tuesday, Jan. 31 

Breakfast—NADA 30-Year Club, 7:45 a.m., Main Ballroom, Whitcomb. 

For the Ladies—“Of Hearts and Columns,” featuring columnists 
Abigail Van Buren, Count Marco and Terrence O'Flaherty, 2:30 
p.m., Masonic Memorial Temple. 

Evening—Reception and buffet dinner for Studebaker-Packard deal- 
ers, 5:30 p.m., Nob Hill Room, Fairmont. 

oT Convention Dance, 9 p.m., Garden Court, Sheraton- 

ace. 







* * * 
EANWHILE, James M. Rob- 
bins, of Royal Oak, Mich., head 

of a complex of companies that], 
includes a plastics concern which 
has been a Chrysler supplier, con- 
firmed reports that he is consider- 
ing waging a proxy fight to oust 








Wednesday, Feb. 1 
“Deal Me In,” presented by United States Steel Corp., 10:30 a.m., 





Chrysler management. 

“I have received tremendous 
encouragement from people with 
many shares and from people 
with a few shares,” Robbins said. 
He said he had not reached a de- 
cision on launching a proxy fight 
and declined to speculate on when 
a decision would be made. 

Robbins, or anyone else who 
started a public solicitation of prox- 
ies, would have to notify the Secur- 
ities and Exchange Commission. 
Proxy material for Chrysler’s Apr. 


Chrysler Pays 
$125 Fleet Rebate 


DETROIT—Chrysler Corp. is 
paying its dealers a $125 rebate for 
each ’61 model sold to a fleet cus- 
tomer on which a ’57, ’58 or ’59 
Chrysler make is traded. 

The payment is in lieu of other 
programs involving Plymouth, Val- 
iant, Dart and Lancer. Fleet sales 


of these vehicles will qualify for]. 


rebates under the corporation’s 
fleet bonus rather than under the 
divisional plans. 


A fleet customer is defined as one| John M. Cochrane, owner and gen- a a 
who was credited with purchasing| eral manager of Malcolm-Dodge, eg ager ae Wisconsin, Jack Tar; Wyoming, St. Francis. 
10 vehicles in 1960 in R. L. Polk] Fullerton, Calif. ia cies ’ ’ 

& Co. registrations. The recording was made by emanates: Wide anette ta tie 





Last Week Last Year || this one? Met sinae: the full f 1956 
'| Auto Production ........... sain 94,238 85.0 53.8 Myers: Yeah! Same size exactly.| ang the earl : eo tees November, 1959, totalling out at 
. 2 y months of 1957 have : 
‘Truck Production ........... ag 17,834 88.1 56.0 I’m general manager of the whole imports fallen below the export 50,493 and 8,196, respectively. 
Auto-Registrations—Year to date.. 6,038,500 107.5 auto layout. * * & 
eg 09 rate. But the import slump finally 
ree ee to date. ; Seaas ees ab CocHraNe: All ‘stores? restored the pre-1957 pattern in DECLINE of the monthly import 
+ el er 9 Production—Tons.. 7) 310,328 101.6 96.3 Myers: Yeah, basically. I'm going| November, the latest month for rate below the 17,000 level con- 
Sale Gens Getnut-oai ere 7,990,000 1146 90.3 to set up Chicago. They’ve got two| Which the Automobile Manufactur-| tinued a downspin that began in 
Oil Refinery #—Barrels ..... 53,381,000 101.4 101.5 || Stores in Chicago. Based on what/¢rs Assn. has released statistics. | april. From a March near-record 
Electric Output—Kilowatt hours.... 14,817,000,000 100.9 101.3 || this store in Anaheim is going todo,| Only 16,965 new cars entered |of 65,216 shipments, the import 
they want to set up in Chicago.| the U. S. from forei tri ° 
Barometer Freight Car Loadings 297,670 115.6 83.1 y Pp ag gn countries | curve descend 
. 3 . f . ed by the following 
Sesunteand ‘Steve Seles taden 129 109.3 106.6 They’re going to set up in Phoenix| in November, the lowest shipment ta . 
Shock Marie? Price tnded.:..... 121.2 100.6 103.5 ae Aes ag I've got plenty .. .| total in 44 months. Exported were |* sere tite dee 
a + di coeens pril, 54,521; May, 46,166; June, 
a aeue pee ear. $53,208,295,000 pes 101.2 Cocurane: You've a big job! 35,518; July, 20,356; August, 19,36% 
Cae Te ie a asasick Uocas $31aee ten? na 108.2 You're selling mostly Fords, aren’t Automotive News September, 20,666; October, 22,538, 
Savings Deposits ..............-. $33,328,000,000 100.3 110.2 || you? At NADA Convention es 30,008. 
Used-Car Prices-—Average........ $1,075 100.0 94.9 - Myers: No, sir. You’d be surpris- Busta us, for 11 months, new-car 
Business Failures ................ 340 101.5 112.6 ed, we sell a lot of Comets, a few|| in oa a a Fen mere imports reached 420,023 last year. 
Common Falcons. No Fords. News is occupying Booths 101 || T@s was 30 percent below the 
Stocks Jan. 25 Jan. 18 1960-61 Range | Stocks Jam. 25 Jan, 18 1960-61 Range || Cochrane: You mean people|! and 102 at the equipment exhi- || *!-but-December influx in 1959. 
aue....,. 17% 17% 29%4-17Y2 as “9 48% 50%-38% aren’t buying Fords or you can’t|| bition and has its headquarters November exports showed partic- 
Chrysler... 38% 40  71%-37% Mack...... 38%, 39% 52%-29% || Set them? a oa suite at the St. Francis Hotel. ular strength in the Canadian sec- 
Sasdse's 68% 70% 92%-60% | S-P......... 7% 7% 24- 6% ma: Oh we! Copies of the Jan. 30 issue of || tor, rising to a record 5,557 new 
GM........ 42% 42% 55%-40% White... .. 48% 49% 67%-36 M*. a we've got the finest || aytomotive News are available ||°@™S. Many ’61 compacts are not 
(Jan. 30, 1961) connections on Fords. We|| at Booths 101 and 102, being built in Canada, and Rambler 
(Continued on Page 115, Col. 1) 


Business Barometer 


Automotive News Economic Index — 


101.5 Percent of Last Week 
91.4 Percent of Like Week Last Year 





‘Auto Show’ at a Discount House— 


This picture, taken by the Orange County Automobile Dealers Assn., shows a few 
of the 1961 cars on display at the Gemco “auto show" last November. Gemco, a dis- 
count house in Anaheim, Calif., advertised that it “is in the new-car business. Any 
new car may be purchased during the show or any other time during the year . . 


alwnys at the same low, low price." The 


precedent to bring the residents of Orange County a new concept in merchandising.” 
* 


How a Discount Operator 
Makes His Pitch to Dealer 


Eprror’s Note: This article, sec- 
ond in an Automotive News series 
on discount sales of new cars, is 
a “behind the scenes” discussion 
of one method of operation. 

ok * * 


By William Carroll 
West Coast Editor 
OS ANGELES. — Discount sales 
4 of new cars, through Consum- 
ers Mart of America, is frankly dis- 
cussed in a tape recording made 
available to Automotive News by 







Percent of 




















sion of the NADA convention. 


firm claimed it had “broken the line of 


Cochrane of a conversation that 
took -place in his office Oct, 4, 
1960, between Cochrane and Joe 
Myers. Myers describes himself 
as general manager of the Auto- 
motive Division of Consumers 
Mart of America discount store 
in Anaheim. 

Along with other departments, 
the store has a new-car department 
with five full-time employes. Myers 
did not know this conversation was 
being recorded. 






parts department and is now my of- 
fice. Well, what are you doing with 
CMA? 

Myers: We opened Aug. 25. It’s 
just a start you see. We open 
Puente, Canoga Park, and Tor- 
rance, before Christmas. 

CocHRANE: Before Christmas. Are 
they as big (120,000 square feet) as 


For the first time in nearly four 

years, new-car exports from the 
United States have moved ahead of 
imports. 


(Continued on Page 64, Col, 1) 


Civic Auditorium. The ladies are invited to attend this regular ses- 


Evening—The 1961 NADA Revue, featuring Bob Hope (presented 
through the courtesy of Buick Division). 8:40 p.m., Civic Auditorium. 


Hotel Headquarters 


Car and Truck Manufacturers 

American Motors, Fairmont; Buick, Fairmont; Cadillac, Mark Hop- 
kins; Chevrolet, Fairmont; Chrysler-Imperial, Fairmont; Dodge, 
Jack Tar; Ford Division, Mark Hopkins; GMC Truck & Coach, St. 
Francis; International Harvester, Mark Hopkins. 

Lincoln-Mercury, Sir Francis Drake; Mercedes-Benz, Mark Hopkins; 
MoPar Division, Jack Tar; Oldsmobile, Fairmont; Plymouth, Fair- 
mont; Pontiac, Fairmont; Simca, Jack Tar; Studebaker-Packard, 
Fairmont; Volkswagen, Fairmont; Willys, Mark Hopkins. 


Dealer Associations 

Akron, St. Francis; Alabama, Jack Tar; Arizona, Sir Francis Drake; 
Arkansas, Sheraton-Palace; Northern California, St, Francis; Can- 
ada, Sheraton-Palace; Chicago, St. Francis; Cleveland, Jack Tar; 
Colorado, Sir Francis Drake; Connecticut, Sir Francis Drake; De- 
troit, Mark Hopkins; Florida, Jack Tar; Idaho, St. Francis. 

Illinois, Jack Tar; Indiana, St. Francis; Iowa, Sir Francis Drake; 
Long Beach (Calif.), Sir Francis Drake; Louisiana, St. Francis; 
Michigan, Mark Hopkins; Minnesota, St. Francis; Mississippi, St. 
Francis; Nebraska, St. Francis; New Hampshire, St. Francis; New 
Jersey, Fairmont; New Mexico, Sir Francis Drake. 

Greater New York-Long Island-Westchester, Jack Tar; North Caro- 
lina, Mark Hopkins; North Dakota, St. Francis; Oklahoma, Sir 
Francis Drake; Oregon, St. Francis; San Francisco, St. Francis; 
South Dakota, St. Francis; Tennessee, Sir Francis Drake; Texas, 
St. Francis; Utah, Holiday Lodge; Washington State, St. Francis; 
























































Car Exports Top Imports 
For First Time in 4 Years 


19,818 new cars, a three-year 
high. 

By contrast, imports ran more 
than six times ahead of exports in 









| Dealer Forum 





by Robert M. Finlay 





A* TIMES the visitor sees things 
that the members of the family 
miss: Like why call a buyer a shop- 
per? 

The sensitive ear of C. R. Bailey, 
who visits thousands of dealers in 
the course of his rounds in dealer 
promotion, picked up that one. This 
attitude, he figures, is an excuse 
for giving the buyer cavalier treat- 
ment. 

The dealer asks: 

“Who was that that just walk- 
ed out of the showroom?” 

And how often do you hear the 
reply: 

“Oh, just some shopper.” 

So who cares if the shopper 
walks out? 

But Bailey contends that every 


W. Va. Dealers 
Demand Higher 


word “shopper” and insisted that 
every visitor to the showroom be 
called a prospective buyer. It 
might make for more effort, fewer 
alibis. 


* * * 


Work that Counts 


fn. an idea Bailey picked up 
from Bud Kouts, Lansing Chev- 
rolet dealer and former president 
of the Michigan Automobile Deal- 
ers Assn. 


Kouts got to wondering why sales 
managers are so all-fired busy, yet 
often do not do the things they 
should do. So he began analyzing 
their activities and found that often 
they are so bogged down with rou- 
tine, nonproductive work that they 
have no time for their productive 
activities. 


shopper buys some place. It would 
be interesting to see if that some 
place would be your place more 
often if you banned the use of the 
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Dealers Handling U.S. Makes of Passenger Cars 


1961 vs. 1960 


(Estimated by Automotive News) 


————————Jan. 1, 1961 
Exclusives Multiples 


AMERICAN MOTORS 
Rambler 


Jan. 1, 1960—________- 


*Exclusives *Multiples *Total 
(within (within an- 
corp.) corp.) chises 


2,977 0 2,977 
2,977 0 2,977 
2,555 10,849 13,404 
39 2,379 2,418 
28 1,818 1,846 
2,236 611 2,847 
0 1,258 1,258 
252 3,755 4,007 
0 1,028 1,028 
4,525 10,559 
0 
1,205 
1,087 
2,233 
9,709 
1,622 
1,579 
2,123 


Total 
Fran- 
chises 


2,975 
2,975 
10,023 
2,439 
0 
2,740 
1271 
3,573 
0 
11,997 
1,620 
6,756 
1,059 
2,562 
19,044 
3,102 
1,752 


(within 
corp.) 


(within 
corp.) 


Net 
Dealers 


2,975 


*Net 
Dealers 


2,977 


6,307 6,771 


0 
5,625 
1 
408 
9,630 
1,490 
170 
4,955 
1,400 


2,530 





Compact Discount 


CHARLESTON, W. Va.—Direc- 
tors of the Automobile Dealers 
Assn. of West Virginia have adopt- 
ed a resolution demanding that 
manufacturers establish a “fair and 
equitable” dealer discount on com- 


And, in this respect, it is amaz- 
ing how easily most of us can 
kid ourselves. We are sincerely 
sympathetic with ourselves when 
we tell ourselves that we were so 
busy going through the routine 
that we didn’t have time to do 
the job. 


pact cars. 

They also voted to send the reso- 
lution, originally submitted by the 
Marion County Automobile Dealers 
Assn., to the National Automobile 
Dealers Assn. in support of the lat- 
ter’s efforts to obtain a higher dis- 
count. 


First of all, sales managers 
should be charged with the respon- 
sibility of training, inspiring and 
directing the dealership sales ac- 
tivities to a profitable conclusion. 
This is the vital, productive task. 


What are the barriers that inter- 
fere with this essential role? Has 


EPR ” sccrcsvecrsdivnnsdenbylidiaies 23,726 
Less intercorporate duals | 


TOTAL U. S. DEALERS. 
* Revised, @ 1961, by Automotive News 
** Valiant included in Plymouth total for 1961. Valiant was a separate franchise at beginning of 1960. 





32,074 in Business on Jan. 1... 





The West Virginians charged 
that the allowance difference be- 
tween compacts and standard cars 
“is developing a feeling of con- 
fusion and mistrust” among buyers. 

They assailed the defense of low- 
er compact discount by John F. 
Gordon, General Motors president, 
who said that “in determining this 
policy we followed the pattern al- 
ready existing in the industry.” 

“We may interpret the defense of 
this policy,” the resolution said, 
“as being collusion by manufactur- 
ers in violation of antitrust laws, 
or as being a ‘feeling-out period’ 
for all future discount procedures.” 


Tenn. Votes Out 
$0-Inch Lights 


NASHVILLE, Tenn. — The house 
of representatives has passed and 
sent to the governor a bill which 
will eliminate the need for special 
lights on passenger cars more than 
80 inches wide. 

A problem arose in 1958 when it 
was discovered that some new auto- 
mobiles exceeded the 80-inch limit 
in the statute, which required spe- 
cial lights for wider vehicles. The 
problem was solved at the time by 
permitting use of reflective tape on 
bumpers in lieu of extra lights. 


Index 


he been loaded down with too 
many routine responsibilities which 
could be better handled by a sales 
clerk—like figuring commissions, 
the details of ordering, new and 


used-car reconditioning problems? 
* * * 


Why Best Get Better 


[PRADENTALLY, we asked Bailey 
who buys his stuff—programs 
for training or providing incentives 


for sales. 

“Mostly the successful dealers,” 
Bailey said. “The top dealers are 
always alert to ideas for doing 
more business, or doing it better. 
The dealers who need help the 
most need it because they aren’t 
open to it.” 

There are some dealers that the 
promoters won’t try to promote. 
They are so depressed that even 
the promoters lose some of their 
steam. You can absorb only so 
much of that stuff, you know. 

And that probably explains why 
the best get better and the worst, 
worse. It’s mostly a state of mind. 


Dayton Dealer 
Slaps ‘Bigness’ 
In U.S. Economy 


DAYTON.—The trend toward 
bigness in American business was 
assailed by Raymond E. Rieger, 





president, Miami Valley Automo- 
bile Dealers Assn., in an address at 
the group’s 13th annual dinner 
dance. 

Rieger, a Studebaker dealer, de- 
clared: “I have often heard educat- 
ed people say, ‘I see no danger in 
bigness. Let the giants alone. I can 
get the same for less from a large 
corporation.’ 

“Aren’t we forgetting some- 
thing?” he asked. “How about serv- 
ice and quality? Remember, when 
competition is eliminated, we are 
virtually at the mercy of the few 
big boys, paying their prices or 
doing without.” 

Rieger urged the dealer associa- 
tion to work together to halt the 
trend. 

“Each one of us,” he said, “can 
help combat bigness by goirig a 
little out of his way to purchase 
from the small businessman. We 
will receive a good product, and we 
will be able to take a certain pride 
in the fact that we have helped in 
our small way to keep this country 
great.” 
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Dealer Total Declines 


By John K. Teahen Jr. 
Associate Editor 
—— second highest sales year in 
auto history was unable to halt 
the decline in the number of new- 
car dealerships. 

The annual Automotive News 
census found 32,074 dealerships 
handling domestic cars on Jan. 
1, 1961, compared with 32,396 at 
the beginning of 1960. It was the 
fifth consecutive decline and the 
ninth in the last 10 years. 

Ten years ago, the nation’s dealer 
population was 47,543. The dip to 
today’s 32,074 represents a drop of 
32.5 percent. 

Last year’s loss of 822 dealerships 
compared with a decrease of 1,673 
establishments in 1959 and 2,619 in 
1958. The 1960 mortality rate was 
2.5 percent. It was 4.8 percent in 
1959 and 7 percent in 1958. 

* * ” 


ESPITE the slowdown in the 

mortality rate, the end of the 
dealer decline does not appear to 
be in sight. Most observers believe 
the dealership total will fal] below 
30,000 before the skid is halted. 
Some estimates place the eventual 
low at 25,000. 

Profitless sales accounted for 
last year’s reduction in the na- 
tional dealer organization, Vol- 
ume was good in most lines, but 
profit failed to keep pace. 

A Detroiter summed up 1960 this 
way: “I sold more cars than ever 
before, but I lost money for the 
year.” Hundreds of dealers shared 


No Rehearing 
On Dealer Law 


WASHINGTON. — The United 
States Supreme Court hag denied 
Ford’s petition for a rehearing in 
its challenge against the Tennessee 
factory-dealer licensing law. 


In November, the court in effect 
ratified Tennessee Supreme Court 
opinion upholding constitutionality 
of the law in a case involving ter- 
mination of a Ford dealer at New- 
port, Tenn. 

Denial of the rehearing petition 
closed the last legal door to Ford 
and other auto producers in their 
efforts to overturn the Tennessee 
and similar state regulations. 





his experience. Many of them de- 
cided it was time to throw in the 
towel, 

But the Detroiter isn’t giving up. 
“In five years,” he declares, “this 
is going to be a good business— 
for those of us who survive. I in- 
tend to be among the survivors.” 

+ * * 
OUR manufacturers bore the 
brunt of last year’s decline. 
From a percentage standpoint, 
Studebaker-Packard was hardest 
hit. S-P lost 272 dealers, nearly 11 
percent of its total. 

Numerically, Chrysler Corp.’s 
loss was the greatest, with a net 
decline of 464 outlets, General Mo- 
tors lost an estimated 266 estab- 
lishments, and Ford Motor lost 110. 

American Motors held steady. 
There were 2,975 Rambler deal- 
ers at the end of the year, only 
two less than at the beginning. 

Intercorporate dualling fell off 
during 1960, and this practice faces 
a severe test in 1961 since Buick, 
Oldsmobile and Pontiac now have 
small cars of their own. These 


On the House... 


The used-car situation is improving in most areas, 


three makes have accounted for 
the bulk of the intercorporate 
duals in recent years. 

At the beginning of this year, 
there were 1,625 intercorporate 
duals, compared with 1,917 as 1960 
dawned. About three dozen of these 
are Rambler-Lark outlets; the rest 

(Continued on Page 115, Col. 1) 





Proposal for Title Law 


Coming in Alabama 


BIRMINGHAM, Ala.—A bill to 
provide a title law for automo- 
biles will be introduced in the 
next Alabama Legislature by Rep. 
Emmett Oden, Russellville, an 
automobile dealer. Alabama has 
no such law at present, a tag re- 
ceipt being the only proof of own- 
ership, and that presumably goes 
with the car and not the owner. 

More than 1,300 autos and 
trucks were reported stolen in 
Alabama last year. The Highway 
Patrol recovered 147. 











faciory sales managers report, indicating one less 
problem in lifting new-car sales this spring. In 
fact, one sales manager fears there wil! be a short- 
age of his new cars for spring unless production 
is boosted soon . . . North Dakota dealers heaved 
a sigh of relief with the bankruptcy of Irv Roeh- 
rich, self-styled superman in cutrate new-cars .. . 
Three states trying to boost number of dealers 
reporting in NADA’s business-management surveys. 
Georgia reports only 46 of its 354 members are 
participating, Kentucky notes only 53 while Mis- 
souri counted only 78... 

One Wisconsin dealer, remembering his high carryover of ’60 
models last fall, has this sentiment written at the bottom of his 
daily calendar as a reminder in 1961: “Will I love them in Decem- 
ber as I loved them in May?” .. . Utah association reports a con- 
siderable increase in new cars and trucks registered without liens 
last year, speculating that either more people are paying cash or 
loan sources are not tying up titles for security ... H. B. Cray- 
croft, Vandalia Ford dealer and Illinois NADA director, was feted 
recently by Illinois association, was presented with 25 new NADA 
memberships by area chairmen .. . 

Connecticut is being urged to establish a compulsory auto liability 
insurance program for motorists .. . Illinois dealers will adopt Iowa's 
G-W used-car warranty plan Apr. 1; Indiana due soon, raising to six 
the number of states using the program. 
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—Perete Wemuorr, Editor, 
Automotive News 
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After Depressed January .. . 


February Holds Key 
To ’61 Sales Pattern 


(Continued from Page 1) 





tory situation, but probably not 
enough. Factory incentive contests 
and rebates, dealers add, may help 
on the profit picture, but probably 
not enough. 

To compound the difficulty, deal- 
ers in certain lines say that fac- 
tories are pressuring them to take 
cars with more persistence than at 
any time since the passage of good-| ~ 
faith legislation. 

“It’s my money, not theirs,” said 
one dealer who reported he has 
been able to fend off field men suc- 
cessfully, so far. “They didn’t help 
me on the cleanup last fall; I’m 
not going to help them now.” 

* * * 


ANOTHER dealer suggests that 
factories have no intention of 
cutting inventories by any consid- 
erable amount. 

“If inventories are high this 
summer when United Auto Work- 
ers contracts expire, the factories 
will have a powerful weapon to 
discourage a strike—or even to 
wait out a long period if a strike 
should come,” he said. 

“The beauty of it from the fac- 
tory standpoint,” he said, “is that 
we pay for it on the old floor-plan. 
A big inventory doesn’t cost the 
factories anything—they even make 
money grinding out the cars.” 

This dealer, without realizing it, 
was underscoring one of the dan- 
gers of the currently sticky new- 
car situation: That a deterioration 
may affect dealer-factory relations 
as the competitive mills begin to 
grind more closely. 

After the marked improvement in 
such relations in recent years, any 
setback would indeed be unfor- 
tunate. 


N. Y. Chief Urges 
Seat-Belt Law 


SCHENECTADY, N. Y.— James 
Clarkeson, president of Van Curler 
Motors here and president of the 
New York State Automobile Deal- 
ers Assn., has called for public sup- 
port of the proposed new law that 
requires the installation of attach- 
ments for seat belts on all new cars 
sold in New York State beginning 
in 1962. 

In a public statement, Clarkeson 
announced that Van Curler Motors 
now is installing the necessary at- 
tachments on all new and used cars 
sold by his organization. 


with January, 1958, as the only 
opening-month totals since 1954 
which failed to exceed 400,000. 
According to form, if February 
registrations approach 420,000 this 
could still turn out to be a good 
sales year. 
+ ok * 
HERE are, however, two factors 
present in the ’61 situation 
which did not characterize past 
years: Overwhelmingly high inven- 
tories and alarmingly low profits. 
Both, of course, are tied in to 
blazing retail competition. The 
combination has dealers gravely 
concerned. 
They say that production cuts— 
even deeper than those already in- 
stituted—may help on the inven- 


Chrysler Offers 
Seat Belts on 
Non-Profit Basis 


(Continued from Page 1) 
motive Industries Highway Safety 
Committee. 

“In line with our aim to make 
it as easy as possible for motorists 
to buy and install seat belts, we 
have advised all dealers selling and 
servicing Chrysler Corp. cars that 
we are prepared immediately to 
stock them with seat belts on a 
non-profit basis,” said Colbert. 

“The price of each belt to the 
dealer will be $6.35, We have rec- 
ommended that the dealer in 
turn, as a public service, offer 
the belts to owners of our cars 
and to owners of competitive 
makes on a non-profit basis, with 
only a nominal charge being ad- 
ded for installation. 

“The same policy is being rec- 
ommended with regard to seat 
belts installed in new Chrysler 
Corp. vehicles, In addition, we are 
preparing a system of awards to 
be made to dealers who show the 
best improvement in the number 
of seat belt installations during the 
coming months.” 

+ 


















of Minneapolis Attractions. 


Here Is NADA 








SAN FRANCISCO. — Following 
is the schedule of events for the 
remaining days of the National Au- 
tomobile Dealers Assn,’s 44th an- 
nual convention and equipment ex- 
hibition, 

Business sessions will be con- 
ducted in the Civic Auditorium. 
The equipment exhibition and the 
used-car and service consultation 
areas are in Brooks Hall, which is 
adjacent to the Auditorium. The 
exhibition and the consultation 
areas open at 8:45 a.m. daily. 

* * 
Monday, Jan. 30 

9:30 a.m.—Arthur Kenny, conven- 
tion chairman will welcome the 
delegates, and Birkett L. Williams, 
1960 NADA. president, will present 
his report to the membership. 

The session will conclude with 
an address, “Why Things Look 
Good—in 1961 and 1971,” by Ar- 
thur Upgren, director, Bureau of 
Economic Studies, Macalester 
College, St. Paul. 

2:30 p.m.—Address, “Why Trucks 
Are Moneymakers,” by John Nevin 
aaa president, White Motor 

0. 

Address, “Daily Data—Itgs Im- 
portance to Knowledge and Prof- 
its,” by Logan A, Boggs, manager 
of automobile dealer sales, Bur- 


roughs Corp., Detroit. 
cg * + 





* * 

OLBERT said evidence in favor 

of the use of seat belts was be- 

coming more impressive every year. 
He urged a three-point program to 
promote wider use of the belts. 

This program includes a recom- 
mendation that those interested in 
safety set a good example by using 
the belts themselves; that dealers 
display the belts prominently, in- 
stall them in demonstrator and 
driver training cars loaned to 
schools and explain their value to 
customers at every opportunity, 
and, finally, that manufacturers 
and dealers cooperate to make it 
easy for drivers to buy them and 
have them installed at the lowest 
possible price. 


20 Cars Destroyed in Fire 

WARREN, Ark.—Fire destroyed 
Hargis Brothers Sales & Service 
(Chrysler-Plymouth), Loss was es- 
timated at $125,000 and included 20 
vehicles, Partners in the firm are 
W. C. Hargis and W. C. Hargis jr. 


Tuesday, Jan, 31 

7:45 am.—NADA 30-year Club 
Breakfast in the Main Ballroom of 
the Whitcomb Hotel. 

9:45 a.m.—Address, “The World’s 
Automotive Market,” by Raoul Per- 
meke, president, International Of- 
fice of Motor Trades and Repair, 
Antwerp, Belgium. 

Addresses, “You and Wage- 
Hour Legislation,” by Rep. Wil- 
liam Ayres, Ohio Republican, and 
Rep. A. Paul Kitchin, North Car- 
olina Democrat. 

2:30 p.m.—Address by Robert W. 
Sarnoff, board chairman National 
Broadcasting Co. 

Address, “The Golden Age of 
Touch Football,” by Whit Hobbs, 
vice-president and director, Batten, 
Barton, Durstine & Osborn, Inc., 
New York. 

9 p.m.—Annual NADA Conven- 
tion Dance, Garden Court, Shera- 
ton-Palace Hotel. 

ed * ¥ 


Wednesday, Feb. 1 
9:30 a.m.—Address, “NBC-NADA 
Auto Radio Network—How It 
Works and What It Can Mean to 
Franchised New-Car and Truck 
Dealers,” by Jess M. Johns, part- 


a 


Eastbay Dealer Leaders— 


Ed Goldie (Ford), left, Oakland, Calif., will serve a second term as president and 
J. E. Cochran (Chevrolet), right, Oakland, another term as treasurer of the Eastbay 
Motor Car Dealers Assn. Chris Maggini (Chevrolet), second from left, Berkeley, was 
elected vice-president. Al Veglia, California Registrar of Motor Vehicles, was speaker 
at installation banquet. The association represents dealers in Oakland, Alameda, San 
Leandro, Berkeley and Albany, Calif. 





lywood, Calif. 

10:30 a.m.—‘Deal Me In,” a dra- 
matic presentation: by United States 
Stee] Corp. 

2:30 p.m.— Closing convention 


A Full House in Minneapolis— 


This is part of the crowd which jammed the Minneapolis Auditorium for the Upper 
Midwest Auto Show. Attendance for the 10-day show totalled 172,458, which was down 
from last year's’ 175,149, but still considered “healthy" by show promoter, Max Winter 


’s Schedule 
For Convention Activities 


N.Y. Dealers Seek 
12-12 Revision 


Critical Resolution 
Is Sent to NADA 


BROOKLYN. — Action to revise 
factory practices on the new 12-12 
warranties has been urged upon 
the National Automobile Dealers 
Assn. by a new-car dealer associa- 
tion of metropolitan New York 
City. 

Suggestions to the NADA were 
drawn up in the form of a resolu- 
tion by the Greater New York, 
Long Island and Westchester 
Automobile Dealers Assn., Inc. 
The resolution was adopted unan- 
imously, said Peter A. Gordon, 
executive vice-president of the 
latter association. 

The resolution, after criticizing 
the auto makers for “unilateral ac- 
tion” in announcing the publicizing 
of 12-12 warranties, urges a pro- 
gram that would: 

1. Eliminate red tape. 

2. Provide adequate parts mark- 
up and labor compensation. 

3. Ensure claims payment within 
30 days or less. 

4. Increase the amount of labor 
rates allowed on warranty work. 

5. Require publicizing of limita- 
tions of the warranties. 

6. Recommend return to for- 
mer warranty policies unless 
“these demands” are met. 

A text of the resolution follows: 
Resolved that this association 
recommends that the executive 
vice-president of NADA be in- 
structed to confer with the chair- 
man and vice-chairman of the In- 
dustry Relations Committee for the 
purpose of drafting a program to 
be vigorously pursued with the 
automobile manufacturers concern- 
ing the following matters: 

A. To present to the manufactur- 
ers the unalterable disapproval by 
the board of directors of this as- 
sociation of the unilateral action 
of the manufacturers in announc- 
ing and giving broad publicity to 
the new 12,000-mile or 12-month 
new-car warranty policy, without 
having first consulted the automo- 
bile dealers, either through their 
elected councils or through NADA, 
and without having first obtained 
the views of such dealers or their 
prior consent to the new policy, 
since the dealers have the respon- 
sibility for issuing the warranty to 
the car buyer and bear the burden 
of performance thereunder. 

B. To press upon the manufac- 
turers the insistence of automo- 
bile dealers upen the elimination 
of red tape and unnecessary cler- 
ical work, and specifically the 
elimination of the requirement of 
signing of customer documents, 
in the processing of dealer war- 
ranty Claims. 

C. To require of the manufactur- 
ers that they compensate the deal- 
ers adequately for all warranty 
work, especially since the new war- 
ranty period is extended to four 
times the duration of the former 
warranty; that time allowances for 
warranty labor be fixed on a re- 

(Continued on Page 116, Col, 4) 





















session. Williams will introduce 

the 1961 NADA officers, and the 

new president will speak, 

The final address, “Are Business- 
men Second-Class Citizens?” will 
be delivered by Arthur H. Motley, 
president and publisher, Parade 
Publications, Inc., and president, 
Chamber of Commerce of the 
United States. 

8:40 p.m.—The 1961 NADA Revue 
in Civic Auditorium, featuring Bob 
Hope, presented through the cour- 
tesy of Buick. 


General Offers 
Two-Ply Tires 


For Compacts 


AKRON.—L. A. McQueen, execu- 
tive vice-president, General Tire & 
Rubber Co., announced last week 
that General is shipping two-ply 
tires for use on compact cars. 

For the last two years, he said, 
General has been testing two-ply 
tires in over-the-highway use, and 
for the past year they have been 
tested on the company’s track in 
Uvalde, Tex. 

Ride evaluation tests show the 
improvements of the two-ply over 
the four-ply tire, according to Mc- 
Queen. 

“Our tests prove two-ply is better 
than four-ply for compacts on 
three counts—roughness, impact 
feel on rough concrete and impact 
feel on rough asphalt,” he said. “It 
is equal to the four-ply in stability 
and general riding and handling.” 

General claims that tests proved 
that two-ply tires run cooler. 




























































ner, Eisaman, Johns & Laws, Hol- Dealers Elect Officers— 


Newly elected officers of the Waterville-Winslow (Me.) Automobile Dealers Assn. 
are, from left, Richard D. Taylor (Studebaker), second vice-president; Joseph Ferris 
(Willys), president, and Mrs. Warren Marcoux (GMC), secretary-treasurer. Francis Mc- 
Cabe, local industrial development agent, was guest of the dealers. Allen Carl (Pontiac), 
first vice-president, is not pictured. 
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‘*,.. when they make deals, we make money” 


says DAN O'SHAUGHNESSEY, 
Imperial-Chrysler-Plymouth-Valiant dealer, 
















Lansing, Michigan 


“Financing had always been one of my biggest 
headaches, so I had to be shown when I took on 
the ComMERCIAL Crepir PLAN back in 1957. 
Now I believe if a deal can be financed at all, 
CoMMERCIAL CrepitT will handle it—and when 
they make deals, we make money. Their people 
are business-getting and sales-minded. Their local 
man makes his hours our hours. Their sales pre- 
sentations to our staff stimulate sales. And for 
extra stimulation, we pay bonuses to our salesmen 


for all house plan deals.” 







Commercial Credit 
serves successful dealers 










For complete information on how our service can help pro- 
mote your success, call or write the COMMERCIAL CREDIT 
CORPORATION office nearest you. 
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Ads Attempt to Revive Sales... 





Dealer Stunts Reflect Cold Market 


By John K. Teahen Jr. 
Associate Editor 

ROMOTIONAL stunts, give- 

aways, two-for-one offers and 
low prices are among the advertis- 
ing pitches auto dealers are using 
to pump some life into a winter 
market that in many areas is even 
colder than the weather. 

Groceries and automobiles are 
seldom found in the same store, 
but Nalley Chevrolet, Atlanta, 
linked them to “bring back mem- 
ories of the good old days.” 

As a weekend traffic builder, Nal- 
ley offered such specials as a dozen 
eggs for 35 cents, a pound of bacon 
for a quarter, a can of pork and 
beans for a dime and a loaf of 
bread for a nickel. 

“You don’t have to buy a car; you 
don’t have to take a ride,” Nalley 
said. “Anyone can buy.” 

* * Kk 


— prizes to used-car buyers 
was the comeon used by Larry 
Webb Motors (Lincoln-Mercury- 
Comet), Vallejo, Calif. A sealed en- 
velope was taped to the windshield 
of each car, and the purchaser col- 
lected the amount marked inside. 
The bonuses ranged as high as 
$500, according to the ad. 

In Dallas, Hine Pontiac gave 
its “2-Car Economy Package” a 
new twist by offering a Pontiac 
and a Tempest for $599 down 
and $68.05 per month per car. A 
Vauxhall was the second car 





when Hine began this program 
two years ago, 

A bicycle for the youngsters went 
with the purchase of new Chevro- 
lets and Oldsmobiles at Charlie 
Brooks, Martinsburg, W. Va., while 
Hemphill Ford, Dallas, promised: 
“No payments till June on a ’61 
Ford or Falcon.” 

Dealers weren’t ignoring price 
ads. In San Antonio, Dumas Milner 
Chevrolet advertised a Biscayne 
sedan for $1,790, including $195 
down, and Northeast Ford, Wash- 
ington, said $1,645 was the full 
price of a ’61 Falcon. 

Falcons under $1,800 were easy 
to find. They were $1,749 at Lloyd 





3 Pct. Tax Proposed 
On Minn. Car Purchases 


ST. PAUL.—A 3 percent tax on 
new-car purchases was proposed 
by Gov. Elmer L, Andersen last 
week as a means of meeting cur- 
rent state revenue needs. The 
excise tax on the gross price of 
new automobiles would raise $24 
million dollars in the two years 
starting July 1. 

Excise taxes also were proposed 
on telephone, telegraph and elec- 
tric bills. Together they would 
provide $49.9 million of new reve- 
nue, the governor pointed out. 





Fruehauf Directors Sued 
On ‘Illegal’ Bonus Charge 


DETROIT.—A stockholder’s suit 
filed last week in Federal Court 
here accused 16 officers and direc- 
tors of Fruehauf Trailer Co, of 
illegally setting up a $1.4 million 
bonus fund. 

Sibyl Reichel, Roslyn, N. Y., 
who filed the suit, asked the 
court to withhold payments not 
already made and to require the 
defendants to account for their 
profits and for such damages as 
may have been sustained by the 
company. 

She charged that in December, 
1958, without stockholder apprsval, 
the directors established a $1,406,267 
fund for’ additional compensation 
to the board’s Policy Committee. 

The suit said Roy Fruehauf, 
chairman, and William E. Grace, 
president, each received $240,108; 
Robert D. Hill, treasurer, $144,065, 
and Roy W. Jacobs, secretary, 
$115,252. 

Other committee members, who 
were not named, received a total 
of $468,485, Mrs. Reichel charged. 

She also claimed that the four 
officers were granted options in 
1958 to buy Fruehauf common 
stock at prices ranging from $13.66 
to $18.41 a share in replacement of 
options awarded them in ’55 and 
56 at $17.23 to $30.65 a share. 

The new options, it was said, 
were considered incentive compen- 
sation, 

Grace called Mrs. Reichel’s 
complaints unfounded, and said 
the additional compensation was 
“fully justified.” 

He added that “it was a proper 
exercise of sound judgment by the 
board of directors, particularly in 
view of net earnings for 1959 in 
the amount of almost $13 million, 
as compared to a loss of approxi- 
mately $5.5 million for 1958 and to 
performance in years prior to 1959.” 

Details of the extra compensation 
and stock options were covered in 
an Apr. i, 1960, proxy statement 
mailed to all shareholders, Grace 
said. 

The market price of the stock 
is about $20 a share, according to 
the suit, and the aggregate dif- 
ference between the excess of the 
market price and the aggregate 
option price is about $1.1 million. 

Mrs. Reichel charged that “gross- 
ly unreasonable and excessive” ben- 
efits, constituting a “gift and 
waste” of company assets, were 
added to the $75,000 salaries of 
Fruehauf and Grace, the $45,000 
salary of Hill and the $36,000 sal- 
ary of Jacobs. 

In 1956, the suit continues, stock- 
holders approved a bonus plan, but 


Fruehauf earnings in each of the 
years from ’56 to ’59 were insuffici- 
ent to permit payment into the 
compensation fund, 

In 1959, however, Mrs, Reichel 
said $60,276 was awarded, with 
Fruehauf, Grace, Hill and Jacobs 
receiving a total of $21,031, 

The suit added that the directors’ 
1958 resolution provided that if the 
consolidated pretax income of the 
company and its subsidiaries for 
’59 exceeded $15 million, 10 percent 
of pretax income over $15 million 
and 12% percent of pretax income 
over $25 million, should be placed 
in a special additional compensa- 
tion fund. 

The ’56 bonus program ap- 
proved by stockholders, the suit 
continued, was adopted with the 
understanding that only the per- 
centages of Fruehauf earnings 
would be applied. 

The ’58 resolution for additional 
compensation and the alleged pay- 
ments were contrary to the ’56 
understanding and were “illegal, 
unauthorized, and improper,” the 
suit said. 


Rambler Sales 
Up in Mid-Month 


DETROIT.—Rambler retail sales 
totalled 9,003 in the second 10 days 
of January, compared with 6,877 in 
the opening 10-day period. 

If Rambler sales are to reach the 
71,625 total for December-January 
in order to qualify for a $25 bond 
rebate to January buyers, sales will 
have to reach 21,521 in the final 10 
days of this month. 

Retail sales of Chrysler Corp. 
totalled approximately 15,000 in the 
mid-month period, compared with 
14,225 in the first 10 days. 





Late Report... 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week was $1,075, a figure unchanged from the previous week, 
according to Automotive News’ index. A year earlier, the average 


price was $1,133. 











Ford Co., Jackson, Miss.; $1,763 at 
Bolton Ford, Marshall, Tex.; $1,796 
at Duvall Motors, Jacksonville, 
Fla., and $1,799 at Dixie Ford, 
Greensville, S. C. 

Lynch-Davidson Ford, Jackson- 
ville, listed “six-passenger sedans” 
at $1,344 “after only one-fourth 
down.” The same ad appeared a 
week later, but the slide-rule tactics 
had been discontinued, The ad read 
“$1,792 total price.” 

* * + 

ANCER 130 four-door sedans 

were $1,859 at Goodwin Bros., 
Dayton, and Seneca Motors, Inc., 
Rochester, N. Y., mentioned Val- 
iants at $1,796 and Plymouths at 
$1,979. The Seneca prices included 
heater, 

Park Chrysler-Plymouth, Ro- 
chester, applied a little reverse 
English to its tradein offers. 

Park said, “Sell us your old 
car at its true value, and we will 
give you $200 extra toward the 
purchase of a ’61 Valiant.” The 
same offer was made on Plym- 
outh ($400), Chrysler ($500) and 
Chrysler New Yorker ($600). 

The new General Motors small 
cars apparently have not felt the 
full weight of the discount ax in 
some areas, 

Black Cadillac-Oldsmobile, 
Greensboro, N. C., offered an F-85 
at $2,468, and Bluff City Buick, 
Memphis, pegged a Special at 
$2,463. ok 

* 


| TEXAS, Tempests carried tags 
of $2,096 at Frank Gillman Pon- 
tiac Center, Houston; $2,288 at Bird 
Pontiac, Corpus Christi, and 
$2,301.50 at Fred Schneider Pontiac, 
El Paso. 

Among the imports, an ad signed 
by 34 Rootes dealers in the Los 
Angeles area offered Hillman 
Husky station wagons at $1,399. 

The East Coast port-of-entry 
price for this model is $1,739, and 
the Western tab is some $50 high- 
er. Rootes is expected to an- 
nounce sizable reductions in Hill- 
man POE figures soon. 

Andrea Motors, Inc., Syracuse, 
listed a Triumph Herald sedan at 
$1,645 (the POE figure is $1,849), 
and Ralph Pontiac, Rochester N. Y., 
advertised 15 Vauxhall wagons at 
$1,798 in a “special sellout.” Ralph 
said the “original price” of the 
wagon was $2,403. 


Knudsen Chosen 


DAC Officer 


DETROIT. — Semon E, Knudsen, 
general manager of Pontiac, has 
been elected 1961 first vice-presi- 
dent of the Detroit Athletic Club, 
social gathering 
place of automo- 
tive executives. 
The DAC’s new 
president is Ray- 
mond T. Perring, 
president of De- 
troit Bank & 
Trust, who suc- 
ceeded Chrysler 
President L, L. 
Colbert. 

4 After serving 

8. E. Knudsen as a DAC direc- 
tor for five years, Colbert relin- 
quished his seat on the board with 
completion of his presidency. He 
had a year to go as a director. 

Benson Ford, vice-president of 
dealer relations of Ford Motor Co., 
was reelected to a three-year term 
as a DAC director. Also chosen a 
director was Richard E. Cross, 
American Motors director and con- 
sultant attorney. 





Among individual models, gains amounted to $14 on ’61s, $8 
on ’60s and $4 on ’58s. The price of ’55s remained unchanged from 
the previous week. Losses amounted to $2 on 56s, $4 on ‘54s, $8 
on ’57s and $11 on ’59s. New lows were established for 59s, ’56s 
and ’54s and the previous low for ’55s was matched. 

At a group of representative auctions last week, the sales ratio 
was 67.2 percent, compared with 69.3 percent a week earlier. 

Auction reports begin on Page 92. 














Dodge Unveils New Lancer Model— 

This five-passenger sports coupe has been added to the Dodge Lancer 770 series. 
The exterior styling of the new model is highlighted by a two-tone color treatment. 
The contrasting color appears in a “belt line’ area below the side windows and the 
windshield line. A narrow chrome molding emphasizes the color contrast. The Lancer 
model has a color-coordinated interior of nylon and vinyl and a 170-cubic-inch, 101- 
horsepower engine. The sports coupe is priced at $2,075, including Federal tax and 


dealer prep. 


DADA Seeks the Facts . 





Lowdown on Dealer Image 


DETROIT.—Why do people dis- 
like auto dealers? 

The Detroit Auto Dealers Assn. 
isn’t quite sure, but the association 
is trying to remedy the situation 
just the same. 

DADA envisions a “customer 
complaint service” to clear up 
misunderstandings between car 

owners and dealers, Working out 

the details is a committee com- 


Dealership Count 
Drops in Chicago 


Year-End Total 404; 
Franchises Climb 


CHICAGO.—Dealer mortality in 
Cook County in 1960 continued to 
rise, with the total number drop- 
ping from 410 in 1959 to 404, In 
every year since 1954, with the ex- 
ception of ’57, the total has slipped. 

However, there was an increase 
of 12 in the number of new-car 
franchises, according to a spokes- 
man for the Chicago Automobile 
Trade Assn. 

“This is a result of additional 
Valiant franchises, plus the fact 
that we now show Imperial as a 
separate outlet,” he said. The total 
number of franchises as of Jan. 1 
was 505, compared with 493 a year 
ago, he added. 

The wide difference in the num- 
ber of dealerships and the number 
of franchises, he explained, is due 
to the fact that some dealers han- 
dle more than one make and may 
have resigned only one during the 
year, while others may have taken 
on additional lines. 

In 1954 there were 466 new-car 
dealerships on Jan. 1, The following 
year it dipped to 450 and then to 
445. In ’57, when Chicago dealers 
had their best sales year in history, 
the number soared to 529. But the 
next year the total sagged to 435 
and then to 410 in 1959. 

As of Jan. 1, there were 209 
dealerships in Chicago and 195 
elsewhere in Cook County, 

Ford Division had the greatest 
number of outlets in the county 
with 52, two more than Chevrolet, 
three more than Rambler and 19 
more than Plymouth and Valiant, 
which had 43, 

Other totals were: Studebaker, 
35; Pontiac, 32; Oldsmobile, 30; 
Buick, 29; Chrysler and Dodge, 26; 
Imperial and Mercury, 23; Lincoln 
and Willys, 15, and Cadillac, 14. 

The new Imperial listings more 
than offset the loss of 18 DeSoto 
outlets during the 12-month period. 
During the year franchise ap- 
pointments were topped by Impe- 
rial with 25, one more than Valiant. 
Others were: Studebaker, 14; Plym- 
outh, seven; Chrysler, five; Ram- 
bler, four; Ford, Lincoln, Mercury 
and Willys, three each; Buick, 
Chevrolet, Dodge and Oldsmobile, 
two each. 

In franchise resignations or can- 
cellations, DeSoto was the leader 
with 18. Others were: Studebaker, 
16; Valiant, 11; Plymouth, 10; 
Buick, six; Chrysler and Ford, 
four; Dodge, Mercury and Oldsmo- 
bile, three; Chevrolet, Imperial, 
Rambler and Willys, two, and Lin- 
coln, one, 





























posed of Howard Bell (Stude- 
baker), J. W. Bundy (Chevrolet), 
and John O’Green (Ford). All 
are DADA directors. 

The DADA board has agreed 
upon the need for a program to 
help the public in cases where 
complaints arise from a misunder- 
standing with a dealership em- 
ploye. 

“We do not plan to create a de- 
partment to handle ALL com- 
plaints,” explained Herbert J. Kess- 
ler, DADA president, “There are 
other agencies fully qualified to do 
that. 

“We will merely bring certain 
types of complaints to the dealers 
involved, with the hope that they, 
when appraised of the circum- 
stances, will want to settle them.” 

As an example, Kessler men- 
tioned a new-car owner who told 
him recently, “I’m never going back 
to the dealership where I bought 
my car. I have an oil leak, and 
they won’t fix it.” 

Kessler asked if he had told 
the dealer about the trouble, 
“No,” replied the unhappy owner. 
“I told a guy in the parts depart- 
ment.” 

Recounting the incident, Kessler 
said: “There’s a dealer who has 
lost a customer without ever hav- 
ing a chance to correct the man’s 
problem.” 

Kessler, a Buick dealer, feels that 
the public relations of the auto 
industry are bad both locally and 
nationally because of misunder- 
standings of this type. He noted 
that the dealer is not always to 
blame, 

“Buying a car has become quite 
a game,” he remarked, “Many cus- 
tomers still remember the early 
postwar period, and they think they 
were stung by a dealer, So their 
attitude is, ‘Now, I'll get you.’ 

“I don’t say the dealers did all 
the things they’re charged with 
after the war,’ Kessler declared, 
“but the customer thinks they did 
them.” He added that a lot of the 
dealers against whom complaints 
were lodged in those days are no 
longer in business. 

“I think today’s dealer is a 
pretty fine citizen,” he said, “He 
has a lot of money invested in 
his business and, for the most 
part, he tries to serve the public 
well.” 

He continued, “Our program is 
designed to build public confidence 
in the integrity of Detroit’s deal- 
ers. We aren’t trying to revamp or 
restyle the world—we just want to 
clear up misunderstandings be- 
tween customers and dealers.” 

—Joun K. TeaHEN JR. 


Fleming, 51-Year Dealer, 


Sells Out to Partner 


LIVINGSTON, Mont.—Edward L. 
Fleming, a 51-year veteran in the 
auto business, has sold his interest 
in Gateway Motor (Ford) to Jack 
Ryall, who had been a partner 
since 1937. 

On retiring, Fleming recalled that 
there were only about 150 cars in 
Livingston when the dealership was 
opened. “I feel my faith in the 
automobile and the business it 
created was certainly well founded, 
he added. 
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Dealer Profits 
Continued Well Above 
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Retail Clerks Get Foothold 
Two Houston Dealers 
Sign with Sales Union 


By Francis J. Gawronski 
Staff Writer 


ONTRARY to the national trend 


in which automobile salesmen 
have been rejecting unions in rep- 
resentation elections conducted by 
National Labor Relations 


the 
Board, organized labor has gained 


a foothold in the ranks of Houston- 
area dealers without even going to 


the polls. 


The development is the latest in 
a move by the Retail Clerks Inter- 


national Union to 
organize automobile 


salesmen in the 
Houston, Fort Worth 
and Dallas areas. 
The Houston 
“shocker” was administered by two 
dealerships which agreed to recog- 
nize Local 501, Automobile Sales- 
men Union, as the bargaining agent 
for their salesmen. The union is the 
first RCIU local for auto salesmen 
in Texas, 

The agreements were announced 
while the NLRB was processing 
election petitions filed by both the 
dealers and the union, and the deal- 
ers were expressing confidence that 
they could defeat the union’s or- 
ganizing drive at the polls. 

Recognition of Local 501 was 
set down in a written agreement 
between the union and Bill Mc- 

David Oldsmobile, Inc., and Mc- 
David Rambler, Inc. 

The agreement was reached ami- 
cably, said Bill McDavid, owner of 
the Oldsmobile dealership and part 
owner of the Rambler outlet. 

“I realize that other dealers may 
disagree with our decision to rec- 
ognize the union, but I believe it is 
in the best interest of the Houston 
buying public, my salesmen and 
the dealerships,” McDavid said, 

He said he thought the union 
would help give respectability to 
car salesmen and keep “undesir- 


ables” out of the car sales field.’ 


The two dealerships employ 34 
salesmen. 

A picket line around the Oldsmo- 
bile dealership, set up to publicize 
the union’s organizing campaign, 





Teamsters Pact 
Includes Fee for 


Piggyback Loads 


CHICAGO.—The new Teamsters 
Union contract covering 200,000 em- 
ployes of 7,000 Midwest trucking 
firms includes a proposal calling 
for a $5 payment to the union for 
each trailer placed aboard a rail- 
road flatcar, boat or airplane. 

The payments would begin Feb. 
1, 1962, if no mutually acceptable 
solution to the piggyback problem 
has been reached by that time. 
Management negotiators have 
agreed to join union representatives 
in a study group to work out such 
a solution. 

If the $5-per-trailer plan is adopt- 
ed, the money would go into either | ¢ 
the union’s pension fund or its 
health and welfare fund. 

The contract, which is scheduled 
to go into effect Wednesday (Feb. 
1) is a three-year pact. It is a 42- 
cents-an-hour package, of which 
28 cents is in direct wages—10 
cents the first year, eight cents the 
second year and 10 cents the third 
year. 


Supp 


lier Guide 
Issued by Ford 


DEARBORN.—A Ford Motor Co. 
booklet, Partners in Quality, is be- 
ing mailed to suppliers as a guide 
to Ford’s purchasing requirements 
and objectives. 

The booklet underscores Ford’s 
drive for quality in connection with 
the new extended warranties. 

Sections of the booklet deal with 
quality, the 100,000 or more differ- 


ent items purchased by Ford, how 
the company selects its suppliers 
and how Ford does business with 


them, 




























was removed when the agreement 


was announced. 
+ aa ~ 


OWEVER, the union is continu- 
ing to picket Chuck Davis 
Chevrolet, Inc., and Sam White 
Oldsmobile Co, in an effort to gain 
public sympathy. The union also 
has filed unfair labor practice 
charges against nine dealerships. 
“Posting of pickets at these lo- 
cations serves to inform the pub- 
lic,” Don Hofer, 
representative directing the 
Houston campaign, said. 
“We anticipate better results in 
this organizing campaign than oc- 
curred in Detroit,” Hofer said. 
“That effort was made by the 
Teamsters Union. This one is being 
made by the Retail Clerks Interna- 
tional, and we’ve had a real clean 
bill of health from the McClellan 
Senate Committee.” 
(The Detroit campaign mention- 
ed by Hofer collapsed after Team- 
sters Local 376 managed to win 
only two of 24 elections conducted 
by the NLRB. It also withdrew 
from 13 other elections after filing 
71 petitions with the board. 
(A second union, the Salesmen’s 
Guild of America, also abandoned 


its campaign to organize the 3,000] | 


Detroit-area salesmen after losing 
10 of 12 elections and withdrawing 


RCIU special ° 


Dealers on the Move 
























New Rambler Building in Sacramento— 

City of Rambiers has opened its new and modern facilities in Sacramento, Calif. 
In addition to the large showroom, new cars also can be displayed outside. C. K. Sutton 
is president and G. O. Phelps is vice-president and manager. Sutton has been in the 
auto business since 1929, Phelps since 1945. 


from seven others. The guild had| — 


filed 31 election petitions.) 
Hofer estimated Local 501 repre- 
sents 700 of the 900 salesmen in 
the Houston area. He said the 
salesmen want better working con- 

ditions and wages. 
* «x * 


Hearings Are Set 


ves NLRB has set Thursday: 
(Feb. 2) for hearings in peti- 
(Continued on Page 115, Col. 2) 


Dealership Study 
Urges Profit for 
Each Activity 


WASHINGTON. — Each activity 
of a retail auto dealership is a use- 
ful function, should be evaluated 
independently of the others and 
should return a profit for the capi- 
tal invested in it, according to a 
management research summary re- 
leased by the Small Business Ad- 
ministration. 

Available at all SBA offices at no 
charge, the four-page summary is 
based on information contained in 
a study recently completed by the 
research bureau of the University 




































Modern Mofors Redesigns Showroom— 
This attractive and functional showroom is part of the newly redesigned facility of 


Modern Motors Co., 
past 34 years. 







Inc., Cadillac-Oldsmobile dealership in Glendale, Calif., for the 
According to Lee Speights, president, the alterations, which cost in 


excess of $140,000, features two showrooms separated by steps and an area of 


tropical plants. 


of Indiana, Copies of the complete} ; 


study titled “Control for Profit in 
a Retail Automobile Dealership,” 
will be available from the Uni- 
versity in Bloomington, Ind., in 
February. The cost will be $1.50 per 
copy. 

Financed by an SBA grant of 
$40,000 in 1959, the University’s 
School of Business conducted the 
auto retailing study and similar 
studies covering five other fields of 
interest and importance to small 
— in all parts of the coun- 


LOS ANGELES. — General Mo- 
tors’ dollar sales in 1960 were the 
highest in history, and net income 
and unit sales trailed only 1955, 
Chairman Frederic G. Donner and 
President John F. Gordon announc- 
ed last week. 

Donner and Gordon disclosed 
the 1960 preliminary figures at a 
news conference in conjunction 
with the GM Motorama which 
opened a nine-day run at the 
Pan-Pacific Auditorium last Sat- 
urday. 

Dollar sales for 1960 were esti- 
mated at $12.7 billion, compared 
with $11.2 billion in 1959 and the 
previous record of $12.4 billion in 
1955. 

The preliminary estiraate of net 
income for 1960, subject to final 
audit, was $959 million. In 1959 net 
income was $873 million. The record 
is $1,189 million in 1955. 

After deducting dividends on the 



















New Lighting Increases Traffic— 


New lighting of used-car lot of Widger-Goodwin (Dodge), Bellflower, Calif., 
increased traffic in the used and new-car display area. New system is said to provide 
four times as much light at less power cost. Due to design, less pole standards are 
required, allowing more usable area. 


GM Sales at Peak; Net Trails ’55 


preferred stocks, a earn- 
ings on the common stock in 1960 
were equivalent to $3.35 per share, 
of which $2 was paid in dividends 
and $1.35 retained for use in the 
business. In 1959, earnings on the 
common stock were equivalent to 
$3.06 per share, 

Sales of cars and trucks from GM 
plants throughout the world in 1960 
were estimated at 4,661,000 units, or 
21 percent more than in 1959. 

In answer to a question, Don- 
ner declared that he does not feel 
that GM dealer inventories are 
out of line with the level of de- 
mand shown in the last four 
months of 1960. 

Donner said two factors are nec- 
essary for a stable economy—high 
consumer income and a high de- 
gree of buyer confidence. The for- 
mer is present; but the latter is 
lacking at this time, he noted. 

On the subject of compacts vs. 


has 


used cars, James M, Roche, distri- 
bution vice-president, said: “7 think 
the used-car market of 1960 was 
well maintained, but there has been 
a slowdown in the last 60 days. 
“We feel the effect of compacts 
on used cars has been negligible,” 
he said. “We think the slowdown 
has been due to the weather.” 

“Watch and study” seems to be 

GM’s course on the subject of 
smali-small cars. 

Donner said, “We are always 
looking for new markets, but the 
question is, Is there a demand 
(for a car smaller than present 
compacts)? Some note should be 
made of what happened to im- 
Ported cars after the compacts 
were announced.” 
Gordon was asked: “What is 
GM’s policy on handling warranty 
claims on third-hand new cars such 
as those passing from dealer to 

(Continued on Page 115, Col. 5) 





Small Crowds Fail 
To Dampen Shows 


Fort Worth Reports 
Attendance Up 50 Pct. 


By John E, Walsh 
Staff Writer 


OOD reports continue to come 
in from sponsors of auto shows, 


even though the attendance is 
under last year’s turnouts, 


The lone exception last week was 


Fort Worth, where there was an 
increase of 50 percent in attend- 
ance, The three-day show drew 
75,000, compared with 50,000 in 1960. 


Weather apparently isn’t as big 
a factor in attendance as spon- 
sors of the Syracuse event 
thought. 

Last year, when the event was 


snowed under for the fifth straight 
time, 
This year the weather was fine, but 
attendance dropped 10 percent to 
40,193. 


the turnout totalled 44,753. 


* * * 


N SPITE of this, however, Stuart 
C. Ballard, show manager and 


executive vice-president of the 
sponsoring Syracuse Automobile 
Dealers Assn., called it “one of the 
most successful shows in the 52- 
year history of the event.” 


He reported that a new high was 


established in the number of cars 
sold on the show floor. 


“We had critical audiences and 
they liked what they saw,” said 
William B. Dunn, general show 
chairman. “I can’t remember 
when I’ve seen auto show patrons 
compare prices, design, engineer- 
ing features and styles the way 
they did this year.” 

Attendance was off 2 percent at 
the Upper Midwest Auto Show in 


Minneapolis, despite an extra day, 


but again no one was crying. 
* o* + 


M4 WINTER, show promoter, 
Said 172,458 visitors were 
counted at the 10-day event, com- 
pared with 175,149 in nine days a 


year ago. 


He added that most dealers re- 
ported they were well pleased with 
results, and that the crowds’ inter- 
est was greater this year. Next 


year’s show has been set tentatively 


for Jan. 5-14, he said. 

Nine dealers took part in the 
second annual show in Tucum- 
cari, N. M.’They: also sponsored 
‘an eight-page show section in the 
Tucumcari Daily News, 

Four dealers displayed their 

products at the fourth annual show 
sponsored by the Monticello (IIl.) 
Chamber of Commerce. 
The only new exhibition sched- 
uled to open this week is the third 
annual Miami International Auto 
(Continued on Page 115, Col, 4) 





Consumer in ’60 
Spent 512 Pct. of 


Income on Autos 


WASHINGTON.—The Commerce 
Department reported last week that 
the consumer spent 5% percent of 
his dollar for new cars, used cars 
and parts last year, compared with 
4 percent in 1948, 

In releasing its figures on con- 
sumer spending, Commerce noted 
that the car-buying share igs er- 
ratic. The ratio reached 7 percent 
in 1955 and dropped from 6 percent 
to 4% percent in the 1957-58 reces- 
sion. 

“Fluctuations in the _ relative 
amount spent by consumers on 
autos and parts arise from the 
extraordinary swings of these ex- 
penditures in recession and in re- 
covery periods and from the 1950 
and 1955 buying spurts,” Commerce 
said. 

The report arrived at a conclu- 
sion familiar to auto dealers: “In 
view of this experience, it is ap- 
parent that the longer-run factors 
which influence automobile demand 
are not only numerous and com- 
plex, but tend to vary in their 
importance from time to time. 

“In addition to the longer-run 
factors, short-run influences—such 
as changes in income flows, cat 
prices, credit terms, weather 
styles—are critical in determining 
volume of sales and profit of auto 
mobile dealers.” 
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Bottle of 
Champagne 


by seeing how THIS WEEK’s local circulation means more 
sales power for you. How to win the champagne: You’re cor- 
dially invited to visit THIS WEEK ’s popular “spinning wheel” 
booth. Again this year, anyone who spins the wheel and lands 
on his home city gets a bottle of champagne-on the house. Just 
step up to booths 343-344 and test our hospitality and the 


selling power of "This Week 


Psst.-Remember, THIS WEEK’s total circulation 
is more than. 13,000,000. Big nationally...Big locally...The 
biggest thing in print. 





The Baltimore Sun 

The Birmingham News 

Boston Sunday Herald 

Buffalo Evening News 

The Charlotte Observer 

Chicago Daily News 

The Cincinnati Enquirer 
Cleveland Plain Dealer 

The Dallas Morning News 

The Denver Post 

Des Moines Sunday Register 

The Detroit News 

The Grand Rapids Press 

Hartford Times 

The Houston Post 

The Indianapolis Star 

The Jacksonville Florida Times-Union 
The Kansas City Star 

Los Angeles Times 

The Memphis Commercial Appeal 
The Miami News 

The Milwaukee Journal 
Minneapolis Sunday Tribune 
New Orleans Times-Picayune 
New York Herald Tribune 
Norfolk Virginion-Pilot and Portsmouth Star 
Omaha World-Herald 

The Philadelphia Sunday Bulletin 
The Phoenix Arizona Republic 
The Pittsburgh Press 

Portland Oregon Sunday Journal 





Providence Sunday sournal 
Richmond Times Dispatch 
Rochester Democ’at & Chronicle 
St. Louis Globe Democrat 

The Salt Lake Tribune 

San Antonio Express and Sunday News 
San Francisco Chronicle 

The Spokane Spokesman-Review 
The Syracuse Post-Standard 

The Tampa Tribune 

The Washington Sunday Star 
The Wichita Sunday Eagle 


CIRCULATION MORE THAN 13,000,000 
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1961 PLYMOUTH — solid beauty for ’61. The new look in economy. 


Cars that 


1961 IMPERIAL — America’s most carefully built car. 1961 VALIANT —couldn’t be topped in ’60, tops itself in ’61. 


1961 DART — the full-size Dodge priced model for mode! 





1961 DODGE —the best of everything Dodge in Dodge’s best year ever. 


jinows no price 





1961 LANCER—new for ’61. The compact packed with luxury features. 











; 
; 
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41961 CHRYSLER —featuring the Newport, a full-size Chrysler in a new, lower-price range. 


The 7 new ones from Chrysler 
Corporation have quality 
features that give salesmen 

a head start towards sales 


What features? 

The amazing new Alternator that keeps the battery 
charging even when the motor’s idling. Strong, silent 
Unibody, the one-piece construction that adds years 





to the life expectancy of these cars. Famous Torsion- 
Aire suspension system, the reason these cars have 
been called “the most outstanding road cars ever 
built in America, bar none.”’ And a seven-soak rust- 
proofing process that helps these cars keep their 
showroom shine long after they’re new. 

All these, and other good, exclusive features, give 
salesmen real quality to sell, no matter what size car 
a prospect wants to buy, or the price he wants to 
pay. No wonder so many of these salesmen are setting 
new sales records. 


Chryster Corporation 


Serving America’s new quest for quality 











Events 


% Enprror’s Norn: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 






Dealer Conventions 


Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

%& April 23-25— Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

May 1416—i daho Automobile Dealers 
Assn., Idaho Falls. 

May 1415—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 30-May 2—North. Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


Jan. 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Wayne, Ind. 
Jan. 26-29?—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 

Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

¥& Feb. 2-4—Orlando Auto Show, Parkwood 
Shopping Center, Orlando. 

Feb. 2-11—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 

Feb. 22-26—Eleventh annual National Au- 
torama, Connecticut State Armory, 
Hartford. 

March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 

April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 
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motor vehicles, parts and accessories; 
of 










Nov. 11-18—Philadelphia Auto Show, Phila- 
2. Every doll auto excise, gasoline and oil taxes, collected by states ° ' 
LGU governments, applied fo bulldiag and malstonance of highways:| delphi, tions and will, of course, always be 
13. Guard the precepts of individual freedom, which made the U. S. A. on the short end of the fee charged. 
Great and gave its citizens more of the better things of life than anywhere General The professional, of course, will 
news + achodisnaten Jan. 28-Feb. 5—General Motors Motor- | submit his own bill and be paid for 
ama, Pan Pacific Auditorium, Los An- services rendered.—Rosert I. Tuer- 





geles. 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 

Feb. 13-15—Annual Convention Automotive 
Service Industries Assn., Hotel Biltmore, 
Los Angeles. 

Feb. 16-19—International Automotive Serv- 
ice Industry Show, Los Angeles Memorial 
Sports Arena, Los Angeles. 

March 13-16— Annual Spring Conference, 
National Truck Leasing System, Boca 

a. 
















New Milford, Conn. 
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NADA ‘60 Accomplishments 


Deserve Praise of Dealers 


As DEALERS from all parts of the country gather in San 
Francisco for the NADA convention, it is worth noting 
that that dealer organization is closing a year of consider- 
able accomplishment. 

It is true that many problems still face dealers this year, 
and always will, but the determined and forthright ap- 
proach to dealer problems under the leadership of Birkett 
Williams, NADA president, helped ease the way for all 
dealers. | ; 

We fee! that in the areas of factory relations, legislation 
and in fighting confidence-destroying dealer advertising, 


NADA did an outstanding job. In addition, much was done 
to spread information on the vital subject of business man- 


agement. 

Every dedler.has to run his own business, but in some 
areas united actianis\wital. Wherever the need was evident, 
NADA*moyed ahead with courdge. 

And as @re-muecet gow for the convention, they will 
find a program Wiiut will stimulate their imagination and 
expose them to n 


That latter point, we Tel, is one of the most: important 
benefits of conventions—the Opportunity: to. meet with deal- 
ers from other parts of the country to exchange ideas. Man 
is at his best when he shares with W@hers the ideas which 


have helped him, ~ 


Status Report 





Raton Hotel, Boca Raton, 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

%& March 21-23—Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


~The Big Stories 


35 Years Ago—1926 





















were produced:in the U. S. 
~ +. 20 Years Ago—1941 


there probebly would be 1942 models. 
10-Years Ago—1951 


for civilian use w 


Letterbox 


‘Knowing Where and How 


This is an open forum for the discussion of any subject of interest to our 

readers, and your letters are welcomed. No attention is given 

letters but you may sign your name 
est. Address 


Doctor’s Approach Urged 
You may find the following worth 


IIE UE cicicpercescsevseleliaianeusbeed 
Hospital Call ...........c.ccccecseeesssees 
Cutting during operation 
Charge for experience and 
knowing where and how to 
cut without killing you 


Total production of cars in the United States and Canada during 
1925 aggregated 3,817,638 units, compared with 3,262,764 in 1924, 
according to the Department of Commerce, Of the total, 3,678,327 


+ . 

Dealers: attending the National Automobile Dealers Assn.’s 24th 
annual convention in Pittsburgh were urged to put their “houses in 
@rder” for any emergency under the National Defense Program. It 
&iso was indicated that local associations would make ‘every effort 
‘to stagerauto shows as usual after dealers received assurances that 


Orders banning nickel in new-car trim and reducing steel available 
issued by the National Production Authority 

. . Walter P. Reuther, president, Unitéd Auto Workers, urged the 
establishmetit, of..a labor-industry commission to study “all possible: 
Ways and means. of achieving a guaranteed annual wage.” 


"I'm expecting a visit from the tax bureau.” 


Salesmen throughout the automo- 
tive field might do well to think 
in terms of the doctor replying to 
a letter complaining about a fee 
charged relative to an operation 


The following will break down 
my charge for you as per your re- 


800.00 


, $821.25 

It follows, fellow salesmen, you 
too are paid for your operation as 
a specialist. A quack will always 
be in difficulty as a result of false 
impressions and improper opera- 


NEY, sales manager, New Milford 
Motors (Volkswagen), R. D. No. 3, 


I would like to thank AUTOMOTIVE 
News for the recent mention of me 
in the Dec. 26 issue under “A Look 
At Leasing” on Page 20. 

However, in the interest of keep- 
ing the information that appears in 
your publication current, I would 
like to report that I left U. S. Fleet 
Management Corp. as of July 31, 


1960. 

Since that time I have been sales 
manager for Fleetway Corp., an 
automobile fleet leasing firm, head- 
quartered in Los Angeles and or- 
ganized by Sam Lee, former presi- 
















with the assuran 
itor, Automotive News, Detroit 7, Mich. 


























































to unsigned 
ce that it will not be 











dent of Lee Fleet Management, a 
company with whom I was also 
associated for many years.—Harry 
E. SitverMAN, sales manager, Fleet- 
way Corp., Los Angeles. 

* * . 


Sales in High Gear 


In reference to the printing of 


my letter in the Jan. 9 issue of 
Automotive News, I have met your 
reporter and the misunderstanding 
has been cleared. 


I wish to state that up till the 


one week in question, our sales of — 
Ramblers had been excellent and 
since that time our sales have 
reached an alltime high. I want it — 
understood that my letter was con- 
cerning one week and one week 
only. Our sales are running far 
above last year’s sales— Mrs. E. M. 
BattaH, Brown Rambler Motor Co., 
ve Fourth St. N., St. Petersburg 
, Fla. 


Studebaker’s ‘Big’ Claim 


* * * 


With all apologies to Buick and 


its claim that the 65-foot-long re- 
production of the 1961 Invicta is 
the “biggest auto ever built,” in 
Automotive News Jan. 2, please 
refer to your own files of 1934 
where it was reported that the 
Studebaker Cruiser displayed at the 
Century of Progress in 1934 was 
80 feet long, 30 feet wide and 28 
feet high. 


Inside it could seat 80 persons in 


a little theater, a man could walk 
under the bumpers and three chil- 
dren could curl up in the head- 
lamps—or so said Automotive News 
in 1934 in calling it then the “larg- 
est auto ever built.” 


For many years after the World's 


Fair, this.huge reproduction stood 
on a hillside at South Bend and 
was a popular tourist attraction. No 
compact, this.—GeraLtp A. WaAINDEL, 
Studebaker-Packard, South Bend. 

*~ * * 


Lower Discount Urged 


I have been a Chevrolet, Oldsmo- 


bile and Buick dealer for 30 years. 
I have seen good times, bad times, 
etc. The automobile dealers up 
until the early ’40s were at the bpt- 
tom of the list, so far as credit was 
concerned. They were considered 
the poorest credit risks in business. 
Then the war came along, gnd al- 
most 100 percent, they made money 
all through the ’40s and up to and 
including 1958. 


The new-car dealers all over the 


country, or a big percentage of 
them, are financially weak. Never 
in my 30 years of business were 
the new-car dealers ever able te 
organize. Even with the good state 
and national associations, organiza- 
tion is important. It is true that 
our state and national organiza- 
tions have done great things im 
helping “the «mew-car dealers 
through legislation, keeping the 


(Continued on Page 86, Col. 3) 
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REPORT TO 


FORD DEALERS 


‘Lhe Galaxie Roof...the line 


of least sales resistance 


... and there’s more value to sell beneath it! 


This is the design that wins friends and influences 
competitors. It’s a classic design—perfectly propor- 
tioned to the car it was intended for. Consequently, 
it makes imitators’ cars look like imitations, and 
makes car buyers sure that they want the original. 


But it’s more than Ford's trend-setting styling that 
buyers go for. They also want an autemobile that’s 
carefree as a car can be. It’s the value beneath the 
beauty of this car that makes it “beautifully built to 





take care of itself” . . . that gives you a big sales 
advantage. 


As a Ford Dealer, you sell the car that has:all the 
styling, luxury and engineering advantages of auto- 
mobiles costing hundreds. of dollars more. 


Buyers recognize the styling leadership expressed 
in the Classic Ford Look . . . the extra value that’s 
“built into” the 1961 Ford. } 


It’s the line of least sales resistance. 





FORD DIVISION backs you best 
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The Man Behind the Wheel . . . 





Sales Testing the ‘61 Cadillac 


Epitor’s Note: This is one of a 
series of articles designed to ex- 
plore the selling features of Amer- 
ican cars. 


* * * 
By L. H, Houck 
Travelling Correspondent 


pus year we 


on railroad crossings and forgotten 
bypaths. 

Weather ranged from the lan- 
guorous sunshine of the South 
to the sleet and snow of a typical 
Midwestern winter. If there are 
any bugs in a car, 3,000 miles will 
bring them out, 

But the 1961 Cadillac purred like 
a contented kitten at the end of the 


trip and the scoreboard was near 
perfect—no service, no squeaks, no 


knobg fell off, nothing failed to 
work and, with a pre-trip drain, oil 
did not drop to the “add” mark. 


put Cadillac 

through the wringer — almost 
3,000 miles of mixed roads—good 
and bad, and tried it for bounce 





The -“ el’s two spokes have been 


Speeds on good highways and turn- 
pikes exceeded 80 miles per hour 
for some long stretches, 

The Cadillac symbol is too well 
known to be worked over here. 

In addition to looks and prestige, 
the car offers reliability, stamina 
and top comfort. 

The question most often asked 
me about Cadillac is: “Ig Cadillac 
overrated ?” And the thing I’m most 
often told by nonCadillac owners is: 
“Cadillac is greatly overrated.” 

* * * 


” MY opinion, based on this ex- 
haustive test, and the road test- 
ing of three previous Cadillacs, is 
that Cadillac igs not overrated, And 
here is the “inside story’ of Cadil- 
lac to show why. 

We'll start behind the wheel. 
Cadillac’s steering wheel is one 
inch smaller in diameter this 
year, increasing the room be- 
tween wheel and seat cushions. 








Your pastenger ADWwiee neglecta 


out 
The meat amd 


UNSOLICITED IN-FLIGHT LETTER FROM M. J. MC DONOUGH EQUIPMENT SALES DIVISION, AMERICAN CAN CO. 


young Ladild Ww 
fort of the untied arta oudit toa 
company who Canes about the cuslonner 


M. }. Me Donough 


rearranged to give a better view 
of the instrument cluster, 


With the standard equipment of 
power steering, a new steering 
ratio, you have no need for lever- 
age. For some reason, this small 
wheel is so positioned, along with 
the seat, that it is restful on long 
trips. I found myself steering with 
the palm of my left hand resting 
on the junction of spoke and wheel, 
with complete control, 

The ’61 Cadillac has a lower front 
floor and transmission tunnel, in- 
creased seat height and, with new 
roof line and styling, increased 
headroom, Cadillac recognizes the 
special requirements of its lady 
drivers with a recess at the base of 
the accelerator pedal for high heels. 

Another feature up front is a new 
glove compartment of bin-type de- 
sign. When opened, a raised edging 
along the sides and front keeps 
articles from falling out. Centrally 
located, it can be conveniently 








Cadillac Test Car— 








This is the Cadillac that was test driven by Automotive News. It is a series 62 hard- 


top with a 325-horsepower, V-8 engine. 
* * 


reached by either front-seat occu- 
pant. 

ad * * 
Reflectors on Door 


ED reflectors are mounted low 
on door panels to warn ap- 





Our Passenger Service Representatives, Mr. 


McDonough, are another reason why Amer- 


ican Airlines is the first choice of experienced 


travelers. They are ‘‘goodwill ambassadors’’; 
experts to the tips of their prim white gloves, 
roving information specialists who smooth 


your journeys AMERICAN AIRLINES 


with a smile. America’s Leading Airline 





* * * 


proaching drivers of doors open at 
night. 

Interior atmosphere has to reck- 
on with Cadillac’s air conditioner 
both in winter and summer, It 
cools the inside, dehumidifies and 
filters air of dust for maximum 
hot weather comfort, 

The air conditioner may be op- 
erated in conjunction with the 
heater to direct cooled air across 
the upper level for pleasant breath- 
ing. The dehumidifier decreases 
window fog, too, New control levers 
use vacuum power instead of ca- 
bles. 

Cadillac’s heater provides ample 
comfort in the coldest weather, and 
we had some below zero. The rear 
compartment of the Series 62 test 
car was heated from outlets at floor 
level beneath front seat cushions. 

Cadillac’s body offers more than 
a shell to keep you from falling out 
—it offers protection with a maze 
of box girder sections, These sec- 
tions are expensive but strong and 
light. Salesmen will do well to show 
prospects where these box girders 
are and how protective the body is 
in addition to its functional con- 
struction and styling. 

Cadillac’s new body also provides 
greater entrance height, dog legs 
are gone and larger rear doors open 
7% inches wider. Door sills are nar- 
rower and the center door hinge 
pillar has been moved forward. 

+. * 
HE trunk has more usable space. 
The test car featured a power 
trunk lid with pushbutton in glove 
box, which, when pushed to open 
trunk, flashed a signal on the dash 
reading: “Trunk Open.” 

Trunk lid hinges do not project 
into the luggage area and, for 
protection of luggage, the com- 
partment is lined with a vinyl- 
coated fabric, The spare fire also 
is covered with the same ma- 
terial. 

The ’61 Cadillac body is insulated 
and sealed against noise, dust and 
drafts with mechanical and struc- 
tural improvements and generous 
use of five different kinds of in- 
sulation. There is no metal-to-metal 
contact between body and frame 
due to rubber insulated body 
mounting bolts. 3 

Braking capacity has been in 
creased in the ’61s by increasing 
front-wheel braking area and 
using larger wheel cylinders. We 
had no fade on the brakes after 
many tries at all degrees of grade 
and speeds. : 

Cadillac’s brakes are self-adjust- 
ing this year. The adjustment tak- 

(Continued on Page 111, Col, 1) 


Car Tested: 
CADILLAC 


Model: 1961 Series 62 hardtop. 
Engine: V-8, 325 horsepower; 
displacement, 390 cubic inches; 
bore and stroke, 4 by 3% inches; 
torque, 430 pounds foot at 3,100 
revolutions per minute; com- 
pression ratio, 10.5 to 1. 
Transmission: Hydra-Matic. 
Specifications: Wheelbase, 
129.5 inches; overall length, 222 
inches; overall width, 7938 
inches; overall height, 563 
inches; minimum road clearance 
5.3 inches; front and rear 
61 inches. 

Capacities: Crankcase, four 
quarts, five with new filter; gas 
tank, 21 gallons, 

Tires: White sidewall, 8.00x15, 
tubeless. 
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.. like California 
without the Billion Dollar Valley o 


= S- 
so 


Actually, total effective buying income of Here is a huge California inland market separ- 
ate from all others. A market which can only. be 
covered in print with its own local area news- 
papers: The Sacramento, Fresno and Modesto 
¢ Twenty-seven prosperous counties which Bees. Here people read The Bees for local buy- 
together form California’s third great market ing ideas, You'll like the sales figures. 


Data Source; Sales Management’s 1960 
Copyrighted Survey 


MCCLATCHY NEWSPAPERS 


NATIONAL REPRESENTATIVES . . . O’MARA & ORMSBEE 
Three types of discounts: McClatchy gives national advertisers discounts on bulk . . . frequency . . . or combined bulk-frequency. Check O’Mara & Ormsbee for details. 


more than 3'% billion, greater than each 
of 23 states 













vided by the dealer; 
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Dealers Get Tips at Convention .. . 





Organizing Sales, Clerical Help 


SAN FRANCISCO. — Union or- 
ganization of dealership employes is 
neither inevitable nor necessary, 
delegates to the National Automo- 
bile Dealers Assn. convention were 
told last week. 

But, said Sam F. Pearce, assist- 
ant counsel of Lockheed Aircraft 
Corp., there is “some justifica- 
tion” for unions when an employ- 
er is guilty of treating his em- 
ployes merely as cogs in the 
wheels of his business machine. 

“I contend that if your policy is 
to give consideration, not paternal- 
ism, to your employes,” he said, 
“and you work with them, not sim- 
ply they for you—toward the objec- 
tive of maximizing their profit and 
their job satisfaction—if that is 
your policy and you follow it, there 
will be no union in your operation 
because there will be no need.” 

Pearce warned that when a deal- 
er has personnel problems, there 


are two solutions: One can be pro- 
the other 





POSITIVE BENEFITS from this instal- 
lation include fast, accurate control. 


may be provided by the employes 
through a union. 

“The unions intend to keep up 
their efforts to organize sales 
and clerical people regardless of 
where they may be,” he said. “In 
the first place, they must. The 
strength of unions depends on 
size of membership. 

“In addition,-unions place them- 
selves in a weak position when the 
industries with which they are as- 
sociated are only partially organ- 
ized. 

Pearce said that organization ef- 
forts are now directed toward 
white-collar workers since industri- 
alism unionism has gone about as 
far as it can go. 

“Any basic assumption that of- 
fice, clerical and sales people won't 
join a union is completely contrary 
to the facts,” he said. “. . . The 
union is not necessarily a dirty 
word.” 

He quoted a white-collar union 
official as arguing that white-collar 
workers share manual workers’ in- 
terest in better and more secure 


wages, hours and working condi- 
tions. This official, he said, insists 
that white-collar workers have 
come to realize that the best way 
to get gripes properly redressed is 
a guaranteed grievance procedure 
administered by skilled representa- 
tives. 

“So every major union with 
any connection in the retail field 
or the auto industry is increasing 
its efforts in the sales and cleri- 
cal areas,” Pearce said. 

“Machinists, teamsters, retail 
workers, auto workers and office 
employes—these unions are supple- 
menting their organizing budgets 
every year because there is a fer- 
tile field for them to harvest, and 
in one corner of that field are your 
sales rooms and offices. 

“So the potential is there. The 
need of the unions is critical.” 

Pearce warned dealers that if 
their employes become organized, 
it would mean that the dealer's 
hours of operation, utilization of 
personnel and administration of 
compensation, insurance and retire- 
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THIS NATIONAL ACCOUNTING SYS- 
Tem pays for itself in 9 months. 


“Our Chaktonal Accounting System 
saves us °81,000 a year... 


pays for itself every 9 months!’ —Rosen-Novak Auto Company 


Omaha, Nebraska 


ment programs would become sub- 
ject to determination or approval 
by “an outside third party.” It 
would also mean extra work in 
handling the details of collective 
bargaining,-he said. 

Dealers who are not organized 
now can do two things, Pearce 
said: They can seek to “maxi- 
mize the job satisfactions” of 
their employes or they can give 
the matter no more thought and 
wait for the organization drive 
to begin. 

Dealers who choose. the latter 
course, Pearce warned, would be- 
come subject to both state and fed- 
eral laws which apply in such cases. 

He warned that an NLRB elec- 
tion can be held as soon as 30 per- 
cent of a firm’s employes are sign- 
ed up by the union. 

But dealers need not become or- 
ganized, Pearce said. 

“T am firmly convinced,” he told 
the delegates, “that a proper or- 
ganizational plan of your own, 


Oregon Sets Parley Dates 


EUGENE, Ore. — Annual 1961 
convention of the Oregon Automo- 
bile Dealers Assn. is announced for 
May 21-23 at Eugene, Ore. by 
OADA President Rube Leslie, of 
Pendleton. 


ROSEN-NOVAK AUTO 
COMPANY, Omaha 
Chevrolet dealer. 











“The need for immediate and accurate 
control is of great importance to dealer 
management in these fast-changing 
times. In keeping with this basic busi- 
ness philosophy, we installed a Na- 
tional Accounting System some six 
years ago,” writes Nathan Novak of 
Omaha’s progressive Rosen-Novak 
Auto Company. “The results have been 
very convincing. 

“The versatility and simplicity of our 
National Accounting System enabled us 
to expand our business six-fold without 
increasing our office personnel and ex- 
pense. We also benefit from our Na- 


tional System in other ways. Most out- 
standing is its ability to keep our infor- 
mation current and up-to-date. Besides, 
we have the confidence of knowing that 
these figures are precisely correct. 

“We feel certain our National Sys- 
tem is the most rewarding business in- 
vestment we have made in the last 
decade. It saves us $31,000 a year... 
pays for itself every 9 months.” 


PE Hb 


of Rosen-Novak Auto Company 


THE NATIONAL CASH REGISTER COMPANY, payton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES * 77 YEARS OF HELPING BUSINESS SAVE MONEY 


Your auto agency, too, can benefit from 
the time- and money-saving features of 
a National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular yearly 
profit. National’s world-wide service or- 
ganization will protect this profit. Ask 
us about the National arene 
Plan. (See the yellow pages o 

your phone book.) mh 











placed into effect before the union 
organizer comes knocking on the 
door, can pay you great dividends 
even though a good many of the 
concessions you make will be great- 
er than those you would be forced 
to make by the union.” 

He then quoted a six-point pro- 
gram for organization by an em- 
ployer and said, “If you follow 
it with the honest conviction that 
you are doing it to create a sense 
of employe worth and to recog- 
nize employe contribution, you 
will never have to concern your- 
self with union organization of 
your employes.” 

The points, as explained by 
Pearce, are: 

1. Establish a written statement 
of personnel policy. Such written 
statements, he said, add an element 


of security which is too often ab- 


sent in the employer-employe re- 
lationship. 

This statement, he said, should 
assure the employe of ‘his rights 
in the areas of holidays, vacations, 
insurance, sick leave “and all the 
rest” and assure him that those 
policies will not be changed arbi- 
trarily. 

2. A well-defined system of com- 
pensation, This, Pearce said, should 
be based upon an honest evaluation 
of the job being performed by the 
employe and a comparison of what 
others in the industry and the area 
are paying for like jobs. 

“I don’t mean that you merely 
set up a schedule of commissions 
which is subject to all sorts of 
exceptions for certain kinds of 
deals,” he said. 

The employe, he said, must know 
he can rely on the schedule of com- 
pensation. 

3. A written statement of senior- 
ity. Explained Pearce: 

“There must be an end to the 
picking and choosing between em- 
Ployes on the basis of one being a 
better golfer, party man or poker 
player than the other.” 

4. A policy for handling gripes or 
grievances. This means that every 
employe should have the opportu- 
nity of discussing with the employer 
his wages and working conditions 
and he should be assured that he 
will receive full and fair considera- 
tion of his complaints. 

5. A program of communica- 
tions between employer and em- 
ployes, both of them and from 
them, and communications be- 
tween supervisors on the same 
level. 

“The greatest fear which can be 
created among employes,” Pearce 
said, “is the fear of insecurity 
which comes from not knowing 
what’s going on.” 

6. Insistence that all of these pol- 
icies are understood by supervisors 
and insistence that they follow 
them. 


Reynolds Tells 
Aluminum Story 


In NADA Exhibit 


SAN FRANCISCO.—The import- 
ance of aluminum and its wide- 
spread use in new cars was under- 
lined this week by the aluminum 
industry’s first participation in the 
annual convention of the National 
Automobile Dealers Assn. 

Reynolds Metals Co., which 
claims to be the largest supplier 
of aluminum to the auto industry, 
designed an educational exhibit for 
the convention. 

The Reynolds display explains the 
aluminum parts now used on pas- 
senger cars. Major components are 
identified with flashing lights and 
are color keyed to explanatory 
panels which break down the alu- 
minum items into engine, trans- 
mission, interior and exterior trim 
and other decorative or functional 
parts. 

Another panel features produc- 
tion samples of grilles, headlamp 
and taillight bezels and seat skirts 
as well as major castings of trans- 
missions, housings, extensions, 
valve bodies and clutch housings. 

On moving turntables are dis- 
played the 1961 aluminum engines 
for Rambler, Special, Tempest, F'-85 
and Corvair. 


MARRERO, La.— Gabriel Edsel 
Motors, Inc., here, has filed a char- 
ter amendment with the secretary 
of state, changing the corporate 
name of the local firm to Gabriel 
Motors, Inc. 
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Prevent . 


This! 






The busy housewife can’t afford to get stuck! And she will thank you a 


HERE’S HOW TO 
DEMONSTRATE LIMITED SLIP DIFFERENTIAL . . . 


thousand times over for selling her a limited slip differential, ‘cause 











then she won't risk getting marooned like this again. The limited slip 
Stop ~ - a 
differential, which directs power to the rear wheel with the greater trac- which you can place at 
demonstrate how LSD lets 
tion, is a sure-fire volume builder with any prospect who can’t afford to —_you start up smoothly 
es with ofting- spin 
get stuck—like taxi operators, salesmen, policemen, doctors, rural mail joes to the wheel with 
the traction. 






— 




























carriers, and, of course, busy housewives. And the way to sell it is to 


: aa : ° é If you're near an un- 
demonstrate it. So, be sure to order a limited slip differential on each of ved country road or 
ane where you can run 

> ° ‘ , one rear wheel off into 

your 61 demonstrators. Demonstrating its advantages is easy . . . and soft soil, you can put on 
of how oaay its 60 po 

. . . . . ’ t m “sf 
it builds customer satisfaction. ing instantly—with LSD. 


were Ss 


Dirt really flies when a 

ORDER LIMITED SLIP DIFFERENTIALS ON ALL YOUR ’61 DEMONSTRATORS! car with a conventional 
differential starts with 

one wheel in the mud. 

You can make a mud 

puddie in your used car 


lot or in a field—and 
show how LSD insures a 
quick, clean take-off. 

In the winter, if you're 
where the temperature 


goes below freezing, put 
one rear wheel on a patch 
of ice or packed down 


CORPO RATES IN __ aerate ston your cus 


¥ start up instantly. 
Toledo 1, Ohio 






















idea 
for tomorrow 
in steel 


Program your trip. Settle back and listen to 
lent thrust of exhaust streaming from the rear 
of the strongest, lightest cars to come off a 
for high-speed safety and comfort. It will need 
tough, thin sheet steel and ultra-strong alloy steels 


1 Body sheets are zinc-coated thin gage steel sheets for stress-resistant durability, lightness and corrosion resistance. Thin-wall stainless steel tubing is used for maximum 


strength in slender pillars and roof rails. 


2 Flexible, high strength steel cable housed in tubular steel makes a rugged primary drive line. Rigid heavy-wall stainless tubing for the power spine supplies the strength to 
both support and drive the car. High tensile strength of tubular steel increases frame rigidity. Heat-resistant stainless steel is used in engine blades and rotors for maximum 


creep resistance. 


BH Use modern, dependable steels for modern, dependable automobiles. 





AS 


the soft whine of the turbines as the propellants are indexed. You can’t hear the vio- 
nozzle, but your back feels the smooth, fast acceleration. Relax... you’re on your way in one 
designer’s drawing board. ™ Cars like this fanciful sedan will have to be strong and light 
a durable, light frame made from weight-reducing alloy and High Strength steels. It will need 
for moving parts. It must have the strength and durability that only steel can give it. Items: 


3 Stainless Steel is used for housings and engine blocks. Cost and weight can be reduced because Stainless is so strong and tough. Most important: it has unparalleled 
wear and corrosion resistance. 

4 Interior is paneled with colorful, scuff and wear-resistant plastic coated steels. Seat shells are textured carbon steel coated with plastic. Strong, textured stainless steel 
panels for aesthetic appeal won't show the effects of use and abuse. A never-say-dim stainless steel grid around the inside of the passenger compartment heats and cools 
the car through electrical energy exchange. 


These are but a few of the imaginative uses of steel in this car of tomorrow. Today, there are over 160 steels used in automobiles, and thousands 
more available to the designer. There is a steel for practically any combination of properties the designer can dream up . ... strength for lightness, 
toughness for durability, surface finishes for style. When you want steels that will match your imagination, call United States Steel, Industry Man- 
ager—Automotive, Room 2831, 525 William Penn Place, Pittsburgh 30, Pennsylvania. USS js a registered trademark 


United States Steel 


Attend the NADA Convention in San Francisco Jan. 30—Feb. 1. See U. S. Steel’s musical production “Deal Me In.” 


TRADEMARK 
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ALEXANDRIA, VA.: Universal Equipment Co. 


can only be proved by actual use 


PHONE OR WRITE your nearest Borroughs Bin distributor and ask for the Borroughs Bin installation 
nearest you. Go see it in actual use. Get first-hand facts from the parts dept. manager why Borroughs 
Bins are superior on every count, and how the actual use of them saves time, space and money. 
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the true superiority of 


If you cannot arrange to see a Borroughs installation “at work,"’ send today for catalog. 


a | 


Choice of green, gray, buff, white or cas- 
cade, electrostatically baked-on enamel. 





These Borroughs warehouse distributors are at your service.... 


PHILADELPHIA: East Coast Distributing Co. 


2420 Oakville St. 


ATLANTA: Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 





HOUSTON: 


INDIANAPOLIS: 


BROOMALL, PA.: East Coast Distributing Co. 
2010 Boxwood Dr. JACKSONVILLE: 
BUFFALO: Automotive Bin Service Co., Inc. 
20 East North St. KANSAS CITY, MO.: 
CHICAGO: felix F. Loeb., inc. 
8810 S. Vincennes Ave. LOS ANGELES: 
CINCINNATI: Automotive Bin Service Co., Inc. 
1220 Richmond St, LOUISVILLE: 
CLEVELAND: Seeeeetee Bin Service Co., Inc. 
ake Ave. 
DALLAS: W. W. Cannon Co. eaten 
9739 Denton Dr. 
DENVER: Sporkman-Borker Co. MILWAUKEE: 
421 Santa Fe Dr. 
DETROIT: Automotive Bin Service Co., Inc. NEW ORLEANS: 
10040 Freeland Ave. 
FARGO: Adams, Inc. NEW 
6 North 13th St. vom 
FORT WORTH: Wor Cote Co. OAKLAND: 
FRESNO: Healey & Co. 
2302 Tulare St. OKLAHOMA CITY: 


HONOLULU,Haweaii: Hunters’ Office & Industrial 


Equipment Co, 
538 Reed Lane 





OMAHA: 





Borroughs sliding shelves 

18 gauge steel. 35%” long with %” front and rear 
flange. Front flange has a %” return flange, and is 
pierced at each end to receive 3” label holders. 





Borroughs standard trays 


22 gauge one-piece flanged and hemmed body, 
for maximum strength. Formed pull. Lanced label 
holder and partition slots. 20 gauge back stop spot 
welded to back of tray. 





Borroughs sliding dividers 

20 gauge, in 1%", 3%", 4%" and 6%" heights. 3” 
base flange. Dividers snap over front and rear shelf 
flanges and hold by spring tension. New return 
flange under front of shelf prevents accidental 
raising of dividers. Label holder attached. 


Sliding label holders 


Travel with dividers. 20 gauge steel. Holders snap 
over shelf at any point, utilizing spring tension. 3” 
black oxide label holder attached. 


W. W. Cannon Co. 


1901 Winter St. _780 S. 52nd St. 


Aut ive Bi iceCo.,Inc, PORTLAND, Or.: The Brower Co. 
utomotive Bin Service Co., Inc ’ 1653 NCW. 2iet Ave. 


SACRAMENTO: Paul W. Roeder Co. 
1721—13th St., P.O. Box 1552 


54 West 30th St. 


Bins & Equipment Co., Inc. 
2610 Ligustrum Rd. 
SALTLAKE CITY: Business Equi 


Siggins Co. 
706 Broadway 902 S. Main St. 

ST. LOUIS: Siggins Equipment Co, 
Green-Penny Co. 
4180 E. Noakes St. ae ro reves , 

5 rroughs Mfg. Co. 

Automotive Bin Service Co., Inc. F B h 
sl iden vane 
Metal Products Co. SEATTLE: The Brower Co, 
359 Madison Ave. 114 Virginia St. 
Felix F. Loeb, Inc. SEATTLE: William A. G . 
864 E. Birch Ave. 214 ard int - 
Edco Metals, Inc. TACOMA: Tacoma Asbestos Co, 
73 S. Wren St. 25th and Holgate 
Borroughs Mfg. Corp. TOLEDO: Automotive Bin Service Co., Inc. 
121 Varick St. 518 Jefferson Ave. 
William A, Gore Co. WATERTOWN, Mass.: Alexander Stee! Products, inc. 
1834 Adeline St. 264 N. Beacon St. 
W. W. Cannon Co. PUERTO RICO: Automotive Specialties, Inc. 
P. O, Box 7317 252 Ponce de Leon Ave., Hato Rey 
Siggins Co. CANADA: Wickware-Stackbin, Ltd. 
1236 S. 13th St. P.O, Box 740, Perth, Ontario 


“ °o be & ae U & "4 Ss MANUFACTURING COMPAN 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. ali. KALAMAZOO, MICHIGAN 





A Job for the Boss... 





By L. H. Houck 


Travelling Correspondent 


Is your credit manager losing 
deals and sabotaging your profit? 
Or are you a good credit manager 
or just a customer-loser? 

The efficiency of a good credit 
manager is rated on the number of 
delinquent payers and _ reposses- 
sions, with the best credit man- 
agers having little or no bad paper 
on the books. To get the top rating, 
the credit manager has only to 
turn down the doubtful credit, or 
fail to pursue adequate investiga- 
tion of a customer with some credit 
blemishes. 

Almost anyone can get a flaw 
in his credit record with a minor 
skirmish with a bank or finance 
company, even though the cus- 
tomer is in the right. 

R. T. Scott, owner of Scott Chev- 
rolet, Oklahoma City, told AuTomMo- 
Tive News recently: 

“The assistant manager and I 
are the credit managers. In my 
opinion a credit manager runs off 
more business than he gets, We 
don’t have any sour deals either, 
and our repossessions are way 
under the national average. 

“I know that we take a lot of 
customers who have been turned 
down elsewhere. They almost al- 
ways turn out all right. I don’t 
mean that we don’t check or inves- 
tigate. But we realize that any 
person’s buying power and credit 
changes. 

“A man can be working out of 
a hole and his immediate past 
credit record might not look so 
good and yet he might have, and 
often does have, better prospects 
of keeping his bills paid up and a 
better reason for buying a new car 
or a truck than a person with a 
spotless record. 

“So we make our own decisions 
based on our own information and 
we come out fine and we think that 
we are able to take all of the deals 
worth taking. At least we’re not 
losing some customers to keep a 
zealous credit manager’s reputation 
high.” 

Scott Chevrolet has an annual 
gross of around $8 million, and 
shows an annual net profit of 
between $150,000 and $300,000. So 
these are words from a success- 
ful auto dealer. 

Not long ago this writer was 
talking to the head of a large 
dealership when the papers on a 
deal were brought in. It hinged on 
advancing the buyer money to pay 
the 2 percent sales tax, The dealer 
turned the deal down with this 
statement: 

“I have always thought that if 
the customer does not have enough 
money to pay the sales tax, he 
should not be buying the car.” 

Without quarrelling with that 
statement, there are literally hun- 
ders of dealers in sales-tax states 
who offer to include the sales tax 
in the financing, issuing a check 
to the customer which he can use 
to pay the sales tax directly. Deal- 
ers and finance companies, as well 
as banks, tell me that these deals 
do not get into any more trouble 
than other routine transactions. 

The theory is that if the buyer 
is average, he is trading his pres- 
ent car in for a downpayment, or 
if he is making a cash downpay- 
ment, he may have some trouble 
in digging up the cash minimum. 
The business of the sales tax 
may not come up until the final 
stages of the transaction, Then 
he finds himself in need of $50 
or $75 cash before he can take 
delivery of the car, 

The distinction between whether 
it is wrong to borrow money to pay 
sales tax on a car, or right to bor- 
row money to buy a car and pay 
for insurance, is hard to come by. 

Consequently, if a dealer is har- 
boring some deep-set idea that is 
losing him deals, he’d better get rid 
of it. In fact, it has been proven 
many times that a dealer must rid 
himself of many unchangeable 
ideas and consider the deal real- 
istically from a profit standpoint. 
The dealer who resented certain 
buyers in certain financial brackets 












send for Borroughs Bin Catalog TODAY! 


Tips for Dealers 
On Granting Credit 


from buying an expensive car, has 
been retold many times. 

Montgomery Truck Co. Spring- 
field, Mo., doing a multimillion-dol- 
lar gross in GMC trucks, is an- 
other dealer which handles its own 
credit. It has two finance compa- 
nies and a bank furnishing funds. 

Regular credit-reporting compa- 
nies are used to check a customer’s 
credit standing. These come in “no” 
and “yes.” But, said a spokesman 
for the firm, the firm runs its own 
credit investigation on these re- 
ports, and the customer’s state- 
ment, and he told AuTomMotive News 
that he often found a good cus- 
tomer with a bad credit record re- 
ported by the credit bureaus, 

The reason for this, he said, is 
that few average buyers are real- 
ly business or credit men. When 
they feel they have been imposed 
on by a finance company, bank 
or a dealer, the primitive reac- 
tion is to withhold payment in 
order to force an adjustment of 
the differences. This usually leads 
to a credit blemish. 

Montgomery goes a few steps 
farther than most in such investi- 
gations, Its stake is usually big- 
ger, since a big truck runs into 
money. A representative often goes 
to see the references and checks 
into the details of any credit 
blemishes, and often finds it en- 
tirely equitable to grant the amount 
of credit requested. 

On the other hand, the firm re- 
fused credit to persons whose cred- 
it reports were flawless, based on 
things he turned up in its own in- 
vestigations. 

Credit-reporting agencies come 
by their records mostly from cus- 
tomer’s statements first and then 
the paying record. In countless 
numbers of investigations, the re- 
port by the customer on his earn- 
ings is not accurate and is usually 
reported as more. 

In many cases, the customer re- 
ports he is a foreman or a super- 
visor in a plant where he ig just 
one of the “hands.” The “white lie” 
is common. 

Credit reporting agencies also 
are short on reporting assets or 
net worth of customers. While 
reports on these are not actually 
falsified as much as they are 
exaggerated, those who make 
personal investigations, like 
Montgomery, often find that a 
customer with some scars on his 
credit rating has plenty of liquid 
and semiliquid assets. Credit re- 
ports base credit like banks, 

(Continued on Page 72, Col. 1) 





First Prize— 


C. W. Thorp, marketing manager, Tire 
Division, Goodyear Tire and Rubber Co. 
and Kenneth C. Zonsius, advertising direc- 
tor, test a reproduction of a 1903 Horse- 
less Carriage. The surrey will be presented 
as first prize to a Goodyear dealer most 
accurately guessing the circulation of the 
Automobile Row issue of Saturday Evening 
Post in which Goodyear's annual “Vote 
of Confidence” advertisement appears. A 
Goodyear general line man will win an 
original John Falter cover painting from 
the Post. Dozens of other prizes, including 
framed original Post cartoons, reproduc 
tions of antique and historic automobiles 
and antique car kits, will be awarded fe 
Goodyear dealers and general line men 
participating in the contest. 











GENERAL MOTORS DEALERS... 
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Humor! Impact! Service Sell! Here’s the fresh, new Guardian 
Maintenance approach in newspaper advertising for ’61! It’s 
n designed to catch more service customers . . . and bring them into 
your service department for Quality Guardian Maintenance Service! 








°F] Quality—that’s the byword of Guardian Maintenance everywhere! 
. And coming up soon to help you sell more quality service is hard- 
; 
y 
- 
t 
” 


ADDING STRENGTH TO EACH 
_ CHEVROLET, PONTIAC, OLDSMOBILE, BUICK, CADILLAC AND GMC TRUCK FRANCHISE 








Best way to catch customers... 


hitting advertising in top magazines and newspapers, on high- 
audiencerradio! Ads that are entertaining, informative, inviting! In 
addition, you can count on workable merchandising and promotion 
ideas to create further retail service action! With support like this, 
GM Dealers will catch more customers in ’61 with Guardian Main- 
tenance—the best kind of service for the best kind of cars and trucks! 








Penne 
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At NADA Panel on Compacts... 





How Leasing Operator 


Views Sma 


ro following is a digest of the 
talk, “Impact of Compacts on 
Dealership Profits,” to be given at 
the 44th annual National Automo- 
bile Dealers Assn. convention by 
Pat Hyndman, vice-president and 
general manager, San Diego Auto 
Lease, San Diego: 

I. Comparison of dealership and 
lease company. 

A. Similarity—Both in the auto- 
motive business, both engaged in 
the selling and servicing of auto- 
motive customers, both in the 
maintenance business, both han- 
dle used cars, both in highly 
competitive fields. 

B. Difference — Lease companies 
handle many different makes, they 
sell service first and product sec- 
ond, their establishment is as small 
as possible with the lowest over- 
head, they make money by reduc- 
ing maintenance rather than in- 


nl 


ll Cars 


creasing it, they deal in used-car 
values 24 to 60 months away, they 
build their business largely around 
confidence and trust and sustain 
this by very careful qualifying. 

C. Leasing is a different business 
run by different thinking people. 
One of the major differences igs the 
long range thinking on used-car 
values. 

II. Why people accept or reject 
compact cars, based on a survey in 
our market area of prospective buy- 
ers of compact-car owners, stand- 





2 Minn. Dealers Named 


ST. PAUL.—Two dealers were 
elected to seats in the Minnesota 
house of representatives recently. 
They are Robert Odegard (Ford- 
Mercury-Lincoln), Princeton, and 
Ronald Everson (Pontiac-Oldsmo- 
bile-Cadillac-Rambler), Wadena. 
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ard-car owners, and lease-company 
customers in both size cars. 
+ 

Reasons for Buying Compacts 
A. Compacts are purchased be- 

cause of: 

. Economy of operation. 

. Handling and parking ease. 

Good looks. 

. Cheaper to buy. 

. Cheaper insurance. 

. Better resale value. 

. Fits the garage. 

B. Compacts are rejected be- 
cause: (All of these comments 
came from a survey of individu- 
als.) 

1. Not as safe. 

2. Not ag comfortable. 

3. Not as good a buy. 

4. Can’t get accessories such as 
air conditioning, power steering, 
power brakes. 

5. Not enough car for the small 
difference in price. 

6. Questionable resale. 

III. Attitude of banks and finance 
companies toward compacts. 

A. No repossessions build favor- 
able attitude. Reasons seem to be: 

1. Lower down and lower pay- 
ments. 

2. Good resale value; customer 
knows he can get out easily. 

3. Pride of ownership in a popu- 


ene 


Aan 


tr 


ee 








Milestone Comet— 


The 200,000 Comet was produced Jan. 
12 at Ford Motor's assembly plant in San 
Jose, Calif. The Comet was introduced last 
March 17, 1960, and production reached 
the 200,000 figure in less than 10 months. 
Comets also are built at two other Ford 
plants in Lorain, 3., and Kansas City. 
Standing with the milestone unit is William 
A. Abbott jr., plant manager. 





lar style of car. 

4. Purchased by a conservative 
buyer who thought out the pur- 
chase. 

5. Car fills the need without floss. 

B. Compacts are following the 
foreign-car pattern on finance risk. 


Some tires don’t need to be nylon—yours do! 


You're i. king at a place where any kind of tire is good enough. But on the highway— 
where safety i the prime consideration—only the best will do. And nylon cord tires de- 
liver the maximum :” durability, safety and blow-out protection. Why? Because nylon’s 
superior resistance to uiajor causes of tire damage—flex breaks, heat, moisture — 
means tires better conditioned to withstand the grueling effects of repeated road impacts. 
For safer, longer-wearing tires the answer is Allied Chemical’s Golden Caprolan® nylon. 


Ne 
Fiber Marketing Dept., 261 Madison Ave., New York 16, N.Y. 


GOLDEN 


caprolan 


NYLON FOR THE 60's 





Trend has changed on foreigns; 
now they are a poorer risk. Same 
trend may show up in compacis. 

C. Compacts are not the second 
car. They are replacing the stand- 
ard-size cars in the family. 

D. Sales almost entirely to in- 
dividuals, with the exception of 
some government agencies. 

* oa * 


What Lessors Think 


IV Attitude of lease companies 
* toward compacts. 

A. Although compacts have dom- 
inated the market in Southern 
California, they are used sparingly 
by lease companies. 

1. American Automotive Leasing 
Assn., with $400-million investment, 
had less than 1 percent compacts 
in 1960. 

2. San Diego Auto Lease, with 

over $1 million in cars, has al- 
most 10 percent compacts. SDAL 
is higher because of determina- 
tion to get variation in our fleet. 

3. Major fleets using more com- 
pacts now after avoiding them ini- 
tially for same reason. 

4. Government agencies were 
quick to use compacts because of 
the need to demonstrate economy 
in government. Some disenchant- 
ment growing today, State of Wash- 
ington, for example. 

B. Why lease customers don’t use 
more compacts, 

1. With salesmen on the road, 
comfort is important. 

2. High-speed highway driving 
dictates safer cars. 

3. The cars are considered as 
compensation. Cutting a salesman 
from standard car to compact 
would be equal to a cut in salary. 

4. Leasing companies deal with 
more affluent customers, The need 
for easy financing does not enter 
the picture. 

* cad * 
Cost Is Factor in Choice 


E FEEL that the reason com- 

pacts have been so successful 
is that the cars with which they 
compete (that is, two, three and 
four-year-old cars) were too costly 
to maintain and were too large and 
unwieldy. This is not true of cur- 
rent model standard cars. 

Also, we feel that the automo- 
bile has begun to expire as a 
status symbol. Further, we feel 
that vacation travelling is not so 
important. Much of it is done by 
air today, even with whole fam- 
ilies, and people refuse to buy a 
family car based solely on itr, 
vacation use. 

Psychologists suggest that an- 
other reason is a sense of guilt for 
the affluence we have enjoyed in 
this country compared to the rest 
of the world. 

Our basic prediction is that the 
compacts, as we know them today, 
will pass. We say that because the 
manufacturers are alert and will 
bring the standard-size car into a 
degree of trim and compactness 
which will satisfy the mass market. 

We feel that when the public 
finds out the limited difference be- 
tween compacts and the current 
and future standard-size models, 
there will be less interest in the 
compacts. 

We find in our lease company 
that people who drove Falcons in 
1960 are now asking for automatic 
transmission, the 101-horsepower 
engine and deluxe trim. As a mat- 
ter of fact, there are few compacts 
we have bought in the ’61 model 
without these features. 

+ * 


Similarity Noted 
W= FURTHER feel that people 
will learn as time passes that 
the real cost of compacts is quite 
similar to that of the standard size 
cars. There is some economy in 
gasoline, but depreciation could 
well become comparable to the 
standard-size cars. 

Repairs are now similar. Body 
shop costs are higher for compacts. 
We feel confident that the tradi- 
tional lines from the low price to 
the deluxe will emerge from this 
temporary period of confusion and 
shuffling with an expanded com- 
pact car at the bottom to a trim- 
med Galaxie and Impala car at 
the top. From this realignment 4 
stable and predictable used-car 
market will return. 


Cimino Heads C of C 
TRINIDAD, Colo. — Tom Cimin®, 
president of Triangle Chevrolet Co. 
has been elected president of the 
Trinidad-Las Animas County Cham- 
ber of Commerce. He has been with 
the auto firm since 1935. 
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HYDROVAC* 
POWER BRAKES 





BENDIX 





PAYLOAD—Hydrovac Power Brakes weigh less, permit increased payloads 
up to several hundred pounds. 


PRICE—Hydrovac Power Brakes cost less to buy, less to operate, 
less to maintain. 


PROTECTION— Built-in standby safety .. . manual braking available in case of 
power failure. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes. 


Bendix tivisron SOuth Bend, rnp. ey 
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and I have always been optimistic 
about it, I am optimistic about the 
future for those 
dealers who work 
at it and control 
their expenses. 
We all know the 
definition of an 
optimist, but 
there is the story 
of the father with 
11-year-old twin 
boys. 
One was an ex- 
a treme pessimist 
5+ ah Ces and the other was 
Frame Plant Opens an extreme optimist. He consulted 
MARIANNA, Ark.—The neW|aq psychiatrist to find out what he 
Douglas & Lomason plant here,| should do to try to break the boys 
——- — the a todeen te ae of their extreme habits. The psychi- 
seat frames an ; - ‘ . 
ed. Winthrop Rockefeller, chairman | *‘Tist gave aim, some a — - 
of the Arkansas Industrial Develop-|We"t home to try ou 8 experi- 
ment Commission, participated in| ™ent. 
the ribbon-cutting ceremonies, He took one room and filled it 





By Thomas E. Costello 
President 
Costello-Kunze Ford, Inc. 
Jennings, Mo. 


Po talk about compacts. Of 
4 fitting compacts into a dealer- 
ship operation at a profit. I want 
you to know that I come before 
you today, not as an expert, but 
as a dealer who likes the automo- 
bile business very much. I have 
spent all of my business life in it, 
and I hope to spend the remainder 
of my life in this business. 

I think it is a real fine business 











with toys, He called the extreme 
pessimist into the room and said, 
“Son, look here at all of the toys 
I’ve got for you. Now won’t you be 
happy with this?” 

And the boy looked and he said, 
“Hmm, there’s a bicycle. I'll prob- 
ably ride it and fall and break 
my arm.” He said, “There's a 
pair of roller skates, Vill prob- 
ably skate on them and get hit 
by an automobile.” The next toy 
was a hunting knife. He said, “Tl 
probably cut myself with this.” 
He said, “No, I don’t think I can 
use these toys, Father.” So he 
was still a pessimist. 

But the father filled another 
room with manure, He put the opti- 

mist in there and the kid went into 
it like mad, He was throwing it 
every which way with his hands 
flying all over, and his father 
finally said, “Son, what are you 





doing?” 

And the boy said, “Dad, with “ - = 
this much manure in here, there Over half of all farms own 
must be a pony down there some-| trucks, and three out of four 
place.” “an oe farms own cars. 





must do other things, too. We must 
be merchandisers in our business. 
Merchandise whatever we have to 


sell, 
There are some 35,000 dealers in 


S° LET’S be optimists about our 
business. Let’s look for the 
brighter side of every situation 
rather than for the tough side. But 
more than just being optimists, we 


BANK OF 
AMERICA 
HELPS PAVE 


THE 
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Since the day of the one-lane road, Bank of America has been paving the 
way for automobile sales in California. » How? By a progressive program of 
Timeplan® automobile financing—both wholesale and retail—and by consumer 
advertising and sales promotion designed to stimulate your car sales. 
¢ Today, some 2,000 dealers use the Timeplan road, because they have found 
that it makes good sense to deal with the Bank that promotes their business. 


Congratulations to the National Automobile 
Dealers Association—Best Wishes for the Future 


BANK OF AMERICA > 


NATIONAL TRUST AND SAVINGS ASSOCIATION - 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 














these United States all having a 
similar product to sell, Certainly, 
some have brighter chrome work 
than others, but they are all basic- 
ally automobiles. The successful 
dealer is a successful merchandiser, 
He is a dealer who does something 
more or does something different 
than what his competition does, 

We have seen it this year with 
Ford, which was first to come out 
with the 12,000-mile, 12-month 

guarantee. I like it. It’s a new 

concept of merchandising. It’s a 
new idea. I know that there is 

a mixed reaction to it, but I 
think it will benefit every one 
of our customers and tie them 
closer to us for future service, 
but again it’s a merchandising 
idea, 

Some dealers say that in mer- 
chandising compacts, you should 
separate them in your showroom or 
put up a separate showroom for 
them, I don’t necessarily subscribe 
to that theory, but merchandise 
them. Put them out in an attractive 
display, 

In your advertising, sell your 
product, Sell your company. Do not 
try to gimmick-up your advertising. 
Gimmicks will bring you bodies, 
but good advertising will bring you 
good prospects, We have tried 
many promotions in our place. One 
that we used several years ago, in 
the summer, was quite successful. 

+ . + 


Hot Summer Helps 

S YOU know, in the St. Louis 

area, it gets pretty hot in the 
summer. Many customers, when 
they are in your place, and after 
you have given them your figures, 
want to go out shopping to see how 
your figures stack up. 

Well, we devised a system that 
when any man, after we have given 
him his figures and as he is going 
out the door, we call him back and 
say: “Wait, Mr. Jones, We have a 
gift for you.” We went to a freezer 
that we had on the showroom floor 
and gave him a half gallon of ice 
cream, 

Now where can you go on a 
hot summer night with a half 
gallon of ice cream, but home? 
He won’t go shopping to another 
dealer and let the ice cream melt 
in his car, nor will he throw it 
away. 

In addition to being a merchan- 
diser, you must effect economy in 
every place you can in your busi- 
ness. You must become more effi- 
cient, broaden your base, if neces- 
sary, by increasing finance and in- 
surance penetration, leasing, if it is 
advisable, increase your parts and 
service absorption, make more gross 
on your trucks, but use every profit- 
making facility that you have at 
your command to bring more gross 
profit through your doors. 

Invest in better tools to do the 
job more efficiently and better. 
Order cars, in keeping with your 
needs, to help hold down floor-plan 
costs and do whatever else is neces- 
sary to make your operation more 
efficient. 

* * a 
I BELIEVE it behooves everyone 
to know his exact situation, 
(Continued on Page 26, Col, 1) 
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There is nothing like a ‘Jeep franchise 
to boost your snowtime sales! Because 
of their’ famous 4-wheel drive traction, 
‘Jeep’ vehicle sales are at their peak 
during the winter months, when sales of 
other vehicles are at their lowest! Year- 
around ‘Jeep vehicle sales are at an all 
time high and still climbing. As a result 
dealer profits have been outstanding 

pross profits average over $400 per 
vehicle -#fter washout! And you can 
add a‘Jeep franchise to your present 


line with little increase in overhead 


As a ‘Jeep’ dealer you are supported by FIND QUT ABOUT A ‘JEEP’ FRANCHISE NOW! 


unequalled commercial vehicle national @& wa 


television advertising. A proven top TV 
Show (Maverick) and a great new TV Ee Ee 
Show (Hong Kong) help you sell rugged 
‘Jeep’ vehicles every week of the year! VEHICLES ® 


‘Jeep’ vehicles ...made only by Willys Motors one of the growing Kaiser Industries 


For complete information on how a ‘Jeep’ franchise can make your sales rise when snow flies, write: Cruse W. Moss, Vice President in charge of Sales, Willys Motors, Inc., Toledo, Ohio. 
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exactly what they are doing, what 
they can take in and what they 
are spending and know it currently. 
Get your information daily so that 
you know exactly where you stand. 
I say this for the following reason. 
I would like to show you some of 
our figures, the experiences in our 
dealership and what has happened 
in the gross and expense picture 
just in the last few months. 
Many dealers thought of com- 
pacts as almost all plus business 
and wiping out a good deal of the 
foreign-car competition, but this 
has not happened. Compacts have 
created some plus business and 
they have taken some foreign busi- 
ness, but most compacts are sold 
in place of the regular line. 
Let’s look at some figures on 


our operation for the type of 
trades taken in on new cars sold 





at retail for the 1961 model for 
October, November and part of 
December. 

On our regular line car, we took 
in 55 Fords, 21 Chevrolets, 13 Plym- 
ouths, 21 in the so-called medium- 
price class, one foreign car and 27 
without trades, This means that 40 
percent of our business came from 
previous Ford owners, 15 percent 
came from Chevrolet owners, 9 per- 
cent Plymouth owners, 15 percent 
out of the medium-price class, only 
one percent foreign and 20 percent 
no trade. 

Compacts have followed almost 
the identical pattern. On Falcons, 
we took 32 Fords for 36 percent, 
we took 11 Chevrolets for 12 per- 
cent, we took 7 Plymouths for 8 
percent, 4 Mercurys, 7 BOPs, 2 in 
the Chrysler line and 3 of the Nash, 





Willys or Studebaker line, or a total 
of 18 percent in this group. 
* * * 


Sells Own Customers 

N FOREIGN cars, we took in 

4 or 4 percent and 22 percent 
were straight sales with no trade. 
Therefore, we are selling our own 
customers almost as many com- 
pacts as we are our regular line 
Ford. 

Now while this is true in our 
case and with most Ford dealers 
with whom I have talked, it is not 
necessarily true with the Chevro- 
let dealers, Last year, a good deal 
of their Corvairs were plus busi- 
ness so their situation again this 
year might be somewhat different. 

For many dealers, this is their 
first year -vith the compacts, Not 
so with us, 1s we had the Falcon 
last year, This is our second year. 
So let’s look at our ’60 model 
figures. 

In 1959, we sold a total of 1,034 
cars at retail for $264 per unit gross 
profit, In 1960, we dropped down 
to 696 regular Ford units and our 
gross dropped to $263 per car, only 
$1 per car drop in gross but it was 
a 32 percent drop in units, and a 
32 percent drop in total gross profit, 
from $273,000 to $183,000. 

On Falcons, we sold 349 units for 








“Cost is no object ...I didn’t 
bring this $250 cash along for 
nothing.” 





a gross for the entire model year 
of $291 per unit, This gave us a 
one-percent increase in units and 
a three-percent increase in gross 


CHEVROLET CORVAIR 


NEW SMALLER-SIZE CARS...GIANT-SIZE PERFORMANCE 


...and Rochester-GM Carburetors 
deliver tailor-made 
economy and performance 


Each of the newer-size General Motors cars 


has a power personality all its own. And 
Rochester-GM Carburetors have been indi- 
vidually designed and developed to fit the 


exact requirements of each car's engine. That 


means maximum performance and economy. 


The success of this tremendous job was made 
possible through GM Reliability . . . the 
system of checks and counter-checks that 
becomes a vital part of each step in the de- 
velopment and manufacture of Rochester-GM 


Carburetors. Before 
released, they were 


these carburetors were 
subjected to thousands 


of torture-loaded miles . . . in the plant, on the 
GM Proving Grounds, and on the road . . . to 
insure their complete reliability. 


Even now, field men are following through, 


sending back pertinent information that is 
immediately incorporated into current plans. 


The result: a carburetor that performs its job 


when it’s asked to 





it’s expected to perform. 


ter Products Division, General Motors 
Corporativ;, Rochester, New York. 
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BUICK SPECIAL 





OLDS F-85 





PONTIAC TEMPEST 


America’s 

number one 
Original equipment 
carburetors 


BURETORS 


profit per unit. We had a $264 av- 
erage on total units in 1959 and we 
came up with a $272 average gross 
in 1960, due to the newness and 
freshness of the Falcon and being 
somewhat in a seller’s market on 
the compact with not as many com- 


pacts out. 
* * * 


FLEET cars, in 1959 we sold 

316 for a $128 average gross. 

In 1960, we sold 470 for $130 aver- 
age gross. 

So, on our overall picture for 
the year, we increased our unit 
sales 12 percent from 1,350 to 1,515 
units. We increased our dollar 
gross from $314,000 to $349,000 or 
11 percent. That was our first year 
with the compact. Now let’s look 
at October and November of the 
’60 model versus the ’61 model. 


Unit Sales & Gross Profit 
October & November 














1959 
Unit 
Units Gross Gross 
Regular line ...... 180 $42,492 $236 
OOM Sitcsciviventys 33 «13,716 98415 
Subtotal ............... 213 $56,208 $264 
BEOGS iiss 68 8,410 124 
Grand Total ...... 281 $64,618 $230 
1960 
Unit 
Units Gross Gross 
Regular line ...... 122 $32,860 $269 
Falcons ................ 71 19,896 280 
Subtotal .............. 193 $52,756 $273 
ROE { ehnisgintake 89 8,675 97 
Grand Total ...... 282 $61,431 $218 


Here we show unit sales and 
gross profit for this period. In 1959, 
on our regular line, Ford, for these 
two months only, we sold 180 units 
for a $236 average gross. On Fal- 
cons, we sold 33 for $415 gross. 
(You remember back then they 
were hard to get and we didn’t 
have many.) 

In 1960, we only sold 122 regular 
Ford cars, but our gross went up 
to $269. So we increased our gross 
$33 per unit—an increase of 14 per- 
cent, However, our total dropped 
because the number of units sold 
dropped. 

On Falcons, we sold 71 compared 
to 33. We had an ample supply 
going in. Our gross was only $280 
instead of $415, so our gross drop- 
ped $135 a unit or down 32 percent 
from the initial year. | 


Gross Slightly Higher 


rere you will notice that 
our gross on Falcons is sstill 
slightly greater than on our regu- 
lar-line automobile. 

So, for the whole picture, we in- 
creased our gross per unit by $9 
but our retail volume dropped to 
193 units, compared to 213 units. 
Our overall gross profit was 6.2 per- 
cent less. 

On fleet business, we sold more 
because we had more units avail- 
able. We increased it from 68 
units to 89 units. However, our 
gross went down from $124 a unit 
to $97, or we dropped off $27 
per car, 

On our overall picture, we sold 
one more automobile, 282 compared 
to 281, for an average gross of 
$218. Whereas, last year we had a 
$230 average so we dropped $12 
per car, which is a 4.9 percent re- 
duction in gross profit, Stating it in 
another way, we sold one more 
unit in these two months, but we 
lost $3,187 in gross profit. Our loss 
before our fleet business was $3,452. 

So you can see, this year with 
more compacts in the market, we 
are making less gross but this is 
not all, Compacts have cut other 
profits out of the business. Used 
cars traded on compacts do not 
bring as much money in the resale 
market, Let’s look at our experi- 
ence on this, 


* * * 
N THE first nine months of 1960, 
we took in 961 cars on our regu- 
lar Ford. This is 91 percent trades, 
only 9 percent straight sales. On 
Falcons, we took in 257 for 73 per- 
cent trades on our sales, which 
left 27 percent with no trades. 
Now on our regular line trades, 
we sold 442 of them at retail or 
46 percent, but of Falcon trades, we 
only sold 102 of them or 34 percent 
at retail, Therefore, 66 percent of 
the cars we took in on Falcons we 
wholesaled. Why, most were 
the type we can guarantee 
build repeat business with. 
Now going further with this, 0 
(Continued on Page 28, Col, 1) 














HOW AUTOMOTIVE ADVERTISERS 
RANK NATIONAL MAGAZINES 
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Here’s how WITH 
automotive ADVERTISED IN 
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the regular line trades we aver- 
aged $226 retail gross per used 
car sold. On Falcon trades, our 
retail used-car gross was only $96 
per car, This means that they 
were not as good or were older. 
This, also, has taken some of 
the profit out of our business, 

Our experience for the first two 
months (October and November) of 
the 1961 model year has been a 
little better, but it still follows the 
same pattern. We took in 193 cars 
on our regular Ford-line cars or 
80 percent trades, 20 percent 
straight sales) We always have 
more straight sales in the early 
months of the model run than we 
do in the latter part of the model 
run. 

On Falcons, 95 used cars were 
taken for 77 percent. This left 23 
percent straight sales. We retailed 
77 of the 193 trades on the regular 
Ford line cars or 40 percent. Of 
Falcon trades, only 29 out of the 95 








were retailed for 30 percent. Our 
retail used-car gross profit on the 
regular-line cars traded was $182, 
whereas, on the Falcon trades, 
there was only a $108-average used- 
car gross per car, 
* * * 
Also. with the compacts, you 
finance a smaller balance mak- 

ing for a smaller finance reserve. 
This is partially offset by the fact 
that we have financed more com- 
pacts than regular-line cars. 

Now let’s look at our overall pic- 
ture for October-November, 1959, 
versus October-November, 1960. 


Gross Profit, Expenses 
Per New Unit Sold 
Octoberaand November 


INCOME 

1959 — Change 
«New vehicle gross ....8230 $218 —$12 
Used vehicle gross .. 96 62 — 34 
Total vehicle gross...$326 $280 —$46 
Finance income .....$ 30 $35 +$5 


Parts & service gross 
over parts and service 
expense ....... Merve 41 52 + 11 


Mise. income (net). + 9 
Total income ..... $403 $382 —$21 
EXPENSES 
ariable .....6-.666: $133 $116 —$17 
Semifixed ........... 115 8 — 17 
BREE wwe sccccvces 99 «61108 + «98 


BOOM cicvescccscss $347 $322 —$25 
Net profit—per car.$ 56 $60 +$ 4 


In 1959, we had an income of $230 
per new car. In 1960, it’s only been 
$218 per car, that is down $12. 
Our used-vehicle gross in 1959 was 
$96 per car. In 1960, it’s $62 a car. 
It’s off $34 per new unit sold. 
Therefore, our total vehicle gross 








is down from $326 to $280 or off} New Home for Sharpe Cadillac— 


$46 per new unit sold. 


to bring up our profit and hold 


This night view shows the exterior of the new building and used-car lot of Sharpe 
Now here is what we have done| and Co. (Cadillac), Tampa, Fla. 





our own. On finance reserve in- a point where we are now getting | Per new unit sold to $382 or a de- 


come, We have increased our pene- 
tration, we have got our reserve 


up from $30 to $35 per unit for an 

increase of $5, Our parts and serv- tL ANzOUs income net 
$6 in 1959, It is $15 in 

1959 was $41 per car. We have in-/| 1960, an increase of $9. So our total 

creased our service absorption to|income has gone down from $403 


ice gross profit over expenses in was 


Are.you getting your share? 





After-market air conditioning: 


one of the fastest-growing extra 


profit sources in the industry! 


MARK IV. A 


'56 ‘57 '58 'S59 '60 


AIR CONDITIONING 





JOHN E. MITCHELL COMPANY 


3800 Commerce Street Dallas, Texas 


VISIT OUR DISPLAY AT THE SAN FRANCISCO CONVENTION, BOOTHS 412-414 





The Mark IV program is dealer oriented 
from packaging to point-of-purchase sales 
aids. 


The unit is engineered for easy installation 
and lasting customer satisfaction. The 
12 month or 12,000 mile warranty terms are 
generous, but claims are infrequent. Dealers 
are backed by a nationwide network of over 
2,000 factory authorized service centers. 


Mark IVs fit almost every model car on the 
road, but the biggest percent goes into cur- 
rent year models —new cars —a perfect 
opportunity for car dealers. 


Drop us a card. Our nearest distributor or fac- 
tory representative will call with full details. 


$52 per car, an increase of $11. 
* * * 









crease of $21 per new unit sold. 

We have been able to offset this 
lost gross by controlling our ex- 
penses more tightly. Our vehicle 
sales expense has been decreased 
from $133 to $116, per new unit 
sold, a decrease of $17. Our semi- 
fixed sales expenses have been de- 
creased from $115, per new unit 
sold, to $98, a savings of $17 per 
car. 

Our indirect expense, which is 
our heat, light, power, taxes, rent, 
and what have you, which is real 
hard to control in this time of 
rising cost, went from $99 per 
unit up to $108 per unit or an 
increase of $9 per unit. 

So, therefore, our total expenses 
were down $25. This increased our 
net profit from $56 per car in the 
two months of October-November, 
1959, to $60 per new unit sold for 
the same period in 1960 or an in- 
crease of $4 per car. 

+ * * 


C IS not easy to accomplish ex- 

pense reduction. It is not easy 
to become more efficient in your 
operation, All of us like to be a 
‘little lazy and sit back, but, gentle- 
men, in today’s market you cannot 
do that. You must be on top of the 
situation at all times. 

It takes a lot of work, and hard 
work to get the job done, Train 
and control your sales force. Make 
sure that they are taking care of 
your customers as you would want 
them to be taken care of. Make 
professional salesmen ‘out of them. 

In the past, we have been 
asked how we pay on compact 
cars in comparison to the regular 
Ford. We make absolutely no dis- 
tinction between a compact and 
a regular-line automobile. To us, 
it is another model in our line 
and we compensate on the same 
basis that we compensate for all 
other new cars sold, 

Make sure your people demon- 
strate. Use your most potent sales 
tool that you have. 

Talking of demonstrations, there 
was the salesman for a national 
company who had a new electric 
brain on the market. This electric 
brain was so good it would answer 
any question that you might ask 
of it. He took it to a prospect’s of- 
fice one day and he said: 

“Mr. Prospect, here is our new 
electric brain. Ask it any question 
that you want and it will give you 
a correct answer.” The man 
“Oh, I’m skeptical, but I'll try it.” 
So Mr, Prospect said to the electric 
brain, “Where is my father?” 

* om + 
Te machine immediately shot 
back, “Your father is fishing 
in Oregon.” The prospect said, 
“Take that machine out of here. 
My father is not fishing in Oregon. 
My father is dead.” 

The salesman said, “Now, Wait! 

Wait! This machine is accurate. It 


adjust these dials.” He asked the 
brain the question again. So the 
machine came back with the same 
answer, “Your father is fishing in 
Oregon.” The fellow said, “Get that 
so and so out of here. It’s not worth 
a thing to me.” 

The salesman said, “Just a mo 
ment. I’m sure that this machine 
is right. Let me adjust it again.” 
He adjusted it. Mr. Prospect 
the question again, “Where is MY 
father?” The machine came : 
“The man that your mother mar 


in Oregon.” 


always does a good job, Let me’ 


ried is dead. Your father is fishing — 
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Here’s how 


passenger car 
manufacturers 
used LIF'E to 
reach new car 
buyers in 1960 


HOW PASSENGER CAR ADVERTISERS 
RANK NATIONAL MAGAZINES 


MAGAZINE AD INVESTMENT | AD PAGES 
$16,673,078 387.97 
11,788,429 289.26 

6,638,046 

TIME 5,488,533 


Reader’s Digest 3,494,500 





Source: PIB T110 
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At NADA Service Panel. . . 





Keys to Profit—Check, 
Regulate and Direct 


By Larry Swim 
General Service and Parts Manager 
Korick Buick, Erb Motors (Plymouth), 
Carmichael Studebaker, 
Sacramento, Calif. 


Formula for Profit 
Through Management 
Training, Quality 
And Expense Control 


I HAVE been asked to speak on 
dealerships which are doing 
$1,000 to $7,000 customer labor per 
month. This category will cover ap- 
proximately 75 percent of all new- 
car dealerships in the United 
States. 

In the three dealerships in which 
I am in charge of service, two are 
doing $2,000 to $2,500 customer 
labor, and the other does $6,000 to 
$6,500 customer labor. Due to space 
and facilities, only the latter doing 


$6,000 labor sales has a body shop, 
which accounts for much of the ad- 
ditional customer labor. 

Daily surveillance and control 
of any business is essential for 
profitable operation, Now there 
are many ways the word control 
may be interpreted, Probably the 
best definition to fit an automo- 
bile dealership is to check, regu- 
late and direct. In order to do 
this, we must have a daily record 
of expense, sales and profit. 


In most large dealerships a daily 
operating control is used, but most 
smaller dealerships do not. In order 
for me to have a guide for control, 
I use the “daily service journal” 
and “internal journal.” From these 
two journals I get all my daily 
sales, such as customer labor, sub- 
let labor and internal labor. 


I also have the cost of labor. I 


these figures and repair orders, I 
can see what is selling in service 
and what needs selling. I can tell 
what quality of workmanship my 
men are doing by studying policy 
adjustments. 

I can see if all my men are pro- 
ducing on a profitable basis, I keep 
a daily record of all shop expenses, 
such as supplies, laundry and main- 
tenance, From the daily journals 
and my expense record, I know 
daily my service profit. 

We are constantly looking for 
ways of increasing productivity 
and quality. The ideal is to be sur- 
rounded with thousands of feet of 
available floor space and modern 
new equipment. Both space and 
equipment are dollars of profit, As 
yet I have never seen nor heard of 
any dealership that had ample 
space and all needed equipment. 
Utopia is still only a word and 
dream. 

od + + 


Make Full Use of Space 


phan we all have problems of 
space, equipment and manpow- 
er, We can only utilize our facilities 
we have to the utmost. We have to 
use our equipment, Many pieces of 
very expensive equipment, which 


study daily all repair orders. From! we want and sell Our dealers on 


positively...no jr. editions! 


For proof, see ihe new Newport, Chrysler's lowest priced beauty. 
Enter with ease and settle into a special driver's seat that snugs up 
shoulder high for full support. Enjoy roomy five-foot-wide seats. 
Relax inside Unibody, the single-unit body that's twice as strong as 
old-type body-frame designs. Quiet as a den. Unibody’s sprayed 
with over 90 lbs. of sound deadener, padded with enough material 
to make a 10’ x 10’ rug. And you'll like Newport economy with a 
brand-new Firebolt V-8 that can cover over 500 miles on a tankful 
of regular gas. Road-test the Newport. Then check the price label. 





CHRYSLER ‘61: NEWPORT * WINDSOR = NEW YORKER ® 300/G 








“I admire your courage to speak 
frankly, Hanson. This ‘Old Tight- 
wad’ is gonna miss you.” 





the idea that we cannot operate 
without, often gather dust, 
Equipment is very necessary, 
but before buying and investing 
many dollars, we must first ask 
ourselves, How much is the in- 
itial cost? Will it increase vol- 
ume? Will it serve all makes of 
cars we service? Will I need to 


Chrysler 61 
featuring the NEWPORT 


—a full-size Chrysler in 
a new lower price range! 





hire additional personnel? Will 
he need special training? Will it 
become obsolete soon? Will it im- 
prove the quality of work? 

Before an investment is made in 
equipment, the whole team shculd 
be considered. First, the mechanics. 
Can he use the equipment? Can 
he be more productive by its use? 
Will it increase his quality of work- 
manship? Second, the service man- 
ager must prove its need and value 
to the shop. Third, the dealer must 
approve the cost and use on an 
overall basis. 

All these questions must be an- 
swered before investing in any new 
equipment, Also, am I utilizing all 
space to its fullest capacity, or is 
important productive space being 
used for storage and waste when I 
could sell this space for dollar 
profit ? 

Is manpower being used improp- 
erly? Now in a small dealership 
specialization is not practical ... 
with three or four mechanics, we 
cannot have men who specialize in 
one job. These three or four men 
must be real journeymen mechan- 
ics. To get real journeymen we 
must help. We must conduct reg- 
ular meetings of instructions, fur- 
nish them with the latest factory 
bulletins and help them in every 
way possible to become conscien- 
tious, top-quality productive men. 

* * * 


Mechanic Lack Deplored 


OW, in today’s competition for 

labor, what are we doing to get 
young men to enter the field of me- 
chanics? Practically nothing. And, 
gentlemen, if nothing is done soon, 
the automobile mechanic will be 
practically extinct in 10 years. 

We have competition for labor 
from state, federal agencies and 
industries who pay semiskilled 
men nearly as much, or more 
than journeymen mechanics. We 
must create loyalty among our 
employes, Let them know when 
they are doing a good job. Any- 
one likes compliments in his 
work, not constant criticism. 

To increase both production and 
productivity, I run contests on 
total dollar volume, highest per- 
centage of production and lowest 
percentage of work done over. I 
have found that this stimulates 
within the man a greater desire to 
do the job and do it right. It cre- 
ates competition and loyalty among 
my men to do quality work and 
make a profit while doing it, 

Our manufacturers supply to us 
training facilities through training 
centers, schools and monthly meet- 
ings. Their facilities are very in- 
formative and helpful, but let’s not 
lose sight of the fact that we must 
constantly help train our men. Most 
people take pride in their work- 
manship, so let’s help our mechan- 
ics pride themselves on their work. 
When they are proud of their job 
done, we have good quality work 
and usually high productivity. We 
must have both to attain profit, 

* * ca 


Training Service Boss 


Gane the service manager is to 
control expenses, sell service 
and parts, train service personnel, 
and produce a profit, how then do 
we train a service manager? The 
training of this man, in my opinion, 
should start with dealer aid. 

The dealer should go over pro- 
jections, daily controls and fi- 
nancial statements with all man- 
agement, He should explain, from 
these statements, items which 
produce profits and create ex- 
penses. We all want to feel we 
are a part of a good team, and 
any good team is well coached. 

If the service manager under- 
stands where the money comes 
from and where it goes, he then 
feels his responsibility in helping to 
earn part of the profit, When he 
feels he is part of the team, he has 
the spirit to do his job and fulfill 
his duties, I believe that many deal- 
ers do not aid and train service 
managers to the extent they should. 

Please do not misunderstand me. 
I do not mean to be adversely criti- 
cal of my employer or dealers in 
general. Quite the reverse is true. 
It is my opinion that practically all 
service managers, particularly in 
smaller dealerships, recognize the 
fact that their dealer has much 
broader experience and consequent 
knowledge in the field of manage- 
ment and can be of real help in de- 
veloping management capabilities 
in themselves, 

Service managers are hungry for 

(Continued on Page 32, Col. 3) 








Here’s how truck 
manufacturers 
used LIFE to 
reach new truck 
buyers in 1960 
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1,405,201 


Farm Journal 
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S-P Dealers Sponsor TV Show— 

Client, agency, and station executives seem pleased by the addition of the new 
Mister Ed half-hour film series to WRC-TV Washington, program schedule. The new 
entry is sponsored by Washington-area Studebaker dealers through the D’Arcy agency. 
Discussing the show are, seated, from left, J. E. Bowman, president, Bowman Motor 
Sales, Inc.; A. G. Ackert, S-P zone manager; W. K. Erdman, Studebaker executive. 
Standing: Tom Paro, WRC-TV sales manager, and John Ball, D'Arcy account executive. 


Offer Truck Buyers 
the Most Complete Line... 





Efficient 


Top Value 
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Paths to Shop Profit Outlined 


(Continued from Page 30) 


quires. Therefore, I feel that when 


and other productive employes, 
who, in turn, do a much more pro- 
ductive job. 

* oe * 


Satisfying the Customer 


greeted cheerfully by the service| Shannon, Ontario. 
manager and is treated courteous- 


tomer. tario, 
A service manager is required 
to stimulate employe morale, as | elected every six months, 
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New MINIVAN® Compact—Light-duty delivery body 


Boyertown Delivery Truck Bodies 


























Model MH Merchandiser® 


The Most Complete Line of Truck Body Models 
and Sizes to Meet Your Particular Delivery 
Needs! 


The Boyertown Family of truck bodies provides your 
Customers the widest selection of delivery bodies for 
mounting on your truck chassis to best serve their 
particular delivery or mobile service needs. 

Boyertown truck bodies are functionally designed 
and built of all High Strength Alloy Steel providing 
more strength, havimrg less weight and greater resistance 
to corrosion, having longer life, means top value 
equipment. 

Service proven body features recognized by indi- 
vidual and fleet owners alike, include full square usable 
loadspace, easy access to load thru cab or rear doors, 
large cab working area, and body frame construction 
permitting an easy, firm installation of product handling 
equipment in the loadspace. Sectionalized body con- 
struction permits economical replacement of damaged 
parts by the Owner’s service shop or garage. 

Learn of these features personally. Visit with us in 
Chicago at the: 

TBEA Exhibit—Booth 177 & 190 Oct. 24, 25, 26 

DISA Show Exhibit—Booth C-210 Oct. 31-Nov. 5 


Contact your Boyertown Sales Engineer today. He 
is ready to help you obtain your share of additional 
truck business. 
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Model “S" Step In Delivery Body 








AUTO BODY WORKS, Inx 
BOYERTOWN, PENNA 


hte RTOW 





Phone Boyertown FOrest 7-2146+*TWX Boyertown Pa. 59 


well as customer morale, and 
dealer aid, but I fear in too many _ seebaier antaetioncon ten 
instances the dealer devotes less/ have to “size up the market” to 
time and thought in working in determine what our potential 
and with his service and Parts de- service business should be, then 
partment than sound business re- set our goal and go after it. 
the service manager has the deal- Le chant bet os aul ae ye 
a poses © se and aid, he enter share if we conscientiously go after 
is confidence to the mechanics | what we have realistically project- 


Pomona-Ontario Dealers 


Elect Smith President 


POMONA, Calif——M. K. Smith, 
IGH morale and attitude is then| Ontario, has been elected cimtient 
reflected to Mr. Customer as he| of the Pomona-Ontario New Car 

drives in for service. When he is} Dealers Association, replacing Bob 


Jack Weber, Ontario, was elected 
ly by all personnel he comes in| secretary-treasurer, Other directors 
contact with, and the work is done| named were Don Ciark, Pomona; 
properly, on time, and priced fair-| w. R. Shadoff, Pomona; John Cat- 
ly, he then becomes a satisfied cus- ron, Pomona, and Mel Young, On- 


A new board and officers are 


ed. Why does so much of the busi- 
ness go to independent shops and 
service stations? Frequently the 
customer feels that the dealer 
charges too much. The customer is 
willing to pay the right price for 
quality work. Give the customer a 
close estimate of repairs, then get 
his phone number. 

Don’t do unauthorized, expensive 
repairs without his knowledge. 
Many complaints on this arise from 
embarrassment. He just doesn’t 
have that much money and is too 
embarrassed to admit it. Help him 
by giving him the courtesy of a 
phone call. Charge him a fair price, 
and give him quality work. 

Many people dislike dealer serv- 
ice because of experiences with 
shoddy dealer service, delivering 
them a dirty, grease-stained car, 
by not taking time to explain re- 
pairs and charges, and lack of in- 
terest by all service personnel. 
These and many more are sources 
of customer irritation. 

* * * 


Listen to Troubles 


ye yd is the key to success. 
Take time to listen to his trou- 
bles, because his troubles are your 
profit. To promote service, show 
people you have “trained person- 
nel.” This is best done by good 
workmanship. Display diplomas 
from service schools, use factory 
signs, stress factory-approved' parts 
and accessories. Sell quality instead 
of price. Sell intelligently. Build the 
customer’s understanding and con- 
fidence. 

Follow up all service sales. 
Make sure the customer is pleas- 
ed. Follow up all complaints, be- 
cause complaints are important. 
If the customer brings the car 
back with a complaint, finalize 
his complaint to the satisfaction 
of both he and you. Remember, 
your worst and most expensive 
complaint is the one you don’t 
hear about. 

Advertise your service and stress 
the mechanics’ ability to do crafts- 
man work. If you advertise a spe- 
cial, make it a real special. Recent- 
ly I tried something new in adver- 
tising. I made up my specials on 
our billing paper and sent them in 
the regular window envelopes. My 
response was terrific. Upon receiv- 
ing it, many wondered what they 
were being billed for, but then 
found a special. On initial impact 
they were mad, but they read it. 

There are many ways of promo- 
tion, but the best is built on good 
service, since good service means 
customer goodwill. Therefore, my 
formula for profit from the service 
department standpoint is “‘custom- 
er satisfaction at a profit to the 
dealership.” 


Motley Attacks 


Plans to Change 


Minimum Wage 


VV SSHINGTON. — The economy 
will be better able to provide more 
jobs if the federal government re- 
frains from interfering further in 
wage-fixing, Arthur H. Motley, 
president of the Chamber of Com- 
merce of the United States and 
publisher of Parade magazine said. 

Motley said that all workers, in- 
cluding those who are unemployed, 
“ought to question _ seriously 
whether Congress would help or 
hurt them by raising the federal 
minimum wage above $1 an hour 
and broadening: the law’s cover- 
age.” 

“Desirable as it is to seek higher 
wages for low-wage workers, it is 
becoming increasingly clear that 
minimum wage-fixing by the gov- 
ernment is an economic swindle 
rather than an economic panacea,’ 
he said. 

“When the minimum wage was 
raised to $1 an hour in 1956, the 
economy was expanding. Even 80, 
the Labor Department found the 
wage hike was followed by ‘signi- 
ficant declines in employment in 
most of the low-wage segments 
studied’ and added: ‘Had the mini- 
mum wage increase become effec- 
tive during a period of recession, 
its adverse effects on employment 
might have been much greater.’ 
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timely, interesting, always useful—another extra service from Associates 



















This is the first page of the latest issue of “Profit Pointers,” a four-page letter that we 
mail free to dealers all over the country. It’s mostly advice and comment (plus a few 
predictions) on the aspects of our business that we all think about a lot but never discuss 
much. Everybody tells us they like it, and we’d be glad to send you a copy. 

One more offer: we’d also like to show you the Associates’ brand of financial service— 
fast, complete, and experienced—that has been so well received in the past. “Profit 
Pointers” and full details can be had from our local representative. Call him today. 


ASSOCIATES sc 
SOUTH BEND, INDIANA 


ASSOCIATES DISCOUNT CORPORATION +« ASSOCIATES DISCOUNT (CANADA) LTD. » EMMCO INSURANCE COMPANY 


No. 137 


THE AUTO 
CHANCES MOBILE BUSINESS 
IS THE 
YOu make when your 1960 profi: USED CAR BUSINESS! 
sto 


Will & Projecti 
be the key to Sean the 1961 ou 


s —— when 


ry is finalized in the next few day were and 


Never in This has always been so - find that USED 
automotive histor ut — 


y ha 
S the used car been So important to dealer profits! 


e first ti ith few excep- 
i me all dealers (Ww id 
je? SAME price class! All dealers are in compets 


© same customers than ever before! 
only 


A CHECK 
LIST 
ev : 
°ry element o better time than now to make an item by item check of 


car operation. When you do —— 


watch 
Seldom Seem of e ful for those dozens of "little things" that by themselves 
ts : collectively, may be the source ° 
beet an mean the difference between neuane. setten esta. profit. loss. 
ons on th 
Most of them aoa tee pages will be helpful reminders for such an analysis- 
Oo every dealer operation —— large, small, old, new: 


a% 
Do "6 kee CAR POLICY 
ea oO 
Does it betas: licy that spells out how we do business? Is it simple, clear? 


eee tae: driving trial; policy or price, service, etc.” 
r selling were e@ adequate retail financing, insurance? A 
our polic icy reduced to writing? Do we publicize it regularly? 
r wichaaiinn i us, the customer — or both? 
Is it competi? i: ore understand and use our policy in selling? 
Do local bu ares Does anyone else in town have a better policy? 
Can and do eas consider our company easy to do business with? 
Do we trad a — to promises made in our selling promotions? 
Do we eae or units we can sell fast? Project or forecast our mont 
Has our daily operating expense and keep it under control all t a 
every bit of waste, unnecessary expense been eliminated from our operati 


Does Our poli 
Is ou 
Does 
Do ou 


hly sales? 
he time? 
on? 


2. BUYING OR APPRAISING USED CARS — TRUCKS 
Do we know, keep up to date continuously on the market value of used cars? ‘ 

Is our information about our reconditioning costs adequate, accurate, current? 

Do we make a complete inspection of every car-—truck offered us in trade? scat 
Does someone actually ride and road test every trade-in before we buy it? 3 


ASSOCIATES INVESTMENT CO.-ASSOCIATES 
DISCOUNT CORP -ASSOCIATES DISCOUNT 
(CANADA) LTO -EMMCO INSURANCE CO. 


Visit our Hospitality Center in the St. Francis Hotel during the National Automobile Dealers Association Convention. 
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Train Staff to Avoid 
Apathy for Customer 


By Jack Sullivan 
Service Manager and Vice-President 
Oakmont Motors (Ford), Oakland, Calif, 


Formula for Profit 
Through Management 
Training, Quality 
And Expense Control 


I HAVE been asked to tell you 
how we at Oakmont Motors, a 
Ford dealership in Oakland, Calif., 
operate our service department, 

Because of the time limitation, I 
will talk only of some of the pro- 
cedures we have adopted that con- 
trol manpower and stimulate parts 
and labor sales, and have enabled 
us to maintain an average gross 
labor profit of 52 percent for the 
year 1960. 

In order to acquaint you with 
our operation, I will outline our 
facilities and objectives, First, we 
sell an average of 50 new and 60 





used cars per month, In the serv- 

ice department, I have eight pro- 

ductive mechanics and one ap- 

prentice, two lubrication men, a 

shop foreman and a service sales- 

man, one combination car jockey 
and parts runner, 

We do an average monthly vol- 
ume of $13,000 customer labor, in- 
cluding body work which is not 
handled in our own shop. We have 
a parts manager and two clerks, 
plus a combination cashier and 
claim’s clerk. In a separate build- 
ing we have a new and used-car 
foreman, plus three mechanics and 
one apprentice. 

All cars that come to our service 
department are directed by signs 
to enter a double lane, 150-foot long 
driveway that goes through our 
shop past the service office and to 
the parking lots. 

The repair orders are written by 
both of the foremen, the service 





salesman and myself, On very busy 
mornings, our front-end elignment 
man helps for as long as necessary 
to keep the customers moving. We 
use a simple dispatch-contro] sheet 
to list and govern our work for the 
day. 

In order to control the new-car 
free service and warranty work 
that can really upset the daily work 
routine, we adopted this rule: If a 
customer who comes in for a new- 
car first 1,000-mile service has a 
small want list that can be done 
in 30 minutes or less, in addition to 
the regular service, it can be writ- 
ten on the 1,000-mile repair order, 
and a finish-time promise can be 


made. 
= om * 


How Big Jobs Are Handled 


HiCwz var, when a complex or 
full page of questionable com- 
plaints are brought in, the cus- 
tomer is asked to go over each item 
with either the new-car service 
foreman or myself, We, at that 
time, make clear that we can im- 
prove certain things, and will glad- 
ly do so, but we also tell him when 
other points are normal or average 
and cannot be improved. 

We have found by doing this 
at the very first mention of diffi- 
culty that we have kept our com- 


There’s a KENT-MOORE 
RPATE-MAKET Tool 

for every special 
shop requirement 


Here’s why: Kent-Moore ‘“Rate-Maker” service tools are de- 
signed in close cooperation with the vehicle manufacturer. They 
are developed specifically to perform important maintenance oper- 
ations for which no adequate standard tools exist. They save you 
time, prevent parts damage and increase shop efficiency, adding 


to your profit potential. 


Kent-Moore “Rate-Maker” service tools permit you to dupli- 
cate factory-assembly conditions right in your own shop. Check 
your shop manuals—see how often Kent-Moore special service 
tools are shown! So before you invest in any service tool—inves- 
tigate Kent-Moore “Rate-Maker” special service tools. 

For complete information on the entire line of Kent-Moore 
“Rate-Maker” tools, send for your copy of the Kent-Moore 
Service Tool Guide . . 


r | . 
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28635 Mound Road ° 
ENGINEERS AND MANUFACTURERS OF SERVICE TOOLS AND EQUIPMENT 


. no cost, no obligation . . 


KENT-MOORE 


ANIZATION, 


. SO write today! 


Warren, Michigan 
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mechanic that you have that can 
do it once, do it fast and do it right 
the first time, 

Never neglect to follow through 
on a customer grievance, Do it as 
quickly as possible, study all of the 
details, then make a sound and fair 
settlement. Remember, to solicit 
and bring a new customer to your 
service department to replace the 
one you may lose is very costly. 
Some of the best boosters and most 
steady customers we have today 
are still with us because of the un- 
derstanding we had in years gone 


by. 
7  £. © 


Warranty Can Be Big Aid 
a repairs need not be 

a burden to the dealer if you 
have the right tools, the proper 
manuals, and have kept up with 
the training programs and special 
schools made available by the 
manufacturers. These repairs make 
it possible for your mechanics to 
become familiar with the type of 
work you will soon be doing for 
paying customers on flat rate and 
at a profit. 

In order to know where we are 
and what should be sold in parts 
and labor each day, I keep a copy 
of the daily operating control on 
my desk, Every morning before 
we start the day, I discuss our 
sales position in comparison to 
the objective. I then try to direct 
our sales efforts for that day to- 
ward the higher profit-producing 
jobs that will enable us to meet 
or beat our objective. 

The daily operating control sheet 
is set up to reflect a return of 2% 
times the mechanic’s wage rate per 
day, and a shop parts return equal 
to 85 percent of labor sales. 

The customer-repair order is the 
service department’s most import- 
ant document. It must be written 
clearly and contain all the informa- 
tion necessary for the fulfillment of 
the contract that it is, The owner’s 
full name and correct billing ad- 
dress, the phone number, the no- 
menclature necessary to identify 
the car for parts, the present mile- 
age and a clear description of the 
customer’s wants, plus how it is to 
be paid for. 

In the case of rattles, squeaks 
and noises, we try to fix the loca- 
tion of them by asking leading 
questions,*such as “Do you hear it 
turning, stopping, slowing down, 
etc.” Or, in the case of a knock, 
we try to produce it in the cus- 
tomer’s presence so that we know 
for sure that it exists and we and 
the customer are talking about the 
Same thing. We then proceed to 
correct it and are confident that 
we are not working on something 


we won’t get paid for. 
* * x 


Steel Executive Sees 


No Fear of Compacts 


PHILADELPHIA. — Joseph L. 
Block, chairman of Inland Steel 
Co., is confident that compact 
cars will result in increasing steel 
usage despite the fact that they 
take 25 to 35 percent less steel 
per car. 

Introduction of the compacts 
resulted in more sales in 1960 and 
probably will do so again this 
year, he told the Financial Ana- 
lysts of Philadelphia. He added 
that “a case can be made to the 
effect that it is a plus factor and 
will actually increase steel us- 
age.” 



















plaints to a minimum, and have 
saved many hours of costly me- 
chanic “fool-around” time. 

However, your personnel must 
be trained to be very careful so as 
not to seem indifferent to the cus- 
tomer. Indifference, in my estima- 
tion, is one of the surest ways to 
antagonize and lose customers, 

The next time-saver amounts to 
understanding the customer’s re- 
quest or complaint, diagnosing it 
correctly, and assigning the best 


Write Order Correctly 

HE time spent writing the re- 

pair order correctly pays divi- 
dends many times over by saving 
productive mechanics’ time and 
yours, trying to explain charges 
that the customers don’t or won't 
understand. 

On the back of our repair-order 
hard copy, the mechanic punches 
his time and also writes a de- 
scription of any repairs he has 
made which were unusual. This 
many times uncovers the reason 
for not doing the job at flat rate, 
and it also gives us a description 
of unknown time eaters, such as 
broken or stripped bolts, bent or 
damaged parts. We most often 
can explain this to the customer 
and pick up the additional money 
required. 

One of the best sources of addi- 
tional business has always been the 
sale of additional needed repairs 
which are noted at the time a job 
is done, To insure mechanic coop- 
eration in both noting and calling 
our attention to such needed re- 
pairs, we have a regular mechanic 
sales-bonugs program which is not 
costly and produces good results. 

Each month I post a list of parts, 
accessories or combination repair 

jobs that we would like to sell, and 
the mechanic bonus paid for each 
sale. To arrive at this bonus figure, 
I pick an amount that will be at- 
tractive to the mechanics, but does 
not exceed 10 percent of the cost 
of the part or accessory. 

The front of our hard copy has 
a write-in space for additional Te 
Pairs needed. Our mechanics 
this the bonus space, They list any 
needed repairs that they find in 
this space, such ag muffler, tailpipe, 
battery, brake lining, shock absorb- 

(Continued on Page 36, Col, 1) 
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Train Staff to Avoid Indifference 


(Continued from Page 34) 


ers, etc., and bring it to the atten- 
tion of the men at the service desk. 
* * * 


Selling Owner on Extra Job 


FTER one of us checks the car 

to verify the need for replace- 
ment, we make up an estimate of 
cost, call the owner and try to sell 
it. If a sale is made of any part 
or accessory, or job combination on 
the list, the mechanic is given cred- 
it for the amount of the bonus, At 
the end of the month his accumu- 
lative bonus sales are totalled. We 
pay him this amount on a separate 
check to do with as he pleases, (It’s 
probably never mentioned at 
home.) 

If these needed repairs listed 
are not sold when the job is in 
process, they are noted on the 
customer’s copy of the repair 
order by our cashier. She men- 
tions them to the owner when 
she gives him the bill and his 


keys. Many times the owner will 
return immediately to the service 
desk to ask about a particular 
item, and we again have a chance 
for a sale, 

In our service office we keep the 
hard copy filed numerically, and 





A. B. Smith Chevrolet 


Leases Wolfard Property 


PORTLAND, Ore.—A, B, Smith 
Chevrolet Co, has taken a long- 
term lease on the former Wolfard 
Motor Co, (Ford) location at NW 
12th Ave and Burnside St. Catlin 
Wolfard had occupied the spot for 
27 years. 

Douglas D, Moore, A, B. Smith 
general manager, said the added 
property increases the firm’s oper- 
ating capacity to 150,000 square 
feet, making it one of the larger 
Chevrolet outlets in the country. 
The Wolfard location is next to the 
Smith outlet, so A, B. Smith now 
has a full city block on three floors. 





the No. 3 copy of the customer’s | 


bill filed alphabetically. We file our 
own repair orders and flag the ones 
with work needed notations on 
them. When traffic is slow, we use 
these as business getters. 


In case of customer differences, |f 


I have a copy of the original in- 
voice and the hard copy handy, and 
can discuss them intelligently, 
without wasting time or becoming 
confused looking for office copies. 
This alone has saved us Many a 
headache, especially with the owner 
who implies “you just did the job 
about six months ago and it should 
last longer than that.” 

They are often surprised when 
we find it has been two or three 
times as long and had gone many 
more miles than they thought, As 
we discuss this, we can most often 
successfully suggest that we again 
make the repair, plus any addition- 
al services that their service record 
indicates are due. It has been my 
experience that most people are ap- 
preciative of the time we spend | 














MacMillan Remodels Dealership— 


This is the remodeled dealership of Pine Motor Co. (Chevrolet-Oldsmobile) in Pine 
River, Minn. The firm is operated by Glenn C. MacMillan. 





with them and they continue with| repair specialists near us. We sub- 


us as satisfied customers. 
+. * ” 


Some Work Is Sublet 


N ORDER to take care of the 
many other needs of our cus- 
tomers that we do not handle in 
our shop, we have made an agree- 
ment with a group of independent 





Revolutionary new driving aid controls speed 
like a thermostat controls temperature! 


INCREASES DRIVING PLEASURE AND SAFETY AS NO BUZZER OR THROTTLE HOLDER CAN 







On the highway, the speed 
you select is maintained 
automatically... uphill or down 


a 


Touch the brake, as you normally would 
for quick, safe stops in any emergency. 


PERFECT(/CIRCLE | 


SPEEDOSTAT + PISTON RINGS ¢ PRECISION CASTINGS ¢ POWER SERVICE PRODUCTS 
Hagerstown, Indiana & 
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..-without your foot on the 
accelerator! 








So, relax...watch the road 
instead of the speedometer. 





In town, gentle resistance 






tells when you reach 
a selected speed. 









Save on speeding tickets and 
get better gas mileage, too. 











SEE THIS 
REVOLUTIONARY NEW DRIVING AID 





BUT IT’S NOT A GOVERNOR! Push past 
accelerator resistance for full passing power. 


An exclusive Perfect Circie 
product now optional equipment 
on eight popular makes of cars 


under separate trade names 


seageasce ss coes sites 





let work to each specialist for a set 
amount that will give us a 20 per- 
cent overall profit. 

On Ford products we furnish 
the needed parts and retain the 
full parts profit, plus 20 percent 
profit on labor. The quality of 
this work is controiled by inspec- 
tion. An order for payment can’t 
be issued until the job has been 
checked by myself or one of the 
foremen. Even wash and polish 
work has become profitable when 
done this way. 

These sublet repairs and parts 
sales amount to about a 20 percent 
boost in overall sales, but do not 
raise our selling or operating ex- 
penses. 

These procedures have helped us 
operate and maintain a smooth 
running and profitable service de- 
partment. 

I hope they can be of some help 
to you. 


AMC Plays Host 
To Top Salesmen 


On Five-Day Trip 


DETROIT.—The nation’s top 100 
Rambler salesmen of 1960 were 
honored at a five-day All-Star Holi- 
day which took them from Chicago 
to Kenosha, Wis., to New Orleans. 

The group gathered in Chicago 
last Thursday (Jan. 26) and the 
next morning they travelled by bus 
to Kenosha, where plant officials 
took them on a special tour to 
show them how Ramblers are built. 
Returning to Chicago that evening, 
they were hosted at a banquet. 

Company officials at the dinner 
included Roy Abernethy, executive 
vice-president; Fred W. Adams, 
sales manager; A. E. Tracy, assist- 
ant sales manager; George R. 
Browder, assistant sales manager; 
John H. McGuckin, merchandising 
manager; R. M. Downey, manager 
of sales manpower development, 
and R. J. Molloy, sales training 
manager. 

After the banquet they boarded 
a chartered plane for New Orleans. 
There they went on a round of 
sightseeing, deep-sea fishing, din- 
ners at famous restaurants and 
other tourist activities. They leave 
for home today (Jan. 30). 


Tenn. Unit Seeks 
Less Paper Work 


NASHVILLE. — Indications are 
that the Tennessee Motor Vehicles 
Commission will ask the Legisla- 
ture to reduce paperwork required 
to prove financial responsibility 
after traffic accidents, 

Commission members discussed 
the changes in a special executive 
session held here last month, No 
action was taken at the meeting 
here, but the ‘matter is expected to 
come up at the commission’s next 
session on Jan. 24, 

The amendment will likely follow 
lines suggested recently by Com- 
missioner Joe Schaeffer, Memphis. 
He recommended that dealers file 
papers in Nashville showing their 
financial positions. “If any ques- 





This new driving aid is typical of many engineering 
advancements made by Perfect Circle as a partner in 
progress with the. automotive industry for over 60 
years. More important, it exemplifies Perfect Circle's 
constant research imte new products that can make 
even greater contributions in the future. 
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AT PERFECT CIRCLE BOOTHS 






DEMONSTRATED 
tion arises,” he said, “the paper can 


be examined and the matter settl 
without burdening dealers with 
bulky forms.” 
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Import Opening 
TOLEDO.—A Triumph-Fiat-Opel 
headquarters has been opened 
Bob Eddy at 1215 Madison. 









Just across the Bay... 


(From San Francisco) 
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SAN FRANGISCO. 
2 | 
BAY. BRIDGE 
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KAISER WORLD 
HEAGOUARTERS 


LAKE MERRITT 


is greater METROPOLITAN OAKLAND 


NORTHERN CALIFORNIA'S 
LARGEST POPULATION CENTER! 


FIRST sacs: 





ALAMEDA COUNTY SAN FRANCISCO 
(alone) COUNTY 
$221,410,000 $155,850,000 


Source: 1960 Sales Management Survey of Buying Power 


really covered by only ONE NEWSPAPER 
The greater East Bay (Oakland) area is an + 

entirely separate market from the West Bay @MOakland Crib une 
(San Francisco) area...with different local . 


editorial j 
itorial interests. NATIONAL REPRESENTATIVES: Cresmer & Woodward, Inc. 
SUNDAY COMICS: Metropolitan Sunday Newspapers, Inc. 














Correspondent George L. Glaser Writes .. . 





ONDON.—As soon as Ford Motor|a Swede from America, who took 

Co. becomes sole owner of Ford| Ford out of the doldrums when a 
of England, additional plans will be| stereotyped pattern seemed to have 
under way. A popular-priced sports| come over Huropean makers. 
two-seater, using the sports version a 
of the sturdy, Anglia short-strok¢| Daimler-Bens Milestone 
ductions, while a socalled “mini- | gemreer eau pycigy reports the as- 
car” may be the other. sembly of its 200,000th heavy- 

Ford, like British Motor Corp. ; duty diesel truck at its plant in 
and the Rootes Group, seems to Mannheim, Germany. This is the 
believe that very small cars number of vehicles made since 
will have a big chance. Ford’s | Start of production after World 
little car may have the engine in | War II in 1949, 
the rear, and air cooling could * 
be one of the features. 


* * 


Jaguar Discounts Rumors 


In contrast, Ford of Germany,| FAGUAR has said that reports 
when going into a very small car, about a super sports car and 
may utilize front-wheel drive. By! rymors about entering races should 
the way, the Lo goanned 12-M are not be taken for certain. 
of Germany will continue unchang- While admitting that prototypes 
+o ae oan auto show in| .re in operation, Jaguar considers 

About seven weeks after intro- it far too early to talk or speculate 
d on early introduction of such a car. 

uction of the new 17-M Taunus, ae” 6 
Ford-Germany announced it was . ‘ dia . 
sold out for at least three months.|/talian Builds British Unit 
Credit for this has gone to the firm’s 7 British got another foot into 
new stylist, Wesley P. Dahlberg, the Common Market of Europe 
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1. More accurate color mixing 


i 

} 

i | e@ Whether your shop is large or small, you’ll find the 
DirzLER Color Mixing System one of the most profit- 
able investments you can make. 


e@ Consiant improvement has placed the DrrzLER mixing 
system far ahead of all other kinds in simplicity, effi- 
ciency and accuracy. It gives you 8,000 laboratory- 
controlled formula: for lacquers, acrylics, and enamels 
—covering latest mode!s as well as older cars and trucks. 
; Also provides you with formulas for interior colors, im- 
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Auto Letter from Europe 


2. Mix only amount needed for job 
4. Eliminates costly inventory of half-used and slow-moving colors 


when Laycock de Normanville li- 
censed the Italian firm, Edoardo 
Bianchi, to make its overdrive in 
Milan. The model chosen will be 
good for engines up to two-liter 
displacement, or about 122 cubic 
inches. 
+ + * 


°60 Porsche Output Up 
ERRY PORSCHE has announced 
that 7,700 units were built in 
1960, compared with 7,100 in the 
previous year. 
However, this increase does not 
mean that the waiting list for these 
custom-built vehicles has been re- 






of Porsche production. compartment. 


* * * 


Citroen Face-Lifts 2 CV 


* * * 


a better look for ’61. 


old one, which was made of corru- 


DTT 2 LE RR Coley Mining Senwice | 


DITZLER SHELF-SHOP MIX. 
For the shop with limited shelf space. 
This compact unit comes in two sec- 
tions. Requires only 16 sq. ft. of floor 
space, and wall space just 8 ft. wide 
and 7 ft. high. Can be used in straight 
line or in corner. 


DITZLER color mixing system cuts costs 4 ways 


3. No waiting for needed colors 


ported cars, commercial vehicle fleets, boat finishes, 
appliance colors, farm machinery, and many others. 


e@ You'll service customers more quickly, match colors 
more efficiently and accurately—and with less waste. 


e@ Rugged and well-built, the Drrz_LeR Shelf-Shop Mix 
lasts for years. You’ll continue to enjoy the extra profits 
it makes for you long after it has paid for itself. 


@ Call or see your nearest Dirz_eR jobber for details. 


Ditzler Color Division, Pittsburgh Plate Glass Company © Detroit 4, Mich. © Torrance, Calif. 
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Citroen 2 CV Restyled— 


Citroen's tiny two-cylinder car, the 2 CV, 
has received a facelift for 1961. Among 


duced. The biggest share again] the new features are an engine hood, a 
went to the U. S., while exports in| grille containing the license plate and 
general have been over 63 percent/| two side openings to ventilate the engine 


gated steel. a side openings for 
ventilating the engine compartment 
= FRANCE Citroen hes given its! pave eupenred. = ae is a 

tiny two-cylinder car, the 2CV,!| new grille which contains the 
license plate. The front bumper, 
A new engine hood replaces the| while still somewhat rudimentary, 
also enhances the front view. Pan- 









amy yellow, glacier blue and light 


green are the new colors. 
* + +. 


.| Carburetor Setup Changed 


EARLY unnoted, Fichtel & 
Sachs, German maker of two- 
cycle stroke engines, has made a 
change on the motorbike models. 


»| This change also may work itself 
| |into the Auto-Union and DKW car 
- | engines. 


The carburetor has been instal- 
led directly on the gas-stream 
transfer channel instead on an 
intake inlet. This may need a bit 
of explanation. 

On the traditional two-cycle 
valveless engine, the piston, by 
moving up or down, opens or closes 
slots. When the piston is at the top 
just before firing, it opens the in- 
take below. The mixture flows then 
into the sealed-off crankcase section 
of each cylinder. 

When the piston comes down 
during the power stroke, the mix- 
ture in the crankcase is pre-com- 
pressed, and at the end of the down- 
ward stroke, the piston lays bare 
the transfer channel which lets the 
mixture flow into the cylinder to 
be further compressed. 

Fichtel & Sachs have a dia- 
phragm-type valve which opens 
when vacuum is prevailing in the 
crankcase housing, and thus per- 
mits the use of the transfer chan- 
nel as inlet. When the mixture is 
pushed up to the cylinder, the car- 
buretor is sealed off by this valve. 

* * + 


German Market Surveyed 


— Opel business analyst, Dr. 
W. G. Behrens, has prepared a 
new study of prospects for the West 
German auto future. 

His study starts with the ob- 
servation that chances for the 
very small cars with inadequate 
power have passed away in 
West Germany. The reduction in 
France is seen strictly as a re- 
sult of the decreasing exports to 
the U. 8S. 

Opel has foreseen this trend and 
has never tried to exploit the U. S. 
market to the fullest degree pos- 
sible. The present sales of Opel 
cars in the U. S. are in line with 
pre-planned quotas set by the Opel 
factory. 

The British expansion of sales 
during the first half of 1960, Dr. 
Behrens said, was a result of the 
inflated type of time payments 
which could have endangered the 
stability of the British currency. 
The present lowered rate of pro- 
duction is due to credit restrictions 
in England and is no barrier to 
future sales, according to Behrens. 

The expansion of the West Ger- 
man market appears to be an 
established fact. Germany still has 
a lower number of cars for the 
population than do Sweden, France 
and England. Behrens believes that 
the 4.3 million passenger cars in 
Germany may grow to 7.5 million 


by the end of this decade. 
* aa +. 


Figure Could Spiral 
F COURSE, he added, a re- 
unification of Germany would 
automatically bring this figure to 
far above 10 million cars. 

In order to replace cars 10 years 
old and to expand, the yearly new- 
car registrations should be over 
one million in West Germany for 
the next 10 years, he continued. 

Opel, so concludes this report, will 
continue ‘to create models which 
will insure a favorable market share 
of the future business. The new 
factory project at Bochum, Ger- 
many, also will add to the competi- 
tive standing of this GM enterprise, 
Behrens said. 

+ 


o * 
New Safety Approach 
ar rapid increase of auto acci- 
dents forced the West German 
government to prepare new penal- 
ties to be used against offenders. 
A confiscation of the car without 
reimbursement may be included. 
* ~ a 
Help for Orphans 
E German gasoline producer, 
Deutsche Gasolin-Nitag AG, 
sent no Christmas cards this year. 
It took the money thus saved and 
helped the needy among those OF- 
phans who became orphaned 
through traffic accidents. 

The boys and girls, all of Han- 
nover, West Germany, were first 
taken to a clothing store where 
they could select new clothes 4” 
then to a party—and all that from 
the money saved by not using 
Christmas cards this year. Some- 
thing to imitate? 
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: “The best things 
: In life,’ the dealer said, 
: “are three.’ 


e ““WHAT IN THE WORLD,” the dealer inquired, “‘is better than making Man’s right, of course. Happiest in the world. You can he, too. 
a sale? Unless it’s making an extra sale—like tires. Or making an extra Every time you sell a car. Just stay with the tires your customers 
profit on the extra sale. know and want. Recommend the tires that you know will live up to 
“When I can do all three in just one transaction, I’ve got it made, _ the promises you make. Sell and profit on all three U.S. Royal tires. 

man! Made three ways. And I’m the happiest guy in the world.” They’re the best in the business. All three. 


— 


U.S. ROYAL 


LOW PROFILE TIRES 


*"*Low Profile” is United States Rubber Company's trademark for its lower, wider shape tire. 


I) United States Rubber 


Rockefeller Center, New York 20, N.Y. 
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How to Restore Shop to Prosperity 


By Vern Richards 
General Manager, 
Val Strough Chevrolet, Oakland, Calif. 


Formula for Profit 
Through Management 
Training, Quality 
And Expense Control 


1 CONSIDERING the problems 
connected with management 
training, quality, and expense con- 
trol, we must first recognize the 
fact that today there are over 15 
million more automobiles on the 
road than 10 years ago. 

However, in most instances, deal- 
ers’ service departments are selling 
less customer-paid labor. Also, it is 
a well-established fact that in most 
medium and large dealerships, the 
fixed expenses have been increasing 
from 5 to 10 percent each year, 
while the number of service-depart- 
ment repair orders written has 
either been stalemated or on the 
decline. 

As we all know, the independ- 
ent specialty shops and service 
stations have been getting this 
extra business through the years. 
Much of this lost business can be 
recovered if the dealers’ service 
departments will make a deter- 
mined effort to meet, or even 
beat the competition through: 
Improved production methods; 

maximum utilization of available 
space and equipment; providing 
fast service; providing night serv- 
ice; a management well-trained in 
customer relations. 

If your service department ap- 
pears to be busy, with employes 
travelling in all directions in con- 
nection with their work, yet your 
percentage of net profit is down or 
an actual net loss indicated; if the 
number of repair orders written is 
decreasing; if labor and parts sales 
per repair order are below average; 
if the quality of work performed 
is often questioned and the num- 
ber of customer complaints, either 
to you or the factory zone office, 
is on the increase, it may be well 
to take a good second look with 
a view toward improving your serv- 
ice department through more effi- 
cient management supervision and 
improved production methods. 

This action will pay dividends 
through better expense control, in- 
creased sales through competitive 
merchandising, top-quality work 
performance, and consequent im- 
proved profits. 


* * * 


Service Manager’s Job 
A REVIEW of the responsibilities 
of the service manager will 
show that among other duties, he 
must greet the customers, sell serv- 
ice and parts, sell the products and 
the dealership, correctly diagnose 
the customer’s car problem, write 
up repair orders properly, accur- 
ately estimate the job cost to the 
customer, turn out the work effi- 










Inaugurated! 
A New 
Frontier for 
Advertisers 
in Kansas 
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ciently, road-test the car, bill and 
collect for the work performed. 

In addition, he must deliver the 
car to the owner in a clean and 
satisfactory condition, listen and 
be a diplomat in the handling of 
customer complaints, prepare fac- 
tory claim forms as necessary, 
merchandise and promote new 
business in addition to that of 
your old customers, maintain a 
clean shop, insure that shop per- 
sonnel are neat and on their toes, 
train and supervise mechanics 
and their apprentices for quality 
performance, and in addition— 
make a profit for the dealer. 
Other than that he does not have 
a damn thing to do. 

The quality of service department 
work will usually vary with the 
ability of the personnel to perform, 
the spirit and effort exerted, and 
the individual’s personal satisfac- 
tion derived from turning out a 
good job. 

At this point, I do not mean to be 
critical. However, I sincerely be- 
lieve that every dealer can increase 


his service department fixed gross 
profit if he will devote a little more 
time in the guidance, training, and 
motivation of his service depart- 
ment management “and” give am- 
ple recognition for a job well-done. 

This recognition will go far to- 
ward convincing service depart- 
ment personnel that they are a 
very important part of the dealer- 
ship operation and it may well 
eliminate any tendency toward “oc. 
cupational boredom,” which can 
raise havoc with service objectives 
and profits. 


* * * 


Own Shop’s Profit Soars 


At OUR dealership, Val Strough 
Chevrolet Co., Oakland, Calif., 
we have average monthly sales of 
$34,000 paid customer labor and 
$13,000 internal labor. We employ 
an average of 48 productive work- 
ers, including nine apprentices. We 
recently established a night shift 
and as a result, we believe our 
customer labor sales can soon be 
boosted to $40,000 monthly. The use 
of apprentices has been found prof- 


Corvair 


by 
Chevrolet 





Chevy Cites Dealer— 


Accepting a plaque commemorating 25 
years as a Chevrolet dealer is Walter B. 
Cooper, left, Fort Collins, Colo., executive 
vice-president, National Automobile Deal- 
ers Assn. The award was presented at a 
dealer luncheon by Merle C. Lindsey, Chev- 
rolet Denver zone manager. Cooper, who 
operates Cooper-Michael Motors, became 
a Chevrolet dealer on Jan. 1, 1936. 


itable as well as insuring an ade- 
quate number of trained mechanics 
for the future. 

We now operate our service de- 
partment with a service sales man- 
ager, a dispatch control tower, 
four service salesmen, a body and 





paint manager, and a service pro- 
duction manager. 

Some time ago, we realized that 
our service manager was over- 
loaded with duties and responsi- 
bilities, thus making it next to 
impossible for him to give the 
proper attention to each detail, 
and at the same time concentrate 
on increasing our volume and 
improving our customer rela- 
tions, When a service manager 
is saddled with too many respon- 
sibilities, he is forced to go 
through a process of “plugging 
the dike,” so to speak—one of 
running from trouble spot to 
trouble spot. 

Recognizing this problem, we cre- 
ated a new position—that of serv- 
ice production manager. This posi- 
tion is on a par with that of our 
service sales manager, with both 
reporting direct to the general 
manager or dealer. While these two 
men operate independently, the cor- 
relation of their duties requires 
the closest cooperation if the serv- 
ice department is to function 
smoothly and efficiently. 


Our service production manager 
is responsible for the training and 
supervision of the mechanics and 
apprentices, insuring that their 
work is accomplished efficiently— 

(Continued on Page 41, Col, 1) 


Tempest 


by 


Pontiac 














---@lectrical systems 


Delco-Remy systems provide electrical energy for the needs of mo- 
tion in General Motors new size cars, too. Special electrical systems 
were developed by Delco-Remy working closely with Chevrolet, 
Pontiac, Buick and Oldsmobile. In all four new cars, these lighter 
units deliver the same kind of reliable high performance that has 
been built into Delco-Remy electrical systems for over fifty years. 
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At NADA Service Panel. . . 





Formula for Guiding 
Shop.to Prosperity 


(Continued from Page 40) 


in flat-rate time, or less—and on 
schedule. 

Additionally, he is responsible for 
used-car reconditioning, idle-time, 
customer comeback work, shop 
cleanliness, the procurement of sup- 
plies and equipment for the me- 
chanics, machinists and lube men, 
the hiring, and discharging of men 
under his supervision, and the 
streamlining of our production 
methods so that we can remain on 
a competitive basis with the inde- 
pendent specialists on all opera- 
tions, including automatic trans- 
missions, muffler replacements, 
front-end alignments and balanc- 
ing, rebuilt engines and brake re- 
linings, 

& a + 


Quick Service Available 


HAVE ALREADY set up a 
fast service area so that we 


can now provide as quick a serv- 
ice as our competition. 

Further, the service production 
manager must keep himself cur- 
rent on all factory bulletins and 
engineering changes, ensure that 
shop equipment is maintained in 
top operating condition, and that 
all safety regulations are observed 
by shop personnel. 

As a result of this division of 
responsibilities, our service sales 
maneger can now concentrate on 
the development of new busi- 
ness, through various advertising 
media, as well as maintaining 
that of our regular customers. 
He has time for training the 
service salesmen in diplomacy 
and customer relations, in sales- 
manship, correct repair order 
preparation, work diagnosis, and 
most important, the correct in- 


terpretation of factory and house 
warranty policies. 


We have found in the past that 
50 percent of our owner complaints 
developed from the fact that the 
service salesmen did not know, or 
did not correctly interpret the con- 
ditions of the factory. or house 
warranty policies to our custom- 
ers. Time can now be devoted to 
the proper scheduling of work 
through the various shops in order 
that an even flow may be maintain- 
ed, that repair orders are closed 
out in time and that customers are 
not kept waiting for their cars 
when promised, and to assure that 
work is not done without prior cus- 
tomer authorization. 


The service sales manager holds 
a 15-minute sales meeting each 
morning for our service salesmen, 
just as we do in the new-car sales 
department: We believe that the 
service salesmen of today must 
have just as much sales ability, 
tact, and diplomacy as our new-car 
salesmen, if we are to continue to 
grow and to increase our fixed 
gross profit. 

This meeting must be attended 
by all service salesmen, the body 
shop manager, the pa manager, 
and the service production man- 
ager. The previous day’s business 
is discussed and any breakdown in 


coordination or cooperation among 
the various departments is ironed 
out. 


Each service salesman is given 
his sales objective for the day. For 
example, a typical daily sales ob- 
jective for each service salesman 
might be: Four brake adjustments, 
three alignments, four tune-ups, 10 
lube and oil changes, one polish, one 
motor overhaul, two brake relines, 
and one transmission overhaul. 

+ * * 


Incentives Provided 


ASE service salesman meeting 
his daily objective is given a 
liberal incentive. Service salesmen 
also have a monthly sales objective 
which is a minimum of $4,500 gross 
profit, derived from the paid labor, 
parts, and accessories that he sells. 
Those salesmen attaining their 
monthly sales objective, receive 2 
percent of their gross, in addition 
to their regular base pay. 


We have found that by using 
this method of compensation, a 


service salesman is just as con- 
cerned about the progress, qual- 
ity and the profit derived from 
the sale as the management. He 
knows that if the job comes back 
due to poor workmanship, the 
gross profit originally obtained 
will be deducted from his accu- 
mulated sales objective gross 
profit. 

It is an axiom in service busi- 
ness that a substantial expense in- 
crease follows any gain in volume, 
so a very careful analysis of every 
item of expense is essential if a 
net profit is to be realized without 
a sacrifice in the quality of work 
performed. 

To control these expenses, our 
service sales manager and our 
service production manager are 
furnished with copies of the month- 
ly operating statement pertaining 
to the service department, so that 
they can make a proper analysis 
of labor sales ratio to gross profit, 
as well as gross profit to net profit; 
also, a daily expense control chart 


‘lis maintained in the service sales 


Import Deal Quits 
SALEM, Ore.—World Wide Mo- 
tors has discontinued its business, 
handling Renault, Peugeot and 
Vespa. Manager Dean Blakely and 
two salesmen have moved to Re- 
nault headquarters in Portland. 





Special 


by 


F-85 


by 
Oldsmobile 


by Delco-Remy 


Delco-Remy equipment for the Corvair, Tempest, Special and F-85 includes * Gener- 
ators * Regulators * Cranking Motors * Distributors * Ignition Coils * Horns ¢ Flexible 
Cable Controls * Directional Signal and Control Switches * and Delco Batteries. 


Delco-Remy electrical systems 


From the highway to the stars 


DIVISION OF GENERAL. MOTORS, ANDERSON, INDIANA 



























manager’s office for the conveni- 
ence and ready reference of the 
service sales manager, the service 
production manager, and such 
other management personnel as 
may be concerned. This chart in- 
cludes the following information: 

1. Sales and cost of customer 
labor in mechanical shop. 

2. Sales and cost of customer 
labor in metal shop—for checking 
accuracy of body and paint esti- 
mates. 

3. Cumulative dollar sales for 
each service salesman — broken 
down by types of sales; such as, 
accessories, wheel alignments, en- 
gine overhauls, etc. 

4. Supplies, laundry, equipment 
maintenance and small tool pur- 
chases. 

5. Totals of unsold, or idle-time; 
for productive personnel, as record- 
ed from daily time cards. 

6. Total cost of customer come- 
back work done over at no cost 
to the customer. 

7. Time studies of mechanics. 
indicating those producing a profit 
and those creating added expense 
as a result of low production. 

* * + 


Effective Curbs Seen 


Witt these controls in effect, 
and with adequate supervision, 
there is no excuse for the expense 
account to get out of hand with- 
out the full knowledge of manage- 
ment. 

In order to obtain service vol- 
ume, a certain amount of adver- 
tising must be done. This is an ex- 
pense that must be carefully stud- 
ied and compared with the results 
obtained for each dollar spent on 
direct mail, radio, or newspaper ad- 
vertising. 

Bear in mind that the best ad- 
vertising you can get is free— 
that of the satisfied customer, by 
word-of-mouth. The slogan of 
our dealership is: “After we sell, 
we serve,” whereas the slogan 
of our service department is: “Our 
greatest worry is the possible 
complaint on our service, which 
is not called to our attention.” 

In conclusion, I want to review 
the key points in management 
training, quality, and expense con- 
trol: 

1. Improve production methods so 
we can be competitive with the in- 
dependent shops. 

2. Provide fast service facilities. 

8. Good organization, with spirit, 
and the personal satisfaction de- 
rived from a job well done. 

4. Relieve your service manager 
of excess duties. 

5. Important to hold a _ service 
meeting for service salesmen to 
set daily sales objectives. 

6. Constant training of your serv- 
ice personnel on factory and house 
policies. 

7. Expense and quality control 
chart to keep an accurate daily 
check on expenses. 

I am sure, if these seven rules 
are followed, the gratifying experi- 
ence of an increased net profit in 
your service department will be 
your reward. 































WHO BUT THE 

LARK DEALER 

CAN OFFER THE 
WHOLE WIDE WORLD 
FORA 

FEW DOLLARS? 


Who but the Lark Dealer has compacts with this 
unique new Skytop...in four models? 


Who but the Lark Dealer can offer a 
compact convertible, too? 


Who but the Lark Dealer has the new 113 in. 
wheelbase luxury compact with almost as much 
useable room as a Cadillac? 


Who but the Lark Dealer has compacts in both 
2 and 4 door wagons, 6 or V-8? — 


Who but the Lark Dealer can make every 
prospect happy with not 2, not 4, not 5, 
but 7—count ’em—7 body styles? 


Nobody, that’s who! 
GROW ALONG WITH THE COMPACT MARKET— 


TAKE FULL ADVANTAGE OF THE TREND 
BY SELLING THE FINEST 


THE ’61 > 
FARK 


BY STUDEBAKER 


‘ASK FOR THE DETAILS OF OUR SPECIAL NEW DEALER ASSISTANCE PROGRAM 
Dealer Development Division, Studebaker-Packard Corp., South Bend 27, Ind. ' 
Gentiemen: Please send me the facts—in strictest confidence—no obligation. 
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FIRM ADDRESS__ 
CITY — — STATE____ 
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Two Views of Dealership— 

Shown are the front and rear views of Matthews Ford's new $300,000 facility in 
Asheville, N. C. When viewed from the front, the two-level structure appears to be 
on the ground level. The rear of the building, however, has a lower level housing 
the truck service department, trim department and body and paint department. Cover- 
ing 5Y% acres, the dealership, operated by Raymond E. Matthews, president, has 
plenty of room for expansion. 





SHAT-R-PROOF windshields fit . . . time after 
time—after time! THAT’S QUALITY! 

Quality that you can see, feel and talk about. Fine 
quality that has made Shatterproof the world’s largest 
independent manufacturer of automobile replacement 
glass. 

Availability and service are also part of your SHAT- 
R-PROOF Distributor’s auto glass success story. 

This all adds up to one thing . . . your SHAT-R- 
PROOF Distributor offers you more. 


ASHEVILLE, N. C.—In its new 
building, Matthews Ford presents 
a dealership which combines beau- 
ty and style with a smooth inter- 
meshing of all departments. 

Because of the mountainous 
terrain, 
appears to be on the ground level. 
The building’s T-shaped design, 
however, provides a lower floor 
housing a truck service depart- 
ment, trim department, and body 
and paint department that looks 
like a separate building. 

Covering 5% acres, the dealership 
has plenty of room for expansion. 
The 30,000 square foot building is 
a three-sectional unit consisting of 
showroom, parts and service. The 
architect planned with emphasis on 
customer conveniences. 


An outstanding feature of the 
building is the engineering principle 
used to install the seven twin-post 
hoists for the service department’s 
20 stalls. All of the hoists are sus- 
pended from the second floor to the 
service department below. Air lifts 
and rods are suspended so that 
they don’t go into the ground in the 
conventional manner, 

Since the posts are upstairs, the 
area below can be conserved for 
utility purposes. There is one set of 
twin-posts downstairs for the 
heavy-duty truck work, 

Visitors to the showroom also 

have commented on the dividers 
between the display area and the 


Emphasis on Customer Conveniences .. . 





Two-Level Deal a Showplace 


By Albert S. Keshen 
Staff Correspondent 
the showroom can be 


sized functionalism and 


the two-level structure 


ing the land, we believe 


Eastern sales region, 
quarters in Pittsburgh. 


been 


He 





p York. 
John R. Cady 





| Once Again... Another Perfect Fit! 


Don’t settle for Jess than the best . . . be sure 
you get the best auto glass service. Call your 
local SHAT-R-PROOF Distributor for all of 
your auto glass needs. 


(/ Shat®: 
a at: 


BEST KNOWN NAME IN Sarery GLASs 


Shatterproof Glass Corporation 


4815 Cabot Ave., Detroit 10, Mich. 


closing booths. The stained wood 
separators are arranged so that 


the offices, but not vice versa. 


“Our primary objective was to 
construct a building that empha- 


Beauty was secondary,” Raymond 

E. Matthews, president, said. 
“Although this represents an in- 

vestment of about $300,000, includ- 


Willys Promotes 


Cady in Sales 


TOLEDO —John R. Cady has 
been appointed manager of Willys’ 


Cady, who has been with Willys 
since 1955, had 


manager of the 
Eastern region. 
succeeds 
Frank M. Lukacs, 
who has been 
named manager 
of the Willys 
Northeastern re- 
gion with head- 
quarters in New 


Cady joined 
Willys as a district manager in Cin- 
cinnati and served in field sales in 
the Chicago and Detroit regions 
before becoming assistant manager 
of the Eastern region in 1958. 


that will come in will more than 
justify this investment.” 

The dealership, which had been 
located downtown in automobile 
row for 19 years, was moved to the 
new site for the usual reasons — 
need for parking, accessibility and 
the desire for a streamlined opera- 
tion to increase efficiency. 

As one of the area’s newest, 
most modern and complete dealer- 
ships, the Matthews building serves 
as a local landmark, Features of 
the building are as follows: 

FACADE: Porcelain band above 
projecting windows gives the en- 
tire sales area the appearance of a 
giant showroom, 

The trade name across the 
front of the building has built- 
in lighting behind each plastic 
letter. The front also has a small 

driveaway big enough to park 
four cars. 

SHOWROOM: Measures 80 feet 
in length, 30 feet in width. All fur- 
niture is birch paneling with walnut 
formica tops. 

Three long strips with 12 differ- 
ent spotlights permit focusing on 
any area needing attention. Each 
corner of the showroom serves as 

a waiting room for customers. 

OFFICES: Extending back of 
the showroom behind the dividers, 
the closing booths have birch pan- 
eling, asphalt tile flooring, formica 

topped desks, and chairs upholster- 
ed in black and white, Extending 
further in the rear are the execu- 
tive offices which have sliding glass 
windows to facilitate inte r-office 
communications. 

The sales meeting room has 
two tables with 16 chairs, There 
also are racks to hold 151 cans 
of Ford training film. Chalk 
blackboard is drape covered. 

SERVICE: The spanking new 
service department, designed to 
give customers efficient and prompt 
service, has 20 car stalls. 

All stalls have steel joists, unit 
gas heaters and exhaust outlets. 

Modern tools and equipment are 
provided, including new tuneup and 
motor analysis equipment, new 
front end alignment equipment and 
a@ new paint spray booth. 

The department has two 20-foot 
doors on each end, all at street 
level. 

Car and small truck service is 
on the ground level, with the 
basement housing large truck 
service, the custom-made trim de- 
partment and the body and paint 
department. 

PARTS: the parts department on 
the six-foot lower level connects 
the front of the building to the 
service repair section. Two floors 
for parts storage, including 120 

bins for small parts, provide ample 
space for the firm’s $65,000 inven- 
tory. 

The parts department is design- 
ed to function efficiently by mini- 
mizing handling of parts from ven- 
dor to dealer to the customer. 

Some of the methods employed 
to accomplish this are: (1) Stock 
can be unloaded directly in the 
Parts department by means of an 
overhead drivein door; (2) a large 
basement is used to house sheet 
metal and other bulk items; (3) 
parts customers are served from @ 
counter separate from the service 
department, and (4) customers 
have adequate parking facilities di- 
rectly in front of the parts en- 
trance. 

The new facility represents an 
outstanding accomplishment for 
Matthews, one of the pioneers of 
the automobile business in North 
Carolina, It hag helped him attract 
trade from throughout the state. 


Mitchell Succeeds East 


At Atlanta Dealer Helm 

ATLANTA, — John O. Mitchell, 
Mitchell Motors, Inc., has been 
elected president uf the Atlanta 
Automobile Assn., succeeding R. H. 
East, Crest Motor Co. 

Welsey O. Slate, John Smith Co. 
was chosen first vice-president, with 
O. G. Ownby, First National Bank, 
second vice-president, Harmon 
Born, Ernest G. Beaudry, Inc., was 
made honorary secretary-treasurer. 

Directors chosen were: Walter 
Boomershine jr., Boomershine Pon- 
tiac; Lamar Ferrell, Wagnon 
tors, Inc.; H. D, Meadows, Univer- 
sal CIT, and Jack C. Fraser, Gen- 
uine Partg Co, 
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With the December 31 issue, TV Guide roared to a 
new all-time weekly circulation record: 7,671,704. 


Advertising revenue for 1960 rose 12% over 1959 
for a new all-time high. 


Advertising now booked for 1961 is 28% greater than 
the same period last year... another all-time high. 
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880,041 units in the like period , 


But Chevrolet Gains... 1959, 


New-Truck Sales Dip 
To 67,477 in Month 


above the figures for the like month 
of 1959, 


* * * 

Ory three makes—Intern; 

tional, GMC and Willy s—iz 
creased their unit sales in the fir; 
11 months, The miscellaneous px 
ducers, as a group, also had an ir 
crease, The three and the misce 
laneous group also showed ip 
creased market penetration. 

Unit sales for these four, thej 
percent of market and percentage 
point gains in penetration were: 

International, 102,833 units sold, 


How They Fared... 


Commercial Car Registrations 


By Makes 


First 11 Months, 1960 vs. 1959 


First 11 
Months, 







Percent 
Share of 
"60 Market 


33.46 


a ~ gpawsert of new trucks sagged 
Share of Points again in November. It was the 
’59 Market Changes | worst November since recession- 

33.25 + 21 crippled 1958, with sales the lowest 


First 11 
Months, 
Make 1960 


Chevrolet 291,173 


* * * 


E sales for each line in No- 


anne vember of 1960 and 1959 were: 

















11.82 percent of the market, up 


271,300 29.69 30.83 —114 | they have been for any month Sen, 
99,593 11,82 11.82 + .50 | since January, 1960, when the in- 1958 | 0.50 points; GMC, 76,584 units, 
65,599 8.80 1.45 +1.35 dustry was still shaking off the 17,890 | 8.80 percent, up 1.35 points; Wil. 
49,267 4.61 5.60 — .99 | effects of the steel strike. aoe 7 aie units, 3.21 percent, up 
tal 5 \ points, and miscellaneous, 
26,848 3.21 3.05 16 The November registration to 5,067 | 41,082 units, 4.71 percent, up 0.33 
14,235 1.53 1.62 was 67,477, according to figures 4,015 | points. 
12,531 L17 1.42 from R. L, Polk & Co. The total 3,058 Chevrolet managed to increag 
Studebaker 5,676 62 65 wag 9.01 percent below the 74,- | White 187 1,239 | penetration by 0.21 points to 33.4 
‘ } ; 158 registrations in October and | Mack. ..............0000 709 1,053 | percent although sales slipped t; 
Diamond T 2,785 edd #1 8.70 percent below the 73,909 for | Studebaker ......... 689 304 | 291,173 units. 
1,085 ll -12 November, 1959. Diamond T ............ = = er * * 8 ” 
Miscellaneous** 38 4.71 4.38 November, regis-| Brockway .............. v re other seven makeg log 
586 a > ie at tem, bo ‘vidual Miscellaneous. ...... 2,997 3,649 sania ae a in = sales an¢ 
. . et penetration. The seven 
ae Nae ee ee) BARBS ceecsen enim 67,477 73,909 | their figures were: = 








posted a big increase in units sold 
and took first place in the sales 
race. GMC and Studebaker also 
saw their November sales rise 


Ford, 258,408 units sold, 29.69 
percent of the market, down 1.14 
percentage points; Dodge, 40,036 
units, 4.61 percent, down 0.99 
points; White, 13,301 units, 1.53 
percent, down 0.09 points, 

Mack, 10,147 units, 1.17 percent, 
down 0.25 points; Studebaker, 5,410 
units, 0.62 percent, down 0.03 
points; Diamond T, 2,315 units, 0.27 
percent, down 0.04 points, and 
Brockway, 1,006 units, 0.11 Percent, 
down 0.01 point. 

& * 


*—-White includes Autocar, Freightliner, Reo and Sterling. 
**..Miscellanecous includes imports, COorbitt, Diveo, FWD, 
Herrington, Peterbilt, etc. —Compiled from R. L. Polk & Co. data. 


Truck sales through the first 
11 months of 1960 totalled 870,248, 
down 1.11 percent from sales of 








(CALIFORNIA Was in its usual 

Place as the top truck-buying 
state in November. The top 10 
states and their registrations for 
November of 1960 and 1959 were: 
Nov., 


1960 1959 

1. California .......... 7,245 7,731 

i IE cchesisasleassares 5,159 

3. New York ........... 4,367 5,403 

| 4. Michigan ............ 3,019 3,560 
ie SE cecdictmmnsnenseacs 2,714 2,756 

6. Pennsylvania .... 2,604 3,208 
7. Minois _................ 2,567 2,587 
8. Georgia .................. 2,286 1,611 

9. Florida. ................ 2,127 2,459 


10. Oklahoma. ........... 1,948 1271 

Reflecting the national drop in 
sales, 35 states and the District of 
Columbia reported that November 
registrations (.ailed the year-earlier 
totals, Gains were reported for 15 
states, 


Florida Renters 
Boost Demand 


For Compacts 


MIAMI.—Domestic compacts 
were introduced to the driving 
public late in 1959 and the car 
rental operators at first were a bit 
wary of them, but this year more 
and more rental agencies in South 
Florida are experiencing a sharp 
demand for these smaller and more 
economical cars, which rent for as 
little as $3 per day plus mileage. 

It is reported that car rental 
companies in this area do 25 per 
cent of the nation’s rental trade 
during the season. There are & 
rental companies in Dade County 
alone, running a fleet of about 
18,000 cars at the peak period. 

Between Christmas and the 
Orange Bowl game Jan. 2, it is 
often difficult to get a car, For in- 
stance, Morse National Rentals 
with a fleet of 1,100 had every car 
in service on Christmas Day and 
was scouring the state for addi- 
tional units. 

After New Year’s, the demand 
slackens until the Hialeah race 
meet opens on the 16th and from 
then on until the middle of April 
the rentals do a rushing business. 

Yellow Rent-A-Car has gone in 
heavily for compacts, Stanley Segal 
reporting that about 75 percent of 
his present fleet are compacts. 
Merrill Howerton, of Hertz, say§ 
about 20 percent of his units are 
compacts, Avis and some of the 
other larger operators say the com | 
pacts range between 20 and 30 per | 
cent. 

There are extremes among the 
smaller operators, one company 
boldly advertising a, 98-cent-a-day 
rate plus five cents per mile. 

Late in the spring the rental 
agencies begin disposal of 
fleets, never “dumping” them here, 
as this would ruin the Miami mar 
ket. 


SEFRONG 
VO ewe 
SUPPORT 


\MERICAN FAMILY SIZ} 
STYLING & COMFOR'1 DOOR SEDAN 


PROVEN 
PROFIT-MAKER 


PRODUC] 
SIMPLICITY— 
ONE MODE! 


NATION-WIDE 
DEALER BODY 


MOPAR PARTS 


SCONOMY 
saieehagnd: DISTRIBUTION 


IMPORT 





Tf you would like to build a business on a firm foundation, we invite you to investigate the Simca 
opportunity. Discuss the Simca profit potential with Pete Nunez or Gene Frank at the NADA 
Convention, January 28 through February 1. Or write direct: P. Nunez, Sales Manager, U. S. 
Simca Sales, Export-Import Division, Chrysler Corporation, Box 1688, Detroit 31, Michigan. 


| Here’s a foundation you can really build on! 
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IT’S THE SAME _ 


EVERY YEAR! 
THE SAN FRANCISCO 


EXAMINER 
LEADS ALL 


SAN FRANCISCO 
NEWSPAPERS 


Leads in Leads in 
total daily & Sunday total daily & Sunday 
automotive advertising domestic car advertising 


Leads in Leads in 
total daily & Sunday total daily & Sunday 
import car advertising automotive news 


THE SAN FRANCISCO 


EXAMINER 


Represented Nationally by Hearst Advertising Service Inc. 
Source: Media Records, eleven months, 1960. 
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Sales Conditions in Various Areas .. . 





Auto Market Reports 


Buffalo 


While 1960 was the second best 
sales year, unitwise, for Erie 
County and Buffalo new-car deal- 
ers, the profit-and-loss statements 
of many dealers do not make pleas- 
ant reading. 

The Buffalo Automobile Dealers 
Assn. estimated new-car sales in 
Erie County in 1960 at about 48,500, 
compared with 42,355 in 1959 and 
53,654 in the record sales year of 
1955. 

Experience of dealers in cus- 
tomer-contact so far this year 
indicates that 1961 business in new 
cars may not come easily. High 
unemployment and reduced con- 
sumer buying power has affected 
many families. 

The average car shopper appears 
to be more price-conscious than 
has been the case in several years. 
He is looking for a very sharp deal 
and tends to favor the make or 








model which offers such a deal. 
There appears to be less loyalty to 
make than has been traditional. 

Some dealers fear that the allout 
drive to sell 1960 models in the lat- 
ter part of last year may have 
“borrowed” some new-car business 
which would have ordinarily as- 
serted itself early in 1961. 

But dealers say it is really too 
early to give an accurate picture of 
how the 1961 demand is opening up. 
Arrival of more pleasant spring 
driving weather will see new-car 
selling getting its first real test. 

—Georce E. ToLes 
+ +. +* 


Birmingham, Ala. 

New-car sales in Birmingham, 
Ala., totalled 1,310 in December, 
compared with 1,419 the previous 
month. 

By makes, they were: Chevrolet, 
369; Ford, 216; Falcon, 122; Pon- 
tiac, 94; Buick, 82; Oldsmobile, 70; 


WHO is 


the “BIRD" 


in the 


HR a 


Git 
ONS 


EASILY CAPTURED... 
LOYAL IF WELL TREATED... 
SINGS 49 DIFFERENT, 

.. LAYS GOLD EGGS — $3% BILLIO 
.. HE'S YOUR “CAPTIVE CUST 


See how to increase your service sales... 
write for free Bulletin 169-L today! 


S THE JOYCE-CRIDLAND COMPANY 


Designers and builders of lifting equipment since 1873 


U.S.A.:; 2027 E. FIRST STREET, DAYTON 3, OHIO 


Corvair, 59; Rambler, 42; Comet, 
33; Plymouth, 31; Mercury, 30; 
Dodge, 29; Cadillac, 28; Volkswag- 
en, 28; Valiant, 18; Chrysler, 16; 
Lincoln, 8; Imperial, 7; Studebaker, 
5; English Ford, 2; Simca, 2; Tri- 
umph, 2, and miscellaneous, 17. 
—Sruart Rwpie 
ok * od 


Youngstown, O. 


December new-car registrations 
totalled 666 in Youngstown, O., 
compared with 882 a month earlier 
and 663 a year earlier. 

Used-car transactions numbered 
970, compared with 1,298 the previ- 
ous month, 

By makes, new-car registra- 
tions in December were: Chevro- 
let, 121; Ford, 112; Pontiac, 71; 
Oldsmobile, 52; Dodge, 46; Ram- 
bler, 37; Buick, 31; Corvair, 30; 
Plymouth, 26; Falcon, 24; Cadil- 
lac, 22; Chrysler, 18; Mercury, 18; 
Volkswagen, 12; Comet, 10; Val- 
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iant, 8; Lincoln, 5; Studebaker, 5; 
DeSoto, 2, and miscellancous, 4. 
New-truck registrations totalled 
41, compared with 63 the previous 
month. By makes: Chevrolet, 17; 
Ford, 13; Dodge, 4; GMC, 2; Inter- 
national, 1; Reo, 1; Willys, 1, and 


miscellaneous, 2, 
aa * 7 


Omaha 


A total of 1,062 new cars were 
sold in the Omaha market in De- 
cember, compared with 1,297 in 
November, 

Leaders were Chevrolet, 315; 
Ford, 277; Plymouth, 68; Oldsmo- 
bile, 61; Pontiac, 59, and Dodge, 
54, 

New-truck sales fell from 228 in 
November to 120 in December. 
Leaders were Ford, 32; Interna- 
tional, 31, and Chevrolet, 24. 

—ArTHUR R. OLESON 
* aa * 


Toledo 


December new-car sales in To- 
ledo and Lucas County numbered 
1,358, compared with 1,613 in No- 
vember and 1,182 in December a 
year earlier. 

For the full year, registrations 
totalled 20,483 in 1960 and 19,070 
in 1959. 

By makes, December registra- 
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tions were: Chevrolet, 389; Ford, 
295; Pontiac, 118; Oldsmobile, 90; 
Buick, 85; 44; Ram- 
bler, 54; Comet, 48; Dodge, 46; 
Cadillac, 41; Mercury, 40; Chrys- 
ler, 29; Volkswagen, 20; Fiat, 8; 
Lincoln, 7; Studebaker, 6; Impe- 
rial, 5, and miscellaneous, 12, 

New-truck sales totalled 118 in 
December, compared with 126 a 
month earlier. The 1960 total wag 
1,605, compared with 1,574 a year 
earlier. 


—Ernest C. Kisu 
* * * 


Houston 


December new-car sales in Hous. 
ton totalled 4,153, compared with 
4,351 in November and 3,737 in 
December a year earlier. 

By makes, registrations were: 
Chevrolet, 1,076; Ford, 760; Falcon, 
358; Oldsmobile, 229; bler, 200; 
Pontiac, 162; Corvair, 160; Buick, 
134; Comet, 127; Cadillac, 104; 
Plymouth, 104; Volkswagen, 94; 
Dodge, 77; Valiant, 69; Chrysler, 
59; Mercury, 58; Special, 49, and 
Studebaker, 46. 

Tempest, 45; F-85, 44; Lancer, 
28; Lincoin, 21; Volvo, 20; Metro- 
politan, 17; Renault, 14; 

11; Mercedes-Benz, 11; Opel, 8; 
Fiat, 8; DeSoto, 6; Hillman, 6; 

Sunbeam, 6; Willys, 6; Austin- 
Healey, 5; English Ford, 5; Peu- 
geot, 5; Datsun, 3; Triumph, 3; 
BMW, 2; Rolls-Royce, 2; Simca, 
2, and miscellaneous, 9, 

New-truck registrations totalled 
649 in December, compared with 
517 a month earlier and 491 a year 
earlier. 

By makes, they were: Ford, 260; 
Chevrolet, 251; International, 55; 
GMC, 26; Willys, 18; White, 11; 
Dodge, 10; Datsun, 4; Mack, 4; 
Studebaker, 3; Autocar, 1; Peter 
bilt, 1, and miscellaneous, 5. 

—Rusy FEnocuo 
ca * * 


Dayton, O. 


December saw 1,555 new carg 
registered in the Dayton area, 
compared with 1,872 a month ear- 
lier. The year’s total was 23,852. 

By makes, December registra- 
tions were: Chevrolet, 419; Ford, 
206; Corvair, 116; Pontiac, 102; 
Falcon, 97; Oldsmobile, 96; Buick, 
65; Rambler, 58; Cadillac, 50; 
Dodge, 45; Tempest, 40; Plym- 
outh, 31; Comet, 29; F-85, 28; 
Mercury, 25; Valiant, 21; Special, 
20; Chrysler, 18; Lincoln, 12; 
Volkswagen, 12; Lancer, 11; Stu- 
debaker, 11; Fiat, 5; DeSoto, 4; 
Renault, 4; Willys, 3; Austin, 2; 
Metropolitan, 2; Saab, 2; Tri- 
umph, 2; Vauxhall, 2; Imperial, 1, 
and miscellaneous, 16, 

New-truck registrations totalled 
92 in December, compared with 88 
a month earlier. The 1960 total was 
1,479. By makes, the December 
count was: Chevrolet, 43; Ford, 33; 
GMC, 7; International, 6; Dodge, 
2, and Willys, 1. 

x a ” 


Dallas 


New-car registrations in Dallas 
plummeted to 3,189 in December 
from 3,704 the previous month, 

By makes, they were: Chevrolet, 
937; Ford, 466; Falcon, 274; Pon- 
tiac, 184; Oldsmobile, 153; Rambler, 
129; Corvair, 127; Buick, 105; 
Volkswagen, 100; Plymouth, 90; 
Tempest, 80; Valiant, 72; Cadillac, 
70; Dodge, 58; F-85, 53; Comet, 50; 
Special, 46; Chrysler, 29, and Stude- 
baker, 26, 

Lincoln, 25; Mercury, 21; Re- 
nault, 16; Metropolitan, 9; Fiat, 
8; DeSoto, 7; Lancer, 7; Imperial, 
6; Mercedes-Benz, 6; Vauxhall, 6; 
Opel, 5; MG, 4; Austin-Healey, 3; 
and Porsche, 3; Triumph, 3; Wil- 
lys, 3; English Ford, 2; Panhard, 
2, and miscellaneous, 4. 

New-truck registrations amount- 
ed to 325, compared with 422 @ 
month earlier. By makes: Chevro- 
let, 132; Ford, 106; International, 
39; GMC, 20; Dodge, 11; Kenworth, 
4; White, 4; Mack, 2; Volkswagen, 
2; Peterbilt, 1; Studebaker, 1; Wil- 
lys, 1, and miscellaneous, 2. 

—Rvusy FENoGLIo 
oF * + 


Columbus, O. 


New-car registrations in Colum 
bus, O., numbered 2,106 in Decem- 
ber, compared with 2,433 in No 
vember. For the full year, the 
count was 29,716, compared 
27,214 in 1959. 

By makes, December registr®- 
tions were: Chevrolet, 491; Ford, 
378; Pontiac, 165; Falcon, 158; 

(Continued on Page 72, Col. 3) 





Sell modern comfort 
and make profit in’G@]? 


Citroen ID-19: The luxury of Air-Oil Suspension—the maneuver- Citroen DS-193 The same features of the ID-19 with the added con- 
ability of only 189” overall length with a 123” wheelbase. Disc Brakes. Over 90 M.P.H. venience of Citromatic Drive, Power Steering, Power Disc Brakes. Also available in a 


and Outright Winner in its class of Mobilgas Economy Mileage Competition. hand-crafted, chauffeur-driven version known as the “DS-Prestige.” 


pita oe BA. 


Citroen Station Wagon: dAir-Oil Suspension, with its Citroen Convertible: Available in either DS-19, or ID-19 


constant Level Ride, and Variable Ground Clearance, really pays off in Citroen’s models, this 4-5 passenger sports convertible, with its genuine leather upholstery, 
eight-passenger, 4-door station wagon. and Chapron custom body. 


And, coming soon, the all new economy car that will revitalize the low-price field! 


eee ee ene Pate en rete eee ee eee ee 


CITROEN CARS CORPORATION AN-1 
Direct Factory Branch of S. A. Andre Citroen, Paris, France 

121 WEST 50th STREET, NEW YORK, NEW YORK 

8423 WILSHIRE BLVD., BEVERLY HILLS, CALIFORNIA 

Gentlemen: Please send me full details on obtaining an authorized Citroen Dealer 

Franchise. 


(Principals Only) 


Citroen Cars Corporation is, in the United States, a direct 
factory subsidiary of S. A. Andre Citroen, Paris, France, 
manufacturer of cars and trucks since 1919, with a current 
production of over 330,000. In the United States, Citroen 
Cars Corporation is established in New York and Los 
Angeles, with six different locations under control of factory 
specialists, and with a staff of personnel fully dedicated to 
the automotive industry. 

Citroen Cars Corporation is the sole importer and distrib- 
utor of Citroen automobiles in the United States, and carries 
permanently a stock of cars and parts sufficient to satisfy the 
needs of the U. S. market. The cars are sold strictly through 


authorized factory dealers, and are backed with a full factory 
warranty. 


Company Name 

Address 

Oi Sienna a eee State 
Line(s) Now Handled 


Citroen Dealer Franchises Also Available in Canada, Central and South America. 
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Mobile Service Class— 


In a move to acquaint the service departments of Peugeot dealerships with the 
new 404 model to be introduced in March, Peugeot, Inc., has formed a service train- 
ing group that will tour the country in two Peugeot 403 panel trucks. Housed in the 
back of each truck will be a 404 engine, transmission, rear axle, steering and front 
suspension components and heater. Upon arrival at a dealership, the engine and 
other parts are unloaded and a training “class” is set up, complete with six descrip- 
tive charts and tool kits for working on the various assemblies. Here, Serge Valin, 
assistant service manager, conducts such a class with some of the service representa- 
tives. On the left is Ron Krieger, Peugeot, Inc. 








Volvo Confident of Growth... 


Import-Car News Notes 


OLVO ig confident 1961 will be 

its biggest year in the imported- 
car market in the United States, 
Ake Hogman, president, Volvo Im- 
port, Inc., told a press luncheon in 
Chicago. 

“We are confident of ending 
1961 with the largest market pen- 
etration we have enjoyed in this 
country, 4 percent of the market,” 
he said. 

He added that the sales goal for 
the Swedish-built car will be 18,000 
to 20,000 units, based upon esti- 
mates of 450,000 to 500,000 total im- 
port sales in the U. S. in the next 
12 months. 

Hogman said Volvo is keeping 
abreast of sales potential by watch- 
ing geographic buying habits close- 
ly. 


“In 1960 the East showed a grow- 
ing percentage of import-car sales, 
while the West dipped some,” he 
said. “This shift in the sales picture 
has led Volvo t6 a program of ex- 
panding dealership operations in 


the East to meet the new geograph- 


ic sales picture.’ 
+ aa * 


Lotus 


| = AUTO, INC., Milwaukee, 
has been appointed as the first 
dealer in the area for Lotus cars 
of England. This supplements 
Louis’ franchise for British Motor 
Corp, autos. 

The dealership is headed by 
Louis R. Moerwald, president, and 
Clarence L, Moerwald, vice-presi- 
dent and general manager, father 
and son. 

* * # 
Mercedes-Benz 


HICAGO’S Edgewater Beach 
hotel has become the first hotel 

in the United States to purchase 
Mercedes-Benz touring coaches to 
accommodate guests on a regularly 
operating schedule. 
* + 


Saab 


A SAAB 96 sports sedan has been 
adjudged the winner of the 


* 








ANAL-(l)-SCOPE 


paid for itself 
in thirteen days! 


Get a Snap-on Anal-O-Scope and climb aboard 
the profit train. Read the letter. See what this 
amazing electronic engine analyzer did for Car- 
nell and Bradburn. 

The Snap-on Anal-O-Scope will make money 
for you, too. No strain on the budget, either. 
You can g°t this scope on SNAP-ON’s easy pay- 
ment plan. Aid you will own the best. This is 
the finest, easiesi-to-read scope on the market. 
We say it — we'll bc happy to prove it with 
a demonstration. 

Ask your SNAP-ON man about the Anal-O- 
Scope the next time he stops. Or write us for 
his name and the new Anal-O-Scope booklet. 


os SERVICE-BACKED SHOP EQUIPMENT 


AP-ON TOOLS 


8082-A 28th AVENUE KENOSHA, WISCONSIN 


THE GENERAL TIRE & RUBBER COMPANY 
CARNELL & BRADSURN 


Snap-On Tools Corporation 
1710 Fairmount Avemme 
Philadelphia 30, Penna. 


Gentlemen: 


You will be interested in the results we've had since establishing 
a@ tune-up department centered around your Snap-On Anal-0-Scope 


the first of this year. 


Our profits in the first thirteen days of operation more than 
paid for the total cost of the Snap-On Anal-0-Scope. 


In addition to the continuing profit which we have been 
enjoying since the scope paid for itself, we find that as a 
result of tune-up customers coming into the shop we have 
sold substantially more tires, brake repair jobs, etc. 


We have been truly amased at the anount of interest this 

splendid new tool has developed. We've had many phone calls 
from old customers, new customers, from automobile dealers, | 
from other dealers, trucking companies, schools, and various 


other people. 


All in all, we feel very happy with our purchase and recomend 


it highly. 


Sincerely, 


General Manager 





British Royal Automobile Club’s 
Ninth International Rallye. 

Erik Carlsson drove the winning 
car over the 3300-kilometer route 
for five days. His Saab was the 
only entry to complete the course 
without penalty points. Of the 172 
cars which started, only 138 fin- 
ished. 

This is the first time that a non- 
British car has been the outright 
winner of the RAC Rallye. 

* * * 


Renault 


ENRI-R. FOURNIER has been 

appointed to the newly created 
position of import and distribution 
manager for Renault, Inc. Fournier 
will supervise the 
movement of 
autos to United 
States ports and 
their distribution 
to the Renault 
distributor organ- 
ization through- 
out the country. 

Fournier has 
been associated 
with Renault op- 
erations in the i 
U. S. since 1956. Henri R. Fournier 
For two years he was manager of 
the selling branch office in Wood- 
side, N. Y. In 1959 he was general 
traffic manager in charge of the 
receiving and processing center at 
Port Newark, N. J. For the last 
year he has been a special assistant 
to the general manager. 
ad * +* 


Volvo-Canada 


Ne executive appointments to 
handle a continent-wide mar- 
keting drive are announced by 
Derek M, Gunderson, executive 
vice-president of Auto Imports 
(Swedish) Ltd., Vancouver, 

New Zealand-born D. W. Pat 
Samuel was named general man- 
ager for Canadian operations; 
Laurie E. Curran, eastern regional 
manager, and Douglas J. Puddy, 
eastern regional sales supervisor, 
both based in Toronto. Jack Mory- 
son, a 20-year veteran in the auto- 
motive field, was appointed British 
Columbia sales supervisor. 

ok x + 


2,285 Trucks Registered 

In Month, VW Reports 
ENGLEWOOD CLIFFS, N. J.— 

Volkswagen truck registrations last 


November totalled 2,285 units, ac- 
cording to C. H. Hahn, general 





manager of Volkswagen of 
America. 





Dealer 


Ad Ideas 


Cab Cards for Dodge 
Biss Dodge dealers again 

will emphasize a series of “Go 
Get a Dodge” cab cards in their 
1961 advertising program. The 
cards, introduced three years 2g0, 
feature “man and boy” cartoon 
characters. 

Milton Weiner, chairman of the 
Dodge dealer’s advertising commit- 
tee, believes the cab cards helped 
Dodge jump from eighth to third 
place in the Baltimore market this 
year. 


Telling the World 
Dealer’s Staff Uses Ad 


To Praise Bosses 


MPLOYES of Freeman-Spicer 
Co. (Studebaker - Mercedes- 
Benz) took a full-page ad in the 
South Bend Tribune to wish theif 
bosses a Merry Christmas and to 
tell. the public what they think 
of the South Bend dealership. 

The ad, which wag designed like 
a Christmas card, was headed: 
The Employes of Freeman-Spicet 
wish happy holidays to Vic Free- 
man and Eli Spicer. The “card 
carried the signature of each of the 
firm’s 125 employes. 

Under the signatures was this 
note: 

“We wish to say thank you for 
your tireless efforts to give us the 
friendliest working conditions , - - 
the finest employe-management re 
lationship . . . and the only true 
‘family-type’ dealership that we 
know of in this area. We thank you 
for making us proud of the place 
we work.” 

















eadership 
in Action: 

Advertising 

Revenue Gains 


In the past year (1960 vs. 1959), Loox gained more 
advertising revenue than any other magazine. 


The 11,389,334" revenue inerease registered by 
Loox was the biggest year-to-year rise in its his- 
tory...and its 20th gain in the past 21 years. 


Loox revenue growth—-the most consistent of any 
major magazine—has accelerated during the past 
five years. Since 1955, Loox virtually doubled its 
ad revenue... outgained all other magazines. 


More and more; advertisers and readers alike are 
responding to the vital force of Loox’s exciting 
story of people...are turning to Loox for leadership. 


*Source P. I. B. 


LOOK 





The Exciting Story of People—25th Year of Publication 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Decelopments 












by Joseph M. Callahan 


Dodge Not About to Enter 
Compact Truck Market 


ONTEMPORARY trends, 
problems and challenges 


in truck engineering were dis- 
cussed recently by Steve Tompkins, 
chief engineer and director of prod- 
uct planning for Dodge Truck, 

First of all, Tompkins indicated 
that Dodge is unlikely to introduce 
a compact pickup in the near fu- 
ture, even though both Chevrolet 
and Ford brought out compact 
trucks this year. 

“The difference in operating 
costs between a compact pickup 
and a standard pickup are neg- 
ligible,” he said. 

“Furthermore, we have a very 
complete line of trucks now, and 
we currently are getting only 6 per- 
cent of the truck market. We have 
had 15 percent, but now we're not 
getting our rightful share of the 
light and medium-duty market 
which makes up 75 percent of the 
total.” 

In other words, Dodge is going 
to concentrate on selling the type 
of trucks it has, rather than in- 
vade a new market, 

* * of 

SKED about the diesel truck 

field, which Dodge entered for 

the first time last year, Tompkins 
said, “The diesel market is an en- 
tirely different market, and you 
have quite different customers, — 

“We have sold a fair number of 
diese] trucks this year—about what 
we programmed, 

“We've had excellent results with 
the trucks and they’ve been well 
accepted. But this is a slow busi- 
ness. Dealers have to be educated 
about these trucks and the applica- 
tions where you need to haul 40- 
foot trailers are limited. Also, these 
units sell for around $17,500.” 

A factor affecting Dodge’s suc- 
cess in this field is that the diesel 
truck business, which had been 

(Continued on Page 58, Col, 1) 























valve. 


the Falcon. 


Mercedes-Benz sales. 


new stainless. 


As Kucher Sees It... 





oe engineering” has 
ceased to exist and, therefore, 
the Society of Automotive Engi- 
neers is More important than ever 
before, according to Dr. Andrew A. 
Kucher, Ford Motor Co.’s vice-pres- 
ident for engineering and research, 
who has just been elected presi- 
dent of the SAE for 1961, 

By cubby-hole engineering, he 
was referring to the old practice 
in the industry whereby each me- 
chanical, electrical and chemical 
engineer worked out his problems 
without regard for the needs and 
problems of the other engineers. 

Kucher said that it’s mandatory 
for today’s engineers to exchange 
information and to interrelate their 
findings with the findings of other 
types of engineers. 

“With advances of the scope that 
are coming along these days,” he 
asserted, “it’s obligatory for me- 
chanical, chemical and other types 
of engineers to go beyond their spe- 
cialties—into processing and metal- 


Truck Seat Check— 


Steve Tompkins, Dodge truck chief engi- 
neer and director of product planning, ex- 
amines the material in the seat of a 1961 
Dodge truck. 


Engineer's Showcase 


With the growing trend to unitized bodies, a great 
deal of work is being devoted to methods of producing 
body components which are more corrosion resistant. 
Almost all the makers are settling on the same solution 
—galvanized steel which was first used in quantity on 


Although there’s not much talk of fuel injection in 
the United States these days, it’s not being forgotten in 
the engineering departments, and may be revived. Eu- 
ropean companies are doing a lot of fuel-injection work 
in an effort to reduce the cost. A major reason for this 
is the recent impetus that fuel injection has given to 


Some of the top electrical engineers in the industry 
are still struggling diligently to get more transistorized 
devices into new cars, but they’re continually running 
into one major objection—they cost too much. 


Within the next few weeks, all 1961 Thunderbirds 
probably will be equipped with mufflers whose main 
parts are made of a modified form of stainless steel. A 
few of the T-Birds are now being so equipped. The 
modified stainless, which costs one-third less than the 
regular stainless, is being used for the inner. shell, 
heads and one baffle. Arvin Industries makes the muf- 
fler and Allegheny Ludlum Steel Corp. produces the 


/ 






Eaton's Hydro-Pneumatic Levelizer— 

A drawing of a hydro-pneumatic levelizing unit developed by the Research Center 
of Eaton Mfg. Co. When the oil from the large pump, left, is not needed to operate 
the hydro-pneumatic spring, right, it circulates back to the pump through the relief 
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~~~ Makers Drive Hard 
For Good, 


2) Levelin 


By Joseph M. Callahan 
Engineering Editor 

1c men recently climbed into 

the rear seat of an experimental 
car at the research garage of a 
Detroit-area auto plant. Immedi- 
ately the car’s rear end sagged a 
few inches, but they sat motionless. 
In a few seconds, a small electric 
motor began purring under the car, 
and the rear end of the car mys- 
teriously leveled itself. 

This was a demonstration of an 
automatic levelizer or automatic 
load compensator—a device which 
many suspension engineers flatly 
predict will be on future cars be- 
cause softer suspension systems are 
on the way. 

These suspensions will make 
levelizing mandatory when the 
cars are heavily loaded; other- 
wise the rear ends would sag 
atrociously and other problems 
would develop. 

At least seven different levelizing 
systems are in various stages of 
development by United States auto 
makers or suppliers. But they are 
all afflicted in varying degrees with 
the same trouble—they cost too 
much for what they provide. 

* o* 


ACS levelizing units 
are intimately bound up with 


ILL GOBEILLE, once called the 

“Billy Graham of the plastic 
business,” apparently has been as 
successful in selling plastic applica- 
tions to the American Motors man- 
agement as Mr. Graham has been 
in selling religion to his followers. 

Gobeille, who is manager of 
AMC’s plastic operations, has 
been instrumental in the current 
model year alone in substituting 
plastic for five Rambler compo- 
nents that have either been made 





SAE Promotes Broad Outlook 


lurgy for example—for additional|change. The interrelation of the 


knowledge, 


* * 
“JT’S in this way that we’re mak- 
ing progress today. The SAE 
serves as the arena for this inter- 
* * 





SAE President— 


Dr. Andrew A. Kucher, Ford Motor Co.'s 
vice-president for engineering and 


various branches of engineering is 
as necessary for the development 
of cars as it is for missiles.” 

Citing an example in his own or- 
ganization to show how this cross- 
fertilization is implemented, he said 
that the Ford Engineering Advis- 
ory Committee, consisting of the 
top engineers from each engineer- 
ing branch in the company, sit 
down for a whole afternoon once 
each week to discuss, among other 
things, the advances that have been 
made and to study how these ad- 
vances can be linked together. 

Furthermore, he said the coop- 
eration that exists between engi- 
neering and manufacturing is 
vastly improved these days. The 
former great schism has been 
practically eliminated, 

Kucher’s appreciation of how the 


re-|/ Various branches of engineering 


search, who has been elected president} need to cooperate in the future was 


of the SAE for 1961. 


(Continued on Page 59, Col, 1) 


Stress on Plastics Grows 


AMC Stylists Eye Use of More Plastic Parts 
In Move to Reduce Costs 





Low-Cost 


ng Devices 


air suspension, in several respects, 
The air springs, which had a brief 
honeymoon with U. S. cars, pro- 
vided levelizing. Indeed, many en- 
gineers and consumers feel that 
levelizing was the only worthwhile 
feature of air suspension, 

What the suspension engineers 
would like to do is to provide 

Cee on gue Col. 1) 





Electrical Unit— 


An Eaton electro-mechanical levelizer 
that consists of a sensing device and motor, 
center, that transfers any additional load 
in the car to two transverse flat-leaf tor- 
sion springs, upper arrow. It works in con- 
junction with low rate leaf springs, lower 
arrow. 











of steel, cardboard or cloth since 
they were first produced. 

These components are the glove 
box for the American series, four 
window garnish moldings (where 
the passengers’ arms often rest), 
front seat side shields (behind the 
passengers’ feet), rear quarter gar- 
nish pieces (behind the rear win- 
dows) in all station wagons except 
the American, and the rear seat 
coat hooks in all 1961 Ramblers. 

Behind this accelerating trend in 
the use of plastics by American 
Motors and the other auto makers 
is one irresistible motivation—the 
chance to reduce costs. This, of 
course, benefits the consumer 48 
well as the manufacturer. 

The opportunity for greater sav- 
ings is increasing because the 
of plastic material is being reduced 
in many cases, going counter to the 
price of most other materials. 

However, there are other com- 
pelling reasons for the switch to 
plastic. Among these are weight 
saving, color all the way through 
the material, edges that are less 
likely to injure a person or damage 
clothing, more attractive surface 
textures, and less tendency to com 
duct heat or coldness, according #0 
Gobeille. 

* + + 
A™mcs plastic department, which | 
consists of five engineers in & 
Detroit plastic laboratory and 4 | 
350-man manufacturing oper@ 
in outstate Michigan, was fo 
(Continued on Page 56, Col. 3) 


Engineering New Produets 
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Exclusive 
| V/ownade- FEATURES 
NEW, MORE * VENTURI CHAMBER * PATENTED 
* BEAUTIFUL STYLING Vornado’s revolutionary Venturi TURBO-IMPELLER 
Created exclusively for Vornado method used with the patented Circulates a maximum volume of 
by Raymond Loewy Associates, Turbo-Impeller increases the arr cool air ‘more quickly at normal 
America’s foremost Industrial velocity efficiently and quietly for operating levels. 
designers. faster cool-down. 
* BALANCED CIRCUIT COIL * COMPACT DESIGN 

A split-circuit coil with counter-flow ac- Dash-Line Mounting and compact styling 

tion that occupies less space and pro- provide more leg room, fast and easy 

vides a larger cooling surface. installations. 


FOR VORNADO’S COMPLETE STREAMLINED MERCHANDISE PROGRAM WE INVITE 
INQUIRIES FROM ALL DEALERS AND DISTRIBUTORS—CONTACT YOUR LOCAL VORNADO DISTRIBUTOR OR WRITE 


Ormmacdko AUTO AIR CONDITIONER 
ONE YEAR NATIONAL 


WARRANTY PROGRAM 30 Washington Street, Brighton, Mass. 


Automatic Radio Mfg., Inc. * World Famous For Over 40 Years 











Hermetically Sealed Battery 
Developed by Gulton 


A rechargeable nickel-cadmium battery 
with a true hermetic seal, specifically de- 
signed for high reliability, has been de- 
veloped by Gulton Industries, 212 Dur- 
ham Ave., Metuchen, N. J. 

The battery is said to have three unique 
features which point the way to improved 
hig h-energy-density storage systems: A 
proprietary ceramic-to-metal seal which 
forms a true molecular bond; a porous 
synthetic sheet separator with superior 
stability under the severe oxidizing condi- 
tions inside the sealed cell, even at ele- 
vated temperatures; greatly improved elec- 
trical performance characteristics. The im- 
provements have been incorporated in a 
nickel-cadmium system, but they are ap- 
plicable to any other sealable battery, such 
as the silver-cadmium system. 

oh.  @ 
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Grinding Dies Developed 
By International Tool 


International Tool Co., Dayton, O., has 
announced a new concept in the grinding 
of large round dies for blanking, drawing 
and forming of various parts for the metal- 
working industry. 

The firm has developed a special grind- 
er built to grind outside diameters, inside 
diameters, and surfaces of large die rings. 
The unit, as shown, is designed to handle 
hardened and ground rings varying from 
forty inches to eighty inches in diameter. 
The unit is said to be capable of auto- 
matic reciprocating feed in vertical direc- 
tion as well as on angles. 

ee 


Automotive Rubber Reports 
Improved Sealing Method 


Selective placement and positive adher- 
ence of a sealant in any elastometric ma- 
terlia now is possible in any shape, form, 
size or dimension or on any productive 





Shorter Hours 
OK’d for Dealers 
In West Virginia 


HUNTINGTON, W. Va. — The 
Huntington Automobile Dealers 
Assn. has reduced the number of 
hours member dealers will be open. 

H. D. Miller, association secre- 
tary, said the action was taken for 
two reasons: To give dealers a lit- 
tle more time with their families, 
and to attract better qualified men 
into the field who otherwise would 
stay away because of the long 
hours. 

Dealers now will be open from 
8 a.m. to 8 p.m. Mondays, Wednes- 
days and Fridays, and from 8 a.m. 
to 6 p.m. Tuesdays, Thursdays and 
Saturdays. The closing hour on all 
days had been 8 p.m. 

“These hours may be extended 
during the summer months,” Miller 
said, 
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part, according to Automotive Rubber Co., 
12550 Beech Rd., Detroit 39, Mich. 

The company said the sealant can be 
applied by a newly developed mass-pro- 
duction method which eliminates after- 
assembly sealing and provides a better 
seal. The sealing material reportedly can 
be applied to metal stampings, plastic 
parts, nuts, bolts, screws, washers, wire 
forms and other products. 








Check Valve Developed 
For Ethyl Pressure Gauge 

Better operation at less cost is said to 
be provided by a check-valve assembly 
for the “Ethyl’’ compression pressure gauge 
produced by Detroit Research Laboratories, 
Ethyl Corp. 

This precision-type gauge is used for 
measurement of compression pressures 
during research and development work on 
piston engines. In the assembly, nylon balls 
seating against neoprene O-rings replace 
the two disk-type check valves previously 
used, This change is said to minimize 
malfunctioning. 





LOS ANGELES.—Chrysler Corp. 
has provided six Plymouth sedans 
for use in impact tests being con- 
ducted by traffic and transportation 
engineers at the University of Cal- 
ifornia at Los Angeles. The safety 
research project has been under 
way for six years. 

* * + 


Rapid Soviet Growth Noted 
In Solid State Physics 


WASHINGTON.—Russian re- 
search in solid state physics is 
growing at so swift a pace that the 
rate of Soviet publication in this 
field probably will surpass that of 
the United States in five to 10 years, 
according to a report released 
through the Office of Technical 
Services, Business and Defense 
Services Administration, U, S. De- 
partment of Commerce. 

“The most prominent feature of 
the Soviets’ work in solid state 
physics is their excellent theoretical 
research,” the report states. “A 
great many Soviet institutes of 
higher learning are engaged in this 
field and undoubtedly receive con- 
siderable financial support. The 
more capable Soviet physicists are 
fully aware of all important West- 
ern work and are better informed 
of U. S. efforts than their U. S. 
counterparts are of Soviet efforts 
in solid state physics.” 

* * * 


Turbine Meeting Scheduled 


WASHINGTON.—The sixth an- 
nual Gas Turbine Conference and 
Products Show, sponsored jointly 
by the Gas Turbine Power Division 
of the Ainerican Society of Me- 
chanical Engineers and the U. S. 
Department of Defense, will be held 
in Washington March 5-9 at the 
Shoreham Hotel. 

* * * 


Continental Motors Gets 
Army Engineering Award 


Engineering Briefs 





DETROIT.—Col, J. E. Johnston, | 
commander of the Detroit Army 


Engineering and Production 
New Products 





Handy Applicators Offered 
With Permatex Sealants 


Permatex Co., Inc., Huntington Station, 
N. Y., has announced two dispensing de- 
vices for applying sealants to automotive 


fittings. 

The Permatex applicator gun fits car- 
tridge cans of Super “300,” Stick-N- 
Seal, and Aviation Form-A-Gasket #3 and 
allows the mechanic to pump and spread 
sealant in a single operation, using only 
one hand as shown above. Another con- 


replaces the standard, top. 


AC Test Device Checks 
Crankcase Ventilation 


A test device for positive crankcase ven- 
tilation systems has been announced by 
AC Spark Plug Division, General Motors 
Corp., Flint 2, Mich. 

The device is said to check all positive 
crankcase ventilation systems that use the 
AC-type valve. This is the only type valve 
approved by the Automobile Manufactur- 
ers Assn. for “original equipment" installa- 
tion on 1961 models, it is claimed. 


Urethane Foam Sprayer 
Announced by DeVilbiss 


A five-piece unit for spraying of foam- 
in-place insulation has been announced by 


Ordnance District has announced 
the award of $698,700 to Conti- 
nental Motors Corp., Muskegon, 
Mich., for engineering in support 
of engines being produced by Con- 
tinental for installation in the 
Army’s new M-60 Main Battle Tank. 


The award increases the undeliv- 
ered dollar value of Continental’s 
tank-engine production contract to 
nearly $37 million, Johnston said. 
The engineering work will be done 
at the Army-owned Muskegon ord- 
nance plant, he added. 

* * x 


German Casting Process 


Being Licensed in U. S. 


NEW YORK.—The low-pressure 
aluminum-casting process develop- 
ed by Karl Schmidt GmbH, a sub- 
sidiary of Metallgesellschaft A. G., 
Frankfurt, Germany, and used in 
this country for the casting of 
Chevrolet’s Corvair engine heads, is 
being licensed in the United States 
and Canada through Ladd & Little, 
Inc., Huntington Station, N. Y., ac- 
cording to M. V. Little, president of 
the internationa] engineering and 
licensing firm. 

The casting method hag been in 
use in Germany since 1957 and was 
adopted last year by General Mo- 
tors for use in its “hot-metal” 
seer at Massena, N, Y., Little 
said. 





Utilities Urged to Lead 
Electric-Car Research 

TORONTO.—E. W. Hill, man- 
ager of the utility marketing de- 
partment of Canadian Westing- 
house Co., Ltd., says electric 
power companies should take the 
lead in research into electric cars. 

He told the Electric Club of 
Toronto the industry would stand 
to gain $1 billion a year if every 
car in Canada were powered by 
electricity. 





gaskets, cover plates, housings, and other| | 


venience for applying sealants from tubes | | 
is a special screw-on spreader cap which| 7 





















DeVilbiss Co., Toledo, O. 

The foam spray unit includes a six kilo- 
watt heater with attached air transformer, 
two 10-gallon catalyst type pressure feed 
tanks, a two-gallon cleaning tank, the two 
component catalyst spray gun and the 
necessary special hoses and attachments. 
The price also includes a pliofilm hood 
respirator for operetor vse. 


























Sunnen Unveils Honing Unit 
For Rods and Pin Fittings 


Sunnen Products Co., 7901 Manchester 
Ave., St. Louis 17, Mo., has introduced a 
honing machine for rod reconditioning 
and pin fitting. 

This is said to have a wider selection 
of speeds, as well as greater pulling power 
of the spindle to accommodate the rod 
reconditioning market in the larger truck 
and diesel rod field, as well as car rods. 
Among other features are a V-belt double 
reduction spindle drive and six speeds 
from 200 to 640 revolutions per minute. 


Special Metal Conditioner 
Introduced by Du Pont 


A concentrate especially formulated to 
prepare both ferrous metals and aluminum 
for painting has been introduced by the 
Fabrics and Finishes Department, duPont 
Co., Wilmington 98, Del. 

Designed VM-5717 Metal Conditioner, 
the material is said to remove rust and 
corrosion, etches the metal to assure paint 
adhesion, and inhibits the formation of 
rust under the new finish. It is said to 
meet high and exacting standards for 
proper prefinish preparation and to be 
equally effective on autobody steel or alu- 
minum. 











































to head electrochemical. research 
for Electric Autolite Co., Toledo. 
Before joining Autolite, he directed 
physical and electrochemical re- 
search departments at Chrysler 
Corp. and Ovitron Corp. 

of * ot 


American-Standard Names 
Manufacturing Chief 


Emil F. Peslar has been named 
manufacturing vice-president for 
American-Standard Industrial Di- 
vision, Dearborn. He replaces R. S. 
Reade who has 
resigned. 

Peslar brings to 
his new job a 
background span- 
ning 20 years in 
manufacturing, 
production and 
management with 
Chrysler Corp., 
General Motors 
Corp. and Borg- 
Warner Corp. 
Since 1958, he had 
been vice-president and operations 
director for Borg-Warner. 

* cad ak 


Smith Joins Cycleweld 
John P. Smith has been named 
Sales manager of adhesives and 
sealers for Cycleweld Chemical 
Products Division, Chrysler Corp. 
He had been assistant national re- 


Emil F. Peslar 





Duff-Norton Announces 
Safety Block for Presses 


Saf-T-Bloc, an adjustable safety press 
block which is said to reduce accident 
potential and shorten down time of power 
presses, has been announced by Duff- 
Norton Jack Division, Duff-Norton Co., 
Gateway Four, Pittsburgh 22, Pa. 

The safety device was developed to as- 
sure maximum support of power presses 
during die servicing operations, it is said. 
Saf-T-Bloc, which replaces old style steel 
blocks and wood wedges, is used for rapid 
snubbing of upper and lower dies while 
personnel is cleaning, changing or sharp- 
ening dies or performing other mainte- 
nance tasks on the Presses. 





Silicone Gasketing Developed 
For High-Temperature Uses 


Cohrlastic Conductive Gasketing is a 
silicone rubber and metal material devel- 
oped by the Connecticut Hard Rubber Co., 
407 East St., New Haven 9, Conn., spe- 
cifically for high temperature uses. This 
conductive gasketing is said to conform 
to irregular surfaces and is impervious 
to fluids. 

Cohrlastic silicone rubber conductive 
gasketing is available in two types, No. 
8516 and No. 8520 which are 30 and 
24 mesh aluminum alloy wire cloth im- 
pregnated with a 50 durometer silicone 
rubber to a thickness of 0.016-inch and 
0.020-inch. This construction provides a 
material which will withstand temperatures 
from 65 to 500 degrees Fahrenheit, it is 
said. 


Technical PERSONNEL CHANGES 





Dr. Manuel Shaw has been named | tail sales manager for the Service 


Parts and Accessory Division. 
aK ok * 


GM?’s Bish, Zink, Trible 
Named Executive Engineers 
Appointment of three executive 
engineers for major development 
programs has been announced by 
General Motors. They are: 
Raymond H. Bish, formerly works 
(Continued on Page 72, Col. 4) 





General Introduces 


New OE Tire 


AKRON.—The Jet-Air, a twin- 
treaded, popular-priced premium 
passenger tire incorporating many 
features of the Dual 90, is being 
introduced by General Tire & Rub- 
ber Co. at its annual dealer meet- 
ings in various sections of the na- 
tion. 

The tire employs General’s ex- 
clusive dual tread principle, and 
marks the first time this tread has 
been used in a popular-priced tire, 
according to M, G, O’Neil, presi- 
dent. 

The Jet-Air is being introduced 
as a replacement for the General 
tire supplied as original equipment 
on new autos, he said, adding that 
intensive tests have proved the Jet- 
Air Seiyene: gerne tere: ~ 
stopping ability, runs quieter 
has greater carcass strength than 
its predecessor. 
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THE 100,000th TRUCK 
PRODUCED BY GMC _ 





IN 1960 , 


It’s powered by a 
V-6, of course... 








Number 100,000 being delivered to Cooper-Jarrett where it joins a fleet 
of 130 GMC diesel tractors. Inspecting the newest addition are Mr. 
Robert W. Rebney, Comptroller and Director of Finance and Mr. Fred 
Johnson, V. P. Operations. Cooper-Jarrett’s road fleet is 100% GMC. 


TRUCK TRIUMPH OF THE 60’s SETS INDUSTRY SALES-GAIN MARK! 


During 1960, the rate of increase in GMC Truck sales 
boomed far above industry average. 


At a time when industry sales fell short of expecta- 
tion, big and small fleet operators, contractors, farmers, 
movers, oil companies, merchants and others bought 
over 17% more GMCs than the year before! 


However, this sales accomplishment becomes impor- 
tant not because of its size, but because of what the 
buyers of these GMC Trucks got for their money. 


Such things as the exclusive, extended-life V-6 gas 
engine that has become the talk of the industry; that 
is establishing new standards by which to judge truck- 
engine performance. ; 


New diesel-powered, tilt-cab trucks, distinguishing 


themselves for efficiency and dependability and featur- 
ing all-aluminum construction that permits a ton 
more payload per trip over previous models. The 
widest selection of steel tilts in the business. New, 
low-cost, rugged-work tandems. Plus more, much more. 


It all adds up to unusual value and the kind of satis- 
faction that can come only from success — mutual 
success for the entire GMC family — drivers, owners, 
dealers and factory. 


It’s a good close-out to a great truck year. More im- 
portant, it’s a spur, a challenge and a promise of great 
things in trucks from GMC again in 1961 . . . when 
you will see more of the things that constitute the 
Truck Triumph of the 60’s. 


GMC TRUCK & COACH « A GENERAL MOTORS DIVISION + PONTIAC, MICHIGAN 
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GENERAL MOTORS 
CORPORATION 


From %-ton to 60-ton . 
General Motors leads the wayt 














AMC's New Plastic Parts— 


William P. Gobeille, right, AMC's plastics operations manager, and Robert S. Giles, 
plastics laboratory manager, exhibit several new plastic parts on the 1961 Rambler. 
Included are a glove box, seat scuff shields, heater and defroster ducts, window to 20 percent last year and to 35-40 


garnish moldings and a coat hook. 





FEB 26-MAR 5 IS 


AUTOMOTIVE NEWS, JANUARY 30, 1961 


In Move to Cut Costs... 


AMC Stylists Study 
Use of More Plastics 


(Continued from Page 52) 





in 1946 principally to service the|of this growth is due to the com- 


company’s Kelvinator Division. pany’s accelerated car sales. 


Incidentally, Gobeille said that 
the appliance industry is far 
ahead of the auto industry in the 
use of plastics, largely because 
of the material’s poor heat con- 
ductivity which is especially use- 
ful in refrigerators and other ap- 
pliances. 

Although there has always been 
some modest automotive devvlop- 
ment work in AMC’s plastic lab, 
this activity now accounts for 
about 55 percent of the total work. 

From the manufacturing stand- 
point, the percent of AMC’s plastic 
production that is used by the au- 
tomotive division has grown from 
5-10 percent a couple of years ago 





Fordyce Is President 
Of Florida Dealer Unit 


Fordyce Chevrolet-Cadillac, 
president for 1961. 


percent this year. Of course, part! Pontiac, Inc., secretary-treasurer. 


NEW CAR WEEK 


IN OKLAHOMA CITY 


The Oklahoma City Motor Car Dealers 
Association is staging OPEN HOUSE 
Week February 26 through March 5. 
The celebration will be launched by a 
complete Automotive Section, with full 
color editorial coverage of 1961 car 
models, in the Sunday Oklahoman, 
February 26, 1961. 


HERE ARE THE VITAL STATISTICS: 


The Sunday Oklahoman 


© Newspaper: 
(Automotive Section) 


© Date: February 26, 1961 

© R.O.P. Color: Recommended—Regular color 
requirements apply. 

© Rate: Regular—R.O.P. 

® Circulation: 260,000 plus over-run 

® Closing: B.&W.—5 p.m. Feb. 17, (all materials in) 


Color—5 p.m. Feb. 16, (all materials in) 


Make Your Reservation Now! 


THE DAILY OKLAHOMAN 
OKLAHOMA CITY TIMES 


The newspapers that belong on every 
national advertising schedule. 


Published by The Oklahoma Publishing Company 
Represented by The Katz Agency 
Circulation’s Growing: Daily combined circulation 


UP 14,958; Sunday circulation UP 11,807 (November 
1960 average over November 1959) 


grow with OKLAHOMA 


With pre-week promotion and com- 
plete merchandising tie-ins, this Auto- 
motive the Auto Sales 
opportunity of the year in the state that 
ranks 25th in national New Car Sales. 
Through October 15, New Car Sales in 
1960 in Oklahoma County were 3.8% 
higher than the previous all time high! 


Section is 


NOTICE 


This Automotive Section is pub- 


lished by the Sunday Oklahoman 


with the endorsement and full 
support of every member of the 
Oklahoma City Motor 


Dealers Association. 


Car 
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Probably the most interesting 
new plastic application in the Ram- 
bler is the glove compartment in 
the American, This box, which ap- 
proximately quadruples the avail- 
able space in the compartment, was 


MELBOURNE, Fla. — The Mel- 
bourne Automobile Dealers Assn. 
has elected Walter A. Fordyce jr., 
Ine, 


Named to serve with Fordyce 
were: William Lowery, Lowery Mo- 
tors (Dodge-Plymouth), vice-presi- 
dent, and James C. Martin, Martin 





adopted largely because the com- 
pact design of the American just 
did not allow enough space for an 
adequate glove box. 

* * * 


Replaces Fiber Board 


2 additional space is acquired 
because AMC’s plastic people 
were able to produce a box that 
curves around the instrument panel 
hardware much better than the tra- 
ditional fiber board box. 

An indication of how well this 
box saves space can be gotten 
from the fact the glove box is 
made in two shapes, depending 
on whether the car has air condi- 
tioning. 

Made of linear polyethylene and 
weighing three pounds, the large 
box is made at the rate of 80 an 
hour by the injection molding proc- 
ess. 

Gobeille said he expects that 
when all iabor costs are included, 
the plastic glove box will be cheap- 
er than the fiber board box. As a 
consequence, it is now being con- 
sidered for use in the Ambassador 
and Classic series. j 

“This application makes some 
other interesting things possible,” 
he said. “You might expand the 
piece to include receptacles for the 
radio and other things, On a long- 
term basis, it’s also being looked at 
as a hinge for the glove box door, 
The material has terrific strength 
and it might make possible a better 
‘piano-type’ hinge.” 
* * 
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HE SAID he was particularly ex- 
cited about the garnish mold- 
ings on the 1961 convertibles be- 
cause they were a “new class of 
components” for plastic. 

Molded of ABS resin, these 
moldings have a shiny finish and 
resemble their painted-steel coun- 
terparts in practically every re- 
spect while offering worthwhile 
savings. As an example of the 
savings possible, one plastic 
molding was tooled up for 20 
| percent of what equivalent steel 
| tooling would have cost. 

According to Gobeille, a survey 
|}made a year ago by AMC people 
showed that 13 plastic garnish 
moldings could be used in one car, 
producing a savings of $1 a car. 

Progress in this area is slowed 
down, naturally, because the steel- 
manufacturing equipment generally 
has been bought-and paid for. This 
was not a factor in AMC’s new 
convertible. 

Nevertheless, the company is now 
conducting an extensive testing 
program with several plastics cost- 
ing in the neighborhood of 50 cents 
a pound to determine which would 
be most suitable for garnish mold- 
ings. These are being studied from 
the standpoint of their moldability, 
color retention and performance, 
including how much, if any, heat 
cracking develops. 

* ok * 


First Plastic Molding 


LTHOUGH this is believed to be 

the first United States use of 
plastic car moldings, Gobeille said 
that several European auto makers, 
including Volkswagen, Daim|ler- 
Benz, Fiat and Citroen, have used 
such parts for the past 10 years 
or so. 

He added that important ad- 
vantages of these moldings are 
that the plastic does not absorb 
heat or cold as fast as steel 
(which might be worthwhile to 
any convertible owner who has 
had his uncovered car baked in 
the hot sun) and that the appear- 
ances of the plastic are superior, 
especially after a time. 
Gobeille said present plastic 

moldings permit some savings be- 
cause weather stripping is stapled 
on, and that a long-range possibil- 
ity is that a pliable plastic could 
be used that would eliminate the 
weather stripping altogether, 

Concluding, he said, “The only 

way we can approach these new 
plastic applications now is with de- 
signs that are identical to steel 
parts. But it would be much better 
if we could design them for plastic. 

“We now have a program aimed 
at producing suggested designs 
that are specifically for plastic. 
Such designs might provide for 
snap-on attachment or for much 
more simple assembly. More elabor- 
ate textures are also a possibility. 
“Another thing, the use of plas- 
tics should give the interior stylist 
much more latitude because now he 
is very cautious about making 
changes because of high tooling 
costs.” 








Renault has lowered the list price of the Dauphine by $200*. And, at the 
same time, upped its value both for customers and for Renault Dealers. | / 
And the price is righter than ever: $1885*. This is the most Dauphine 
for the least money ever. / The exceptional qualities which have contrib- 
uted to the Dauphine’s continuing success (2nd largest seller in the import 
field) have been improved upon for ’61:...we’ve greatly expanded our 
nation-wide parts network ...added a new 12 month—12,000 mile war- 
ranty...and lowered the price of success by $200*. / For information 


about available dealerships write to: Commercial Division, RENAULT ¢ 
Renault, Inc., 750 Third Avenue, New York 17, N.Y 40-2 Gauphine 


* $1,385 suggested list price, fully equipped, P.O.E. East Coast 
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e ce e By Joe Callahan 


(Continued from Page 52) 


growing by leaps and bounds for 
four years, has now levelled off, 
Tompkins said that a big ques- 

tion is, “Will diesel engines move 


down into the medium-sized 
trucks?” He answered that they 
probably will in time, but not in 


the near future. 

“A diesel engine is inherently 
more expensive,” he explained, “be- 
cause it’s more of an engine. An im- 
portant question is whether it can 
be made to operate more economic- 
ally. 

“The trend to diesel trucks is also 
slowed by the big fleets whose op- 
erators are reluctant to have part 
gasoline-powered equipment and 
part diesel equipment, This is cost- 
ly because it requires extra repair 
equipment and extra mechanics.” 

* * * 


Cars vs. Trucks 


ISCUSSING the difference be- 

tween car and truck engineer- 
ing, he said that a truck is a tool 
purchased to make money for its 
owner and that it’s imperative that 
this tool be kept functioning. 

“When we tackle this from an 
engineer’s viewpoint,” he continu- 
ed, “we first try to satisfy the 
truck’s function, then we wrap a 
nice package around it. This is par- 
ticularly true of the medium-sized 
and smaller trucks.” 

He added that a car is differ- 
ent in that it’s quite an emotional 
thing—if a man or his wife don’t 
like the appearance of a car, they 
don’t buy it. The Volkswagen is 
an exception, he added. 

An ever-present problem for the 
truck engineer is the need to meet 
a multitude of legal requirements, 
largely enforced by the Interstate 
Commerce Commission. 

Normally, he said there is no ob- 
jection to these regulations, even 
when they require a rubber grom- 
met at each point where a piece of 
wire goes through the frame or 
when they require fusable plugs in 
the gas tank, permitting the gaso- 
line to leak out when a certain 
pressure or temperature is reached 
to prevent an explosion. 

* * + 

S OWEVER,” he asserted, “one 

of the trends today is ‘design- 
ing by legislation,’ whereby a leg- 
islature spells out a physical de- 
scription of what a truck should 
have. For example, a law passed in 
Pennsylvania even spells out how 
many square inches of brake lining 
each type of truck should have, 

“We don’t feel that a legislature 
is capable of designing a truck by 
law, We don’t object to perform- 
ance tests, but we do object to 
being told how this performance 
should be achieved.” 

Tompkins said that the trend 
to somewhat more functional cars 
had manifested itself in the truck 
field by (1) slowing down the 
frequency with which models are 
changed, (2) putting more em- 
phasis on price and (3) placing 
even greater emphasis on the 
trucks’ function. 

He said that the truck business 








World’s Vehicles 
Fully Covered 
In ‘Auto Parade’ 


PHILADELPHIA.—The 1961 edi- 
tion of International Automobile 
Parade—the slick picture-and-spe- 
cifications presentation of all the 
world’s autos—is now available, 

It has been published at $10 a 
copy by Book Division, Chilton Co., 
56th and Chestnut Sts., Philadel- 
phia 39, Pa. 

The 338-page book includes more 
than 380 pictures, with many of 
them in full color, and complete 
specifications in four languages 
Unglish, German, French and Ital- 
ian, 











1961 Vespa "400" | 
@ Choice of Colors 
@ Liberal Discounts 
Factory Distributors 


MONTGOMERY, INC. 


2210 North Main, Heusten, Texas 
Phone CA 8-5108 














has been on a four or five-year 
cycle, but that this has been fur- 
ther stabilized. Now the tooling for 
a cab might last seven years. 
“You still need to look modern,” 
he said, “but there’s less demand 


for the ‘new’ now.” 
* + * 


Durability Important 


[i THIS connection, Tompkins 

noted that truck engineering 
also differs from car engineering 
in that an automobile engineer can 
get rid of a “boo-boo” in a couple 
of years, but a mistake in the truck 
field is much more enduring. 

As an example of how slow the 
evolution of a truck is, he said 
the boxes on today’s trucks are 
basically just copies of the horse- 
drawn wagons of 50 years ago. 

Touching on truck costs, he said, 
“We regulate them very carefully, 
checking them monthly in our de- 
sign groups. Cost control ig more 
critical than ever before, because 
of the intensive competition. If you 











don’t have close cost control, you 
go out of business quickly.” 


A continuing challenge to the 
truck engineer is to put the maxi- 
mum durability into each vehicle, 
while keeping in mind the eventual 
cost, Of course, design life varies 
with the type of truck being de- 
veloped, with the larger trucks 
generally being designed for longer 


| life. 


* * * 


H® SAID the typical truck aver- 
ages about 10,000 miles a year, 
although one group of Dodge die- 
sels now are travelling 175,000 miles 
a year, much of it on gravel roads. 
“We have a new truck this 
year,” he asserted, “that we feel 
has much better durability than 
its predecessor, based on our 
50,000-mile durability run. 

“My first question was, ‘Is this 
more than we need?’ We achieved 
this better durability, even though 
our trucks are lighter than the 
competition's, by better application 
of metal. For example, mud shields, 
which were formerly just hung on, 
are now used as structural parts. 

Tompkins added that the quality 
of Dodge trucks has improved 100 
percent in the last two years, based 
on the number of complaints re- 
ceived and on warranty costs. 
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Pointers from an Expert— 

Dick Hodges (in the Western hat), sales manager, Nathan P. Walker (Oldsmobile), 
Jackson, Mich., explains to other sales managers from Michigan how he sold 92 
Oldsmobiles in eight days. Hodges was one of the instructors at General Motors Man- 
power Development Sales Training Program at the General Motors Corp. Training 
Center in Detroit. The program featured the advertising theme, See the Man in the 
Big Hat for the Big Deal. According to Oldsmobile, the exchange of sales techniques 
by the experienced men has led to additional automobile sales at each individual's 


dealership point. 
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As Kucher Sees It... 
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SAE Promotes Broad Outlook 


(Continued from Page 52) 


probably one of the main reasons 
why he was selected as the presi- 
dent of SAE, a 25,000-member or- 
ganization which has branched 
into all fields of locomotion in re- 
cent years. 

* * * 


Previous Positions 


We 62, Kucher developed this 
appreciation while acquiring 
one of the broadest engineering 
backgrounds in the auto industry 
today. Among his former posts are 
head of Kucher Airplane Co., re- 
search manager at GM’s Frigidaire 
Division and founder and director 
of Bendix Corp.’s central research 
laboratory. 

He joined Ford Motor Co, in 1951 
and subsequently made what is 
considered his greatest achievement 
—the establishment of Ford’s Sci- 
entific Laboratory. 

Surprisingly, he is not a college 
graduate, although he has honor- 
ary doctorates from the Univer- 


sity of Michigan and the Michi- 
gan College of Mining and 
Technology. 

Not merely an administrative en- 
gineer, Kucher holds patents for al- 
most 100 inventions and processes 
in the field of aviation, public 


transportation, refrigeration and 
air conditioning. 
* * * 


E ASSERTED, “My technical 
competence has come through 


Joseph Ends Career 


Of 43 Years with GM 


SAGINAW, Mich. — Carl F. 
Joseph, technical director of Cen- 
tral Foundry Division, General Mo- 
tors, has retired after 43 years of 
service with General Motors and 
the division. 

Joseph had been technical direc- 
tor of Central Foundry since 1946, 
and served its forerunner, the Sag- 
inaw Malleable Iron Division, as 
chief metallurgist from 1922 to 1946. 


experience and self-education — es- 
pecially experience,” 

Asked about his objectives for 
the SAE in 1961, he said, “I hope 
to improve the cross-fertilization 
aspects of the society and to place 
emphasis on the value of youthful- 
ness. I realize that my greatest 
creativeness came before the 1930s. 

“The youthful aspects of the 
society should be brought to the 
fore. I hope to induce the young- 
er members to be more active. 
It’s been my experience that 
whenever you assign a job to a 
competent young man, you're 

surprised at how well he per- 
forms.” 

In a reference to how and why 
he has become SAE’s president, 
Kucher said, “The invitation to 
serve as president of SAE comes 
through a process that is complete- 
ly devoid of political implications. 

ok - * 


Honor, Appreciation 


7 EN I was asked a year ago 
by the nominating committee 








The amount of fuel consumed 
by an intercontinental missile in 
one minute would supply the 
needs of an average motorist for 
30 years. 





if I would serve as president, it be- 
came almost impossible for me to 
refuse. I accepted the nomination 
with a great feeling of honor and 
appreciation,” 

He said that he realized that the 





Welcome, NADA, to the West— Sunset Territory! 


Have a good convention. And while you’re here, come 
and visit Sunset’s suburban headquarters at Menlo 
Park (30 miles south of San Francisco). Open House 
every working day. 


See how Sunset is edited by and for Westerners only. 
Then you will understand why Sunset exerts such an in- 
fluence on your best prospects in the West and Hawaii. 


Sunset families are your best prospects because they 
buy more cars, spend more on cars, and do more travel- 
ing by car than any comparable group in the West. 
Here are the facts: 


1. They own more cars 


Sunset readers own 1534 cars per 1000 families — over 
1% cars per family. Their automobile ownership is 
37% higher than the Western average, 47% higher 
than the national average. 


46.5% own two or more cars — more than double the 
Western average of 20.3%, highest in the nation. Three- 
car ownership is exceptionally high. 


2. They buy more new cars 


More than one-fifth of Sunset families buy new cars 
each year: 22.8% in 1960, 20.3% in 1959, 24% in 
1958. Again, this is double the Western average, high- 
est in the nation. 


3. They drive their cars more 


Sunset families drive their cars 37% more than the 
Western average, and buy 37% more gasoline. Over 
60% buy new tires during the year. 


Four out of five of them use their cars for vacation 
trips. 42% take two or more vacation trips by car dur- 
ing the year. And most heads of Sunset families use 
their cars for commuting and business travel. 


4. Sunset is their travel guide 


Sunset publishes more auto travel articles and auto 
travel maps than any other major U.S. publication. 
This helps to explain why Sunset readers drive'so much. 


THE MAGAZINE OF WESTERN LIVING 





NO WONDER automotive advertisers use Sunset to 
sell the Western and Hawaiian markets. In 1960 these 
32 major automobile advertisers were in Sunset: 


Anglia Oldsmobile 
Austin Healey Opel 

Austin’ Plymouth 

Buick Pontiac 

Cadillac Rambler 
Chevrolet Renault Caravelle 
Chevrolet Corvair Rolls-Royce 
Chrysler Corp. Wagons Rover 

De Soto Simca 

Fiat Sprite 

Ford Thunderbird Studebaker Hawk 
Hillman Sunbeam Alpine 
Lancer Tempest 

Lark Triumph Herald 
Metropolitan Triumph TR 3 
Morris Volkswagen 


Your advertising belongs here, too. And remember: 
you can sell the whole Western- Hawaiian market with 
Sunset — or you can sell any part of it with Sunset’s 
three localized zone editions. 


It’s as simple as that. You are missing a unique oppor- 
tunity in the Western market unless you are using 
Sunset every month. 


It’s the surest way to influence the best customers in 
the fastest-action automotive market in the nation. 


Hope to see you at Menio Park! 





Besides its Menlo Park headquarters, 
Sunset has editorial offices in Seattle, 
Portland, Los Angeles and Honolulu. 


TT | 





LANE MAGAZINE COMPANY, MENLO PARK, CALIFORNIA 
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SAE presidency would take be- 
tween a third and a half of his time 
for the forthcoming year, but he 
adapted to this immediately by or- 
ganizing his Ford responsibilities 
so that all the bases will be cov- 
ered, when he is fulfilling his SAE 
obligations. He already has relieved 
himself of certain administrative 
and functional duties. 

Kucher said that his specific aims 
in regard to the SAE for the com- 
ing year were: 

1. To meet with ag many local 
SAE sections as possible to em- 
phasize the desirability of extend- 
ing the interrelation of the vari- 
ous technical interests in the 
SAE. 

2.To continue to improve the 
technical content of the society’s 
programg and publications. 

3. To place emphasis on youthful 
participation in all activities. ‘ 

+” * oe 
UCHING the matter of the 
technical papers delivered at 
the various meetings, he said, “We 
urge all our Ford technical people 
to make contributions to the SAE 
meetings, 

“Sure, we have stern competitive 
limitations. But beyond this, there 
is a vast array of fundamentals — 
and you can’t hide them. The appli- 
cation of these fundamentals short- 
ens engineering time and effort. I 
hope to foster a greater dissemina- 
tion of information on fundamental 
advances through the SAE.” 

Asked where the greatest em- 
phasis is now being placed in au- 
tomotive engineering, he said that 
dependability, durability and 
simplicity are the elements that 
now transcend all others. He 
added that lower manufacturing 
costs often accompany simplicity 
and this is also highly desirable 
these days. 

When questioned about the im- 
portance of SAE membership to 
the advancement of a young engi- 
neer, he said that membership is 
not a part of any person’s record, 
but a man who joins the SAE helps 
himself. This probably would be re- 
flected in his increased adaptability 
and knowledge. 

Summing up his views on the im- 
portance of the SAE to the automo- 
tive engineer and the automotive 
industry, Kucher said, “Before 
there was an isolationist attitude 
among the various types of engi- 
neers. Now, this has practically 
vanished.” 

—JoserpH M. CALLAHAN 


Cushman Named 
A Distributor for 
Vespa Scooters 


LINCOLN, Neb.—Cushman Mo- 
tors has been named a major dis- 
tributor in the United States of the 
Vespa line of motor scootors man- 
ufactured by Piaggio & Co., Genoa, 
I t 

"Cuaiies presently manufactures 

motor scooters and three-wheel 
utility vehicles in the U. S. The 
new arrangement does not involve 
the Vespa car. 

In a joint announcement, James 
H. Carrier, Cushman’s director of 
sales and advertising, and Dr. Ric- 
cardo Casiraghi, Piaggio’s general 
sales director stated they felt the 
new working agreement would 
definitely open up a broader mar- 
ket for Cushman and Vespa ve- 
hicles in the U. 8. 

Most of the Cushman motor 
scooters are sold to young people, 
primarily of high school age, while 
Vespa motor scooters have their 
biggest sales to the young adult 
group, people of college age and 
older. 

According to Carrier, “Our im- 
mediate goal will be to set up a 
Cushman-Vespa distribution net- 
work across the country. We hope 
that most of the present 1,200 
Cushman dealers will constitute a 
nucleus for a 2,500 Cushman-Vespa 
dealer organization that we pro- 
pose to have by the end of 1962, 
aggressively merchandising th e 
combined line.” 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE e¢ NO. 223 OF A SERIES 





The engineer shown here is literally dwarfed by Hurricane Road’s | 
enormous fan. While operating at its full 500 revolutions per minute, 
over 3-million cubic feet of air pass through the chamber every mmute, 
duplicating wind forces from a whispering breeze to a roaring gale. 
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NE ROAD 


Where Ford Motor 


Company surpasses 
nature to prove 
the quality of its cars! 


Here is the true test of a car. Hurricane Road, Ford 
Motor Company’s amazing wind and weather lab— 
the only one of its kind. In it all of the world’s roads 
and all of the world’s climates are rolled into one! 


In this gigantic test tunnel, an electronic brain “builds” 
roads and changes weather in a matter of minutes. The 
mammoth fan creates wind storms up to 140 miles 
per hour. Super sun lamps and huge heating coils 
boost the temperature from 20° below to 160° above 
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zero. Fog, drizzle, snow and sleet—even monsoon rains Sen 
—all at the twist of dials. Two huge cylinders beneath ji ear of 240 overhead sun lampe, even the blistering 
the car wheels imitate every kind of road—from flat, Sahara desert would seem cool. “Hurricane Road” is the only 
test tunnel in the industry that can measure the effect of 


smooth turnpike to steep mountain trail. This auto- “sun load” on a vehicle. 
motive “test tube” might well be called a scientific 

trouble-shooter. The results of these tests at Hurricane 
Road make it possible to provide superior insulation, 
superior weather sealing, superior performance in all 
of our cars—in all climate conditions. 


There’s excitement in the science of cars and Hurri- 

i cane Road is a sample. It’s just one more way science, 
imagination and research lead to better design, 
better performance and better quality in Ford Motor 
Company products. 


a as 


Another reason why it’s great to be a dealer in the 


' Ford Family of Fine Cars. 





A visit to Hurricane Road calls for parkas when engineers 

test cars at 20 degrees below zero. The test chamber can 

be changed from zero to 100 degrees in just 30 minutes, and 
can eal a maximum of 160 degrees Fahrenheit. 


‘ THE AMERICAN ROAD. DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY « Ford «Falcon * Thunderbird » Comets 
Mercury * Lincoln Continental « English Ford Line « Ford Trucks «Industrial Engines 
Farm and Industrial Tractors and Equipment e« Aeronutronic—Products for the Space Age « 
Ford Motor Credit Company ¢ The American Road Insurance Company ¢ 
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Seek Good, Low-Cost Unit. . . 





Makers Work Hard 


On Leveling Devices 


(Continued from Page 52) 


levelizing with an inexpensive de- 
vice and to forget about the other 
features and troubles of air sus- 
pension. But many management 
people, possibly reflecting consumer 
thinking, are prejudiced against 
anything remotely connected with 
air springs. 

Two foreign cars now have 
what might be termed semiauto- 
matic levelizers, meaning units 
which may be turned on by the 
driver whenever there’s a load in 
the vehicle’s rear end, 

These are the Citroen DS-19 and 
ID-19, which have an air-oil sus- 
pension, and the Mercedes 300-D, a 


User Seen Loser 
If U.S. Extends 
Marketing Curbs 


NEW YORK.—The consumer will 
be the biggest loser if additional 
federal controls are imposed over 
the American marketing system, a 
spokesman for the National Assn. 
of Manufacturers said. 

“The people of this country must 
realize that the current attack on 
the marketing function is an attack 
on them as consumers,” said Beryl 
Manischewitz, chairman of the 
NAM Marketing Committee. 

“The consumer always loses when 
the government tries to protect 
some businessmen by preventing 
others from offering lower prices, 
better services, more efficient meth- 
ods of distribution, or by imposing 
excessive federal regulations over 
trade practices.” 

In announcing a new NAM study, 
“How Much Government Can Mar- 
keting Stand?” he pointed out that 
during the last Congress some 200 
bills were introduced calling for 
additional government controls 
over such marketing functions as 
pricing, channels of distribution, 
advertising, labeling, dealer rela- 
tions, sales financing, and trade re- 
lations. 

“Even though the new Congress 
is only a few days old, the attack 
on marketing is starting up again,” 
Manischewitz said. “Some of the 
old bills are being reintroduced and 
new proposals to restrict the free 
market are in the offing.” 


90 Antismog Units 
Face Calif. Tests 


SACRAMENTO, Calif. — Fifty 
antismog devices for cars have 
been submitted for testing, the 
State Motor Vehicle Pollution Con- 
trol Board has reported. The board 
was set up by the 1960 Legislature 
to find a suitable and inexpensive 
device to remove pollutants from 
exhausts. 

No device is expected to be rec- 
ommended for at least a year, the 
board said, and the testing will be 
done by the Los Angeles County Air 
Pollution Control District’s labora- 
tory. 

All new cars sold in California 
would be required to have the anti- 
smog devices in 1962 and all cars 
would be required to have them 
by 1965. However, county supervis- 
ors could exempt their counties 
from the program, the board said. 


Independents in Oregon 
Approve Sunday Closing 

EUGENE, Ore.—Hoping to “up- 
grade the automotive industry” in 
Lane County, 27 independent used- 
car dealers in the Eugene and 
Springfield area have volunteered 
to support the Sunday closing plan 
sponsored by the Eugene-Spring- 
field New Car & Truck Dealers 
Assn. 

Dealers in other sections of the 
county have been invited to partici- 
pate, according to W. W. Dunham, 
committee chairman. In addition 
to the independent used-car group, 
19 new-car and truck dealers are 
participating, according to Joe 
Romania, new-car association 
president. 














$10,000 vehicle with independent 
rear suspension. Incidentally, the 
1955 Packard had an interrelated 
torsion-bar suspension system 
which also provided automatic lev- 


elizing, 
+ + + 


Advantages Listed 


A self-leveling device would pro- 
vide numerous advantages. 
Here are several, listed somewhat 
in the order of their importance: 

1. Primarily, it would give a 
better ride when the car is loaded 
by preventing the body from bot- 
toming on the axle, This would be 
especially worthwhile for station 

wagons which now are equipped 
with rear springs designed to carry 
loads varying from 100 to 1,500 
pounds. 

Compromise springs must be 
selected which generally give too 
hard a ride to the little lady going 
to the grocery and too soft a ride 
when the station wagon is fully 
loaded. 

2. It would keep headlights at 
the proper level, regardless of 
load, This would be a substantial 
safety factor, 

3. It would improve the car’s ap- 
pearances, somewhat. An English 
automotive official recently noted 
that levelizers would “assist the 
stylist by overcoming the present 
difficulty of trying to reconcile good 
looks with a nose-down appearance 
unladen and a tail-down condition 
laden.” 

* + a‘ 
Jrour. It would improve steering 
when the car is loaded. A car 
whose rear end is too low has a 


tendency to “fish-tail” down the 
highway. 
5. It would improve ground 


clearance on loaded cars, 

6. It could provide a few inches 
more interior room in the car’s 
rear. At present the “kick-up” in 
the frame and the rear wheel 
housing are designed to take the 
jounce of the rear axle that 
comes from both a heavy load 
and from rough roads. 

With an automatic levelizer, 
which is substantially just an auxil- 
liary spring that “helps” only when 
necessary, there would be less 
jouncing space needed simply be- 
cause the rear axle and wheels 


would not be bouncing so much. 
ag * * 


More Durable 


EVEN. It would make for more 
durable rear springs since they 
break most often when carrying 
a load that’s too heavy. Conversely, 
a levelizer could permit the use of 


* * * 





Mather's Unit— 


A disassembled leveling unit developed 
by Mather Spring Co. This device levels 
the car by adjusting the length of the 
spring and by changing the height of the 
leaf spring rear support. 





Fire Destroys Pontiac Deal 


GRANITE CITY, Il.—A $125,000 
fire destroyed the building of Hund- 
ley Pontiac and eight used cars. 
Walter Hundley, owner, said three 
new cars in the showroom and 
three in an adjacent lot were dam- 
aged by heat and smoke. 


lighter, less expensive rear springs, 
if this were desired. 

8. It would provide a slightly 
softer ride when the car was lightly 
loaded, For instance, the suspen- 
sion engineers could choose station 
wagon springs to carry loads be- 
tween 100 and 700 pounds, rather 
than. the 100-1,500-pound range. 
This ig closely related to the first 
advantage listed above. 

While all the automatic lev- 
elizers now under development 
differ in numerous respects, they 
do have several salient character- 
istics in common. Generally, they 
consist merely of the rear helper 
springs that is told to begin func- 
tioning by a “brain” or sensing 
unit when it is alerted to the fact 
that some extra poundage has 
been added in the vehicle’s rear 
end, Also, this brain must also 
sense and report how much 
weight has been added so that 
an accurate amount of levelizing 
is done. 

These tasks are accomplished in 
existing devices by mechanical, 
hydraulic, pneumatic or electrical 
means, as well as by several com- 
binations of these means, such as 
electro-hydraulic and electro- 
mechanical, 

* * ea 
AT are the drawbacks to an 
automatic levelizer? 

As stated above, cost is the domi- 
nant liability, Available units now 
cost between $45 and $90 with vol- 
ume production, However, the con- 
sensus at the auto plants seems 
to be that the per-unit price should 
be around $10 to the consumer. 


Two or three suspension en- 
gineers flatly stated that they 
could produce an economically- 
feasible automatic levelizer if the 
auto makers made one forward 
step—introduced a central hy- 
draulic system. The levelizer 
could easily tie into this system, 
but this is asking quite a bit. 
Another argument used against 

the levelizer is that only a limited 
number of car buyers have need 
for it. 

However, proponents of the de- 
vice say that it would benefit every 
station wagon owner, every person 
who hauls a boat, every person who 
pulls any kind of a trailer, every 
person with a large family, every 
heavily laden salesman and every 
person who loads up his car sev- 
eral times a year—which could be 
quite a few people in a six-million- 
car year, 

+ + ck 


Complicated Device 


MAJOR drawback to the auto- 
matic levelizer, especially in 
the thinking of Chrysler Corp. en- 
gineers, is that it is another some- 
what complicated device that would 
further reduce reliability of the 
product, increasing warranty costs 
and making another point of po- 
tential customer dissatisfaction. 
While improved product reliabil- 
ity is just about the number-one 
engineering objective at all the 
auto companies, a Ford research 
and development engineer bristled 
and said, “If reliability is going 
to be used as a reason for elimi- 
nating new devices, why don’t we 
eliminate some of the devices now 
in use and really produce austere 
cars.” 

Unquestionably, the current 
trend in Detroit’s engineering is 
toward less expensive vehicles 
and somewhat less complicated 
vehicles, Both of these trends re- 
duce the chances of the levelizer. 
However, one trend—that toward 

smaller cars—favors the levelizer, 
because this device is much more 
valuable on smaller vehicles, espe- 
cially if softer springing is desired 
and this definitely is the case, 

* of + 


N AUTOMATIC levelizer is 

more important on a smaller 
car because its value is directly 
related to the vehicle’s ratio of un- 
laden weight to laden weight. 

For example, if a 1,000-pound load 
were added to a 2,000-pound car, 
this would make a 50-percent in- 
crease in weight and the levelizer 
would be invaluable. 

But, if the same 1,000-pound 
were placed in a 3,000-pound 
car, the weight increase would 
be only 33 percent, and the level- 
izer’s effect would be less notice- 
able, 

As might be expected, General 
Motors, the auto maker that is 

(Continued on Page 70, Col. 2) 
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SAE's Space Station— 


Remotely controlled mechanical hands 
assembling a space station, according to 
plan advanced at the SAE International 
Congress and Exposition held in Detroit 
Jan. 9-13. The hands will withstand the 
extreme temperatures and radiation of 
outer space. 


Vehicles of the Future— 


Today's dream—tomorrow's reality .. . 


Lussier Returns 


As R.I. Registrar 


PROVIDENCE.—Laure B. Lus- 
sier, Rhode Island registrar of 
motor vehicles for 14 years up to 
1959, has been reappointed to that 
position by new Democratic gov- 
ernor, John A. Notte jr. Lussier 
had been an administrative aide 
to Notte during his past two years 
as lieutenant governor, 

Romeo D. Asselin, Asselin Chev- 
rolet, Warren, has been registrar 
of motor vehicles for the past two 
years under the outgoing Republi- 
can administration. He plans to re- 
sume activities in Asselin Chevro- 
let, which is operated and man- 
aged by his son-in-law, Ellis P. 
*Yawkes jr. 

Under Asselin’s administration, 
the motor vehicle department was 
responsible for operating radar 
cars on the highways to control 
speeding and for the development 
of compulsory training courses. 





Vehicles for the world of tomorrow may 


take shapes and have means of propulsion that are only dreamed of today. U. S. 


Steel Corp., Pittsburgh, has looked into the 


future to visualize what transportation may 


be like in 15 years and has created design concepts to anticipate new horizons. To 
meet strange new requirements, here are two vehicles that may carry men and goods 
over tendril-like highways spanning primordial bogs in another world. This two-seater 
is jet-propelled, capable of transporting men at high speeds over hundreds of miles 
daily. The cargo carrier could be powered by a nuclear reactor. 


Dealer Rates a Break, Too, 





Toronto BBB 


TORONTO.—The Better Business 
Bureau has asked the car-buying 
public to give the dealer a break— 
instead of trying to pull a fast 
one while shopping for a car. 

Said S. C. Bowen, genera] man- 
ager of the bureau: 

“In recent years, much has 
been said and many articles have 
been written exposing deceptive 
practices in the automobile trade 
and calling for responsibility on 
the part of car dealers, For a 
change, let’s take a look at the 
other side of the coin. 

“Periodically, the bureau will re- 
ceive a complaint from a customer 
who made a deal on a new car 
and upon return to take delivery 
was told his old car had been re- 
appraised at a lower figure—that 
he would have to pay more than 
originally agreed upon. 

“While this may be a deliberate 
selling technique of some fringe 
operators, occasionally such a re- 
appraisal is in order. 

“A good case in point is where 
the buyer originally presented a 
clean car in trade, equipped with 
radio, heater and five good tires 
and later returned the same car 
with a dented fender, minus the 
spare, and with four bald tires 
resurrected from the back of the 
garage. This customer’s wail would 
be heard across the city if the 
dealer pulled the same trick on 
him, 

“The bureau has long stressed 
the dealer’s responsibility to see 
that all documents are completely 
filed out with true facts and 
figures on each contract,’ Bowen 
continued, “The same _ responsi- 
bility rests on the car buyer who 
is asked to fill out or answer 
questione on a credit application. 


“You have a right to complain 


Tells Buyer 


when, after having made a deal 
believing your old car would serve 
as the downpayment, you find you 
will have to get a separate second 
loan in order to get it financed. 
How about the dealer who writes 
a deal in good faith only to find 
the customer’s credit application 
was sprinkled with half truths, un- 
truths and failure to disclose the 
complete picture. 

“If you’ve only been on the job 
six months, don’t make it six years. 
If you have had a _ repossession, 
wage assignments or delinquent ac- 
counts, lay all your cards on the 
table just as you have a right to 
expect the dealer to expose his.” 





Quality Dealer— 


Edward McDougal, left, Kastner Motors 
(Dodge), Rockville Center, N. Y., receives 
a plaque honoring him as a Dodge Qual- 
ity Dealer who has met all standards of 
administration, performance, service, team- 
work and efficiency in serving his custom- 
ers. Jack Seeh, Dodge New York regional 
sales manager, presents the award. 
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*Figures do not include 
Part run advertising 
with duplicated measurements. 


THE POST-DISPATCH 





TOOK THE LEAD 








SIXTY YEARS AGO 








AND HOLDS IT TODAY! 


Advertisers expect more of the Post-Dispatch 
and they get it. Were this not so the Post- 
Dispatch would not have held the lead in 


advertising for sixty consecutive years. 


As the most productive means of communica- 
tion with the largest and the most responsive 
buying group in the St. Louis market the Post- 
Dispatch published 39 million lines of advertis- 


ing in 1960, about twice as much as the second 


newspaper. * 


ST.LOUIS POST-DISPATCH 


The Selling Force behind St. Louis Business 


limes of advertisin 









im 1960 


To better your advertising results in sixty-one, 
do as other advertisers do, rely on the strength 
and stability of the Post-Dispatch to sell more 
merchandise in the St. Louis Market. More St. 
Louisans refer to the Post-Dispatch for news 
and for advertising than to any other publica- 


tion or medium. 


Readers and advertisers expect more from the 
Post-Dispatch and they get it. 
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a big thorn in our side because he 
is right under our nose. 

About the first thing our members 
say when they sit down, ‘I’m going 
to buy my car here because I’m a 
member and I have been gypped by 
every dealer in Orange County.’ See 
what I mean? I’m not knocking the 
dealers because .. . it’s just these] | 
people ... the public has the idea 
you go into a dealership and they 
are going to get taken. 

Sorry to say that but that con- 
ception—they all have it, due to the 
Caruso ... and all the others. They 
have the idea when they go into a 
dealership they are going to get 
gypped. The first thing they say 
when they sit down, ‘I’m going to 
buy my car here.’ And they come in 
with checkbooks hanging right out 
of their pockets. And we have one 
price. 

CocHraNeE: What is your price? 

Myers: We sell them for $150 over 


ay rer 
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Here’s Verbatim Transcript. . . 


Dealer and Discounter 


And the Buying Pitch 


(Continued from Page 2) 


how many we would pull out of 
Long Beach. We have sold three 
cars in the Valley already. We have 
sold two cars in San Diego. This is 
a closed store and actually very 
few people qualify to belong to this 
store. Right now they have got over 
100,000 members. 

We sold a car at Riverside, too. 
We sold a Valiant in Riverside. Now 
here’s the thing about Riverside 
and, not so much in San Diego, but 
Riverside is an example of a ‘lock- 
ed up’ town. A Dodge dealer, a Ford 
dealer, a Caddy dealer. Riverside 
probably holds as high a gross av- 
erage per car as any area because 
it’s a kind of locked up community. 
They come and get our price and 
they go right there. (Snap of the 
fingers.) 






































CocHRANE: Now, are you one of 
my salesmen? 

Myers: No. 

Cochrane: Well, then how the 

hell can you sell my cars? 

Myers: Well, the law states any- 
one can negotiate a conditional sales 
contract. Nobody can keep a per- 
son from making money. 

CocuraNE: But if they come back 
here and ask to see my salesman’s 
license, I have to display my li- 
cense. 





bought 60 Fords at invoice the last, 
well, 30 days before our showing. 

CocHrRANE: How can dealers make 
out on that? 

Myers: Ford is, well, giving 
back $125 and they figured they 
can hold that invoice and pick up 
the report of sale at $125, but they 
couldn’t roll them off the floor at 
$125. Anybody that had a Ford 
like last year’s, you can under- 
stand why they couldn’t roll them 




























* * ok 
COCR ANS: How would your op- 
eration compare against Gemco 
and others who are selling cars? 
Myers: Pretty close. In line. 
































































































Dealer Identification— 


Suaivedie feo oa “an ee Myers: My salesmen are licensed} what we buy them for. Every Simca sold by Grentner, Inc., (Price.) 
to me. CocuraNe: You are going to pay| Miami, carries this sign which reads: ‘An- G ne .Y é 
other Simca from Grentner-SIMCA.” Glenn OCHRANE: You will run about the 


me what? $125? 
Myers: $125. 
oa 


same? You all run about the same 
number of cars? 

Myers: No! Gemco won’t touch 
us. Gemco does a third the vol- 
ume we are. You’ll have to come 
over to see ours. We've got cars 
right on the showroom floor. We 
have got five salesmen all lined 
up and I can’t hardly talk to the 
salesmen they are so busy. I have 
got the ex-general sales manager 
of Central Chevrolet just waiting 
to sell cars for me. 

CocHraNne: Is that right? 

Myers: I think he talked to Joe 
Tiller about a fleet department 
here when we took his application. 
In fact, I think he was general 
sales manager there for three years. 
That is another reason we are buy- 
ing from Dealer ————-. ———_—— 
will take a lot of finance paper. 
That is going to be big business. 

CocHRANE: Yes, it has all the ear- 
marks. 

Myers: It kind of scared me when 
I got into the thing, wondering 
what was going to happen to the 
dealers. 

CocHRANE: And what has hap- 
pened? 

Myers: They are going broke all 


around. (Long pause.) 
ad * * 





CocHraNe: What kind of a license 
do you have? 

Myers: I have a used ... Well, an 
automotive license. Actually, we are 
a used-car dealer. 

CocHRANE: You're licensed as a 
used-car dealer? 

Myers: That’s right. 

CocHRANE: Technically, it’s a law 
that you can only sell used cars? 

Myers: No. They’re not restricted. 
Actually, we are an interceder, be- 
tween our members and the dealer, 
and this is one of the technicalities 
the bank brought up; and as far as 
the bank is concerned, a conditional 
sales contract with us for a new car 
is not a contract. 

They will not accept a new-car 
contract from me. These contracts 
are processed as used-car contracts. 

* * om 


Dipper ange Then does the reg- 
istration go through as a used 
car? 

Myers: No, no! The registration 
goes through as a new car. The con- 
tract is made out to you then. Only 
you are legally able to process a 
new contract for a new Dodge from 
Malcolm-Dodge. Let’s say the man- 
ufacturer sends you a car. 

Legally you are the only one al- 
lowed to sell that car as a new car. 
You can sell the car for cash and 
someone else can sell it on a condi- 
tional sales contract as a used car. 

CocHrRANE: Will you pay me cash 
for the car? 

Myers: We actually give you a 
draft on the car. The draft on 
the back states the guarantees 
and certification and all your of- 
fice does is put in the guarantee. 
It goes to our bank, which is the 
First National Bank of Orange. 
The bank guarantees the draft. 

CocuraNe: Then I am pretty well 
protected? 

Myers: You have no... There is 
no way anyone can criticize you. 
For example, we buy Fords from 
—————, and we buy Chevy from 
———_—., from Long Beach. 


duced. 

CocHraNE: Are you getting any 
inquiries over there on Dodge? 

Myers: Oh, yeah. I’ve got several 
on order. A Pioneer wagon is sold, 
I’ve got a convertible sold, I’ve got 
a four-door sedan sold. 

CocHRANE: Well, I’ve been giving 
this a lot of thought since you call- 
ed yesterday. 

” 


Schricker, left, wholesale sales manager, 
is pictured with Charles E. Grentner, owner 
of the dealership which captured second 
place among all imports sold in Miami in 
November. 
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Working the Warranty 

ae And you are going 
to sell them for $275 over in- 

voice. I get to keep my 1 percent? 

Myers: That’s right. 

CocuraNeE: In other words, I sell 
it to you for... 

Myers: $125 over invoice. 

CocHRANE: Well, the only thing 
left is the warranty. 

Myers: The warranty . .. When 

I was at ————- (Dodge) I sold 
to two or three of these discount 
places. That’s how I got interested 
in this thing. We were giving out 
these 36,000-mile warranties and 
every 1,000 miles these people 
were coming back for oil changes, 
lubes and the other things Dodge 
says they should do. They are 
back there getting it done to keep 
their warranty in effect. 

You get a guy coming back and 
the next car he buys, he may not 
have the same idea he had before. 
I think this is a short-lived deal, but 
I am going to make it while it is 
hot. 

CocHRANE: It’s a great concern 
to a dealer. You can see that. 

Myers: Very much so. We are 
opening in three more locations 
locally. And CMA will move be- 
tween 250 and 300 new cars a 
month. 

CocHRANE: Out of this one loca- 
tion? 

Myers: In Anaheim. Probably 75 
of them will be Chevies, 50 of them 
Fords, and the rest miscellaneous. 

* * * 
(Oca are: How many Dodges 
do you think you could sell? 

Myers: I think we will run 20 to 
25. (Including compacts.) 

CocHRANE: How many compacts 
do you think you can sell? 

Myers: I think we will sell 25 
all together, Lancers and Dodge. 
Our people don’t buy big cars— 
very few of them. Although we 

















them up? 

Myers: $430 over invoice. 

CocHRANE: Where does a man in 
Anaheim get a Cadillac serviced? 

Myers: That’s a problem. All our 
Comets and Mercurys we get serv- 
iced from Knickerbocker. We don’t 
want to buy from him because he 
never has more than 15-20 in stock. 

Here’s the way we operate. We 
pay you a certain amount and we 
make it up. We mark it up $150. 
We take the trade and ship them 
to our used-car lot. We take nine 
out of 10 contracts with finance 
and insurance. 

CocHRANE: And you would take 


between 20 and 30 cars a month? 
* + * 


Own Used-Car Lot 

YERS: You see this will be 

headquarters. Everything will 
be negotiated through me at this 
store. Nobody else will sign noth- 
ing but me. The other store is op- 
erated by another man which signs 
for that store now. 

As soon as we open Puente, Ca- 
noga Park, and 192nd, this will be 
headquarters. Everything will come 
right out of here and all our deliv- 
ery setup is going to be out of this 
area. 

All our reconditioning is going 
to be out of this area. We are go- 
ing to build our big used-car lot. 
We are starting it now, right 
across the street from CMA on 
Los Angeles St. All cars will be 
filtered into this particular area 
to be reconditioned and dispersed 
back. I am trying to make all 
purchases in this area for all 
stores because I am going to be 
controlling all of them. 
CocHRANE: Well, then, persons 
who buy a car in Canoga Park 
will have to bring it back to me for 













* * 







‘Factory Loves It... .’ 


YERS: I know, it’s a delicate 

situation. Well, here’s the situa- 
tion: No one has any, ah... no 
one can say that it is wrong for 
you to sell them or no one can say 
that you are not abiding by the 
rules and regulations of the dealer’s 
association. Plus the fact that the 
factory loves it. 

The factory don’t care who sells 
them as long as we get the cars out. 
A factory man is one of the biggest 
shoppers over there. 

CocHraNeE: At CMA? 

Myers: Yeah. But like he says, 
the fact is, as far as the factory is 
concerned, they don’t care who 
sells the cars as long as th.y are 
sold. They just want the registra- 

i tions. Now you will never see the 
' customers. You don’t have any- 
thing to do with the customer 
until he comes back for service 
and then... 

CocHRANE: Where do they sign 
the power of attorney? 

Myers: With us, I send it along 
with the guy that picks up the car. 
Then you sign for them, right here 
with their power of attorney. 

CocHraNE: With their power of 
attorney? 

Myers: (No reply .. .nod.) 

CocHRANE: Do they pick the car 
up from me? 

Myers: We pick it up. You make 
the car ready and write up the re- 
port of sale and that is all you have 
to do. This isn’t like a referral 
where there is a birddog in the bush 
or something. This is basically a 
takeoff of a previous plan cleared 











































































‘Risk My Reputation . . .” 


OCHRANE: I am a new dealer. 
I hardly know the members of 
the group and I hardly know the 
other dealer in town. But this is 
the point that concerns me, ‘Can 
I risk my reputation by selling you 
cars?’ 
Myers: I don’t think so. 
doesn’t have any qualms. I can 
buy from ———— for $100. And 
it would be worth $25 to have it 
local. 
CocHRANE: The only thing that 
bothers me is the legality of it. I 
am bonded by the State as a dealer. 
Myers: What’s your bond, $5,000? 
CocHRANE: $10,000. 
Myers: $10,000. Ours is $5,000. 
CocHRANE: If you are going to 


















































by me. 
CocuraNne: Yeah. CocHRANE: Why so far away? have delivered two Cads, we will ' 
+ * * Myers: We can’t buy them in|sell more Cads than the dealer | service. — five stores and you are going 
Orange County. Now we might be| down the street. Myers: No, he’s over the 50-mile| © Put 150 cars out of the Anaheim | 
CocHRANE: Where do you get all/ limit. store, what do you think you are 
going to take in total cars for your 


eg TERS: This has gone through 
court by a guy by the name of 
Robert Chico and cleared. The only 
difference between my operation 
and his operation, which I cleared, 
was where the customer didn’t have 
| to pick up the car. The judge ruled 
Py on this and said it makes no differ- 
} | ence who picks the car up. 
| 


able to buy from ————— in Santa 
Ana. You can’t buy from Anaheim 
because Cone owns Anaheim and 
he has his finger in Fullerton. We 
sell a lot of Chevies. He has been 


CocHRANE: Well, basically all cars 
or majority of cars would be sold 
to Orange County customers, 

Myers: You would be surprised 


the Cads? 
Myers: From the factory branch 
at $300 over invoice. 
CocHRANE: Have you marked 


operations? 
Myers: About 20-25 per opera- 
tion. 
CocHRANE: You figure 25 Dodges 
per store per month? 
Myers: About 150 per store. 
CocHRANE: Per month? 
Myers: Per month. 
CocHRANE: That’s a hell of a lot 
of cars. (Long pause.) 
* * OK 
cee: What about your 
used cars? Are you going to 
merchandise them all yourself? 
Myers: Yeah. This is where our 
big money will be. There is one 
big problem with used cars. No 
cars. The buying public expects 
to be gypped in a regular used- 
car lot. This, \of course, will not 
be the case with us. We have one 
central headquarters, Everything 
comes in and is reconditioned and 
dispersed out. 
CocHRANE: You have your own 
reconditioning plant? 
Myers: We will have, yes. 
CocuraNng: You've got it covered 
basically. 
Myers: That’s why I’ve got the 
job. But I’ve got it set up real well 























Chico was losing deals between 
the store and the dealership by the 
customer picking up the car, and|f 
that is the only thing I eliminated |} 
from his setup. ; 

Cochrane: Suppose you put a 
car on display over there? Will 
you put one of my cars with my 
window label on it? 

Myers: I believe I would put your 
window label on it if I bought a car 
from you, but I would register it as 
a new car. You would make out a 
report on sale and put plates right 
on it. 

CocHRANE: Well, then, you would 
have to sell it as a used car. You’re 
not a franchised dealer. This is}; 
what puzzles me about these car 
, | deals. 

, | Myrrs: The franchise has no 
bearing on it. You can sell a car 
to anyone you like as long as you 
have it registered. 

* * 


ae 





Oldsmobile's Dealer Council Meets— 


With dealers attending from each of Oldsmobile's 28 zones across the nation, the division conducted its 25th National Dealer 
Council in Lansing. The dealers met with factory officials to discuss further means of implementing Oldsmobile's quality-dealer| though. I went black in the month 
program. Top row, from left, are A. J. Muirhead; W. W. Dunham; Chick Austin; T. M. Callaway jr.; J. R. Cunningham; C. J.| of September. We closed in the 
Maxton; G. E. Finney; Dallas Queen; J. G. Fischer; G. C. Prielipp; G. M. Brady; R. T. Rollis, Oldsmobile general manufacturing| black. (35-day month.) 
manager; H. L. Waite, assistant general sales manager, West, and J. D. Bundy. Middle row: E. G. Cooke; W. J. McEleney; N. B.| CocHraNg: How many did you get 
Womble; Donald Lorenz; A. E. White; C. A. Blake; Waldo Brown; R. E. Mitchell; V. J. Neu; W. O. Lampe, assistant to the dealer} out? 
relations general manager, and R. E. Lundahl. Front row: C. J. Clemeson, assistant general sales manager, East; W. H. Albertson;} Myers: Forty-three. (In Septem- 
H. N. Metzel, Oldsmobile chief engineer; J. H. Hanna; J. F, Wolfram, Oldsmobile general manager; E. P. Feely, general sales man-| ber.) 
ager; E. A. Gage; J. R. Grillo; E. W. Schuon, controller, and D. W. Uzzle jr. (Continued on Page 108, Col, 1) 
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License Question 
OCHRANE: Yes, but what I am 
getting at is if I register this 
car, the law says I’ve got to have 
my salesman licensed. This discount 
dealer isn’t a franchised deal, 
Myers: That’s right. 
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‘‘Pontiac’s Tempest is the CAR OF THE YEAR’... Motor Tren 


Says it, and Pontiac dealers agree completely! 
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A 
DEEP 
BOW TO 

AMERICA’S 
© QUALITY AUTO 
DEALERS 


We'd like to extend a bottom-of- 
our-heart “thanks” to the NADA 
and the A'‘TAM —for helping choose 
the winner of this year’s Saturday 
Evening Post Benjamin Franklin Quality Dealer Award. 
We think you made a great choice.O Actually, doing a 
good job comes naturally to you people. Every day, 
everywhere—thousands of quality auto dealers are giving 
quality service to motorists. Making friends. Winning 
confidence. Expressing the high ideals of American 
business. We like to think The Saturday Evening Post also 
stands for these ideals —and that we're your partners in 
serving the needs of the American motorists.OWe thank 
you again for your help with 
the award—and for your faith » 
in our ability to reach and sell 
America’s motoring millions. ® 
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JOHN H. LANDER 





W. 0. BANKSTON 





oa ... AND AN 

EXTRA-DEEP 

BOW TO JOHN H. LANDER 
OF ATLANTA, GEORGIA 





Congratulations on winning the second annual Benjamin 
Franklin Quality Dealer Award! (You're in the best of com- 
pany: Mr. W. O. Bankston of Dallas, Texas, won our first 
annual award.) You were selected as the one dealer whose 
citizenship, community spirit and contributions to the auto- 
mobile industry best exemplified the high standards of the 
industry as a whole. You should be extremely proud—and so 


should everyone at Lander Motors in Atlanta! O When this annual award 
was created, The Saturday Evening Post and the cooperating trade organiza- 


CURTIS MAGAZINE 


tions wanted to spotlight the outstanding job be- 
ing done by America’s quality automobile dealers. 
Thank you for helping us achieve that objective. 
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Ford’s Walker Discusses Spying . . . 


Keeping Styling Secrets Secret 


By Kenneth C. Kelley Jr. 
Staff Writer 
— problem of keeping Ford 
Motor Co.’s styling secrets 
secret is a study in contrasts, a 
visit with George W. Walker, chief 
stylist, shows. 

While Walker considers security 
one of his most important jobs, he 
thinks that some 
of the talk about 
spying by com- 
petitors and stol- 
en styling fea- 
tures is just that 
—talk. 

Walker indicat- 
ed that he has a 
much different 
concept of styling 
security than the 
outsider. He feels 
George W. Walker that one of the 
chief reasons for guarding styling 
details is to preserve the newness 
of new models until dealers can put 
that feature to work to sell cars at 
introduction time. 

He regards styling as a prime 
selling tool. Therefore, he wants 
styling details hidden from the 
public until dealers are ready to 
sell the cars with those styling 
details. 

Walker has several reasons for 
feeling that talk of auto companies 
stealing styling features from each 
other is overplayed. 

For one thing, he pointed out 
that there are only a certain num- 
ber of things that can be done with 
any one styling feature, If stylists 
are looking for something new in 
the way of side treatments, one of 
the most obvious solutions is to 
stamp an indentation in the doors 
and fenders. 

ot * + 
ALKER said he would hardly 
call it stealing if Ford and one 
of its competitors happened to 
come up with indented sides in the 
same year. 

He pointed out that all good styl- 
ists are alert to what is going on 
in the auto industry and aware of 
what features have captured the 
public’s fancy. With the limitations 
on what a stylist can do and the 
desire to offer popular features, 
certain similarities are bound to 
show up in the cars of competing 
companies, Walker said these are 
just facts of life in auto styling and 
can’t be considered evidence of 
stolen styling. 

There are a number of other 
reasons to believe that styling 
thievery is at a minimum in the 
auto industry, Walker said. One 
factor is the question of time. 

It takes Ford 36 months to go 
from the first sketches of a new 
model to the day when the first of 
the new cars rolls off the assembly 
line. Those first sketches number in 
the thousands with hundreds drawn 
on some individual features, Com- 
petitors would gain little from see- 
ing any one of these sketches— 
even Ford officials have no idea 
which one will be selected. 

om * * 
ven as the styling process 
moves toward completion, Ford 
stylists will be working on about 
three alternate cars and most often 
have a spare model as a hole card. 

Again, competitors will gain lit- 


Make Committee 


Named in Wyo. 


CHEYENNE, Wyo.—Appointment 
of make advisory committee mem- 
bers has been announced by the 
Wyoming Automobile Dealers Assn. 
They are: 

Oldsmobile, Carl Halladay, Chey- 
enne; Buick, W. L. Riley, Sheridan; 
Pontiac, Harry Evans, Casper; 
Chevrolet, Clint Core, Greybull; 
Ford, Robert Walton, Cheyenne. 

Cadillac, Mel. Collier, Casper; 
Dodge, William R. Wells, Cheyenne; 
Rambler, W. R. Trotter, Sheridan; 
Mercury, Kenneth Naramore, Gil- 
lette; Plymouth, George Sturholm, 
Rock Springs, and imports, Robert 
Brunner, Cheyenne. 





Mitchell Adds Jeep 





ATLANTA.—Tom Mitchel] Ram-| 
bler Sales, Atlanta, has been award- | 


ed a franchise to handle the Jeep 


family of four-wheel drive vehicles. | 


tle from getting details on any one 
of these cars, The car that is ulti- 
mately chosen is in the process of 
being refined right down to the 
day of its final approval. 

However, this is probably the 
area which produces many of the 
auto industry rumors of supposed 
new lines. Ford Styling was once 
working on a “new car” called 
the Quicksilver, There was prob- 
ably once a report that Ford was 
going to introduce a new small 
car or new big car called the 
Quicksilver. 

The Quicksilver happened to be 
one of a number of proposed 1961 
models to be prepared in the styl- 


S-P Is Partiier 
In Missile Firm 


For U.S. Projects 


SOUTH BEND.—Participation in 
a new corporation to provide facil- 
ities for government missile and 
space programs has been announc- 
ed by Studebaker-Packard Corp. 

Elmer P. Warnken, S-P vice- 
president, was named president of 
United Systems Corp., formed by 
four companies whose combined 
assets total $700 million. 

Warnken said United Systems 
will operate “under a new manage- 
ment concept which will contribute 
to lowered defense costs through 
elimination of pyramided adminis- 
trative overhead.” 

He added that each of the four 
firms which jointly own USC will 
contribute a specialty, enabling 
USC to undertake the design and 
manufacture of missile and space- 
vehicle systems, 

CTL Division, Studebaker-Pack- 
ard, with plants at Cincinnati and 





Santa Ana, Calif., builds nose cones, 
heat shields and heat resistant 
structural members. 

Amcel Propulsion, Inc., Asheville, 
N. C., a subsidiary of Celanese Corp. 
of America, specializes in propul- 
sion devices, propellants and ex- 
plosives. 

Technology Instrument Corp., Ac- 
ton, Mass., specializes in electronic 
instrumentation. 

Merz-Chambers, Indianapolis, 
builds special machinery, test and 
ground support equipment, special 
tools, structures and assemblies at 
Indianapolis and Shelbyville, Ind. 

United Systems will serve as the 
prime contractor in providing a 
single corporate contact, Warnken 
announced. 


ing studios. It was pulled out of 
order and became the 1960 Ford. 
* * a2 


_ THE point where the styling 
for a given new model gets 
final approval—a bout 18 months 
after the first sketches were drawn 
and 18 months before production 
starts—it is too late for Ford 
Styling to make any major changes 
in the design. 

By the same token, it will do 
competitors little real good to 
find out what the design is, If 
they hope to copy the styling and 
compete with the given model in 
the same model year, it is prob- 
ably too late for them to get the 
stolen style into production for 
the model year in question, 

To keep its styling secret from 
the public and to reduce any 
chance that a competitor may gain 
access to some of the secrets, Ford 
Styling does have an elaborate se- 
curity program which includes 
identification badges, guards, a 
standard procedure for burning 
waste paper, door locks that can be 
changed in minutes and a host of 
other details. 

+ * o* 

OWEVER, Walker said that 

most styling secrets that do get 

out are leaked in one way or an- 
other, rather than picked up by 
undercover methods, To reduce 
leaks, Ford limits each employe to 
the details that he must know for 
his work, reminds one and all to 
guard what they say and tries to 
keep styling force happy in their 
work so they won’t want to leak 
styling material. 

Walker said that, in the last year, 
not one employe had left Ford 
Styling who was actually missed. 

He said that a styling employe 
of a competitor will occasionally 
apply at Ford for a job and bring 
with him what he calls sketches 
of the forthcoming styling of the 
competitor. 

“We won't even look at what he 
has,” said Walker. He explained 
that sketches are generally value- 
less because the styling feature 
shown may never be used and the 
person bearing the sketches gen- 
erally didn’t originate the material, 
anyway. Good men don’t have to 
look for a job and Walker isn’t 
interested in other types of stylists. 

Walker has another reason for 
not being interested in the styling 
secrets of his competitors. He feels 
that he must do original styling, 
not copy his competitors. “If I 
can’t lead them, I am of no value 
to the company,” Walker said. 





Use of Aluminum on ‘61 Autos 


Pet, of Total Production 


Prod 
GENERAL MOTORS 
Corvair 
Chevrolet (inc. Corvette) 
Tempest 
Pontiac 
Buick Special 
Buick 
F-85 
Oldsmobile 
Cadillac 


FORD MOTOR CO. 
Falcon 
Ford 1 
Thunderbird 
Comet 
Mercury 
Lincoln 


CHRYSLER OORP. 
Valiant 
Plymouth 
Dodge Lancer 
Dodge Dart 
Dodge 
DeSoto 
Chrysler 
Imperial 


AMERICAN MOTORS (Rambler) 
STUDEBAKER (Lark) 
CHECKER (Superba) 


Total 
*Based on actual ’60 model and early ’61 


46.47 
23.30 


28.89 


14.72 


100.00 


Total 
Pounds 
(000) 


165,233 
22,073 
$7,625 
2,957 
18,740 
8,638 
16,043 
10,953 
17,136 
11,068 


Estimated Pounds per 
Average 
Car** 
67.09 
99.43 
46.66 
42.85 
66.69 
137.11 
100.90 
158.74 

72.00 
87.15 


(units) 
2,463,000 
222,000 
1,235,000 
69,000 
281,000 
63,000 
159,000 
69,000 
238,000 
127,000 


uction* 
4.19 


1.30 
5.30 
1.19 
3.00 
1.30 
4.49 
2.40 
53.02 81,166 
13,506 
47,769 

6,299 

4,929 

6,891 

1,772 


1,531,000 
387,000 
805,000 

79,000 
138,000 
106,000 

21,000 


7.30 
5.19 
1.49 
2.51 
2.00 
0.40 


59,646 
11,420 
15,964 
4,800 
15,100 
3,793 
266 
6,793 
1,510 


780,000 
200,000 
® 180,000 
714,000 
196,000 
42,000 

3,034+ 
68:966 
16,000 


411,000 


3.77 
3.40 
1.40 
3.70 
0.79 
0.06 
1.30 
0.30 


98.50 
94.38 


7.75 59.06 24,274 


2.08 110,000 21.13 2,324 


5,000 37.36 186 


5,300,000 62.80 
model output percentages, 


0.09 
332,829 


plus adjustments for new cars and DeSoto. 
**Average car refers to composite car body model with aluminum finished part 


weight distributed, 
+Final DeSoto production, 





Source: Aluminum Co, of America 











Silent Paging System— 


A new silent paging system—the VibA- 
Call—improves in-plant communications at 
Oldsmobile’s main plant in Lansing by re- 
placing the whistle - and - buzzer paging 
method. Upon receiving an electronic sig- 
nal from the VibACall transmitter switch- 
board, a miniature electric motor sets up 
a vibration in the Vibrator-receiver shown 
being worn on an Oldsmobile supervisor's 
belt. After being alerted, the supervisor 
telephones the transmitter operator, who 
relays the respective message. The receiver 
is a compact device, only slightly larger 
than a package of cigarettes. The paging 
system is a product of General Motors 
AC Spark Plug Division. 


U.S. Tightens 
Curb on Exports 


To Latin Land 


WASHINGTON.—Exports to the 
Dominican Republic of all auto and 
truck parts can be made only under 
individual export licenses as of Jan. 
20, the Commerce Department has 
announced, 

Applications for licenses to ship 
trucks, parts which will be used 
for trucks, petroleum and petroleum 
products there, generally will be de- 
nied, the agency said. 

Previously, these commodities, ex- 
cept for functional auto and truck 
parts, could be shipped to the Do- 
minican Republic under general 
license. 

This action is in furtherance of 
American foreign policy and pur- 
suant to a Jan. 4 resolution of the 
Organization of American States to 
suspend exports of trucks, spare 
parts, and oil products to the Do- 
minican Republic, Commerce added. 

Shipments of these items, how- 
ever, may be made to the Domin- 
ican Republic under general license 
through Feb. 20 if they were en 
route to a port of exit or on dock 
for lading, on lighter, or laden 
aboard an exporting carrier before 
12:01 a.m. Jan. 20, the department 
said. 





Grandma Tops at Selling Buicks .. . 
‘Little’ Bit Goes Long Way 


By Trescot Goode 
Staff Correspondent 

MIAMI.—In June, 1954, Hazel 
Gordon Little was inspecting trans- 
missions at the General Motors 
plant in Livonia, Mich. But she 
was dissatisfied, 
not with the work 
but with her earn- 
ings. Previously 
she hac travelled 
the country sel- 
ling cosmetics, 
and at one time 
she even sold 
vacuum cleaners 
door to door. She 
had three chil- 





dren, all grown 
up and she was 


Hazel G. Little 
expecting her first grandchild (now 
she has four). She had tremendous 
ambitions and she loved selling. 

One Sunday she saw an ad in 
the Detroit Free Press reading: 
‘Wanted. Three women to sell 


Buicks. No experience necessary. 
Apply to Elmer Davis, sales man- 
ager, Haney Buick Co., Detroit.” 

The next morning Hazel was 
at the end of a line of 300 women, 
each seeking one of those three 
jobs. Application blanks were 
given all of them and then began - 
the personal interviews. 

This was a slow process and it 
was three more days before Mrs. 
Little reached the head of the line. 
After thorough questioning, Hazel 
was told she would be notified if 


‘chosen, 


She had about forgotten the 
whole matter when late in Sep- 
tember she received a note. asking 
if she still. was interested, and if so 
to report the next day. 

She was hired. She sold 48 Buicks 
the first month to top the male 
sales staff. She has consistently 
been among the leaders ever since. 
But she admits she never again 


$75,000 Damages Caused 


By Two Buffalo Fires 


BUFFALO. — Two auto dealer- 
ships in different sections of the 
city were damaged heavily by two- 
alarm fires within three hours. 

At Pankow Motors Inc., 1255 
Bailey Ave., a one-story brick auto 
dealership and garage owned by 
former Mayor Steven Pankow, the 
loss was put at $20,000 torthe build- 
ing and $15,000 to contents. 

While firemen were still wetting 
the ruins at Pankow Motors, an 
alarm was sounded by Hunt For 
Chevrolet. Inc., 2290 Delaware Ave. 
Loss was set at $20,000 to the build- 
ing and $20,000 to. contents. 


Fire at Wilson Motors 
SUMMERVILLE, Ga.—Fire of 
unknown origin gutted a large 
prick building occupied by Wilson 
Motor Co. here. Dealer is Ewart 
Wilson. 


reached the 48 mark, although she’s 
come close several times. 

“How did you do it?” AvuTomotive 
News inquired. 

“Well, I was determined to 
make a good showing among all 
those men,” explained Hazel, “At 

first they sort of resented me, but 
eventually they accepted. I knew 
Buicks inside and out and I just 
hung on the phone all morning, 
called on prospects all afternoon, 
kept appointments at the show- 
room in the evenings and was 
pretty lucky closing deals.” 

After two years with Buick in 
Detroit, Mrs. Little vacationed in 
Miami and got sand in her shoes. 
Making a quick decision, she pulled 
up stakes and settled in Miami. 

Frank Edelen, president of the 
Florida State Auto Dealers Assn. 
and a Buick dealer, hired her 
somewhat hesitatingly. He never 
has regretted his decision, for Mrs. 
Little has continued to make sales 
records. She again topped the list 
in November, and, from a dealer’s 
standpoint, is one of the best be- 
cause she won the month’s contest 
by having the highest average 
gross profit per car. 

Mrs. Little is an attractive bru- 
net, slim, full of energy and with 
a pleasing personality. She knows 
her product, and probably knows 
what’s under the hood as well as 
any Buick salesman. 


Inspectors Meet 
With Workers on 
Chrysler Quality 


DETROIT.—Frank discussion be- 
tween inspectors and production 
workers in regularly scheduled 
meetings has become an effective 
tool in Chrysler Corp.'s quality con- 
trol program, 

C. G,. Bauer, director of the com- 
pany’s quality control staff, out- 
lined the new program at a meet- 
ing of the Detroit section of the 
American Society for Quality Con- 
trol. 

Regularly scheduled meetings 
bring together inspectors and pro- 
duction workers in groups of 40 or 
60, Bauer said. He said that as far 
as he knows this type of quality 
control program is a Chrysler 
“first” in the auto industry. 

“It is the production worker who 
builds quality into a part. Our pro- 
gram, based on this principle, ex- 
tends quality control through the 
inspector, who passes or rejects the 
part, to the production worker who 
makes the part,” he said. 

“Among other things, the inspec 
tor states what he is looking for 
and why. The production worker 
describes the operation of his ma~- 
chine and the tolerances within 
which it can be expected to operate 
with maximum efficiency.” 
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New 5-seater Sports Sedan 
BUILT FOR AMERICANS BY SWEDEN’S 
LEADING PRODUCER OF JET AIRCRAFT 
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Top Performance 


Saab won over all other imported cars in 
8-hour “little Le Mans” endurance classic 
at Lime Rock, Conn., October 1, 1960. Five 
of the top ten cars finishing were Saabs! 


Sound Marketing Policy 


Saab cars are distributed to dealers 
directly through Saab’s wholly-owned 
U.S. subsidiary. Field representatives 
contact and assist dealers regularly. Saab 
sales are UP for 1960! 


Exceptional Safety 


An authoritative automotive magazine 
recently called Saab “the safest small car 
in the world”, thanks to its Front Wheel 
Safety Drive, Armored Fuselage Body. 


Proven Economy 


Gas mileage of the new Saab was certified 
at 39.87 miles per gallon in the Mobil 
Mileage Rally on October 30, Saabs often 
go 100,000 miles without a major overhaul. 


* what every dealer 


Regional Parts Depots 


Saab maintains complete stocks of spare 
parts at three regional depots, assuring 
prompt delivery to dealers. Spare parts 
orders are shipped the same day received. 


Service Schools 


At Saab training schools, dealer personnel 
receive instruction in servicing and main- 
tenance from factory-trained experts. 


High Value 


The new ’61 Saab offers over 30 feature 
improvements at no increase in price. 
Photo shows new wrap-around rear win- 
dow and all-weather ventilators. 


wants! 


Warranty Program 


Provides prompt settlement of claims 
allowed under a clearly defined policy. One 
of the most realistic programs in the 
automotive industry. 


COMPETITIVE IN PRICE WITH $1,600 CARS BECAUSE THE COMPLETE PRICE OF $1,895* INCLUDES EQUIPMENT AND FEATURES NOT FOUND IN OTHER CARS. 





*East Coast p.o e., whitewall tires extra. 


MAIL COUPON for information on exclusive 


franchises still ayailable in some choice markets. 


Saab Motors, Inc. 


Dealer's Name 


Address 


405 Park Avenue, New York 22, N. Y. 
() Send complete information on franchise opportunities in our area. 


[] Please have a Field Representative phone for appointment. 
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| New 7-Passenger Station Wagon combining maximum interior capacity with minimum exterior 
size. Swing-up tailgate. Choice of 3 or 4 speed transmissions. Load capacity: 950 lbs. with driver. 


r 
! 
! 
! 
| 
! 
| 
| 
| 
| 
! 
l 
i 
! 
! 
! 
| 
| 
| 
! 
! 
l 
| 
! 
! 
| 
| 
| 
| 
| 
! 
| 
! 
! 
! 
! 
! 
! 
| 








Seek Good, Low-Cost Unit 


(Continued from Page 62) 


most interested in softer s* singing 

and a better ride, is doing the 

greatest amount of work on auto- 

matic levelizers. At least four di- 

visions, and probably several more, 
» are currently doing or have com- 

pleted work on such devices, 

o a * 


_ A Delco Favorite 

1 UTOMATIC levelizers has been 

V4 a favorite development: project 

fat GM’s Delco Products Division in 

| Dayton, for 10 years or more, Even 
before this division developed the 
height control device for the sev- 
eral GM cars, it had developed and 
demonstrated a hydraulic levelizer 
that could be used with a power- 
steering pump, 

In the early 1950s, Delco Products 
engineers developed an_ electro- 
mechanical unit and sold some of 
these to Superior Coach Co., for 
installation on funeral coaches. 


Without such a device, the 'the air pressure required in tires.| terest in self-leveling devices. At 


tendency to eerily glide out onto 

the street as soon as the rear or 

side doors of the tail-heavy 
hearses were opened. 

A few weeks ago, Delco Products 
announced a manually operated 
levelizer called Superlift. Designed 
to maintain a car’s proper height 
under normal and heavy loads, this 
unit is essentially a set of shock 
absorbers, 


Engineer Shively Ends 


45 Years at Goodyear 

AKRON.—Walter E. Shively, 
“dean of tire engineering” in the 
rubber industry, has retired after 
45 years with Goodyear. Shively 
had been Goodyear’s manager of 
tire engineering development since 
1930. 

Over the years, Shively particu- 
larly espoused the idea of lowering 









lose—is your guarantee 


nate inventory problems. 


SAN FRANCISCO - 
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SEE US at the 
N.A.D.A. CONVENTION* 


Draw-Tite 


Regular and Heavy-Duty Trailer Hitches 


HEAVY-DUTY TYPE 
5000 Ib. g.w. capacity 


Dealers from Alaska to Florida acclaim DRAW- 
TITE hitches’ superiority—proving there is no 
substitute for dependability —and the profit is good, 
real good! Welded one-piece construction with no 
adjustments, assembly, or welding—no parts to 


Custom-built for all full size cars and compacts and 
most imports. Immediate factory shipments elimi- 





E See “Jack” Bohner at N.A.D.A. Convention 


BROOKS HALL, Space No. 203 


TRAILER PROBUCTS.DIVISION 


DRAW-TITE MFG. CO. 
Belleville 21, Michigan 










REGULAR TYPE 
2000 Ib. g.w. capacity 
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each of which has a 








Makers Work on Leveling Devices 


heavy caskets apparently had a |rubber air chamber sealed to its 


exterior 
* * * 
L grnaeed a heavy load is placed 
in the car, these rubber cham- 

bers are inflated. by directing air 
into a@ single nozzle in the car’s 
trunk, much like inflating a tire. 
The air is inflated until the car 
reaches its proper height. When 
the load is removed, the air can be 
released, The unit costs around $50. 

GM’s Saginaw Steering Gear Di- 
vision has worked on several differ- 
ent levelizers for its customers, 
which include car divisions both 
inside and outside GM. 

However, its engineers favor a 
hydraulic system which would 
work off an accumulator in a 
central hydraulic system, Prefer- 
ably this unit would be integrated 
with hydraulic window wipers, 
brakes and window actuators. 

Among the car divisions, Cadillac 
has shown the most persistent in- 


present there is a considerable lean- 
ing toward a pneumatic unit, prob- 


ably fostered by the fact that 


Cadillac was more successful than 
any Other car maker in getting air 
suspension to work, although it was 


subsequently dropped because of 


high cost and other reasons. 
* + + 


Test at 15 Below 


oe engineers reportedly 


tested their pneumatic unit in 
weather 15 degrees below zero re- 
cently and found that it performed 
fairly well. 

Off and on over the years, Olds- 
mobile engineers have also studied 
various types of load compensators, 
giving special attention to the so- 
called Torsielastic unit. 

Requiring no motor or sensing 
device, this levelizer consists 
largely of a steel tube filled with 
rubber. A hole is bored in the 
center of the rubber, into which 
a bar is placed and bonded to the 
rubber. 

When a heavy load is placed on 
a car, it causes the rubber in this 
device to “wind up,” providing stiff- 
er springing. Such devices are now 
used on buses. Incidentally, most 
buses now have some sort of a 
levelizer because their laden weight 
is so much greater than their un- 
laden weight. 

* * - 

At FORD MOTOR CoO., engineers 

in the Advanced Product Study 
Group have done a good deal of 
work on automatic levelizers. 
They’ve developed prototypes of 
mechanical, hydraulic and electric 
units. 

A couple of years ago, Mercury 
engineers developed prototypes of 
a levelizer that could be installed 
for something over $30, but they 
failed to get a “go ahead.” 

Presently, interest seems to be 
centering on a simplified and 
lightweight mechanical device 
that could be installed quickly 
and cheaply in a dealership. This 
unit could be used in conjunction 
with the rear leaf springs cur- 
rently used on Ford Motor Co. 
cars. 

Among the automotive suppliers, 
Eaton Mfg. Co. has probably shown 
the most interest in the develop- 
ment of automatic levelizers. Eat- 
on’s Spring Division has an electro- 
mechanical load compensator and 
the corporation’s' Research Center 
has developed a hydro-pneumatic 
device. 

* * + 


How It Works 
HE Eaton electro-mechanical 
unit consists of a height-sensing 
device that excites an electric motor 
which works a jack screw, pulling 


on a lever when a load is added 


to the vehicle. This lever shifts 
part of the spring load fo two trans- 
verse flat leaf torsion springs which 
are connected to the forward end 
of the car’s leaf springs. 

A 12-second delay has been built 
into this unit’s electrical switch 
to insure that the added load is 
permanent. Otherwise, the unit 
would be actuated by momentary 
shifts in the body’s weight such 
as when the vehicle negotiated a 
high-speed curve. 

This unit could lift a loaded car’s 








Superlift Shock— 

A cutaway of the new Superlift shock 
absorber developed by Delco Products Di- 
vision of GM. The outside rubber chamber 
is inflated by air from the vehicle's trunk. 

se... 8° ¢ 


body as much as five inches in eight 
to 10 seconds, after the initial 12- 
second pause. 

Like most of the levelizers, this 
unit would probably be hooked to 
the car’s ignition system so that 
it could not be activated unless the 
car’s operator so desired. 

+ * * 

HE other Eaton levelizer con- 

sists of a combination power 
steering and accessory pump, a hy- 
draulic circuit, a hydro-pneumatic 
spring and sensing unit which is 
attached to the car’s body at the 
top and to the differential carrier 
at the bottom. 

When a load is added to a vehicle 
equipped with this unit, there is 
a pressure buildup in the leveling 
spring’s cylinder, resulting in more 
oil being pumped into the spring. 
The additional oil expands the rub- 
ber bladder in the spring and com- 
presses the nitrogen gas it contains. 
This increases the unit’s spring 
rate and slightly stiffens the spring. 

A minor problem during the de- 
velopment of both of these units 
was that the nitrogen had a ten- 
dency to diffuse through the rub- 
ber bladder. But a careful selec- 
































Wix Filter Catalog 
Catalog of oil, air and fuel filters 
—116 pages, free. Wix Corp., Gas- 
tonia, N. C. 
ad 7 


* 
Motor Oil Testing Kit 
Brochure on Sim plex Portable 
Motor Oil Testing Kit—free. Leng- 
or, Inc., Annapolis, Md. 


* * * 


Spherco Bearings 

Bulletin 560 describing features 
of Spherco products in linkage ap- 
plications — free. Spherco, Seal- 
master Bearing Division, Stephens- 
Adamson Mfg. Co., Ridgeway Ave., 
Aurora, IL 

* ~ * 
Transmission Bands 


Illustrated catalog on automatic- 
transmission bands—12 pages, free. 





Benson Ford Heads 


National Charity Group 


NEW YORK, — Benson Ford, 
Ford Motor Co. vice-president, and 
chairman of the Dealer Policy 
Board, last week was named na- 
tional chair- 
man of United 
Community Cam- 
paigns of Ameri- 
ca for 1961, 

He succeeds 
Oliver G, Willits, 
chairman of 
Campbell Soup 
Co. United Com- 
munity Cam- 
paigns. of Ameri- 
ca provides 
national support 
for the nation’s 
2,200 United Funds and Community 
Chests. Ford has long been identi- 
fied with the Detroit Torch Drive, 
and in recent years he has served 
it as campaign chairman and presi- 
dent. 





Benson Ferd 





Bulletin Board 


tion of the rubber used. solved 

this problem. 

Another type of automatic level- 
izer hag been developed by Mather 
Spring Co. Designed for vehicles 
with rear leaf springs, the Mather 
device adjusts both the length of 
the leaf spring and the height of 
the leaf spring rear support. 

* * + 


Stiffness Changed 
eo change of the spring length 
changes the stiffness of the 
spring, giving a soft ride for a light 
load: and a better-controlled ride 
for heavy loads. The change in the 
height of the spring support is 
matched to the change in the spring 
length so as to give a consistent 
height to the body at different load 
conditions. 

This unit gives a consistent 
height to the body by the use of 
a rear support consisting of rollers 
carried on a track mounted in the 
unit. 

These rollers are actuated by 
an electrically driven screw jack. 
The electric motor receives a sig- 
nal from.a position-sensitive de- 
vice mounted to the frame and 


The sensing device is locked out 
when the car is in motion, since 
the unit operates only after a door 
or a trunk lid has been opened. The 
first prototype had one sensing unit 
on each side of the rear axle, pro- 
viding independent height adjust- 
ments for each rear wheel. 

+ * * 

1. levelizing can also 

be built into the unique air-oil 
suspension system developed by Al- 
linquant Co. of Paris, This would 
also be possible in the other air-oil 
suspensions that have been partly 
developed by the various auto mak- 
ers. 

Some of the functions of a lev- 
elizer are performed by the Load 
Leveler shock absorbers produced 
by Monroe Auto Equipment Co. 

Although not a levelizer, these 
shocks permanently increase the 
stiffness of a car’s suspension and 
make it more capable of handling 
heavy loads. They provide 35 to 
45 percent more road clearance with 
a load and 12 to 17 percent more 
clearance with a normal load, 




























Jones Bonding & Mfg. Co., 124 E. 
10 Mile Rd., Hazel Park, Mich. 
+ * * 


Brake-Lining Blocks 


Catalog listing brake-lining 
blocks—48 pages, free. Automotive 
Parts and Accessories Division, 
Wagner Electric Corp., 6400 Plym- 
outh Ave., St. Louis 14, Mo. 

*” Ok + 


Business Booklet 
“Good Business Is Everybody’s 
Business”—25 cents. Employe Rela- 
tions, Inc., 32 N. Bayles Ave., Port 
Washington, N. Y. 
+ * + 
Ignition Parts Guide 
A manual, Guide 13T, on al] re- 
placement ignition parts for trucks, 
tractors and buses—62 pages, free. 
Shurhit Products, Inc., S. Market 
St., Waukegan, Ill. 
* ae 


Device to Identify Screws 

Screw Descriptor, a device to sup- 
ply correct nomenclature. when pur- 
chasing screw products, has been 
announced by: Active Screw and 
Mfg. Co., 4250 N. Pulaski Rd., Chi- 
cago 41, Ill. a 

* 


Tire Servicing Folder 
The fourth in the series of fact 
folders—“Tire Servicing for Com- 
pact Cars”’—free. Big Four Indus- 
tries, Inc., Foster, O. 
a a a 


Bronzeless Gold Finish 
Folder describing Bronzeless 
Gold spray finish—free. Bee Chem- 
ical Co., 2700-P E. 170th St., Lan- 
sing, Ill. 


* * * 


Conversion Chart 


Wall chart on precision conver- 
sion factors, such as inches to centi- 
meters or watts to horsepower— 
free. Precision Equipment Co., 
4411E Ravenswood Ave., Chicago 
40, Ill. 
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* This will sell for you... because it sells so well for 
automotive advertisers year after year. That’s why 
they place more linage each year in The New York 
Times International Automobile Show section than 
in that of any other New York newspaper. 


For example: The Times 1960 section carried 45,280 
lines of advertising in 28 pages—up from 36,528 lines 
and 22 pages in 1959, up from 33,608 lines and 20 
pages in 1958. And each year, The Times Interna- 


| 





es 
# 
SS 
* 
7, 





* 
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Sunday, April 2 
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tional Automobile Show section publishes well over 
twice the linage of the second newspaper. 


Call us today for more information. Advertising 
offices are in Atlanta, Boston, Chicago, Detroit, 
Los Angeles, Miami, Philadelphia, San Francisco 
and Toronto. 


Che New York Gimes 


First in automotive advertising in the nation’s first market 
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Job for the Boss... 





Dealer Tips on Granting Credit 


(Continued from Page 20) 


strictly on income, But who 

checks income? Some do. 

The facts are that a person, in 
accumulating an estate, has to go 
through many phases of buying 
and using his credit, so that at one 
period his credit may be expanded 
to its highest elasticity. He digs in 
and pays off his credit, used here 
synonymously with credit buying 
power, gets progressively better. 
The wise dealer can sense this and 
get his credit sale in at the proper 
phase of the moon. 

Tom Alliton, Allton Bros. Ford, 
Columbia, Mo., is another success- 
ful dealer who runs his own credit 
department, with the bulk of the 
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nance companies. There were no 
bad results, he said. 

This is no brief against credit 
managers but rather a tip to 
dealers to instruct their credit 
managers in their own ways of 
credit investigation, so that no 
prospective customer is ever lost 
because of faulty judgment on 
the part of the dealer, 

There is another angle, too, and 
that is that some customers who 
have bad paying records, some- 
times through no fault of their own 
except bad management, will pay 
promptly some creditors at the ex- 
pense of letting others wait. 

One dealer explained this, He 
said he had taken chances on such 
customers after a good credit in- 
vestigation and then laid the cards 
on the table, telling the customer 
that his record didn’t justify the 
credit but that the credit was being 
advanced because the customer 
needed the vehicle. 

The dealer then told the cus- 
tomer he expected him to take care 
of this obligation come hell or 
high water. One dealer said he told 
the customer something like this: 

“Tm trying to help you out as 
well as make a sale, but I have to 
borrow the money for you to do it 
by guaranteeing your loan to the 

finance company, Now if you don’t 
pay, it makes us all have to do 
things we don’t want to do. 

“If the finance company calls 
the loan, I have to dig up all the 
money that day. In order to get 
that money I will have to come 
and get your car and sell it for 
whatever I can get the same day. 
It’s that simple. No one ever 
wants to do any of these things, 
so whatever you do don’t let me 
down.” 

The strict credit operators will 
find a lot of fault with these meth- 
ods, since they operate strictly on 
the cream of the credit. When this 
is known, they often don’t get much 
of a chance at the real volume 
business. 

Buyers using their credit to the 
limit are inclined to veer away 
from the tough credit places and 
go where dealers have a reputation 
for honesty and leniency in justi- 
fiable circumstances, Customers 


power vested in a key member of 
his staff. 

While this individual does not 
have the title of credit manager, 
the job includes that function. But 
better yet, he supervises the details 
of the deal and the subsequent per- 
formance, Here almost all paper 
goes through a bank and almost all 
payments are made at the Allton 
dealership, This method hag been 
in force for many years with high- 
est success. 

Allton, who is district NADA rep- 
resentative, once told AUTOMOTIVE 
News that the firm had accepted 
numerous customers who had been 
turned down by conventional] fi- 
















Corvair, 116; Oldsmobile, 108; 
Buick, 105; Dodge, 102; Rambler, 
81; Plymouth, 78; Cadillac, 45; 
Mercury, 44; Comet, 40; Valiant, 
37; Volkswagen, 37; Chrysler, 30; 
Studebaker, 25; Lincoln, 13; Re- 
nault, 7; DeSoto, 6; Imperial, 5; 
Austin, 4; English Ford, 4; 
Simca, 4; Willys, 4; Mercedes- 
Benz, 3; Metropolitan, 3; Saab, 
3; Fiat, 2, and miscellaneous, 7, 

New-truck registrations amount- 
ed to 168 in December, and 2,382 
for the year. 


—STEPHEN J, SCHMIEDL 
* ok 


Cleveland 


There were 5,127 new cars regis- 
tered in the Cleveland area in De- 
cember, compared with 7,021 in 
November. 

In all of 1960, there were 83,367 
registrations, compared with 76,161 
in 1959 and 91,469 in record 1955. 
Import sales, however, fell from 
5,378 in 1959 to 3,840 in 1960. 

New-car registrations for the 
year were: Chevrolet, 17,524; 
Ford, 12,682; Falcon, 5,803; 
Dodge, 5,785; Pontiac, 5,602; Olds- 
mobile, 4,535; Comet, 4,065; Buick, 
3,905; Rambler, 3,780; Valiant, 3,- 
135; Plymouth, 2,541; Corvair, 2,- 
465; Mercury, 2,269; Cadillac, 
1,795; Studebaker, 944, and Chry- 
sler, 902. 

Volkswagen, 784; Renault, 454; 
Lincoln, 331; Lancer, 299; Opel, 
239; Fiat, 236; DeSoto, 229; Special, 
226; Tempest, 185; F-85, 184; Eng- 
lish Ford, 182; Imperial, 172; Check- 
er, 145; Edsel, 24, and miscellane- 
ous, 1,945, 


of 


BULLETIN 


—AL ROTHENBERG 
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Minneapolis 
Last year set a record for new- 


car registrations in Hennepin 
County (Minneapolis), according to 





Volkswagen Dominates 


‘Free’ Sales in Norway 

OSLO, Norway.—When Norway 
killed import restrictions on cars 
last October, industry observers 
watched with interest for Novem- 
ber sales results. 

Leading makes sold as follows 
in November: Volkswagen, 832; 
Opel, 248; English Ford, 238; 
Volvo, 196, and Renault, 159. Reg- 
istrations of American cars total- 
led 25. 





such as these are usually not shop- 
pers in the usual] sense, either, and 
tend to become loyal repeat cus- 
tomers, in their effort to repay for 
past favors. Wise dealers build a 
good credit image. 

The average shopper has his 
money borrowed and he’s out to 
beat the dealer down to the last 
penny. These other customers are 
people for whom you can do fav- 
ors with some hope of apprecia- 
tion. 

This writer, on one of his recent 
trips, came by the building of a 
dealer who had been interviewed 
many times in the past. This time 
the dealership was closed and he 
had gone out of business. 

A visit to the finance company 
disclosed that he had gone broke 
just short of bankruptcy. He was 
known always as a dealer who 
wouldn’t finance a car for his 
mother-in-law unless the proper 
downpayment was there, and 
he’d repossess at the drop of a 
note. 

The last time this writer inter- 
viewed him, I asked: 

“Doesn’t the fact that you are 


always advertising the sale of re- 
possessed cars, whether they are 
or not, hurt your business?” 

“No indeed,” he replied. “We are 
known as tough credit, and, in fact, 
those cars advertised as repos are 
repos and we have buyers coming 
for them all over because they 
think they’re bargains.” 

“If I were buying,” I told him, 
“I'd never buy from any dealer who 
ever advertised the sale of a repos, 
because it would indicate two 
things. One that the dealer 
wouldn’t grant an extension under 
any circumstances, and two, that 
he just might be trying to make 
his profit out of repos.” 

Along the same line, an appli- 
ance dealer went into bankruptcy 
the other day in one of my towns. 
He likewise grabbed his merchan- 
dise as soon as possible and always 
ran at least one repos sale ad every 
week. The consensus was that peo- 
ple quit buying from him because 
they were afraid of him. 

In any credit business there'll be 
repos. There'll also be good credit 
customers who have reverses, ill- 
ness, hospital bills and deaths and 
other disasters that are worthy of 
credit extensions. 

The point of the whole business 
is that the wise dealer will not let 
others — credit bureaus, finance 
companies, banks—do the work he 
should do, but will set up his own 
investigation methods so that he 
can determine whether or not this 
credit customer prospect can be fit- 
ted into his business and so that he 
will not suffer from the bad judg- 
ment of others who let his cus- 
tomers get away. 


Technical PERSONNEL CHANGES 





(Continued from Page 54) 


manager for the Electro-Motive Di- 
vision; George A. Zink, formerly 
director of process development for 
Defense Systems Division, and 
Clayton J. Trible, formerly general 
master mechanic for Chevrolet 
Gear & Axle., 4» » 


Atlee Appoints Warren 
Bernard J. Warren has been 


Auto Markets 


(Continued from Page 48) 


Finance and Commerce, business 
newspaper which reported a total 
of 42,740. 

December deliveries totalled 
3,037, compared with 3,474 in No- 
vember and 2,352 in December a 
year earlier. 

By makes, December registra- 
tions were: Chevrolet, 727; Ford, 
469; Oldsmobile, 239; Pontiac, 

168; Rambler, 153; Buick, 131; 
Plymouth, 111; Dodge, 109; Val- 
iant, 106; Falcon, 100; Mercury, 
95; Cadillac, 89; Comet, 73; Cor- 
vair, 66; Chrysler, 63; Volkswag- 
en, 61; Special, 61; Tempest, 48; 
F-85, 47; Studebaker, 36; Lancer, 
24; Lincoln, 22; Volvo, 8; Peu- 
geot, 6; Fiat, 3; Mercedes-Benz, 
3; MG, 3; Opel, 3; Morris, 2, and 
miscellaneous, 12. 

New-truck registrations number- 
ed 182 in December, compared with 
191 a month earlier and 202 a year 
earlier, By makes, they were: 
Chevrolet, 85; Ford, 48; Interna- 
tional, 17; GMC, 15; Dodge, 7; 
Willys, 5; Divco, 2; Mack, 1; Stu- 
debaker, 1, and miscellaneous, 1. 

—Donatp M. Lyons 





°60 Convertible Output 


At Buick Sets Record 


FLINT.—Buick built a record 
31,045 convertibles in 1960, an in- 
crease of 57 percent over the 
previous year, according to Ed- 
ward D. Rollert, general manager. 
The previous mark, 24,898, was 
set in 1955. 

Rollert said convertibles ac- 
counted for more than 10 percent 
of Buick’s production of 307,304 
units in ’60. Official registration 
figures for the first 10 months of 
last year showed that Buick was 
fourth in the industry in con- 
vertible sales, he added. 





named development engineering 
manager for the Atlee Corp., Wal- 
tham, Mass. Warren has been gen- 
eral manager of Applied Dynamics 
Division since March. 

* * od 


Mack Trucks Names Mintz 


In Advanced Engineering 


Mack Trucks, Inc., has appointed 
Gerald E, Mintz chief engineer of 
its newly created 
advanced en gi- 
_ neering depart- 
ment, 

Mintz joined 
Mack in 1933 and 
advanced through 
various manufac- 
turing and engi- 
neering positions. 
Prior to his new 
appointment, he 
‘ was chief engi- 

G. E. Mintz neer-buses and as 
part of his new duties he will con- 
tinue to direct all the engineering 
division’s bus activities. 

* * * 


Ford Scientific Lab Names 


Goldman and Marande 


Dr. J. E. Goldman and E. D. 
Marande have been named associ- 
ate directors of Ford Motor Co.’s 
Scientific Laboratory. 

The newly created associate di- 
rectorships in Ford’s central re- 
search facility are part of a labora- 
tory expansion program being car- 
ried out under q five-year research 
budget. They will function in an 
advisory capacity, reporting and 
evaluating developments and future 
possibilities in the broad areas of 
basic and applied research. 

x *~ * 


Willys Names Schatzska 


Experimental Engineer 

Ivan N. Schatzka, senior project 
engineer at Willys 
Motors, Inc., has 
been promoted to 
chief experiment- 
al vehicle engi- 
neer. 

Schatzka has 
been in the Willys 
experimental en- 
gineering depart- 
ment for the past 
four oni, ite = : 

laces — 
od who is Ivan N. Schatske 
now chief military engineer for 
Willys. 
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Lawsuits Affecting Dealers . . . 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


HIGHER court rendered an 
important decision which clear- 
ly answers a legal question often 
asked by auto dealers, as follows: 
“Is an automo- 
bile dealer liable 
to a customer for 
theft or damagé 
to his automobile 
while it is in the 
dealer’s repair 
shop or garage?” 
This higher 
court held that 
the dealer is not 
liable if the own- 
er fails to prove 
Leo T. Parker that the theft or 
damage resulted from negligence of 
the dealer or his employes, 

For illustration, in Cole v. Kyle, 
348 Pac. (2d) 960, the testimony 
showed facts, as follows: A man 
named Cole took his auto to Kyle 
Co. for repairs. That night Cole’s 
auto was destroyed by fire. 

Cole sued Kyle Co. to recover 
payment for the value to his 
auto, but he failed to prove that 
the fire resulted in negligence of 
the officials or employes of Kyle 
Co. 

Therefore, the lower court re- 
fused to hold that Cole could re- 
cover the value of his auto. The 
higher court approved the verdict, 
saying: 

“Numerous witnesses gave testi- 
mony from which this court must 
presume that the lower court was 
fully justified in finding no negli- 
gence on the part of defendant 
(Kyle Co.).” : 

* 


against Bettis, the money would 
have had to have been secured from 
Kliks by Caffrey by fraud, and that 
fraud could not be based upon a 
promise to do something in the 
future unless the person making 
the promise, at the time he made 
it, had no intention of performing. 

The jury decided that Bettis was 
not liable on his bond because the 
testimony showed that at the time 
Caffrey borrowed the money, he 
actually intended to deliver the au- 
tomobile titles to Kliks, The higher 
court approved the verdict, saying: 

“Caffrey promised to return the 
same day with the titles and to 
repay the money in 30 days. The 



















































* * 


Bondsman Escapes Liability 


A HIGHER court rendered an 
unusually important decision to 
the effect that a bondsman is not 
liable for an auto dealers fraud, 
unless the fraudulent act was con- 
templated when the original con- 
tract was made. 

For illustration, in Kliks v. 
Sunset Motors Co., 350 Pac. (2d) 
417, the testimony showed facts, 
as follows: Mr. Caffrey was an 
auto dealer doing business as 
Sunset Motors Co. 

Caffrey contacted one Kliks early 
one morning and told him he had 
an opportunity to make a good buy 
on two specific autos if he could 
get sufficient money to make the 
deal. He asked to borrow $3,000 
from Kliks for that purpose, and 
promised to deliver to Kliks the 
certificates of title as security later 
in the day. 

He signed a note for $3,000 and 
@ memoranda of the deal, received 
the money and went on his way. 
He never came back with either 
the titles or the money. 

One Bettis had furnished a bond 
for Caffrey. Kliks sued Caffrey’s 
bondsman Bettis, to recover the 
$3,000. 


mn * * 


Must Show Fraud 


HE lower court instructed the 
jury that in order to recover 


611 Car Dealers 
Employ 8,000 
In Colorado 





jury could have found that he had 
no intention of so doing and was, 
therefore, guilty of fraud.” 


* * a 

Jury’s Decision Is Upheld 
A HIGHER court upheld a jury’s 

verdict holding a petroleum 
company liable for damage to the 
paint on an auto dealer’s cars—on 
the evidence that soot from its 
smoke stack pitted the paint. 

For example, in Lund v. Phil- 
lips Petroleum Co., 351 Pac. (2d) 
952, a dealer, named Lund, sued 
Phillips Petroleum Co. for several 
thousand dollars damages to 
autos parked in his parking lot. 
Lund alleged and proved that cer- 
tain deleterious substance in the 
smoke and soot emitted from a 
flare stack at the oil refinery dam- 
aged the paint on the autos, When 
the soot was washed off the cars, 
it was found that the paint was 


Bear success formula 


WINS AGAIN! 


* HERE’S THE STORY: 


The two Byrd Brothers of Chattanooga, Tennessee, offer 
more living proof that the Bear Success Formula works! Here 
are the highlights of the Byrd’s Success Story: 


DENVER.—At latest count Colo- 
rado had 611 domestic retail outlets 
Selling new and used automobiles 


. and trucks. 


Of these, 430 are franchised new- 
car dealers, employing approxi- 
mately 8,000 people and having a 
total annual payroll of $34 million. 

The new-car dealers sold approxi- 
mately $270 million worth of new 
cars during 1960, Vehicle registra- 
tion in the state is near 918,000, 
including 711,000 passenger cars and 
207,000 trucks and buses—an in- 
crease of 3.8 percent over 1959. 


Total gasoline consumption in 
960 was estimated at 655,461,000 
8allons, an increase of 4.8 percent 
Over 1959, 


Local dealers, in spite of reports 
that car sales are slowing up in 
Some parts of the country, are con- 


fident that their sales will be good 
during 1961. 









* Started in 1953 with only a $500 bankroll— Bear 
Jobber helped arrange a 5-year loan. 


* In 1956, Byrd Brothers paid off entire loan. 


* In 1959, they owned $28,000 worth of Bear Equipment, 
plus a modern 50 x 120’ building and their own homes. 


* Both were graduates and top students of the Bear 
Training School in Rock Island, Illinois. 


* Byrd’s offer ‘‘while-you-wait’’ service—take jobs 
others can not handle. 


* Rely on Nationally Advertised Bear Signs on their 
building and on their trucks to bring in new business. 


* Grossed $42,000 in 1959 with only three Bear Racks. 
* They now have four Bear Racks and five employees and 
are planning for more Bear Equipment. 


See us at the 1.A.S.I. Show—Beoths No. 142-148 
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“pitted” under the particles of soot. 

During the trial, the lawyer 
argued that the petroleum company 
could not be liable to Lund because 
the company was not negligent in 
its operations; but that, on the 
contrary, it had exercised due care 
to prevent damaging substances 
leaving its smoke gtack. 

Nevertheless, the jury held Phil- 
lips Petroleum liable in full dam- 
ages to Lund. The higher court ap- 
proved saying: 

“To permit one who suffers in- 
jury from something under the 
control of another, which ordinarily 
would not cause injury except for 
the other’s negligence will sustain 
a finding of negligence, even though 
there be countervailing evidence, If 
the courts were ready to override 
jury verdicts whenever they dis- 
agreed with them, the right of trial 
by jury would be effectively abro- 
gated.” 
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TO WORK FOR YOU! 
The Byrd Brothers success story 


GO BEAR vou 


Catalogs on the following Bear Equipment: 
OD Wheel Alinement Services 
C0 Wheel Balancing Services 
NAME 
COMPANY. 
ADDRESS 
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Tucson’s Beaudry 


Has Last Laugh 


TUSCON.—When S. M. Beaudry 
moved his dealership to 847 N. 
Stone Ave. 20 years ago, a lot of 
people felt he was inviting doom. 
Today it is “Automobile Row.” 

Recalling the past two decades on 
the occasion of his 20th anniver- 
sary, he said “everybody thought I 
was crazy when I came out to this 
part of town.” The firm, Beaudry 
Motor Co. (Chrysler-Imperial- 
Plymouth), is the city’s second old- 
est new-car outlet. 

In 1941, Beaudry said, the firm’s 
new and used-car volume totalled 
$248,000. In 1960 the total has sky- 
rocketed to about $2 million, he 
added. His son, Lee J. Beaudry, 
heads the firm now, while’ the elder 
Beaudry is chairman and vice- 
president. > 





2 brothers parley $500 into BIG BUSINESS 


Good Training and a Jobber’s faith pay off! 


PUT THE BEAR SUCCESS FORMULA 


is not unusual. Bear has a 


complete file of many, many more. All have three things in 
common: The riGHT equipment, the rIGHT operator training, 
and the ricuTt business-building promotion by tying in their 
signs with Bear’s National Advertising in the Saturday Evening 
Post. Bear provides all three essentials to success... it’s as simple 
as that! The Bear Success Formula can be tailored to your 
individual needs—your local Bear Jobber and Bear Representa- 
tive will be glad to explain how. If you would like to read the 
complete story of the Byrd Brothers operation and others like 
it, fill in and mail the coupon below Topay! 


MAIL THIS COUPON FOR LIVING PROOF THAT WHEN YOU 


GO RIGHTS 


BEAR MFG. CO., Dept. A-10, Rock Iisiand, lilinois 


Without cost or obligation, send me the actual “Success Formula’ Stories and 


0 Frame and Body Straightening 
OD Heavy-Duty Truck Servicing 
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mWaalesstelxey (O an Indian who wants to be Chief 


You’re sales manager or general 
manager of a going dealership. You 
are long on experience and ambition, 
and you’re a hard worker. That makes 
you the kind of man we want to talk 
to. Because Dodge has a lot going 

for people just like you. 


Dodge is coming up fast in the 
booming compact and low-price fields. 
Proof: We’ve just finished the most 
successful year in Dodge’s 46 years. 


We have a single line of compacts, 
standard-size cars, and trucks that 
covers as broad a range as there is. 
And in the Dodge Dart we have a car 
that, among its many advantages, 
enjoys a higher resale value than 
either Ford or Chevrolet. You can 
check that in your NADA bulletins. 


Under the Dodge Market-Programmed 
Sales Agreement, the number of 
Dodge Dealers is strictly controlled. 
This makes possible more unit sales 
and profit opportunity per dealer 

in any given area. 


At present we have a limited number 
of choice locations open. And we’re 
ready to give this kind of help to 
successful Sales Agreement appili- 
cants: Up to 75% of the capital needed 
to get them started. Help in hiring 
and training a sales and service 
organization. And professional 

advice on problems of advertising, 
merchandising, financing and 
inventory development. 


If you’re anxious to leave the ranks of 
the Indians and become a chief 
yourself, and if you think you’ve got 
the qualifications to be a Dodge 
Dealer, do this. Sit down right now and 
write,to: John B. Naughton, General 
Sales Manager, Dodge Division, 

7900 Joseph Campau, Detroit 11, 
Michigan. Tell him all about yourself 
and the size market that interests 
you. You'll hear from him soon. 


Canadian inquiries should be addressed to: 
A. L. Hancox, Director of Sales, 
Chrysler Corporation of Canada, Ltd., Windsor, Ontario. 
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Bigg est Ad Push Ever Is Geared to ‘Progress-Sharing’ ous 


AMC Goes All Out on Bond Plan 


By Robert M. Lienert 
Associate Editor 


E heaviest, most insistent ad- 

vertising and promotion push 
in American Motors history is 
being lavished on the customer 
Fred 
W. Adams, sales 
told 
News 


progress-sharing plan, 


manager, 
AUTOMOTIVE 
last week. 


may be needed 
the United States 
savings bond re- 
bates to custom- 
ers are to be con- 
tinued this month. 
In December, 
the first month of 
the program, retail sales rose more 
than 10 percent above the year-ear- 
lier period, qualifying 34,324 cus- 
tomers for $25 bond rebates. 


In the first 10 days of January, 
however, retail. sales ran 24.6 per- 





Fred W. Adams 





And every 
ounce of effort 






cent below the year-ago period. A 
mighty sales spurt will be needed 
to put January into the rebate 
class. 
* * * 

Ana professes no worries 

about January sales, however. 
December went over the top with 
only two weeks of rebate promotion 
at the end of the month, 

And when the rebates were an- 
nounced, he said, a big push was 
provided. The rebates brought 
ocal-angle news stories in just 
about every newspaper in the 
country, he said, which in turn 
stirred up consumer interest and 
provided a high-powered hypo 
for Rambler dealers, 

“The dealers are really warming 
up to the rebate idea,” Adams said. 
“Actually, the program is just be- 
ginning to roll in the big dealer- 
ships. Small dealers always get 
going more quickly on these 
things.” 

Dealers have stepped up local ad- 








Ask yourself... 
THESE SIX QUESTIONS 
about INTERCOM and SOUND 





CAN IT HELP ME SELL MORE CARS? 
Executone-equipped salesmen get in- 
formation from other departments 
quickly . . . close sales faster. Back- 
ground music creates a pleasant, re- 
ceptive atmosphere. 











CAN IT GIVE ME BETTER CONTROL? 
The Executone-equipped Dealer has 
more time to manage...to merchandise 
... for new and used car sales, service. 


CAN IT ELIMINATE BOTTLE-NECKS AND 
CONFUSION? Roving personnel are 
quickly located . . . jobs flow through 
smoothly . . . car jockeys are efficient- 
ly dispatched . . . with Executone. 













CAN IT HELP ME MAKE MORE SERVICE 
SALES? Dealers, large and small, re- 
port 20% to 50% increases in custom- 
er labor sales with Executone Systems 
... delivery times are easier to meet; 
satisfied customers keep coming back. 








CAN IT KEEP MY MECHANICS WORKING 
FULL TIME? Executone intercom with 
remote reply lets mechanics answer 
inquiries without moving . . . obtain 
parts or tools without stopping work. 






CAN IT ADAPT ECONOMICALLY TO MY 
SPECIAL NEEDS? All the above 
Executone benefits can be tailored to 
your own way of operating... 
Executone Systems can be expanded or 
modified to meet changed conditions. 





Get all the facts on Executone’s profit-building extras. Learn about 
Executone’s unusual services: no-cost communications survey of 
your operation . . . full installation responsibility . . . instruction 
of your personnel . . . maintenance on your premises . . . full-year 
guarantee. Mail this coupon today! 


GOOD-WILL, AND PROFITS. 
Name 
Firm. 


Address. 


VOCUOME cowrsr» snd SOUND svsrEus 


Dept. Y-6, 415 Lexington Avenue, New York 17, N. Y. 
Please send me your booklet on HOW TO INCREASE AUTO SERVICE SALES, 











Re ee one 
(in Canada: 331 Bariett Avenue, Toronto) 
ee ee ee ee ee | 


State. 





vertising campaigns tremendously 
to spread the story of December 
rebates and to paint the possibili- 
ties for January. The factory is pro- 
viding dealers with technical as- 
sistance on advertising and local 
publicity. 
+ 8 + 


eC factory efforts involve 
an incentive for salesmen and 
an attempt to turn bond-receiving 
customers into bird dogs. 

The sort of snowballing effect 
that Adams hopes will result 
from all this furious activity may 
yet boost January retail sales to 
a level required for rebates, 

The new incentive program for 
salesmen was explained at zone- 
level meetings in mid-January. 
Adams sounded a bit apologetic 
about the salesmen’s gatherings. 

“We try to discourage meetings,” 
he said. “We feel the salesmen 
should be out selling Ramblers, in- 
stead.” 

+* * * 


At THE meetings, AMC announc- 
ed that the salesmen’s incen- 
tive program was taking effect as 
of the meeting date and would con- 
tinue through the bond-rebate pe- 
riod, which is scheduled to end 
March 31. 

In this program, “mystery 
shoppers” will visit Rambler deal- 
erships. Salesmen who tell the 
“proper story” on the product and 
on the bond program will re- 
ceive merchandise prizes. 

Under the factory bird-dog 
scheme, cards going out with bonds 
ask the recipient to provide names 
and addresses of four persons 
whom he considers potential new- 
car buyers. 

Names submitted are passed 
along by the factory to the appro- 
priate dealerships, Spot checks, 
Adams said, show that names being 
submitted are surprisingly “hot” 
prospects. 

od * * 


~— bond mailing is presenting 
a certain amount of headaches, 
Adams said, stemming mostly from 
difficulties with correct addresses 
and names. From past experiences, 
he said, AMC anticipates an error 
of 8 to 12 percent on direct mailings 
to customers, 

One of the errors already un- 
covered in the bond mailing was 
of an unexpected nature, how- 
ever. A woman wrote to the fac- 
tory, enclosing a $25 bond, She 
explained that she had received 
two bonds, although she had pur- 
chased only one Rambler, and 
was therefore returning one bond. 

This kind of error, Adamg inti- 
mated, was good business for Uncle 
Sam; not so good for AMC. 

A pleading phone call from a cor- 
poration also had been received, he 
said. 

The caller. explained that execu- 
tives of the corporation, which had 
purchased a Rambler in December, 
had been unable to figure out how 
to accept such a rebate bond with- 
out fouling up their bookkeeping. 

The unnamed corporation’s plea: 
“Please, please don’t send us tie 
bonds.” 


—® 
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Inside 'Utopia’'— 


This cutaway view of the “Utopia,” de- 
signer Brooks Stevens’ fuel-cell car of the 
future, shows the flexible seating arrange- 
ment and the front and rear luggage com- 
partments. The seats can be moved to any 
position or even eliminated if desired. 


Car 


Goodyear Sales, 


Earnings Drop 


AKRON.—Sales of Goodyear Tire 
& Rubber Co. during the first nine 
months of this year were slightly 
below the level of the correspond- 
ing period a year ago and earnings 
were lower, E. J. Thomas, chair- 
man, announced. 

Both sales and earnings were the 
second highest in the history of 
the company for this period, being 
exceeded only by the record results 
in 1959, 

Consolidated net sales for the 
nine months were $1,184,526,548, a 
decrease of 1.6 percent from the 
previous record of $1,203,521,622 set 
in the similar period of last year. 

Net income for the first nine 
months to $52,899,557, a decrease of 
10.2 percent from the $58,917,842 
earned in the first three quarters 
of 1959. 


Powered by Fuel Cell 


Is Within Sight, SAE Told 


DETROIT. — Development of a 
fuel cell for autos, to replace the 
present gasoline-engine propulsion, 
is within sight, industrial designer 
Brooks Stevens told the Society of 
Automotive Engineers Internation- 
al Congress and Exposition in De- 
troit. 

He said two immediate benefits 
will result: 

1. Auto manufacturers will be 
able to provide a low-priced, high- 
volume mass-produced vehicle 
containing all the “breakthrough” 
improvements that today are only 
a vision. 

2. The American buyer will be 
able to own and operate an auto 
which today he can only imagine, 
and which if it could be purchased 
new would be prohibitively costly. 

The target date for the car, based 
on Detroit’s own research and long- 
range plans, is “sometime in the 
1970s,” said Stevens, who has a 
penchant for building and restor- 
ing cars. 

Stevens, whose auto clients in- 
clude Willys and Willys-Overland 
do Brasil, S. A. said the fuel-cell 
concept in vehicles could bring in- 
itial tooling costs down to a mini- 
mum, will allow for a broad range 
of models and identities, and will 
make it possible to cover the total 
needs of “good clean ground trans- 
portation for all people.” 

“A wholly new architectural 
and construction concept will 
come under inspection of the auto 
buyer in the 1970s,” he said, “The 
term ‘motorist’ itself will be ob- 
solete; the car in fact will con- 
tain no engine as we know it 
today.” 

Fuel cell will produce motion 
without smoke or noise, will have 
fewer moving parts and result in 
infinitely less wear, Stevens con- 
tinued. A cartridge-like replace- 
ment for today’s engine will elimi- 
nate blown gaskets, grinding of 
valves, replacing of piston rings, 
he added. 

The interior wil] feature a flat 
floor (no transmission or driveshaft 
hump), will provide individually 
operated bucket seats (containing 
high viscosity silicon fluid, self- 
molding to the contour of each pas- 





The ‘Utopia,’ Car of the: Future— 
This is @ front view of the 1970 “Utopia,” a car of the future as visualized by| centers. He said that for as little 
Brooks Stevens, indusirial designer. The car has a 120-inch wheelbase and is powered| as $200 to $300, a garage operator 


by a fuel cell. The absence of “A” pillars provides an unobstructed view for the driver. 


A horizontal “light bar" replaces today’s conventional headlights. 


senger) to eliminate vibration, will 
swivel in all directions and recline 
individually, Stevens said. 

Headroom inside will be provided 
for the tallest passenger who will 
sit in a chair-height seat, will be 
able to slide open a telescopic roof 
to invite sun exposure inside or can 
load his vehicle from the outside 
through this opening in a quick 
transition to station wagon or pick- 
up truck, he added. 

“Manufacturers will be able to 
build a _ not-so-compact ‘com- 
pact, on a 110-inch wheelbase 

without the long frontal engine 
compartment and long after 
deck, allowing for a symmetry of 
form,” he said. 

“The car makers will also be 
able to build short functional quar- 
ter panels, to be used fore and aft 
as identical stampings, moldings or 
die castings in steel, aluminum, 
magnesium or fiberglass. Doors can 
be interchangeable, as can bump- 
ers. Rocker panels of a rubber-like 
plastic will eliminate the present 
rusting out of sheet metal strips.” 

Other features for manufacturer 
low-cost production, he said, are 
windshields which can be used as 
rear windows also, and front and 
rear luggage areas which will have 
interchangeable covers, 

“A simple horizontal bar of light 
replacing headlights will reach 
across the car, front and rear, with 
pigmented red for warning lights,” 
Stevens said. “The dash board will 
become a simple instrument panel 
containing only meters to record 
how fast and how far the driver 
travels. Air conditioning will be ac- 
tuated by the same fuel cell.” 


Miss. Faces Delay 
In Enforcement 


Of Inspection Law 


YAZOO CITY, Miss.—Mississippi 
is scheduled to begin its drive for 
safer highway conditions on April 
1, when all state motorists will be 
required to put their autos through 
safety checks. 

State Rep. Robert E. Scribner, 
however, said many administrative 
functions will be required before 
the law can be enforced, and it is 
probable that the law will not be 
enforced until July. 

Auto operators will be required 
to have their cars inspected before 
they will be issued licenses under 
a law passed by the 1960 Legisla- 
ture. Auto owners will pay $1.25 
for the checks, and an estimated 
1,000 private garages are expected 
to qualify as inspection centers. 
One dollar of this amount will go 
to the inspection center and 25 
cents to the state. 

At first, annual safety checks 
were planned, but Scribner said an 
effort probably will be made to in- 
crease the number to three and 
possibly four a year. 

R, L. Morgan, State Highway 
Patrol director of motor vehicle 
inspections, has denied charges 
that only the bigger garages will 
be able to qualify as inspection 


will be able to install the necessary 
inspection equipment. 
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PV-544 2-Door Sedan. Famous through- 
out the world for sports-car performance 
plus family-car convenience. Rugged, de- 
pendable, economical to run. Comes in 
three models. 











VOLVO 


Cash in on complete 
’61 line featuring 


sensational new 
P-1800 Sport Coupe! 


HIT OF 


with the P-1800! 


the road today. 





VOLVO 10-POINT DEALER PROFIT PLAN 


1. Complete range of models. The 1961 
Volvo line offers three 2-door sedans, “one 
4-door sedan, the 210 station wagon, and 
the new P-1800 sport coupe. 


2. Among top five imports. Volvo ranks 
among the first five in imported car sales 
per dealer. 


3. Coast-to-coast parts & service. Volvo 
stocks an abundance of parts in strategic 
locations all over the country. 


4. Competitively priced. Many features 
which come as standard equipment on 
Volvo cost “extra” on other cars. For ex- 
ample, at no extra cost Volvo comes with 
heater & defroster, electric windshield wip- 
ers, directional signals, white side-walls, 
cigarette lighter, tool kit, and more. 


5. Territorial protection. No unfair compe- 
tition, no crowding of dealers. Open-point 

ealer development based on R. L. Polk 
county registrations. 


. Superb Swedish engineering. Every- 
ng about Volvo says quality, craftsman- 
Ship, engineering skill. For example: weath- 


er-tight construction throughout . . . zero 
to 50 in 10 seconds flat . . . outstanding 
roadability . . . 28 to 32 miles per gallon... 
seven coats of enamel ... 17 cu. ft. of trunk 
space ... beautiful interior appointments. 


7. Fast-growing popularity. Volvo delivers 
what people demand in a car: economy & 
quality; comfort & convenience; safety & 
protection; pleasure & performance; pride 
of ownership in how it looks and drives. 


8. Rally & race track records. Brilliant 
performances at Lime Rock, Sebring, Day- 
tona Beach, and elsewhere here and abroad 
add to Volvo’s reputation as a superbly 
well-built car. 


9. Heavy advertising & sales promotion. 
During 1961 Volvo will back up its dealers 
with the largest advertising and promo- 
— campaigns ever put behind the Volvo 
ine! 

10. Add Volvo for profits. With a small in- 
vestment, you can add Volvo to your pres- 
ent franchise and realize extra profits with- 
out increasing your overhead. 


THE SHOW! 


The new Volvo P-1800 Sport Coupe stole the show at this 
year’s Automobile Show in New York! Auto expert Robert 
Fendell of New York’s World-Telegram and Sun said: “.. . has 
that $15,000 hand-crafted look about it.” And yet, the P-1800 
will sell for less than $4,000. You can hit the sales jackpot 


122-S Deluxe 4-Door Sedan. Luxury and 
beauty in a roomy 4-door sedan that’s got 
all the pep and power Volvo’s so famous for. 
The Volvo 122-S is one of the best buys on 









210 Station Wagon. Volvo performance 
and economy plus station-wagon conven- 
ience! The 210 features new Volvo four- 
speed transmission; one-piece windshield 
and roll-down windows; new padded in- 
strument panel. A real family bargain. 


VOLVO DEALER FRANCHISES STILL OPEN IN KEY MARKETS — 
INCLUDING SOME METROPOLITAN AREAS. SEND COUPON TODAY! 


MAIL COUPON TO VOLVO DISTRIBUTOR NEAREST YOU 


Swedish Motor Import, Inc. Auto Imports, Inc. 
452 Hudson Terrace 3301 W. 12th St. 12925 Riverside Drive 


Englewood Cliffs, N.J. Houston 24, Texas Sherman Oaks, Calif. 


Gentlemen: Please send me the full story on a Volvo Dealer Franchise—in confidence 
and without obligation. 


Volvo Distributing, Inc. 


Name 





Firm & Position 
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Ford Seeks 100 Pct. of English Affiliate .. . 





The Best Way to Make Money 


By Kenneth C. Kelley Jr. 
Staff Writer 


HEN Ford Motor Co, moved to 
increase its interest in Ford of 
England from 54.6 percent to 100 
percent, the most-often-heard ques- 
tions were: “Why does Ford have 
to own the company outright? 
Isn’t a majority interest enough?” 

The answer is fairly simple: 
Buying out the minority interest 

in Ford of England is the best 

way the American company can 
think of right now to make 
money. 

There are other considerations, 
of course. The reasoning behind 
the decision to buy out the minor- 
ity stockholders is complex. But it 
all adds up to one thing: Ford Mo- 
tor’s directors feel that buying up 
Ford of England is the best road 
to profits available to the com- 
pany. 

Over the years, Ford Motor has 


PORTABLE 


made a fortune in profits. A part 
of these earnings have been paid 
out in dividends. The rest remain 
with the company to be reinvested 
in the business. It is up to the di- 
rectors to pick out the areas where 
the investment of these retained 
earnings will produce the most in 


new profits. 
*” a * 


— many years after World 
War II, the proper course was 





Storke Takes Over Reins 
Of Rappahannock Dealers 

RAPPAHANNOCK, Va.—W. S. 
Storke, Newton-Storke Ford Co., 
has been elected president of the 
Rappahannock Automobile Dealers 
Assn. 

Frank Silvey, Beck Chevrolet 
Corp., is vice-president and David 
King, Associates Discount Corp., is 
secretary-treasurer. 
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KEY CONTROL FOR 24/36/48 CARS 


Hangs up—locks in desk—goes with you for 

selling. 

Any position keys safe—can't fall off. 

Large number on key tag matches same on 
nel and car sticker. 
at. lock—release holder for easy removal and 


replacement of keys. 
Pilfer-proof—no mix-up or tangle of keys. 
Glance tells what keys are out. 


Pat. clip-board back for writing notes/orders. 


Order Direct from 


A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 

48 Keys—Silver or Gold 

36 Keys—Silver or Gold 

24 Keys—Silver or Gold . ..... 

Add $6.75 for Cabinet with padlock. 
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Jobbers write for prices. 


INC. 


fairly obvious, Ford spent all it 
could lay its hands on and even 
borrowed some money to put up 
modern facilities to supply the 
American automotive market that 
exploded between 1945 and 1955. 

Ford hasn’t said it in so many 
words but factory statements in 
the last few years have indicated 
that the company feels it is just 

about set with facilities to supply 
the American market for the fore- 
seeable future. 

Still the profits roll in and the 
directors must find ways to use 
them wisely. 

Developments in the world auto- 
motive market have provided an 
answer, While the growth in the 
American automotive market has 
tapered off in the last five years, 
the world market has _ exploded. 
What’s more, those who watch the 
world market expect it to continue 
growing at a rapid rate through 
the foreseeable future. 

* 


* * 
oo bluntly, Ford Motor 
wants to buy up Ford of Eng- 


land to get a bigger piece of the 


action in the area of the automo- 
tive market where the growth is. 


In 1950, American car production 


totalled 6.7 million units. In 1960, 


the industry turned out 6.7 million 


cars. This is hardly a report on a 
growing industry. 


True, production shot more 
than a million units above the 
6.7-million figure in 1955. The 
decade of the ’50s also produced 
some years when production fell 
welt below the 6.7-million mark, 
Car production in all countries 


with the exception of the United 





OFFICIAL 
WHOLESALE 


VALUES 





(Actual Size) 


For All Domestic Cars 


Past 7 Years 


EVERY 15 DAYS! 


Now dealers, salesmen, adjusters can carry in their shirt pockets CURRENT up- 
to-the-minute used car market values (for their area) of all passenger cars 


for the past 7 years! 


NATIONAL'S New MARKET VALUES book, 24 times yearly gives you accurate, 
impartial trading values of all used cars ... puts wanted wholesale values at 


your finger-tips. 


Since 1911 RED BOOK has supplied the automotive industry with needed sta- 


tistics . 


Refund basis. Order your subscription today. Quantity rates on 
request. 


mena SCO Op 


.. and offers every NATIONAL service on a 30 Day Trial 
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YEARLY 


900 South Wabash Ave. 


Chicago 5, lilinois 









Simca Signs Dealer— 


Len Sheridan, Inc., Santa Monica, Calif., 
has become a Simca dealer. The dealer- 
ship will expand its sales and service op- 
erations with the addition of Simca. Leon- 
ard N. Sheridan, right, is the dealership 


president. With Sheridan are Bernie 
Bishop, left, dealership vice-president, and 
E. L. Frank, Simca western area sales 
manager. 


States and Canada totalled 1.1 mil- 
lion units in 1950. Last year’s pro- 
duction is estimated at 5.2 million 
units, a fivefold increase in a dec- 
ade. 
* * * 
as are a number of good 
reasons to believe that this ex- 
plosion of demand for cars in coun- 
tries outside of the U. S. will con- 
tinue. For one thing, the auto 
market around the world is no- 
where as near being saturated as 
the market in the U. S. 

In the U. S., there is one vehicle 
on the roads for every 2.5 persons. 
In Canada, it is 3.6 persons per ve- 
hicle. In Australia, it’s 3.8; England 
and Scotland, 10.6, and West Ger- 
many, 15.2. In all Latin America, 
there are 50.2 persons for every 
vehicle on the road. 

Some of the figures don’t look 
much different from that quoted 
for the U. S. However, it would 
take a 50-percent expansion of 
the Australian vehicle market to 
put it on a par with the level of 
vehicle usage in this country, 

A number of factors are coming 
into play that tend to translate this 
potential demand for cars and 
trucks overseas into actual sales. 
Since the war, the worldwide 
standard of living has been making 
strides toward catching up with 
the standard of living enjoyed in 
this country. 

As consumers earn more, they 
have more to spend on such things 
as cars. As governments finish 
meeting the pressing needs of post- 
war reconstruction, they can turn 
to such services as road building. 


* oe oe 

ORD’S play for a bigger role in 

the world automotive market is 
not very revolutionary. All U. S. 
auto makers have had substantial 
interests abroad for years. General 
Motors, even more than Ford, has 
leaned on wholly owned subsidi- 
aries. 

Other foreign operations include 
American Motors’ tieup with Brit- 
ish Motor in England for the pro- 
duction of the Metropolitan and 
AMC’s licensing arrangements for 
production and assembly of Ram- 
blers in foreign countries. 

Chrysler has joined forces with 
Simca of France to in the 
world market, Studebaker-Pack- 
ard has assembly operations 
going in such places ag Chile and 
Israel. 

Another indication of the depth 
of the world market is the fact 
that Willys is still making the 
Kaiser in Argentina, more than 
five years after the car went out 
of production in the U. 8S. 

e o a 


yorarw up all of the Ford of 
England stock gives Ford 
Motor a number of other advant- 
ages in addition to increased earn- 
ings, although most of the added 
advantages are tied in with making 
more money. These advantages in- 
clude: 

1. The owners of the minority in- 
terest in Ford of England had to 
be considered in any move planned 
by the company, There were two 
representatives of the minority 
stockholders on the board, Now, 





Ford of England will have only 
one boss, 

2. Ford Motor and Ford of 
England have been two separate 
eompanies, with Ford Motor hap- 
pening to be the owner of much 
of Ford of England’s stock, The 
unified company will be free of 
any antitrust and cartel objec- 
tions that might hit if the two 
separate companies worked to- 
gether too closely. 

3. The worldwide market for ve- 
hicles has turned a bit slow lately 
while competition between all for- 
eign. and U. S. auto makers has in- 
creased. Anything that helps 
strengthen Ford of England will 
help it meet these new facts of the 
marketplace. 

+ od € 

cr IS always possible that a sales 

pinch might some day put Ford 
of England in a position where it 
would want to skip a dividend. It 
would be easier to get Ford Motor 
to accept this fact than the aver- 
age minority stockholder. 

4. There is no doubt that lower 
wages and other costs cut the ex- 
pense of producing cars in coun- 
tries outside the U. S. such as 
England. Where Ford Motor could 
scarcely hope to sell U. S.-produced 
cars in volume on the world mar- 
ket, products of Ford of England 
might be priced to sell well. 

5. There are a number of other 
cost advantages shared by Ford 
of England which Ford-U. S. will 
never enjoy, Products of Eng- 
land enjoy certain tariff advan- 
tages that are denied American- 
made products in the British 
Commonwealth and some Euro- 
pean countries. 

6. There is always the question 
of the small-small car. Reports 
have it that Ford is planning to 
make a car smaller than the Fal- 
con. Some say it will be used in 
an allout assault on the world auto 
market, Other reports have it that 
the car will be imported into the 

U. S. 
$-°* 


| ern has shed little light on its 
plans, if any, in line with the 
industry taboo on speaking of 
plans for new lines. It is certain 
that full ownership of Ford of 
England will be an asset in 
launching any new marketing 
scheme. 

Owners of the minority inter- 
est in Ford of England over- 
whelmingly accepted the offer of 
Ford-U, S. for their stock. Under 
British law, there can be no hold- 
outs—all must sell if 90 percent 
accept an offer for stock. 

Ford Motor offered about $20.40 
for each of 17% million shares of 
Ford of England in the hands of 
the minority holders. This means 
that buying up Ford of England 
cost the American company better 
than $360 million, 

* * *” 
EN the Ford Motor offer was 
announced, there was a hint of 
opposition both in Washington and 
in London. 

In Washington, the worry was 
the effect that spending more than 
$360 million in England would have 
on this country’s balance of pay- 
ments. Heavy spending abroad by 
Americans and the U. S. govern- 
ment without enough spending 
here by foreigners has led to a loss 
of gold stocks by the U. 8. 

For a number of reasons, op- 

position to the move in Wash- 

ington never came to much. 

Even the $360-million figure is 
small when compared to the gold 
outflow figures which sometimes 
run into the billiong in a year. 
In addition, Ford of England 
dividends to Ford Motor will 
tend, over the long haul, to set 
up a gold inflow to compensate 
for the present gold outflow. 

Opposition in England centered 
around the fact that a foreign 
company was taking over the sec- 
ond largest vehicle producer in the 
country. In the end, the deal was 
approved with many British offi- 
cials happy to see those 360 million 
U. S. dollars coming into their 
country. 

Ford of England was owned by 
the American company once be- 
fore. It was set up as a wholly 
owned subsidiary in 1911. 

In 1928, Henry Ford offered 40 
percent of Ford of England's stock 
to the public. The selling price was 
$4.85 a share, well below the pres- 
ent buying price of $20.40 a share. 
Investors offered to buy 20 times 
as much stock as Ford offered to 
sell, 
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| SAFE DRIVING 


AN IMPORTANT NEW 
SERIES ON THE ART, FUN 
AND RESPONSIBILITY OF 
HANDLING TODAY'S CARS 
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Sports 
meal a ite 


nouncing: 
anew 
3-part 
series on 





Far more millions participate in the great American sport of driving 
rt than in any other—more even than the next two put together. 
spo Yet lately, in too many quarters driving has been made to seem at best 
a bore and a chore, and at worst, a hazard and a danger. 
ay SPORTS ILLUSTRATED’S aim in this new series is to engender a confident 
of al i and sensible approach to driving that can put exhilaration and enjoyment 
back behind the wheel, where they belong. 
Beginning in this week’s issue (see miniature pages below) Rodger 
Ward, Jack Brabham, and Pat Moss will sit at the side of the American 
driver and show him (and her, and particularly their children) the racing 
driver's secrets of competent car-handling that can once again make driv- 
ing both safer and more pleasurable for millions. 
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_——— — 
en 








‘IT’S MEANT TO BE FUN’ 

















The 950,000 families who read Sports I.LusTRATED 
could very well be Detroit's most concentrated market of 
enthusiastic new car prospects. Very nearly as many own 
two or more Cars as own one car; they drive an average 
of 17,108 miles every year; their median household in- 
come ($10,835) against their median household head 
age (42) is the most favorable income-to-age ratio of any 


major magazine in the U.S. 


But then, you'd expect that an editorial setting such 
as Sports I..ustratep’s is going to attract active people 
—people who do more, drive more, entertain more, buy 
far more than do ordinary people. And active people make 
active markets: only 4 magazines, in 1960, carried more 
consumer advertising pages than did Spears ILLustTRaATeED. 
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Georgia Seales Lists 5 Guides to Thriving Business . . . 
Licking the Small-Town Problem 


DAWSON, Ga.—One of the oldest | 1927 so ably that he has flourished 


Ford dealers in the country, 79- 
year-old T. K. Cobb sr., quite ob- 
viously has found the answers to a 
big problem: How to run a success- 
ful dealership in a small town 
where customers are limited. 

Dawson has a population of 
5,028 people, according to the 
1960 census. It is located in 
agricultural Terrell County, 
famed for peanut and cotton 
crops, but with a declining farm 
population. 

How has red-haired Tom Cobb 
managed Dawson Motor Co, since 


Wise Estate $176,000 


ROCHESTER, N. Y.—Charles M. 
Wise, 70, a retired Spencerport auto 
dealer, left an estate of $176,827, a 
state tax appraisal showed in Sur- 
rogate’s Court. The widow, Florence 
J. Wise, is executrix and sole bene- 
ficiary. 


while other rural dealers have fold- 
ed? 

Five reasons become obvious 
when you sit down in the Dawson 
offices. 

1. Most important, a customer is 
never let go until he is satisfied 
with the service, 

2. Priority for emergency work is 
given to tourists. 

3. The service department is fully 
equipped. 

4, Employes are loyal and of long 
tenure. 

5. The company contributes to 
every money raising request. 

Though Dawson Motor Co. has 
been in its present location on 
Main St. since 1927, Tom Cobb has 
been a Ford dealer for 43 years. 
Mrs. Cobb is secretary and treas- 
urer, and their son, Kennon, is vice- 
president and general manager. 

Tom tells you: “It’s mighty im- 
portant for the service depart- 
ment and the parts department to 












work together harmoniously. 
Lawrence Rigsby, head of service, 
and Fred Bolton, parts manager, 
do just that, But frankly, our 
customers demand too much, 
Still, we say they are right. 

“Most of our business is done 
with long time friends, neighbors 
and relatives, It’s quite a problem 
to make such a customer under- 
stand where his responsibilities 
take over and ours end, especially 
in a small town where you know 
everyone well. In a city you have 
far more potential customers, Our 
problem is that we must satisfy 
every customer before we turn him 
loose. 

“For example,” he continued, “a 
certain man here always wangles 
a discount, though he doesn’t call 


it that. He finds fault with any ; 
service and any bill, insisting that 


something be deducted, Lots of cus- 
tomers are like that. They won’t 
pay a bill until you reduce it, 

“If a customer is dissatisfied or 
asks too much, We sit down and 
talk it over until we come to a sat- 
isfactory agreement. Though we 
may lose money on that account, 
we find it pays off in goodwill. 

“We do not have customer law 
suits because of this practice,” 
Cobb explained. “Nor do we want 
to use professional collectors. To 

handle delinquent accounts we 
send the person in our company 
who knows the customer best. 

After that person makes an in- 
vestigation, we determine if the 
account is good or bad. However, 
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Veteran to Veteran— 


Fred Bolton, left, longtime manager of 
the parts department of Dawson Motor Co. 
(Ford), hands a part to another Dawson 
veteran, Lawrence Rigsby, service manager. 





Youngstown Assn. 


Asks Hours Shift 


YOUNGSTOWN, O. — The 
Youngstown Automobile Merchants 
Assn. is asking dealers to change 
their hours to coincide with those 
of the downtown stores, according 
to Dick Arnold, who hag been re- 
elected association president, 

He said the downtown stores are 
open from 9:30 a.m. to 5 p.m, daily 
except Sunday, Monday and Thurs- 
day. Monday hours are noon to 9 
p.m. and Thursday from 9:30 a.m. 
to 9 p.m. 

Arnold also said the association 
is planning to merge with the 
Trumbull County dealer group, and 
will urge greater cooperation with 
the Bureau of Good Business Prac- 
tices. 








if the right person contacts a de- 
linquent or slow-paying customer 
in the correct manner, we can 
find out the trouble and make an 


Dawson Mofor's ‘First Team’'— 


T. K. Cobb sr., center, a Ford dealer for 43 years, calls the signals in the operation 
of Dawson Motor Co., Dawson, Ga. Cobb, who is 79, is assisted by son, Kennon, who 
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What do they 


have in common? 








the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s Heap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEaD is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEaD... 
the motor oil that commands uncommon cus- 
tomer Icyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 





adjustment.” 

Dawson is on U.S.-280, a popular 
road from the Midwest to Florida. 
Dawson Motor handles a surpris- 
ingly big tourist business. Such 
visitors are given priority over local 
customers in emergencies, and 
many of the same tourists stop by 
each year. Cobb finds that his pol- 
icy has created much goodwill for 
Ford Motor Co. 

For instance, there was the lady 
whose foreign-built compact broke 
down nearby. She stayed at the 
small motel across the street for 
10 days while parts were ordered 
from Miami, Atlanta and the fac- 
tory warehouse. Upon leaving she 
said: “I may never see you again 
but I hope I shall.” 

Two winter seasons later she 
stopped in a new English Ford to 
say hello. “I bought this model be- 
cause I love small cars and because 
I liked your Ford service,” she 
said, 

Dawson Motor draws customers 
from a 30-mile radius, at least, said 
Bolton. “Another dealer in a near- 
by town may have equipment for a 
front-end alignment but not a 
glass-cutting machine,” he said. 
“You can see that we have a com- 
plete service department with body 
shop, motor overhaul facilities, etc. 
We get lots of big jobs for that 
reason.” 

Bolton and Rigsby are but two 
of the employes who’ve been there 
a long time. 

Mrs. Cobb explained the firm’s 
attitude toward solicitations. “We 
never turn down an organiza- 
tion’s request for funds,” she 
said. “We give something to 
every cause because we like to. 
Its also good business and a 
form of advertising. We are a 
Part of our community and we 
want to have an active role in it. 

“Recently, Kennon travelled at 
our expense to help get a new in- 
dustry in Terrell County. He’s a 
member of the Terrell County De- 
velopment Authority. This group 
played an important part in se- 
curing a new million-dollar indus- 
try, a branch of Yale Rubber Mfg. 
Co. of Michigan. In fact, all of us 
helped in little ways. I took the 
wife of an official to dinner at our 
home and thoroughly enjoyed talk- 
ing antiques with her.” 

Commenting on the 12-12 war- 
ranty. Tom Cobb said: “Actually 
those guarantees and services have 
been in our policy, The difference 
is that now the customer knows it 
and is keen about it. It’s best for all 
automobile dealers to have the war- 
ranty and for the public to know 
what to expect. 


is vice-president and general manager, and his wife, who is secretary and treasurer. 


Auto Credit Total Drops 
For 2nd Month in Row 


WASHINGTON.—The volume of 
auto credit outstanding fell by $25 
million during November to reach 
$17,967 million by month’s end, the 
Federal Reserve Board reported. 

It was the second straight 
month in which the credit total 

has fallen. In October, the dip 
was $29 million. However, in the 

last year, auto debt of consumers 
has increased by $1,334 million. 

The figures are the first in a new 
series from the FRB and are not 
directly comparable with those 
published earlier. 

All forms of consumer install- 
ment debt, with the exception of 
auto credit, increased during No- 
vember. Total installment debt 
went up by $112 million during the 
month to reach $42,703 million by 
the end of the month. 

Auto credit extended in Novem- 





Buick Show Car— 


Custom decorated by the American Insti- 
tute. of Decorators, this Buick Carib Coupe 
features an exterior finish in porphyry, 
hand painted in blues, greens, pink and 
gold in a pattern created for the car by 
institute members. The interior features 
white leather seats with floral printed sail 
cloth insets; turquoise blue interior side 
walls and blue carpeting. The car is one 
of two custom-decorated cars Buick plans 
to exhibit throughout the country. The in- 
stitute also presented Buick with a citation 
for “distinguished car design and outstand- 
ing contribution to interior comfort." 


ber amounted to $1,364 million, 
compared to $1,407 million in Oc- 
tober and $1,312 million in Novem- 
ber of last year. 

Consumers repaid $1,389 mil- 
lion in auto credit in November. 

Of the auto credit outstanding on 
Nov. 30, banks had extended $8,087 
million, unchanged during Novem- 
ber but a gain of $702 million in 
the last year. 

Finance companies held another 
$7,757 million of the auto paper, 
down $39 million during November 
but $369 million more than they 
held a year earlier. 

Other financial institutions had 
extended $1,606 million of the 
total, up $15 million in November 
and a gain of $240 million in the 
last year. 

The remaining $517 million in 
auto paper was held by auto deal- 
ers, off $1 million during the month 
but up $23 million in the last year. 
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NAAA or National Auto Auction Association proves to automobile 
dealers nearly every day of the week that there are far more benefits at an 
NAAA Auction than ever believed possible. NAAA really puts meaning in 
the words ACTION and SERVICE! The entire Association is put to work 


to help you, the dealer, sell or buy whatever inventory is needed . . . whatever 













specific cars and models desired. NAAA Members work for you all through the 


week, informing you of available cars and listing those you may wish to sell. 
You profit daily through NAAA Members, whose high standards and dedicat- 


ed service to car dealers, have developed the highest volume business in his- 


tory! Visit your NAAA Auction Member soon. 


ALABAMA 

Cofield’s Auto Auction 
Alabama State Fair Grounds 
Birmingham (Thursday) 
Dixie Auto Auction 

217 Gadsden Highway 
Birmingham (Monday) 

The Auto Auction 

Traffic Circle South 

Dothan (Wednesday) 


ARIZONA 

Phoenix Auto Auction 
2201 Westward Blvd. 
Phoenix (Wednesday) 


CALIFORNIA 


Fresno Auto Auction 
3300 N. Webber Ave. 


Los Angeles Auto Auction 
8001 E. Garvey 

So. San Gabriel (Tuesday) 
Oakland Auto Auction 

10121 East 14th St. 

Oakland (Wednesday) 
Sacramento Auto Auction 
4304 W. Capitol Ave. 

West Sacramento (Thursday) 


COLORADO 


Colorado Auto Auction 
4285 S. Santa Fe Dr. 
Littleton (Tuesday) 


CONNECTICUT 


Southern Auto Sales 
Rt. 5 


Warehouse Point (W ednesday) 


FLORIDA 


St. Pete Auto Auction 
Pinelas County Airport 
St. Petersburg (Tuesday) 


West Palm Beach Auto Auction 


Palm Beach Fairgrounds 
West Palm Beach (Thursday) 


GEORGIA 


Dixie Auto Auction 
1040 Brady Ave., N.W. 
Atlanta (Tuesday) 


Tom Hewitt Auto Auction 

U. S. Highway 41, South 
Valdosta (Friday) 

Middle Georgia Auto Auction 
4459 Broadway 

Macon (Wednesday) 


ILLINOIS 

Arena Auto Auction 

8486 S. Chicago Ave. 
Chicago (Tuesday) 

Greater Chicago Auto Auction 
7750 S. Cicero Ave. 

Chicago (Thursday) 


Hugh James Auto Auction 
2995 N. Jasper 
Decatur (Tuesday) 


INDIANA 

Dyer Auto Auction 

641 Joliet St. (Rt. 30) 
Dyer (Friday) 
Evansville Auto Auction 
2229 S. Kentucky Ave. 
Evansville (Thursday) 


Fort Wayne Speeaway Auction 


220 W. California Rd. 
Fort Wayne (Tuesday) 
Indianapolis Auto Auction 
4300 West 10th St. 
Indianapolis (W ednesday) 
Midwest Auto Auction 
2202 W. Raymond St. 
Indianapolis (Tuesday) 
South Bend Auto Auction 
1208 E. McKinley Ave. 
Mishawaka (Wednesday) 


IOWA 

Central States Auto Auction 
211 S. Delaware 

Mason City (Wednesday) 


KENTUCKY 

Fred Brown’s Auto Auction 
2240 Bridge St. 

Paducah (Tuesday) 


LOUISIANA 

Capite Auto Auction 
4365 Florida Ave. 
Baton Rouge (Friday) 


MARYLAND 


Bel Air Auto Auction 
U. S. Highway 1 
Bel Air (Thursday) 


MASSACHUSETTS 


Concord Auto Auction 
Hosmer Street 
Acton (Tuesday and Friday) 


MICHIGAN 


Aptco Auto Auction 
19241 Dix-Toledo Highway 
Melvindale (Wednesday) 


Flint Auto Auction 

3711 Western Rd. 

Flint (Wednesday) 

Motor City Auto Auction 

18310 Telegraph Rd. 

Detroit (Monday and Thursday) 


MISSOURI 

Floyd Hauhe Auto Auction 

1200 St. Charles Rack Rd. 

St. Louis County (Friday) 

Johnny Wood's Auto Auction 

6200 Independence Ave. 

Kansas City (Tuesday) 

166 Auto Auction 

U. S. Highway 166 

Springfield (Mon. & Thurs.) 

Kansas City Automobile 
Auction Co. 

1100 Elmwood 

Kansas City (Wednesday) 

St. Louis Auto Auction Barn 

3807 Easton Ave. 

St. Louis (Friday) 


NEBRASKA 





ALL CHECKS 
AND TITLES 
GUARANTEED! 


NAAA auto auctions 


emphasize 


ACTION, © 
SERVICE, 
PROFITS 


co tere a 









NAAA MEMBERS ARE ALWAYS DEPENDABLE . . . ALWAYS AT YOUR SERVICE! 


Montpelier Auto Auction 


Midwest Dealers Auto Auction Route 28 


919 S. 72nd St. 
Omaha (Thursday) 
Omaha Auto Auction 
195th Dodge 

Omaha (Tuesday) 


NEW JERSEY 

National Auto Dealers 
Exchange, Rt. 206 South 

Bordentown (Wednesday) 

Skyline Auto Auction 

Route 46 

Caldwell Township (Thzrs.) 


NEW YORK 

Tim Anspach, Inc. 

1906 Central Ave. 
Albany (Monday) 
Banksville Auto Auction 
Bedford-Banksville Rd. 
Banksville (Tuesday) 
Syracuse Auto Auction 
La Fayette (Wednesday) 
Thruway Auto Auction 
2224 Union Rd. 

Buffalo (Tuesday) 


NORTH CAROLINA 
E. M. Stafford, Inc. 
2615 Wilkinson Blvd. 
Charlotte (Wednesday) 


NORTH DAKOTA 

Tri State Auto Auction Co, 
3041 Front St. 

Fargo (Thursday) 


OHIO . 

A-1 Auto Auction 

707 Waterloo Rd. 

Akron (Tuesday) 

Capital Auto Auction 

Ohio State Fairgrounds 
Columbus (Thursday) 
Dayton Dixie Auto Auction 
5345 North Dixie 

Dayton (Monday) 


Montpelier (Monday) 


OREGON 

Portland Auto Auction 
5035 N. E. 82nd Ave, 
Portland (Tuesday) 


PENNSYLVANIA 

Butler Auto Auction 

Pillow Street 

Butler (Wednesday) 

Manheim Auto Auction 

Route 22 

Manheim (Friday) 

Pennsylvania Auto Dealers 
Exchange 

U. S. Route 111 

York (Wednesday) 

SOUTH CAROLINA 

Bruce’s Auto Auction 

New Buncombe Rd. 

Greenville (Thursday) 

TENNESSEE 

Nashville Auto Auction 

1406 Lebanon Rd. 

Nashville (Wednesday) 

Powers Auto Auction Sales 

Bristol (Friday) 

Slaton Auto Auction 


Lenoir City (Mon. & Thurs.) 


Tri State Auto Auction 
Whitehaven (Thursday) 


TEXAS 

Amarillo Auto Auction 
3202 E. 10th St. 
Amarillo (Friday) 
Lubbock Auto Auction 
1122 E. 34th Street 
Lubbock (Thursday) 


UTAH 


Salt Lake Auto Auction 
3403 S. State St. 
Salt Lake City (Thursday 







VIRGINIA 


Danville Auto Auction 
Danville (Wednesday) 


Fredericksburg Auto Auction 
U. S. Highway 1, Alt. 
Fredericksburg (W ednesday) 
Windsor Auto Auction 

U. S. Highway 460 

Windsor (Thursday) 


WASHINGTON 

South Seattle Autu Auction 
10844 E. Marginal Way 
Seattle (W ednesday) 


Tri-City Auto Auction 
Pasco Airport 


Pasco (Thursday) 


WISCONSIN | 


Tri State Auto Auction 
Cuba City (Thursday) 


Wausau Auto Auction 
Highway 29 
Wausau (Monday) 

' 


SEE THE NAAA MEMBER NEAREST YOU AT YOUR EARLIEST OPPORTUNITY 


NATIONAL AUTO AUCTION ASSOCIATION 


Executive Office: 


803 SO. COLUMBIA ST., 
FRANKFORT, INDIANA 
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But Most Declare Note Pickup in Service Business . . . 
St. Louis Sales Continue to Sag 


By Jack Bernstein 
Staff Correspondent 

ST. LOUIS.—Sales of new and 
used cars in this diversified Mid- 
west metropolis generally continue 
to lag, a survey of dealers in the 
city and county indicated in the 
first week of January. A_ spotty 
pickup was observed also. 

At many dealers there was 
hardly any traffic over the first 
weekend, Where deals were con- 
summated, profits were trimmed 
because of the tight demands of 
the consumer, 

Coincident with the decline of 
business has been the tendency on 
the part of many dealers to aban- 
don advertising. As one dealer put 
1: 

“Why advertise and get more 
traffic that will tell you they can’t 

buy now?” 

As the sale of new cars dwindled, 
many dealers have noticed a rise 
in their service business. One exec- 
utive reported coming “within sev- 
eral hundred dollars of the best 
month we have ever had.” 

Dealers feel that the public 










doesn’t want to spend the money 
for a new car and is willing to set- 
tle for a repair bill to keep the old 
machine running for a little longer. 

A depressing factor has been the 
rise of unemployment in the St. 
Louis area, Latest statistics show 
that 19,000 persons applied for un- 
employment compensation for the 
week ending Jan. 6. This is in addi- 
tion to the old cases. The 19,000 
total is the highest since the 1958 


Management to Be Theme 


Of Kansas Convention 


KANSAS CITY.— “Dealer Man- 
agement,” with emphasis on how a 
dealer can operate to show a fair 
net return on his investment, will 
be the theme of the annual con- 
vention of the Kansas Motor Car 
Dealers Assn. April 12-13 in Wichita. 

Fred Gartung, Yingling Chevrolet 
Co., Wichita, is chairman of the 
convention committee, assisted by 
Ben Robinson, Byron G. Stout, Har- 
old Smith and Will Price jr. 








SALES 
GIANT 


6-Foot, Multi-color 


RABBITS 


TO DRESS UP SHOWROOMS 
FOR “ON-THE-CAR” DISPLAY 


TO STOP TRAFFIC 
FOR “PREMIUM BONUS” DEALS 


GIVE ONE WITH EACH CAR 


THESE ANIMALS ARE TAX 
DEDUCTIBLE 


Retail Price $50.00 each 


ONLY 2 Qo” EACH 


F.O.B. PASADENA, CALIF. 


Prices are the same for any quantity. 
Packed 2 per carton, approx. 22 lbs. each. 


recession, employment-security of- 
ficials said. 

Auto assembly plants here con- 
tributed to some of the unem- 
ployment, with the layoff of 900 
at the new Chrysler plant at 
Fenton and 1,200 at the Ford 
plant in Hazelwood. 

However, the weatherman coop- 
erated fully with the dealers, At 
a time when winds and snow keep 
customers away from showrooms, 
the mercury rose on the New Year’s 
first Saturday to a sunny and 
pleasant 50 degrees. 

Some dealers reported good busi- 
ness, but some of that was the re- 
sult of orders taken in December 
and delivered the first week of 


January. 
DeGrendele Motors in suburban 
Kirkwood encountered increased 


traffic but few buyers. Many per- 
sons were just looking. Some, who 
have been laid off or working three 
days a week, hinted they would 
“buy in June” when things got bet- 
ter. 

Bob Keller, DeGrendele sales and 
business manager, said his firm did 
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Chrysler Loses Tax Claim 


On 1956 Warranties 


DETROIT.—Federal District 
Judge Ralph M. Freeman here 
has dismissed Chrysler Corp.’s 
suit for a tax refund of $2,139,360 
allegedly overpaid on excise tax 
in 1956. The company said it paid 
its dealers $23,703,838 that year 
to warrant defective parts and 
said this amount should have 
been credited against excise tax 
payments. 

Judge Freeman agreed with 
government contentions that any 
transactions concerning after- 
purpose warranties had nothing 
to do with the purchases them- 
selves. A Federal Court of Claims 
had rejected a similar Chrysler 
claim for 1950-55, with the United 
States Supreme Court refusing to 
review the decision. 





a good job of clearing out the 1960s. 
That may have hurt the ’61s, Keller 
commented. 

He noted that service business 
picked up 25 percent in the last 
three months because consumers 
are “fixing rather than buying.” 
This firm handles Studebaker 
and Mercedes-Benz. The Lark 
station wagons currently are the 
best sellers, Keller said. 

As for the Mercedes, he added, 
“we sold everything we could get 
our hands on last year.” But he 
said he had noted a recent “patri- 

otic and nationalistic’ resentment 
by the working class against for- 
eign cars, attributed to United 
States unemployment, outward 
flow of gold and the export situa- 
tion. 

An Oldsmobile dealer reported 
business was slow. He did notice a 
“little pickup” as the result of ef- 
forts by individual salesmen. 

People are waiting until March 
or April, he said. While the F-85 
isn’t doing as well as expected, he 
was impressed with the reception 
to the new Super 88 Starfire con- 
vertible. Six to eight already have 
been delivered, he said. 

Following the trend, the service 
business is booming there. 

“Cars are backed up for blocks,” 
he said. 

A Ford dealer, who is keeping 
up his newspaper advertising, as- 
serted that his December busi- 
Ness Was down 60 percent and 
the first week in January was off 
by 40 percent. 

“Things are very slow, There is 
little traffic. That’s what gets you 

worried when they aren’t even 
looking.” 

Castles-Wilson Buick reported a 
“lot of floor play, but it tailed off 
in the latter part of the first week.” 
The Buick Special wasn’t doing 
anything “special,” but the four- 
door hardtop in the LeSabre and 
Invicta series were carrying the 
load, the firm said. 

Dave Castles jr., general sales 
manager, reported heavy trade at 
the end of the year. For instance, 
he said that November sales ‘were 
100 percent above the comparable 
Period in 1959. 

Another Buick dealer, Auffenberg 
Co., was having trouble, It said it 
was giving up the dealership in the 
middle of January, with all equip- 
ment to be sold at auction. 

Raucher Chevrolet, Kirkwood, 
reported “slow sales” and the only 
business resulted from carryovers 
from December. However, Art 
Motz, general sales manager, 
termed the traffic “exceptionally 
good.” 

Motz suggested that dealers close 
between Dec. 15 and Feb. 15. He 
attributed some of the sales de- 
cline to mounting taxes, realty and 
personal property, which fell due 
at the end of December. Instead, 
he recommended that such taxes 
be staggered monthly as are the 
auto licenses. 

Some dealers were bucking the 
trend. However, the overall per- 
centage of sales is down consider- 
ably. Among those enjoying brisk 
trade were the following excep- 
tions: 
































Impala and Bel Air were out- 
shining the other models. The 
Corvair Monzas were in demand, 
with four to five weeks delivery 
on ordered cars, Corvair trucks 
were moving, too. 

“We can’t get enough Monzas,” 
said Gordon Caswell, sales man- 
ager. 

But the Biscayne series could be 
doing better, it was pointed out. 
Caswell credited “alert salesmen” 
for the favorable situation at Mil- 
ner. 

Ben Stepman, owner of Stepman 
Dodge, announced that the “past 
week has been the best week since 
the first of October.” 

Three Lancers were delivered 
over the weekend. However, these 
were carryovers. The Darts were 
termed “my bread and butter.” 

Stepman hasn’t been advertising 
for the past 30 days but he has 
found much walk-in traffic. Ags for 
halting advertising, he said: 
“There’s no use fighting Santa 
Claus.” 

His used-car business turned up- 
ward also, he added, with demand 
for '55, ’56 and ’57 machines, 

Suburban Ford, Kirkwood, ex- 
perienced “a little pickup.” Nine- 
ty-six units were delivered in 
November, 88 in December and 
January has started out at a bet- 

ter pace. 

Ray Crocker noted that Falcons 
accounted for 30 percent of Sub- 
urban’s business, with T-Birds get- 
ting a nice share, too, This dealer 
is continuing his 100 radio spots a 
week and feels that this advertis- 
ing has kept up the traffic. 

The used-car business picked up 
and the service end is holding up 
there. 

Thomas Pontiac reported new 
cars were selling. Vice-President 
H. F. De Bandt said eight deals 
were made on the first Saturday 
alone. However, he added, profits 
are down. Used-car sales are down, 
but service is up 25 percent, he 
said. 

De Bandt said the Tempest “was 
doing fine and exceeding expecta- 
tions, One Tempest is sold for 
tag Faget Pontiacs, I am optimis- 
tic e sold more cars in 1960 than 
in 1959 and expect to sell more in 
1961 than in 1960.” 


Dealers Elect Morrow 
FORT WORTH.—Fred O. Mor- 
row, partner and general manager 
of French & Morrow Rambler, has 
been elected president of the Dal- 
las-Tarrant County Rambler Deal- 
ers Assn. 
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WORLD'S “SIMPLEST” 


SERVICE RECORD SYSTEM 






A “SIMPLE” 
CUSTOMER CONTROL PLAN 
One “Simple” Card 
— No pigeon holes 


— No file folders 
— No tabs 


And you have complete infor— 
mation about Your customers at 


LESS COST than any other 
follow-up system 
Write for free literature 
USED 
NATIONWIDE 
BY 
a MERCHANDISER 
DEALERS 





REG, U.S. PAT, OFF. 


P.O. Box 8817 Okla. City 14, Okla. 
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Milner Chevrolet in. midtown 
St. Louis, where business has Wanted — Regional Distributors 
been “terrific since Dec. 22.” The |. - } 
’ { 


Rhodes Elected 


LAKELAND, Fila.— J. H. (Dusty) 
Rhodes (Jeep) has been elected 
president of the Lakeland Automo- 
bile Dealers Assn. Robert G. Wa- 
ters (Ford) is vice-president, and 
George J. Husek (Cadillac-Oldsmo- 
bile), secretary-treasurer. 
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\AN ENTERPRISES Home of Distinctive GIANT STUFFED Toys 
2725 E. Colorado Bivd., Pasadena, California 


GIANT RABBITS @ $20.00 each $ _____ 
enclosed. 


ORDER FORM 




























Please send us the following, shipped FOB Pasadena, Calif. 
Our check or money order, payable to STEINMAN ENTERPRISES, in the amount of $ 
Please ship to: 


COMPANY 
ADDRESS 









ATTENTION OF 


ZONE ——__ 
Allow 15 days for ship ping. 










STATE 






CITY. 


Please enclose purchase order. 


















Announcing... 


A New Newspaper Market Package 
of Major Sales Importance 


_ KANSAS ae ee Oe 
sealer take HUTCHINSON NEWS 

Group SVE Me 

ENABLES ADverTisErs To: CIRCULATION 177,000 



















a 1. Readily evaluate as a unit 3 important Kansas mar- 3. It provides with facility, deep vertical and effective 
p keting areas, now unified as a single MAJOR market. state-wide coverage, in a market of 860,000 total pop- 
ulation—434,000 Urban population in 37 Urban places 
a | 2. It integrates 2/3rds of Kansas—70 Counties—into the —otherwise insulated from outside influence of major 
is State’s largest market. newspapers... See coverage Box Score below. 
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KANSAS NEWSPAPER GROUP—COVERAGE AREA—70 COUNTIES—20% MINIMUM 
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26 Counties 60% to 100% Coverage g e 
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Group Order Discount—Frequency Discounts 
Discount Range-10% Minimum, 28% Maximum -— See Rate Card Below 






Circulation Jo Coverage 






Kansas Group, (Daily) 164,000 63% 
Wichita Eagle Beacon, M. & E. 17,800 (est.) 7% 

| Kansas City Mo. Star (Daily)* 12,300 5% Sail an’ 
Kansas City Mo. Star (Sunday) 15,000 6% 






*“Twice Daily” 





RATE CARD, DAILY OR SUNDAY—EFFECTIVE FEBRUARY 1, 1961 
Total of Individual Ad Rates AD SIZE 5x 10x 20x 30x 40x 50x 
3 Newspapers—$.81 per line 100 lines 1% 2% 4% 6% 8% 10% 













GROUP PURCHASE DISCOUNT | “300 ime SSCOSSSCSSC«SSCSC«SCOSC 
'% (approx.) $.73 per line aiey eae 3% 6% 8% 10% 12% 14% 






Frequency Bracket Discounts — 







‘ i 10 12 14 16 

(From Group Rate, $.73 per line) 0 eae ee ee ee 
1500 lines to a page 5% 8% 12% 14% 16% 18% 
Full Page 7% 10% 14% 16% 18% 20% 
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One Order— One Invoice— One Representative 


NEW YORK - CHICAGO - SAN FRANCISCO - DETROIT 


CPA Jann & Kelley, Inc. KANSAS CITY + LOS ANGELES + ATLANTA 
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Renault Expands Schedules... 


AUTOMOTIVE NEWS, JANUARY 30, 1961 





Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

Renault, Inc., in recent years the 
biggest advertiser among the im- 
ported car firms in the United 
States, has launched “a broadened 
and entirely new” national adver- 
tising campaign that it predicts will 
be “1961’s most spectacular pro- 
gram in the smal] car field.” 

Expanding its previous sched- 
ule considerably, Renault will 
use a record 30 consumer and 
trade magazines throughout the 
year, according to Maurice Bos- 
quet, president and general man- 
ager. Renault will take a new 
marketing tack in ’61, Bosquet 
said, and use for the first time 
a group of “special interest” pub- 
lications in addition to the major 
consumer magazines. 

New Dauphine and Caravelle ads 
—all in full color—will feature Re- 
nault’s ’61 national program, Bos- 
quet said. 

Key publications in Renault’s 
marketing strategy for the coming 
year include these 11 leading con- 
sumer magazines: Life, Saturday 
Evening Post, Newsweek, Time, 
New Yorker, Sports Illustrated, Mc- 
Calls, Better Homes & Gardens, 
Holiday, Esquire, and Sunset. Most 
of these have been on the Renault 
schedule since 1959. 

The “special interest” magazines 
on the Renault schedule for the 
first time include Instructor and 
Grade Teacher, for Dauphine ads, 
and Ski, Flying, Popular Boating 
and World Tennis, for Caravelle 
ads. 

The first ad in the new,Dauphine 
series appeared in the Jan. 20 issue 
of Life, while the first ad in the 
new Caravelle series is scheduled 
to be published for the first time 
in the February issues of Holiday 
and Esquire. 

To acquaint commercial vehicle 
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$149 BUYS THIS COMPLETE 


Includes: 








missions—$16.00. 


transmission is removed—$20.00. 











FULLY EQUIPPED- 
COSTS LESS 


No. 700 Jack with 
Universal Adapter 


PACKAGE 
HANDLE ALL AUTOMATIC TRANSMISSIONS 


No. 700 Jack, No. 50 Universal Adapter, No. 60 Power- 
glide Adapter handles all automatic transmissions. 
No. 63 Truck Cradle Handles 75% of all Truck Trans- 


No. 80 Engine Support Bar holds engine in place when 


owners with its line of new light 
trucks, Renault will conduct a 
year-long advertising campaign in 
eight business publications. This 
schedule for black-and-white ads 
is headed by Business Week and 
Nation’s Business and includes 
publications that are circulated 
among florists, cleaning and laun- 
dry firms, and plumbing and heat- 
ing companies, among others. 

The ’61 Renault schedule also in- 
cludes three auto enthusiasts’ mag- 
azines, Road & Track, Motor Trend 
and Sports Cars Illustrated, and 
two automotive trade publications, 
Automotive News and the NADA 
Bulletin. 

Agency for Renault, Inc. adver- 
tising is Needham, Louis & Brorby, 
Inc. 

* * * 


VW Advertising Cited 
Volkswagen’s magazine and 
newspaper advertisements for its 
sedans and station wagons have 
been selected by the “Printers’ 
Ink executive panel’ as “the best 
print series” of 1960. 
Volkswagen’s campaign was 
prepared by Doyle Dane Bern- 


bach, Inc., New York. 
* * * 


Auto Ads Help Tribune 


Increased advertising by automo- 
bile manufacturers and dealers 
was a major factor in a $72 million 
advertising record established by 
the Chicago Tribune last year. 

The 1960 record represents the 
largest advertising investment in 
the newspaper’s 113-year history. 

Classified advertising in the 
newspaper climbed to 13,150,000 
lines during 1960. Of this total, 
more two million lines represented 
automotive want ads, an increase 
of more than eight percent over 
1959 automotive want ad volume. 


Automobile manufacture rs 
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. 58-1 Corvair Engine Stand, 

$194 BUYS THIS COMPLETE PACKAGE TO eae Ser Se, 71, 35 naa coos - . No. 400 VIXEN Deluxe .......... $44.00 
°. olkswagen Engine apter - 
HANDLE THE CORVAIR POWER TRAIN Me. GITA Velkemenen Wearnislee | Adapter.. 13, No. 401 Wall Shelf for No. 400 .. 5.95 
Includes: No. 700 Wudel Jack No. 80 Engine Support Bar ...... 20, No. 444 VIXEN Deluxe Cleaner, 

No. 57 Corvair Adapter yp I GE Ey. UEP pe ccsctdocscccicss Gam only ML OTN Rea ts 18.00 
No. 58 Wudel Stand "See your jobber er write ws fer further details. No. 12 VIXEN Spark Plug Cleaner 6.50 
‘ No. 34 VIXEN Tester only ....... 22.00 
EDMUND J. WUDEL MFG. CO.—6082 Ferguson Drive, Los Angeles 22, California No. 135 VIXEN Cleaner and Tester. 29.50 
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$285 BUYS THIS COMPLETE PACKAGE TO 
HANDLE ALL AUTOMATIC TRANSMISSIONS 


Includes: No. 711 Wudel Jack, No. 50 Universal Adapter, No. 60 Pow- 
erglide Adapter. 





No. 711 Jack 
with Universal 


NO. 711 WUDEL JACK FEATURES: 


lift-low position 32”, 
72”—with a total liftin 
65 strokes of pump 

2. Lifting ram rotates a full “360 degrees, and can 

when in low position to prevent 


3. Rotating pump handle, operates with ease in 
any desired position. 

4. Four wheel base with 4” 
maximum maneuverability of loaded jac 

5. Carrier tilts forward to 90 

20 degrees, sideways, both 


PRICES AS FOLLOWS: 


| 
| No. 700 Wudel Hydraulic Transmission Jack.$122. 
| 711 Wudel Two-Stage 

Hydraulic Transmission Jack ....... 
. 50 Universal Adapter.................. 
. 60 sowerede OE oo ARTE kha és 
radie 
. 57 Corvair Engine Adapter ........... 
. 58 Corvair Engine Stand, 
for No. 700, 30 Inches ......... 





























increased their display advertising 
in the Tribune to 1,110,000 lines 
during 1960, a 20 percent increase 
over 1959 automotive linage. 

* * * 


PFC to Open Campaign 

Pacific Finance Corp. Los 
Angeles, will launch ite ‘irst na- 
tional magazine advertising cam- 
paign in the Feb. 4 issue of the 
Saturday Evening Post. 

The campaign, to appear exclu- 
sively in the Post among national 
magazines, is scheduled to run from 
February through June and August 
through November. The schedule 
calls for a series of two facing 
half-page black-and-white adver- 
tisements, vr 

* 


Dodge Name Droppers 

Dodge dealers are using a new 
sales promotion kit to tie in with 
their Dart and Lancer cars. 

Cc. P. Noonan, Dodge director of 
sales promotion, said the kit con- 
tains gift, prize, and premium in- 
formation about assorted products 
with Dart and Lancer as part of 
their names. 

Included in the kit is pricing and 
ordering information on a Bron- 
son Dart spin-cast fishing reel, Dart 
golf ball, Dart Arrow shirt, Lancers 
imported wine, Corina Lancers 
cigars, and an LP high-fidelity re- 
cording by the Lancers, nationally 
known vocal group. 

“On many occasions throughout 
the year, Dodge dealers need high- 
quality, low-cost items as gifts for 
friends, as prizes for salesmen and 
as premiums for customers,” Noo- 
nan explained. “We feel it is a 
‘natural’ for them to use a gift, 
prize or premium that has a tie-in 
with the products they sell.” 

* * + 


Lancer Campaign— 


“Lancer’s the Answer,"' according to 
Marshall Ingram, Wil-Mar Dodge, Los An- 
geles. The theme of Los Angeles-Orange 
County Dodge dealers is being used 
throughout the area in a heavy news- 
print, radio, and TV spot campaign. 


may be obtained upon request from 
the Research Department of the 
Philadelphia Inquirer. 


* * * 


New Client for Weiss 

Edward H, Weiss & Co., Chicago, 
has been appointed by Borg-Warn- 
er Corp, to handle advertising and 
marketing for its Spring Division, 
Bellwood, Il, 

The division manufactures pre- 
cision automatic transmission com- 
ponents. 





Inquirer Factbook Available 


Sales of new cars in “Delaware 
Valley, U. S. A.,” are disclosed in 
the most recent issue of “Automo- 
tive Facts,” a periodic compilation 
released by the Philadelphia In- 
quirer. The tabulations are broken 
down into sales by make and sales 


* + * 


S-P with Schrafft Again 

For the second consecutive year 
Studebaker-Packard Corp. is join- 
ing with W. F. Schrafft & Sons 
Corp. in a Valentine Day Contest 
and tiein promotion. 


Copies of “Automotive Facts” Ten Lark station wagons will 
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$49.95 for above model. Smart styling and 
brawny appearance. Double filter bag 
separates dirt from cleaning compound. 
Comparator plug tester for proved test. 
Above model hangs on wall as a portable 
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at $44.00. Colors, white enamel or ham- 
mertone gray. 
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be prizes in the competition to 
promote Schrafft candies. 

Magazines and the NBC Jack 
Paar program will be used to pro- 
mote the contest as will counter 
displays and window signs in candy 
and drug stores, and tiein promo- 
tions in Lark dealerships. 


* * * 


PR Deal for Dealers 

The Plymouth News Bureau in 
the Los Angeles office of N. W. 
Ayer & Son has offered a public 
relations service to all dealer 
members of the Plymouth Deal- 
ers Assn. of the Los Angeles Re- 
gion. 

* ae * 


TV Guide Achieves Mark 


A new circulation mark for 
TV Guide magazine was set by 


‘|the Dec, 31 issue with estimated 


sales of 7,671,704 copies, according 
to the publisher, James T. Quirk. 

Quirk said that 29 of the maga- 
zines 60 regional editions estab- 
lished new circulation records with 


the issue, 
* * 







Auto Review in Atlanta 


The Atlanta Journal and Con- 
stitution published its annual 
automotive review in a 32-page 
magazine supplement on Sunday, 
Jan. 15. 

The contents included an ar- 
ticle by John O. Mitchell, presi- 
dent of the Atlanta Automobile 
Assn., on “Buyers Want Luxury 
in Compacts, Too;” “The Nation’s 
First Great Motorcade,” an ac- 
count of the New York-Atlanta 
Journal Good Roads Tour in Nov., 
1909; teen-age driver training, and 
automatic highways of the future. 

+ cad +” 


Record for Petersen 


Advertising revenue and linage 
scheduled in Petersen Publishing 
Co.’s six consumer automotive pub- 
lications during 1960 were the 
greatest in company history, ac- 
cording to A. M, Benedict, adver- 
tising director. 

Linage in the publications Hot 
Rod, Motor Trend, Motor Life, Car 
Craft, Rod & Custom and Kart was 
up 17 percent over last year’s rec- 
ord high, while dollar volume in- 
er by 23 percent, Benedict 
said. 

































* * * 


Brellenthin Picks Earp 

Sam Earp & Associates, Inc., 
Minneapolis, has been appointed 
to handle the advertising for 
Brellenthin Chevrolet Co., also of 
Minneapolis. 


* * * 


Goodyear Goes South 

Goodyear Tire & Rubber Co. will 
sponsor “The Man and the Chal- 
lenge” for 52 weeks on all five 
stations of the Central American 
Television Network, beginning 
shortly after the first of the year. 

The first international commer- 
cial television network in the 
world, CATVN is comprised of 
TG-BOL-TV in Guatemala; YSEB- 
TV, El Salvador; TI-TVCR,. Costa 
Rica; HRTG-TV, Honduras, and 
YNSA-TV, Nicaragua, along with 
ABC International, a division of 
American Broadcasting-Paramount 
Theatres, Inc. 

* oe * 


E & P Cites Buick 

Buick has been awarded the 
Editor & Publisher citation for 
effective newspaper advertising. 

McCann-Erickson is advertising 
representative for Buick. 

+ * cd 
Graham Opens Business 

Arnold C, Graham jr. has estab- 
lished Jack Graham Associates, @ 
representation company in mer- 
chandising and advertising produc- 
tion. 

Activities: of the new company, 
located at 1015 Ford Building, De- 
troit, will be principally in the 
Detroit, Cleveland and Chicago 
areas, 














af * * 


Personnel Changes 


William P. Steven, formerly ex- 
ecutive editor of the Minneapolis 
Star and ‘Minneapolis Tribune, to 
editor of the Houston Chronicle, 
succeeding M. E. Walter, who has 
retired’. . . F. Robert Bauer from 
director of. media research at Len- 
nen & Newell advertising agency 
to operations head of television re- 
search for Blair-TV, New York. 





LTD RSE NE So Ee 


1 CRORE I 





emis 
sO et ae 





he same road... but what a difference! 


This is the lane that leads home—and he 
has driven it more times than he can 
remember. 

But there’s something different about it 
today—for this is the first time it has 
rolled beneath the wheels of his new 
Cadillac car. 

And here, as he is now discovering, is 
motordom’s truest miracle in motion. 

First of all, there’s the way a 1961 
Cadillac smooths out that familiar surface. 
By the time those bumps and irregularities 


have been absorbed in that marvelous 
new suspension system . . . and cushioned 
in those deep Cadillac seats . . . they are 
almost impossible to detect. 

Then there is the car’s extraordinary 
quiet. Cadillac’s careful craftsmanship and 
precision engineering provide such silence 
of operation that you can speak in a 
whisper. 

And what poise and balance the car 
has! It is wonderfully steady and sure- 
footed through every mile . . . and it has 


a feeling of solidity and substance that 
comes froma no other motor car. 

These are, of course, but a few of the 
reasons discerning American motorists have 
accorded the 1961 Cadillac wholehearted 
acceptance such as has seldom been granted 
to any motor car before. 

They are the reasons, as well, for the 
confidence with which Cadillac dealers and 
salesmen look to the future—with pride 
in the motor car they represent and in the 
organization to which they belong. 


CADILLAC MOTOR CAR DIVISION « GENERAL MOTORS CORPORATION 
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In the Letterbox 


(Continued from Page 12) 







HAND CONTROLS 
(For Handicapped Drivers) 


@ Fits All Cars, All Models, 
Years 


@ Easily Installed 


® Automobile Dealers—10 days 
open account, 20% discount 


® Satisfaction Guaranteed 
GRESHAM DRIVING AIDS 


20444 Lesure Phone UN 4-6161 
Detroit 35, Michigan 
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dealers informed of many things 
continuously, through bulletins, 
meetings, etc. 

There is not a new-car dealer in 
the country today who is: satisfied 
with his business. 

The only source of cure to the 
automobile business is through 
the manufacturer, This will cure 
the automobile business if the 
manufacturers as a whole will 
get their dealers the same dis- 
counts, If we were given a re- 














the price of new cars. 

I am not in any way telling you 
that I think the factory should 
come down on their prices, but 
we don’t make any more than 
the 15 percent, anyway. 



















price tag on the side of the car, 
when every dealer will discount it 
from that price? If we have a set 
discount, the factory can adver- 
tise immediately the reduction in 


This will also cut down shopping 
because there will not be the cur- 








amounts to. Myself, along with 
hundreds of other dealers, look at 
the tradein and very hurriedly de- 
cide that $100 will fix it up. When 
it goes through our shop, the figure 
has changed to $300. If our dis- 
counts were cut down, the appraisal 
of the used car would be better, 
and the guess work would be cut 
out, 

I am writing Automotive News 
this letter. Maybe I should be writ- 
ing to our state and national as- 
sociation, but I would like for every 
dealer who reads these comments 
to write either their association or 
the factory if they agree that this 
policy will cure the disease and the 
sickness of the new-car dealers, 
and ask for this kind of a holdback, 
and this reduction in discount. 

Dealers who sell conventional 


















rent differential in prices, Every 
dealer will strive to make the 15 
percent, because actually he cannot 
survive and make a profit unless 
he does. 

Why should one man pay more 
for a new car than another? Why 


duced discount-of 18 percent, giv- 
ing us 15 percent on the invoice, 
holding back 8 percent until the 
end of the year, then paying it 
to the dealer in a lump sum, it 
will put this business on a sound 
basis. 











cars and compact cars are up 
against a very bad problem. We 
make a man an offer on a used car 
on the conventional car, and it 
doesn’t apply on the compact car. 
Isn’t that something? If you were 












































Here are the reasons and the 
facts about such a policy. We have 
too much discount in conventional 
cars, and We give it away; anyway. 
Some dealers give too much away. 
If we were given only 15 percent 
on the invoice, then the dealer sell- 
ing new cars would have to be a 
good manager. He would have to 
have good reconditioning facilities. 
He would have to have well-trained 
salesmen, He would have to gear 
the overhead of his business in 
order to make a profit, but we 
would all be on equal basis. Then it 
would get down to who is the best 
manager, who is willing to train his 
salesmen, the best we would have, 
would be better satisfied salesmen, 
and better salesmen. Salesmen who 
would go out and sell the merchan- 
dise instead of talking the price 
over with the customer, 

Today, automobile salesmen are 
as poor-paid people as there are 
in the industry. They have no in- 
centive to sell the features on the 
car, demonstrate the car. Even if 
they spent all this time selling the 
car, the customer, nine times out 
of 10, will go to another dealer and 
know exactly what he wants be- 
cause of the efforts of some hard- 
working salesmen. He then will buy 
it for practically nothing. 

Here is the reason this will work 
in the first place. Why the high 


SELL DATSUN 


and you 


SELL AMERICAN! 


DATSUN HALF-TON PICKUP TRUCK 
only $1545 p.o.e. 





be treated alike? 


value of used cars, 


and the extra-clean car. And a 
four quality cars should not be in 


no guess work on the value of used 
cars any more, They are worth so 


more, 





hard to sell, and never will sell. 
Clean cars and extra-clean cars 


@ Universal Sign-Turned-Edge, Lettered 12" x 40'' $26.50 


Sign is interchangeable on 90%, of all cars! dealers who have well-trained 


salesmen who want to sell quality 
merchandise. 

Here is the reason it will pos- 
sibly stop. It won’t be over two 
or three months, if this kind of a 
discount was established, until 
the people would not be running 
from one dealer to another, be- 
cause the value of their used car 
is already established. And there 
would not be the great differen- 
tial that we have today in trade- 
ins on new cars. The greatest 
thing that it would do for the 
new-car dealers is this. 

Today, with the high gross profit, 
there is not 10 percent of the new- 
car dealers who make extensive 
checks on what the tradein 


Give Make and Model of Car Price Delivered U. S. A. 


Can. Pat No. 549499 


U. S. Pat. No. 2,816,377 
SIGN COMPANY 


BUM P A-TE 201 N. Front © Mounds, Ill. 


LEE C. BARRETT, Rep. 205 Haddon Ave. Haddonfield, N. J. 











But City Buys 


DETROIT.—Ignoring the recom- 
mendation of police officials, the 
Memphis City Commission approv- 
ed the second-low bid of Fisher 
Motor Co. for 25 Plymouth cars for 
$38,596. 

It will be the first time since 
1942 that Memphis police have 
used Plymouths, according to 
Commissioner Claude Armour, 
who pushed the bid. The police 
reportedly. favored. a bid of 
$40,933. by Herff Motor Co. (Ford). 

The lowest bid—$36,875 for 25 
Studebaker Larks — wag submitted 
by Jack Chamblin Motor Co, Ar- 
mour said it did not meet specifi- 
cations—the wheelbase was too 
short. 

In preparing a resolution calling 
for approval of the Herff bid, Ar- 
mour said a police study showed 
that higher Plymouth parts costs 
would make the Fisher bid more 
costly over a year’s operation. 

Armour said the police reported 
that they replace about 200 clutches 
and 200 transmissions in a year, and 
that the savings on Ford parts 
would offset the savings in original 





Profit maker! Retails far 
below dealer wholesale 
cost of any domestic- 
built truck of same cap- 
acity and equipment. 


Even the Datsun nuts and bolts are unmistakably American type— 
in fact, there’s an American look to all the Datsun specifications. 
That’s a red hot tip-off to you that it’s good business to get a 
Datsun dealership, because you can ‘sell American’ confidently 
and. successfully when you sell the Datsun line—at hundreds of 
dollars less than domestic and imported ‘“‘compacts:” Your Datsun 
customers get a full measure of American roominess, riding comfort, 
operating conveniences, structural safety — American power, pick-up 
and performance—with a special Datsun “' plus” in gas-saving of up 
to 38 m.p.g. And remember this—the- financially-strong Nissan 
Motor Company, Ltd. is here in the United States to stay — backed 
with a world-wide warranty of satisfaction. 





Datsun Bluebird Sedan (above) 


$1616 p.o.e. | cost. 
Half-ton Datsun Pickup Truck Fisher argued that the police 
ee $1545 p.o.e. | had been misinformed about his 
atsun 4-Door Station weer ae parts costs, and assured the com- 


mission that he could supply 
parts for much less than the 
police had reported in their study. 

“We couldn’t stay in business if, 
universally, our parts cost more 
than Ford’s,” said John T. Fisher 
jr., vice-president of the dealership. 
The Tennessee Valley Authority 
announced in Knoxville that it has 
awarded contracts to Studebaker- 


FairLady Sports Convertible 
“Fun for a Foursome”’ $1996 p.o.e. 





New East Coast Factory Headquarters 


New West Coast Factory Headquarters 


GOOD DEALER LOCATIONS OPEN! 
Wire or write for the profit-paying proposi- 
tion. Datsun dealer areas are fully pro- 
tected. Four major parts depots through- 
out the U.S. 


For further details, write Dealer Franchise Dep't. of any of the following: WEST: Nissan Motor Cor- 

poration U.S.A., 137 E, Alondra Bivd., Los Angeles, Cal. CENTRAL & EAST: Nissan Motor Corporation 

U.S.A., 221-35 Frelinghuysen Ave., Newark, N.J. MID-SOUTH: Southern Datsun Dist. Co., 

1501 Clay St., Houston, Tex: HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3 
NISSAN MOTOR COMPANY, LTD. - TOKYO, JAPAN + SINCE 1926 


shouldn’t the American public all 


There never was a time in the 
automobile business that used cars 
have more realistic values than 
they have today. Used-car auctions 
have been good for new-car dealers. 
New-car dealers attending used-car 
auctions have actually learned the 


The appraisal of used cars today 
is simple. We have the rough-type 
car, the average car, the clean car 
dealer who cannot separate these 


the automobile business, There is 


many dollars wholesale, and no 


Rough cars and average cars are 






can be sold at premium prices by 











the customer, wouldn’t you think 
it very funny that your car was 
worth more on one car than it is 
on another? 

The factory and the dealers have 
brought this new-car sicknéss on 
themselves. Won’t you be sure and 
read this letter, and say whether 
it is right or wrong? If you think 
it is right, write a letter to your 
factory and point out the reasons 
why. 

One of the greatest things this 
will do is to help the economy of 
the country—by reducing this dis- 
count that we are willing to sacri- 
fice. It will have a great effect on 
the American buying public, 

How many auction reports do you 
receive each week of your new-car 
neighboring dealers going out of 
business? I am sure that every 
new-car dealer today, if he had to 
pay for the things that he buys— 
wearing apparel, gasoline, oil, 
household goods, insurance—under 
discounts that we have, would be 
afraid to buy anything, and they 
also would be as bad shoppers as 
these other people. We have got to 
do something to save our business. 

The above ideas are my own, and 
in no way reflect the state or na- 
tional association, or the factories. 
I am only taking this means to pre- 
sent this to the new-car dealers 
over the United States as a cure for 
their business, In another 12 
months, the automobile business 
will be at the bottom of the totem 
pole so far as credit is concerned, 
and 10 years ago, we were at the 
top.—H. C. Wesster, Webster Chev- 
rolet Sales Co., Inc., North Vernon, 
Ind. 







































Police Favor Ford Bid, 


Plymouths 


Packard Corp. for the purchase of 
40 Lark sedans and options on up 
to 135 more at a possible maximum 
of $256,855. 

The TVA also said contracts have 
been let to Chevrolet for 90 sedans 
and panel trucks and options on up 
to 59 more at a possible maximum 
of $256,729. 

Best Motors (Ford), Webster, 
S. D., has received an order from 
the State of South Dakota for 49 
vehicles, including cars, station 
wagons and trucks. 

An order for 100 Plymouth pur- 
suit cars for the Kentucky State 
Police has been placed with Kin- 
kead-Wilson Motor Co., Lexington. 
The cost was $208,015.. The agree- 
ment contained an option to buy up 
to 130 additional vehicles at the 
same unit price, a state official said. 


Tire Shipments 


Show Decline 


NEW YORK, — Manufacturers’ 
shipments of passenger car tires 
during November amounted to 
7,348,162 units, a decrease of 16.12 
percent below the 8,760,476 tires 
shipped during October, according 
to the Rubber Manufacturers Assn., 
Ine. 

Production of passenger car tires 
in November came to 7,978,594 units, 
a decrease of 5.70 percent under the 
8,461,143 tires produced in’ October. 
Inventories in the hands of manu- 
facturers at the end of November 
amounted to 22,492,834 tires, an in- 
crease of 3.10 percent over the Oc- 
tober inventory of 21,816,128 units. 
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(when your new Pontiac comes with a genuine Pontiac Radio) 


Did you know that the only radio specifically built to fit Pontiac cars is a genuine Pontiac Radio? When you own 
one, you hear the music the way the microphone did—nothing added, nothing taken away! 


Why? Because Pontiac Radios are sound-engineered to match the acoustical needs of Pontiac cars. And because 
Pontiac Radios have razor-sharp Straight-Line Tuning (all stations evenly spaced on the dial) and superior 
tone balance. 


Drive a distant country road or glide through a city’s concrete canyons. Your transistor-powered Pontiac Radio 
will spin out powerful sound—In-Person Sound—where other radios quaver and fade. 


When you buy your Pontiac (or other General Motors car) make sure it comes with a genuine General Motors 
built radio. Even without looking at the name on the dial, there are two ways to tell the real thing. You can tell 
by the way the radio blends beautifully with the dashboard styling. Or you can just listen. 


PO N T lA C RA D | 0 S$ A R E M A D E BY LCO DIO Division of General Motors, Kokomo, Indiana 


EPENDABILITY ELIABILITY 


NO. 3 IN DELCO RADIO'S CONSUMER ADVERTISING CAMPAIGN FOR 1961 








A genuine Pontiac Radio says PONTIAC on the dia/ 
















































SOUND DEADENERS 
SPECIALIZED CAULK EXTRUSIONS 
BODY SEALERS 


ADHESIVES 


. The Broadest and Most Profitable 


Consumer Credit Insurance 


Market Ever Developed 
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Automobile 
Physical Damage Insurance 


Fire, Theft and Collision) 


(Compre kaa a: 


Credit Life Insurance 


RESOLUTE 
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Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 
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HIGH DISCOUNTS! 


Fe Regional Distributors Wanted 
Albert Wepper Corporation 
Factory Representatives 


53 Park Place New York 7, N. Y. 
Tel. WO 4-0966 





A Full Line of Parts 
For All Foreign Cars 


ENGINE PARTS 
BRAKE PARTS 
IGNITION PARTS 
CLUTCH PARTS 
MUFFLERS 
GASKETS 
SUSPENSION PARTS 
CRASH PARTS 


























FOREIGN CAR PARTS 








Capsule Reports... 


taxes. 


the state department of revenue. 
* * & 


Delay in Tax Payments 
Assailed in Georgia 


the same time. 


state law requires an affidavit stat- 


tax has been paid. 
* od * 


Armco Construction 


To Cost $95-Million 


construction program aimed at in- 


the company’s product lines. 
Logan T. Johnston, Armco presi- 
dent, said that new facilities will 
be built at the company’s Ashland 
(Ky.) and Houston plants, and that 
the $95-million program was an- 
other steps in Armco’s $341-million 
five-year improvement plan. Proj- 
ects valued at $101-million are al- 
ready under construction, he said. 

+ ~ oa 


Welding Groups to Meet 

NEW YORK.—The American 
Welding Society will hold its 42nd 
annual convention and welding ex- 
position and act as host to the 
International Institute of Welding 
in New York April 10-21. The IITW 
will meet April 10-15 at the Shera- 
ton-Atlantic Hotel. The AWS meet- 
ing and welding show will take 
place the following week at the 
Commodore Hotel and the New 
York Coliseum. cs 

* * 


Pittsburgh Plate Expanding 


Paint Factory in Georgia 

PITTSBURGH.—Pittsburgh Plate 
Glass Co. has an expansion program 
under way at its East Point (Ga.) 
paint factory, according to Clarence 
J. Krueger, general manager of 
manufacturing for the Paint and 
Brush Division. 

Approximately 25,000 square feet 
of factory and laboratory space will 
be constructed, he said, and addi- 
tional tank-storage facilities will be 
provided to supply the expanded 
manufacturing areas. 

* * * 


LOF’s Nyquist Is Honored 


By University of Toledo 

TOLEDO.—At the dedication con- 
vocation for the new Engineering- 
Science Building at the University 
of Toledo, Roy A. Nyquist, director 
of engineering of Libbey-Owens- 
Ford Glass Co., received the hon- 
orary degree of Doctor of Engineer- 
ing. 

Nyquist, one of five scientists and 
educators who received honors, also 
represented industry in a panel of 
three discussing “Education for the 
Engineer and the Scientist—Chal- 
lenging Requirements of the Dec- 
ade.” 

* * * 
New Computer Announced 


By National Cash Register 


EASTON, Pa.—A used-car dealer 
was arrested here on a charge of 
breaking a sheriff's levy by selling 
two automobiles seized for non- 
payment of state sales and use 


Aaron E. Ostrander jr., operator 
of Midtown Motors, was released in 
$1,000 bail. He allegedly owes the 
state approximately $9,000 in sales 
taxes collected but not turned in to 


ATLANTA.—Georgia tax asses- 
sors are pressing for a law that 
would require payment of ad valor- 
em taxes and purchase of tags at 


Cc. G. Campbell, property and in- 
tangible tax unit director of the 
state revenue department, told a 
meeting of the assessors that car 
owners evade the tax by putting 
false addresses on their tag appli- 
cation or by going outside of their 
home county to buy a car tag. The 


ing the payment of the ad valorem 


MIDDLETOWN, O.—Armco Steel 
Corp. has announced a $95-million 


creasing efficiency and broadening 





DAYTON.—A new type of modu- 
lar computer designed to make 


|| electronic-data processing practical 


for a much broader range of Amer- 
ican business firms has been an- 
nounced by National Cash Register 
Co. 

Robert S. Oeilman, NCR president, 
said the system, called the National 
315, automatically keeps track of 





Auto News in Brief 


inventory and automatically prints 
out purchase orders when stock 
levels drop below a certain point. 
Other automatic functions include 
the preparation of customer state- 
ments and a wide variety of man- 
agement reports, such as detailed 
sales breakdowns, he said. 
+ a * 


American Petroleum Institute 


Cites Holman for Award 


NEW YORK.— Eugene Holman, 
former president and chairman of 
Standard Oil Co. (New Jersey), 
has been named the 1960 recipient 
of the American Petroleum Insti- 
tute’s “Gold Medal for Distinguish- 
ed Achievement.” 

The award, considered the oil in- 
dustry’s highest tribute, was pre- 
sented at the Institute’s 40th an- 
nual meeting in Chicago. M. J. 
Rathbone, president of Jersey 
Standard and chairman of the 
API’s board, presided at the cere- 
mony. 

hk * a2 


Ford Deal Gets SBA Loan 


JAYTOWN, Tex.—Goodall Ford 
Co. has been granted a Small Busi- 
nes Administration loan of $100,000. 

od es oe 


McIntyre Named President 


Of Gray Iron Founders 


CINCINNATI —John E. Mc- 
Intyre, vice-president and general 
manager, Sibley Machine & Found- 
ry Corp., South Bend, here was 
named president of the Gray Iron 
Founders’ Society at its convention 
here. 

Other officers are Cecil Garland, 
W. O. Larson Foundry Co., Grafton, 
O., vice-president; J. T. Boyd, Gold- 
ens’ Foundry & Machine Co., Col- 
umbus, Ga. secretary; Paul H. 
Scherf, Alten Foundry & Machine 
Works, Inc., Lancaster, O., treas- 
urer, and W. F. Seelbach, Forest 
City Foundries Co., Cleveland, as- 
sistant treasurer. Donald H. Work- 
man was reappointed executive 
vice-president. 

* * * 


U. S. Steel to Enlarge 


Galvanized-Sheet Plant 


CHICAGO.—United States Steel 
has announced plans for con- 
structing a third galvanized steel 
sheet production line at its Gary 
oa Sheet and tin mill, Gary, 


It will be an all-purpose line 
capable of producing galvanized 
and aluminum coated steel in 
widths up to 60 inches and in 
thicknesses ranging from 14 to 
28 gauge inclusive, in coils and 
cut lengths. There is also a defi- 
nite upward trend, according to 
U. S. Steel, in the use of galvan- 
ized steel sheets in the automo- 
tive industry where corrosion of 
certain parts of the car frame 
and body has been a major prob- 
lem. 


Red Book Adds 
Two Guides and 
Names Publisher 


CHICAGO.—The addition of two 
new automotive publications has 
been announced by H. G. Hollings- 
head, president of National Mar- 
ket Reports, Inc. 

He said it is part of an exransion 
program marking the start of the 
firm’s 51st year in business. 

Hollingshead also announced the 
appointment of John F. Heffinger 
as publisher of National’s Red 
Book, Blue Book, National Parts 
& Labor Manuals for Domestic and 
Import Cars, the National Farm 
Tractor and Implement Blue Book. 

The new publications are Red 
Book Market Values, a report every 
15 days on wholesale auto prices for 
each area of the United States, and 
the Red Book of Auto Licenses and 
Tax Laws, giving requirements, 
costs and other pertinent facts on 
these subjects for all 50 states. 

“National also is making avail- 
able to all auto dealers and garages, 
a customer confidence-building 
guarantee form and also a complete, 
see-at-a-glance estimate form,” 
Hollingshead said. 





AUTO TURNTABLES 


Low priced, Portable, Move anywhere. Plug in. 
For indoor or outdoor display, Set up in 20 
minutes, Write for free illustrated literature. 


Also Available 
POSTS and 
Q ROPE RAILINGS 
AMER-STAGE CO. 


= 805 East 134 St. 
New York 54, N. Y. 


Designed and manufactured 
by Benmatt... 
the world's largest manufacturer 
of automobile dealer 
identification items— 
to fit all makes and models 
of domestic and foreign cars. 
There's a style for your 
exact purpose — to fit your 
price range. Check with Benmatt! 


C21. 


BENMATT 
ORGANIZATION, INC. 


Phila. 45 
Pennsylvania 
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FREE 


Send for 
illustrated literature! 
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See Page 86" — 





1961 PEUGEOTS 


@ Choice of Colors 
@ Liberal Discounts 


MONTGOMERY, INC. 
2210 North Main, Houston, Texas 
Phone CA 8-5108 








MOTOR | 
MASTER 


DEFIANCE: OH/IO le 


30 ft. 















Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles a8 
adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov, $20, Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to: 102-B 


PRESTON’S, 102 Main St., Greenport, N.Y. 
I 
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Motor Trend, America’s accepted source of new car information, presents a spe- 


Se ene 


cial award every year to the car contributing most to design progress. Mi This year, 


Tempest wins the award for its revolutionary front engine-rear transmission drive. 
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Appeal Successful... 





Quantity 
PRODUGTHON 


of 
IRON GASTINGS 


RICHMOND, Va.—The Virginia 
Supreme Court of Appeals has re- 
jected a Hanover County circuit 
court decision and held valid a 
state law permitting towns to levy 
auto license taxes, 

As noted, the high tribunal’s de- 
cision resolves a long dispute be- 
tween Ashland and Hanover Coun- 
ty over the town’s attempts to 
impose a $10 auto license tax on 
town residents. The precedent-mak- 
ing decision in effect produces a 
significant new revenue source for 
Virginia towns, 

However, an informed source 
here pointed out: “It also means 





Guay 


ONE OF THE NATION'S 
ARGEST AND MOST;MODERN 
Virginia counties stand to lose 


PRODUGTION FOUNDRIES substantial revenue if towns 


ee begin widespread use of the tax, 
o and thus exclude surrounding 
counties from imposing it.” 

The Court of Appeals decision, 
written by Justice Harold F. Snead, 
reversed a ruling by Circuit Judge 
Leon M, Bazile. The latter held the 
law permitting towns to tax auto- 
mobiles violated the equal protec- 
tion of the law guarantee in the 
Federal Constitution. Judge Bazile 
did not go into the question of the 
validity of the law under the state 
constitution, 

As previously reported in AvutTo- 
MOTIVE NEws, the statutes now per- 
mit a maximum local license tax 
of $10 on automobiles. If towns 
enact a tax of less than $10, the 
difference can be collected by the 
county if it has a $10 tax. 

In the opinion, Justice Snead 
said the issue boiled down to 
two questions: (1) Whether the 
General Assembly has the consti- 
tutional authority to classify a 
town within a county as a sep- 
arate tax territory for license 
taxes, when the county also has 
been classified a taxing unit, and 
(2) whether the law as amended 
in 1959 prohibits Ashland from 
imposing such a tax. 

In arguments before the high 
tribunal last year, Hanover Com- 
monwealth’s Attorney Leslie D. 
Campbell jr. insisted legislation 
permitting Ashland to tax vehicles 
resulted in a “basic inequality” of 
taxation, because part of the coun- 
ty revenues were used for the bene- 
fit of the town citizens. 

In the most recent opinion, how- 
ever, the court attacked the in- 
equality issue. “Uniformity and 
equality of license taxes,” Justice 
Snead asserted, “are not essential 
so long as the classifications are 
reasonable and not arbitrary. 

“Here the residents of Ashland 
pay the same license tax under its 
ordinance as those residents outside 
pay Hanover County under its or- 
dinance . . . All residents of the 
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@ High Moral weekly newspaper columns. 
@ Direct mail: copy and letters for improved cus- 
tomer and public relations. 
@ Tested ideas. 
Low cost—Profitable—Exclusive Rights 
(for one dealer in each area) 


(Se good that 90% of all clients renew their contract year 
after year.) For samples mail your letterhead to: 


Edward Fiske Company 9,2, Dever, Piass. 


White Plains, N. Y. 
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for the privilege of operating their 
vehicles . . .,” Justice Snead said. 
As for the argument that coun- 
ty revenues are used partly for 
the benefit of the town, Justice 
Snead acknowledged this was 


California Is Top 
Plymouth Market, 
Dealer Unit Told 


PALM SPRINGS, Calif.—Califor- 
nia dealers sell nearly 10 percent 
of the Plymouths retailed in the 
United States, R. B, McCurry, 
Plymouth general sales manager, 
told the first annual convention of 
the Western Plymouth Dealers. 

Attending the three-day meeting 
were 75 dealers from the Los Ange- 
les and San Francisco regions. 
McCurry said California led the 
nation in Plymouth sales the last 
two months. 

John C. Guenther, Plymouth’s di- 
rector of advertising and sales pro- 
motion, discussed the importance 
of factory-dealer communications. 
Other speakers included Glenn S. 
Roberts, the associations’ legal 
counsel, and William Carroll, AuTo- 
motive News West Coast editor. 

E. C. Quinn, Chrysler Corp. sales 
divisions vice-president, addressed 
a dinner meeting which concluded 
the convention. Presiding was Mil- 
ton R. Mackaig, president of the 
Los Angeles region dealers. 
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ou’ll like the gutthpndian ‘ap- 
pearance of the Clardy Cool 
Car under dash unit for 1961 
- . . looks like original equip- 
ment. You'll also like the 
instant, cool performance and 
quiet operation. 

North Carolina, South Carolina, Georgia and Alabama: D. O. 
2265 Essex Avenue, S. W. Atlanta, Georgia, Phone Plaza 3-3800 
Northern Arizona: M. G. Young, Young Sales Company, 447 E. 
Phoenix, Arizona, Phone 258-8601 

Southern California: Alan F. Parrish, 2720 So. San Pedro, Los Angeles 11, 
Calif., Phone ADams 2-4261 

Florida: Fred Schor, Auto Air Conditioning, Inc., 3551 N. W. 14th Avenue, 
Miami, Florida, Phone NE 5-7951 


MANUFACTURING COMPANY 


P. 0. BOX 7065 
TE 4-2266 
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Burdette, 


Madison, 


1728 LAYTON 
FORT WORTH 11, TEXAS 


CLARDY MANUFACTURING COMPANY 

P. O. Box 7065, FORT WORTH 11, TEXAS 
Gentlemen: 

Please have your representative call 
complete dealer information. 


on me with 








Va. Court Upholds 
Town Tax on Cars 


town and county pay a like amount | 
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true. On the other hand, he said, 
the town’s revenues also benefit 
the county, as in the use of the 
town’s streets by county citizens 
for fire protection, 

As for the General Assembly’s 
authority to create taxing districts, 
Justice Snead said, it manifestly 
has such power “unless it is pro- 
hibited . . . by some constitutional 
provision.” 

“Classification,” Justice Snead 
added, “is not discrimination,” and 
there is no constitutional objection 
to such classification. 

“The classification of towns with- 
in a county as separate taxing 
units for the requirements of motor 
vehicle licenses is reasonable, and 
not such hostile discrimination 
against the counties as to be arbi- 
trary,” the opinion said. 





Anniversary Ad— 


Dodge Dealer Ray Rixman, right, 
his son Ray jr., examine the first copies 
of a 16-page advertising supplement com- 
memorating the 25th anniversary of Ray 


and 


Rixman, Inc., St. Lovis. The anniversary 
ad appeared in the St. Lovis Post-Dispatch 
rotogravure section. . 


Dealer Rixman Looks Back 
On 25 Years of Changes 


ST. LOUIS. — “Since 1936, the 
business of buying and selling auto- 
mobiles has changed as much as 
the City of St. Louis itself has 
changed,” declared Ray Rixman, 
who is observing his 25th anniver- 
sary as a Dodge dealer. 

Rixman expressed his views on 
auto marketing through the years 
in a 16-page advertisement in the 
rotogravure section of the St. 
Louis Post-Dispatch. The anni- 
versary supplement was titled 
“How Times Have Changed.” 

“In 1936,” he observed, “we'd ad- 
vertise new cars for about $550 and 
sell them at a sufficient profit on 
a relatively low volume to maintain 
a healthy business. Today, with ve- 
hicles priced so competitively, we 
must rely on volume to insure suc- 
cess. 

“We used to have only two mod- 
els—Standard and Deluxe,” he con- 
tinued. 

“Now, because the public de- 
mands a selection as varied as the 
flavors offered in an ice cream par- 


Chapin Expects 
Compacts to Rule 
Canadian Market 


TORONTO.—Compact cars will 

gradually dominate the Canadian 
auto market, says the president of 
American Motors (Canada) Ltd., 
Roy D., Chapin jr. 
This slower move contrasts 
with the explosive 
climb in United 
States compact 
car sales, he told 
the Advertising 
and Sales Club of 
Toronto’s 15th 
annual sales man- 
agement con- 
ference, 

Already, com- 
pact and small 
import cars ac- 
Roy D. Chapin Jr, count for 40 per- 
cent of Canadian auto sales, up 
from 14% percent in 1957, Chapin 
said. 

He said American Motors’ recov- 
ery from almost-certain bankruptcy 
in 1956-57 to become a powerful 
force in the auto business is “a con- 
crete example of what aggressive 
marketing can do to put a flounder- 
ing company on its feet.” 

By smashing the stereotyped 
pattern of auto advertising in using 
facts and not “froth,” and fighting 
the big-car trend, Chapin said, 
American Motors proved that “what 
is an accepted marketing theory 
doesn’t always work out in prac- 
tice, and that you can sometimes 
win by bucking the tide.” 

To sell a merchandising idea such 
as American Motors’ championing 
of the compact car, Chapin said a 
salesman needs three things: Iden- 
tification of the company with the 
idea, a strong point-of-view and a 
product that offers “real consumer 
benefits.” 


lor, we have 22 body styles with 
six or eight-cylinder engines, three 
transmissions, electric window lifts, 
power steering and brakes, six-way 
electric seats and other options too 
numerous to mention.” 

In the old days, he recalled, a 
customer could enter the dealer- 
ship, kick the tires of a new mod- 
el, ask “how much?” and get a 
quick answer. Today, it takes a 
little more calculating to arrive 
at a competitive price. 

The anniversary advertisement 
also included pictures of dealership 
employes and discussions of service 
and used-car sales. 

Though only 56, Rixman has been 
in the auto business 40 years. He 
became a mechanic for a dealer- 
ship in Nashville, Ill., in 1920 and 
also demonstrated cars and trac- 
tors. 

Like other auto veterans, he re- 
members that “in those days, we 
had to teach people to drive before 
we could sell them a car.” 

Rixman moved to St. Louis in 
1923 and became associated with 
a dealership in nearby Ferguson 
two years later. He purchased the 
firm in 1936 after the death of 
the owner and renamed it Ray 
Rixman, Inc. In 1939, he moved 
to 7916 N. Broadway, St. Louis, 
his present site. 

The dealership is a father-and- 
son operation now. Ray Rixman jr., 
who was born the year his dad be- 
came a dealer, is a member of the 
firm. 


Satori Named Citroen Dealer 


PASADENA, Calif.—Peter Satori 
has been appointed a Citroen dealer 
here. 
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CHRYSLER — '59 Saratoga 2-dr. hardtop, 


—_~ 59 Firedome 4-dr. hardtop, 


EDSEL—'58 Villager 4-dr., $710* (ps). 


IMPERIAL — 











be oe ate 


"59 °60 "59 
Feb. March April May June 





(ps); Montclair 4-dr. hardtop, $1,250* 
(ps). 

’57 Turnpike Cruiser 2-dr. hardtop, $465* 
(ps); Commuter 4-dr., $425*; Monterey 
2-dr. hardtop, $290°, 

'56 Custom 2-dr. hardtop, $470*, $365*. 

OLDSMOBILE — '61 (98) 4-dr., $3,135* 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 






























a 
(ps). 
GO 60 (98) 2-dr. Scenic, $2,400* (ps); (88) 
CHICA Super 4-dr. Holiday, $2,400* (ps); (88) 
Greater Chicago Auto Auction. Sale every 4-dr, Holiday, $2,100* (ps). 

Thursday. Prices are for sale of Jan. 19. ’59 (98) 4-dr. Holiday, $1,800* (ps), 

Sold 339 cars from 531 consignments. $1,610* (ps); (88) Super 4-dr. Holiday, 
7 , . 

BUICK "50 Lesabre 2-dr., $1,340"; 4-ar.,| $1785" (PO. soo. (og). guar. Holl- 
’58 Special 2-dr. Riviera, $740*. ey, gl (ps), $1,090* (ps), $1,- 
STjuper dar, Riviera, $700" (pa). '| +57 (98) 4-dr. Holiday, $960* (ps), $735* 
56 Super 4-dr. Riviera, $580* (ps), $465* (ps); 2-dr. Holiday, $775* (ps), $560* ; 

(ps), $405", $350*, 2 at $325*. sores $585* (ps); (88) 4-dr. Holiday, 
"55 -, $320*. . 
. - compen caging ’56 (88) 4-dr. Holiday, $605* (ps); 2-dr. 

— Holiday, $510* (ps), $450* (ps), '$425*. 

ps). , ‘aa * : (8 -dr. 
100 (93) 4-dr., $3,650° (pa), $3,565" (pe). eRsioe, ar tesnany. eee. * o 
'59 (60) Special 4-dr., . * (ps); (62) ner ¢ . + 
4-dr., $2,950* (ps), $2,185* (ps), $2,- ee 60 Fury (8) 2-dr. hardtop, 
655° (ps), $2,400° (ps); 2-dr. hard-| 459 fury (8) 2-dr. hardtop, $1,000°. 


top, $2,650° (ps); de Ville 4-dr. hard-| +58 suburban (8) 4-dr., $845° (ps), 


top, $2,920* (ps). >. ° 
‘58.'(02) ‘Sedan de’ Ville, $1,850* (ps): | gS 7Q5pi mevedere, (0) ite, OOO ose 

4-dr., $1,650* (ps), $1,475* (ps); (6) 2-dr. hardtop, $350* (ps); Plaza 
3 2-dr. hardtop, $1,530* Peo: ton (6) 4-dr., $300 

57 (62) Sedan de Ville, - ps). ° e : *; 
"56 (62) 4-dr., $860° (ps); 2-dr. hard-| "96 Belvedere, (9) 4-ge. hardtop, $345 

top, $800* (ps). . a 
55 (62) 4-dr., $375* (ps). a ue Bonneville 4-dr. Vista, $3, 

CHEVROLET — '60 Corvette (8) conv., ’60 Ventura sport coupe, $2,325* (ps); 

$2,710; Impala (8) sport sedan, $2,065* 4-dr, Vista, $2,200* (ps); Catalina 

(ps), $2,050*, $1,945*, $1,915*; Bel conv., $2,290* (ps); 4-dr. Vista, $2,- 
Air (8) 4-dr., $1,515*; Biscayne (6) 085*. 

4-dr., $1,495; Corvair (6) 4-dr., $1,- ’59 Bonneville conv., $1,805* (ps), $1,- 
300*, $1,290, $1,210. 475* (ps); Catalina Safari 4-dr., $1,- 
"59 Impala (8) sport coupe, $1,485*; 785* (ps); 4-dr., $1,375*. 

conv., $1,475, $1,455*; sport sedan,/ ‘58 Star Chief 2-dr, Catalina, $975* (ps); 
$1,360, $1,295"; 4-dr., $1,290*; Park- 4-dr, Catalina, $895*; Chieftain Safari 
wood (8) 4-dr., $1,260*%; Bel Air (8) 4-dr., $835*%; 4-dr. Catalina, $700*, 
4-dr., $1,250*, $1,195*; Bel Air (6) $460. 

2-dr., $1,145*; Brookwood (8) 4-dr.,| ‘57 Chieftain 4-dr. gene $630* (ps); 
$1,240, $1,225*, $1,200* (ps); Biscayne 2-dr. Catalina, $435* (ps). 

(8) 4-dr., $1,100*; 2-dr., $1,075*; Bis-| °'56 Chieftain 4-dr., $340*; 2-dr. Catalina, 
cayne (6) 4-dr., $935. $250*: Star Chief conv., $255*, 


'55 Chieftain 2-dr., $295*. 


'58 Impala (8) sport coupe, $1,250* (ps), 
RAMBLER—’60 Custom (8) station wagon, 


$1,175* (ps); Bel Air (8) sport sedan, 


$1,065* (ps); 4-dr., $960*, $745*; sport $1,580; Super (6) station wagon, $1,- 

coupe, $815*; Biscayne (8) 4-dr., $960*, 290; Deluxe (6) station wagon, $1,250; 

$700*; 2-dr., $855* (ps), $755, $730*; American (6) 2-dr., $1,075. 

Brookwood (6) 4-dr., $840*, $740*; Del- ’59 Super (6) Cross Country, $1,155, $1,- 
$525; Delray (6) 105* 


ray (8) 4-dr., $750*, 


58 Custom (6) 4-dr., $760*. 


2-dr., $490. 
‘57 Bel Air (8) station wagon, $905*; ’56 Super 4-dr., $330. 
4-dr., $900*, $760*; sport sedan, $820*, | STUDEBAKER—’59 Lark (6) station wag- 
$735*; Bel Air (6) 4-dr., $675*; Two- on, $725*; 4-dr., $695*. 
ten (8) 2-dr., $785*. ’57 Silver Hawk (8) 2-dr., $745*. 


VALIANT—’60 Valiant 4-dr., $1,425. 
MISCELLANEOUS—’60 Chevrolet (6) %- 
ton pickup, $1,300; Studebaker %-ton 
pickup, $1,200. 
59 Chevrolet (6) El Camino, $1,255. 
’56 Chevrolet (6) %-ton pickup, $490. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Jan, 18 


56 Bel Air (8) sport sedan, $655* (ps); 
Two-ten (8) 4-dr., $650*%; Two-ten (6) 
station wagon, $500*. 


$1,495*. 
56 Windsor 4-dr., $250* (ps). 


$1,- 


s Fisedome 2-dr. h»rdtop, $800* (ps). 
’56 Firedome 4-dr. “ardtop, $580*; 2-dr. 


hardtop, $325*. BUICK—’59 Electra 4-dr., $1,785*; Invicta 
DODGE—’60 Dart (8) Seneca station wag- 4-dr. hardtop, $1,470* (ps); LeSabre 
on, $1,640* (ps); 4-dr., $1,485*; Phoen- 4-dr., $1,400*. 
ix 4-dr., $1,550* (ps). ’58 Super 2-dr., $1,000* (ps). 
"58 Royal (8) 4-dr. hardtop, $695* (ps). ’57 Special 2-dr. Riviera, $700* (ps), 


$515*; 4-dr. Riviera, $615* (ps). 


CADILLAC—'59 (62) 4-dr., $2,700*. 
’53 (62) 2-dr. hardtop, $290*. 


’57 Coronet (8) 4-dr., $400. 


FORD—’60 Thunderbird (8) 2-dr. hardtop, 

$2,750* (ps), $2,630* ‘ps); conv., $2,- | CHEVROLET—’60 Corvette (8) conv., §$2,- 
715* (ps); Falcon (6) 2-dr., $1,675; 750*; Parkwood (8) 4-dr., $1,800* 
4-dr., $1,260; Galaxie (6) Starliner, (ps); Corvair (500) (8) 4-dr., $1,150*. 
$1,425* (ps). '59 Impala (8) 4-dr. hardtop, $1,340*; 

’59 Thunderbird (8) 2-dr. hardtop, $2,- Parkwood (8) 4-dr., $1,205*; Brook- 
275* (ps); Country Sedan (8) 4-dr., wood (6) 4-dr., $1,135; Bel Air (8) 2- 
$1,425* (ps), $1,180*; Galaxie (6) 2-dr. dr., $1,200*; 4-dr., $1,195; Biscayne 
Victoria, $1,130*; Custom 300 (8) 2-dr., (8) 2-dr., $1,090*. 
$955*, $950* (ps), $905, $710; 4-dr., 58 Impala (8) 2-dr., $1,250*; conv., 
$900, $735; Custom 300 (6) 2-dr., $1,100*; 4-dr. hardtop, $1,050*; Im- 
$930*; Fairlane (8) 4-dr., $955°*. pala (6) conv., $785*; Bel Air (8) 2- 

’58 Thunderbird (8) 2-dr. hardtop; $1,- dr., $900*; Biscayne (8) 4-dr., $760*; 
775* (ps); Fairlane 500 (8) 4-dr. Vic- Biscayne (6) 2-dr., $705; Delray (8) 
toria, $780°*; 2-dr. Victoria, $685* (ps); 4-dr., $705. 
Country Sedan (8) 4-dr., $780* (ps); 57 Bel Air (8) 2-dr., $810*%; 4-dr., 
Custom 300 (8) 4-dr., $770*, $645", $755*; Two-ten (8) 2-dr. hardtop, 
$600*; Fairlane (8) 2-dr. Victoria, $780*; Two-ten (6) station wagon 4- 
$700*, $560* (ps); 4-dr., $675*. dr., $685; 2-dr., $685*; 2-dr. hardtop, 

’57 Country Sedan (8) 4-dr., $655*, $625* $655. 


Two-ten 


’56 Bel Air (8) 2-dr., $630*; 
Two- 


(8) station wagon 4-dr., $495*; 
ten (6) 2-dr., $335. 
’55 Two-ten (8) 2-dr., $345. 
CHRYSLER—’57 NY 2-dr. hardtop, $950*, 
$690* (ps); 4-dr. hardtop, $775* (ps). 
TO — ’59 Firesweep 2-dr. hardtop, 
$1,160* (ps). 
*58 Firedome conv., $990* (ps). 
DODGE—’58 Coronet (6) 2-dr., $540. 


(ps), $615*; Fairlane 500 (8) conv., 
$575*. 

’56 Fairlane (8) 2-dr. Victoria, $490*; 
Ranch Wagon (8) 2-dr., $390°. 

"55 Country Sedan (8) 4-dr., $260. 
54 Crest (8) 2-dr. Victoria, $240*. 

'58 Imperial 4-dr., $1,520* 
(ps). 

’57 Imperial 4-dr., 

’56 Imperial 2-dr. hardtop, $485* (ps). 


$1,230* (ps). 


LINCOLN—’'61 Continental 4-dr., $5,525* ’57 Custom Royal (8) conv., $655* (ps); 
(ps). Coronet (8) 4-dr. hardtop, $490* (ps). 
59 Continental Mark IV 4-dr. hardtop, | EDSEL—’59 Ranger (6) 4-dr., $855*. 
$2,405* (ps). FORD—’60 Country Sedan (8) 4-dr., $1,- 
’S7 Premiere conv., $1,180* (ps); 2-dr. 750*, $1,690*, $1,675*; Fairlane (8) 
hardtop, $630* (ps). 2-dr., $1,425*; Fairlane 500 (8) 2-dr., 
55 Capri 4-dr., $345* (ps). $1,405*; 4-dr., $1,360%; Galaxie (6) 
MERCURY — '60 Monterey conv., $1,775* starliner, $1,405; Falcon (6) 2-dr., 
(ps). $1,340. 
59 Park Lane 2-dr. hardtop, $1,705* "59 Thunderbird (8) conv., $2,300* (ps); 


"60 "59 =°60 "69 °60 "58 =°60 "59 
duly 


Prices of '61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars, 





Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"60 "69 60 "69 =°60 "59 ~’60 


Aug. Sept. Oct. 





hardtop, $2,150* (ps); Galaxie 
$1,440*; 4-dr. Victoria, $1,- 
370*; 4-dr., $1,290* (ps); Fairlane 500 
(8) 4-dr., $1,350*, $1,245*; 2-dr., $1,- 
230*; 2-dr. Victoria, $1,200* (ps), $1,- 
100*, $1,000*; Custom 300 (8) 4-dr., 
$1,050* ; Ranch Wagon (6) 4-dr., $975*. 


‘58 Fairlane 500 (8) conv., $850*; 2-dr. 
‘ Victoria, $775* (ps); Country Sedan 
(8) 4-dr., $705*; Custom 300 (8) 2-dr., 
$615. 

’57 Country Sedan (8) 4-dr., $750* (ps), 
$665*, $610* (ps), $590* (ps); Fair- 

(ps); 4- 

$590*; 2-dr., 


2-dr, 
(8) conv., 


lane 500 (8) skyliner, $730* 
dr., $650* 


(ps); conv., 
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$500*; Fairlane 


$500*; 2-dr. Victoria, 
Ranch Wag- 


(8) 4-dr. Victoria, $685*; 
on (8) 2-dr., $575*. 

*56 Country Sedan (8) 4-dr., 
Fairlane (8) 4-dr., $475* (ps); 
(6) 2-dr., $350. 

55 Country Sedan (8) 4-dr., $295*; 
lane (8) 2-dr. Victoria, $280*. 


MERCURY—’60 Park Lane 4-dr., $2,260* 


$580*; 
Main 


Fair- 


(ps); Monterey conv., $2,100* (ps); 
Montclair 2-dr., $1,900*. 

’59 Monterey 2-dr., $1,300*, 

’58 Monterey 2-dr., $665°*. 

57 Montclair 4-dr., $630* (ps); 4-dr., 


$500*, $465*. 


Frequency Rates: 
Saks aatomatice teas 
., Automotive News, Detroit 7, Michigan. 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 

4285 So. Santa Fe, Lmieten, Colorado 
Phone: SU 1-782/ 

SALE EVERY TUESDAY 
11:00 A.M. 


George A. Lamb Norman Early 
Owners & Operators 


MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 





CONNECTICUT 





NEW ENGLAND'S OLDEST AUTO AUCTION 


AND BEST 


Dealers Auto Exchange in our 4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


MARYLAND 


BEL AIR—Bel Air Auto Auction, Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established, 1947. 


MICHIGAN 


Aptco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 











19241 Dix—Toledo Highway—Route 25 


Just 2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN 


PHONE: DUnkirk 3-0150 











MICHIGAN 


STATE FAIR 
AUTO AUCTION 





19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 


DETROIT'S ONLY 


DUAL LANE AUCTION 





Running 250 Cars—Tues., 12:30 P. M.; 


Friday, 1:00 P. M. 
Phone TO 9-4660—C. Simpson, Owner 


NEW JERSEY 





Minutes from New York City 


1S! 








EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N: J. 


CApitol 8-0100 for Reservations 


N-A-D-E 


Tee at 


AR tI 


EVERY WEEK LANES 












OLDSMOBILE—’59 (88) Super 4-dr. Holi- 
day, $1,230* (ps). 
"57 (88) 2-dr., $820*, $625*. 
PACKARD—’53 Clipper 4-dr., $230*. 
wae Suburban (8) 4-dr., $1,- 
’59 Fury (8) 2-dr. hardtop, $1,225* (ps); 
Belvedere (8) conv., $1,130*; 4-dr., 


$675*. 

’57 Belvedere (8) 2-dr. hardtop, $500* 
(ps); 4-dr., $450°; Plaza (6) 4-dr., 
$415*. 

PONTIAC—’59 Star Chief 4-dr. Vista, $1,- 
670* (ps). 

’58 Chieftain 2-dr., $1,025*, 

’57 Super Chief 2-dr. Catalina, $700* 
(ps); Star Chief 2-dr., $700* (ps); 


Chieftain 2-dr. Catalina, $525*. 
’56 Chieftain 4-dr., $225*. 
RAMBLER—’59 Super (8) Cross Country 
4-dr., $1,150*%; Custom (6) 4-dr., $1,- 
100*. 
’58 Deluxe (8) 4-dr., $765*. 
ne Lark (8) Regal 2-dr., 
900". 
MISCELLANEOUS — '59 Chevrolet (8) 
Apache pickup, $875. 
"58 Chevrolet (8) pickup, £625. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are for 
sale of Jan. 17. 

BUICK—’59 Electra 2-dr. hardtop, $1,770* 
(ps). 

’57 RM 2-dr. Riviera, $795* (ps). 

"56 Special 2-dr. Riviera, $450*, $425*, 

$330*; Super 4-dr. Riviera, $420* (ps). 

"55 Century 2-dr, Riviera, $460* (ps), 

$225* (ps); 4-dr. Riviera, $325* (ps); 
Special 2-dr. Riviera, $355*; Super 
2-dr. Riviera, $350* (ps), $220* (ps). 

’54 Super 2-dr, Riviera, $150*. 

'53 Special 4-dr., $125. 

OADILLAC—’60 de Ville 2-dr. hardtop, 
$4,500* (ps), 2 at $4,400* (ps), $4,350* 
(ps); 4-dr. hardtop, $4,200* (ps); (60) 
Special 4-dr., $4,450* (ps); Eldorado 
conv., 2 at $4,200* (ps); (62) 2-dr, 
hardtop, $4,080* (ps), $3,885* (ps). 

’59 (60) Special 4-dr., $3,500* (ps); de 

Ville 2-dr, hardtop, $3,350* (ps), $2,- 


$450* (ps). 
hardtop, $2,340* (ps); 


"5S (62) 2-dr. 
(60) Special 4-dr, hardtop, $2,150* 
$1,785* 


(ps). 

’57 (62) Sedan de Ville, 
2-dr. hardtop, $1,645* (ps). 

"56 (60) Special 4-dr., $1,145* 
(Continued on Page 93, Col, 1) 


(ps); 
(ps), 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 
Albany 5, N. Y. 


— Monday — I! O'Clock 
60 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Aute Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 


... with a balanced 


inventory! 


Overstocked on hardtops? Need iate- 
model wagons? Balance your inven- 
tory at the st 3-lane auto auc- 
tion in the wor' 


Sale every Friday @ 10 A.M. 


Guaranteed Titles 
Auction Checks Issued 


MANHEIM AUTO 
AUCTION, INC. 


Route 72 @ Menheim, Pa. 
MOhawk 5-2401 


Dealers! Consult this Page fer 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 
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Used-Car Auction Prices 





(Continued from Page 92) 


$1,135* (ps); (62) Sedan de Ville, 
$1,050* (ps), $1,035* (ps). 

5 (62) Coupe de Ville, $1,110* (ps), 
$1,060* (ps), $1,025* (ps); Eldorado 
conv., $660* (ps). 

14 (62) 4-dr., §$700* (ps); Coupe de 
Ville, $675* (ps). 

'51 (62) 4-dr., $120*. 

50 (60) Special 4-dr., $260*; (62) 4-dr., 
$185". 

CHEVROLET—’60 Kingswood (8) 4-dr. 
(9 pass.), $2,150* (ps); Impala (8) 
conv., $2,015* (ps); sport sedan, $2,- 
010* (ps); Corvair (6) 2-dr., $1,540, 
$1,515"; 4-dr., $1,525*, $1,460*. 


’*59 Impala (8) sport coupe, $1,810, $1,- 
735*; conv., $1,635* (ps); sport sedan, 
$1,475*; Nomad (8) 4-dr., $1,705* 
(ps); Parkwood (8) 4-dr., 2 at §$i,- 
650*; Brookwood (8) 4-dr., $1,585*; 
2-dr., $1,310*; Kingswood (8) 4-dr., 
$1,520*; Bel Air (8) sport sedan, 
$1,335* (ps); 2-dr., $1,325* (ps); 4-dr., 
$1,250*, $1,215, $1,100* (ps); Biscayne 
(8) 4-dr., $1,210*; Biscayne (6) 4-dr., 
$1,105. 

58 Impala (8) conv., $1,300* (ps), $1,- 
230* (ps); Bel Air (8) sport coupe, 
$1,130* (ps), $900; sport sedan, $1,- 
050*; 4-dr., $650*; Brookwood (8) 4- 
dr., $1,105* (ps); Biscayne (8) 4-dr., 
$1,060* (ps), $900*; Delray (6) 4-dr., 
$760. 

‘57 Bel Air (8) sport coupe, $1,055* 
(ps), $1,040* (ps), $1,010*; Two-ten 
(8) station wagon, $950*, $760* (ps), 
$685*; sport sedan, $760*; Two-ten 
(6) 4-dr., $680* (ps). 

56 Corvette (8) conv., $1,195*, 
Bel Air (8) sport sedan, $675*; 
coupe, $650*°; One-fifty (6) 
$610. 

’55 Bel Air (8) sport coupe, $680* (ps); 
4-dr., $535*, $290*; 2-dr., $500*; Bel 
Air (6) sport coupe, $450*; 4-dr., 
$450; 2-dr., $400; Two-ten (6) 2-dr., 
$350*. 

'54 Corvette conv., 
ray, $375; 4-dr., 


$1,050*; 
sport 
2-dr., 


$685*; Two-ten Del- 
$265; One-fifty 2-dr., 


$295; 4-dr., $285. 

53 Bel Air 4-dr., $260*; One-fifty sta- 
tion wagon, $210; Two-ten station 
wagon, $210*, $195. 

CHRYSLER—’59 Saratoga 4-dr. hardtop, 
$1,810* (ps); NY 2-dr. hardtop, $1,- 
675* (ps). 

53 NY 4-dr., $185* (ps). 

COMET—’60 Comet station wagon, $1,800. 

DeSOTO—’58 Fireflite 4-dr. hardtop, $1,- 
175* (ps). ‘ 

56 Firedome 2-dr, hardtop, $425*. 

DODGE—’60 Polara (8) 2-dr. hardtop, 
$2,100* (ps). 

’58 Sierra (8) 4-dr., $1,240* (ps); Coro- 
net (8) 4-dr., $795*. 

57 Custom Royal (8) 4-dr. hardtop, 
$865*; Coronet (8) 2-dr. hardtop, 
$660* (ps); 4-dr, hardtop, $565*. 


’55 Royal (8) 2-dr. hardtop, $400* (ps); 
conv., $375*. 

’54 Royal (8) 4-dr., $250*; 
Suburban, $200. 


Coronet (8) 


EDSEL—’59 Villager 4-dr. (9 pass.), $1,- 
000*. 
58 Ranger 4-dr. hardtop, $475°*. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$4,550* (ps), $4,500* (ps), $4,250* 
(ps), $4,240* (ps), $3,905* (ps). 

60 Thunderbird (8) 2-dr, hardtop, $3,- 
125* (ps), $2,820* (ps); Country Se- 
dan (8) 4-dr., $1,800* (ps), $1,760*; 
Falcon (6) 2-dr., $1,460, $1,330; 4-dr., 
$1,400; Fairlane (8) 4-dr., $1,375*. 

59 Thunderbird (8) 2-dr, hardtop, $2,- 
460* (ps), $2,435* (ps); Fairlane 500 
(8) Skyliner, $1,725* (ps); 2-dr. Vic- 
toria, $1,350* (ps), $1,230*; 4-dr. Vic- 
toria, $1,235*; Country Sedan (8) 4- 
dr., $1,410* (ps), $1,400*, $1,375*; 
Ranch Wagon (8) 2-dr., .$1,380* (ps), 
$1,265; 4-dr., $1,350* (ps); Fairlane 
(8) 2-dr., $1,205*, $1,200* (ps); Cus- 
tom 300 (6) 2-dr., $1,175 (ps), $885; 
Custom 300 (8) 2-dr., $1,130*; 4-dr., 
$860, $690*. 

58 Thunderbird (8) 2-dr, hardtop, $2,- 
100* (ps), $2,075* (ps); Fairlane 500 
(8) Skyliner, $1,150* (ps); 4-dr., $815* 
(ps); Country Squire (8) 4-dr., $1,- 
085* (ps); Country Sedan (8) 4-dr., 
$1,050* (ps), $965; Custom 300 (8) 
2-dr., $770*, $580*, $575*; 4-dr., $650. 

‘67 Fairlane 500 (8) conv., $840* (ps); 
4-dr., $765* (ps); 2-dr., $725* (ps), 
$700*; 2-dr. Victoria, $685* (ps); 
Country Sedan (8) 4-dr., $675 (ps); 
Ranch Wagon (8) 2-dr., $635*, $485*; 
Del Rio (8) 2-dr., $530* (ps); Custom 
(6) 2-dr., $445. 

56 Fairlane (8) 2-dr. Victoria, $555* 
(ps), $400*; 2-dr., $475"; 4-dr., $385* 
(ps); Country Squire (8) 4-dr., $535* 
(ps); Country Sedan (8) 4-dr., $510*; 
Main (6) 4-dr., $245; Custom (8) 2- 
r., $225°. 

‘55 Fairlane (8) 2-dr. Victoria, $380*; 

2-dr., $300*; conv., $235*; Custom (6) 

2-dr., $300*; Custom (8) 2-dr., $285*; 

Country Sedan (8) 4-dr., $285*; Coun- 

try Sedan (6) 4-dr., $235. 

54 Custom (6) 2-dr., $235*; 

2-dr., $185; 4-dr., $130*; 

dan (8) 4-dr,. (8 pass.), 

"53 Custom (8) 4-dr., $135. 

*52 Country Squire (8) 4-dr., $195*. 


Custom (8) 
Country Se- 
$205. 


HUDSON—'55 Wasp 4-dr., $150. 

IMPERIAL—'59 Imperial 4-dr. hardtop, 
— (ps); Crown 4-dr., $2,475* 
ps). 

LINCOLN—’58 Continental Mark III conv., 
$2,085* (ps); Premiere 2-dr, hardtop, 
$1,830* (ps). 


*55 Capri 2-dr. hardtop, $360* (ps). 
WERCURY —'57 Monterey 2-dr., 
(ps); Montclair 2-dr, hardtop, 
(ps). 
*56 Montclair 2-dr, hardtop, $415* (ps), 
7 $310*; Custom station wagon, $385. 
55 Montclair 2-dr, hardtop, $510* (ps), 


$785* 
$585* 


$435*, $285*; Monterey 2-dr, hardtop, 
$450", $290*; Custom 2-dr. hardtop, 
$335*; 4-dr., $225*. 

"54 Monterey 2-dr. hardtop, $195*. 

*53 Monterey 2-dr. hardtop, $130*, $115*. 
52 Custom 2-dr., $115*. 

OLDSMOBILE ‘61 F-85 4-dr., $2,175. 
60 (98) conv., $2,815* (ps); 2-dr. 
: Scenic, $2,685* (ps). 

59 (88) t-dr. Holiday, $1,900* (ps), 
$1,635*; 2-dr, Scenic, $1,785* (ps). 
"68 (88) 2-ar Holiday, $1,250* (ps); 

: 4-dr. Hotday, $1,125* (ps). 

57 (88) Super 2-dr, Holiday, $1,040* 
(ps); (98) 2-dr. Holiday, $925* (ps); 

" (88) 4-dr Holiday, $735* (ps), $600*. 
56 (88) 2-dr Holiday, $660*, $610* (ps), 
$430* (ps); 4-dr. Holiday, $565* (ps); 





4-dr., $485*; (98) 4-dr., $385* (ps). 
’55 (88) Super 2-dr. Holiday, $665* (ps); 
(98) 4-dr. Holiday, $595* (ps); (88) 
2-dr, Holiday, $535*. 
’54 (88) 2-dr. Holiday, 
$285". 

PACKARD—’55 (400) 2-dr. hardtop, $180* 
(ps). 

PLYMOUTH—’59 Suburban (8) Custom 4- 
dr., $1,375* (ps), $1,310* (ps), $1,- 
285*; Belvedere (8) 2-dr. hardtop, 
$1,295* (ps); 4-dr., $1,250* (ps), $1,- 
040*; Fury (8) 4-dr. hardtop, $1,275* 


(ps). 

’58 Savoy (8) 4-dr., $650*; 2-dr. hard- 
top, $610* (ps). 

’57 Belvedere (8) 2-dr. hardtop, $625* 

(ps); 2-dr., $525*; 4-dr., $410*; Sa- 

2-dr. hardtop, $605* (ps); 

$480*; Suburban (8) Custom 


voy (8) 
4-dr., $550*. 
Sport 4-dr., $520*; 


$325*; 2-dr., 


4-dr., 
’56 Suburban (8) 
Belvedere (8) 4-dr., $325* 
’55 Plaza (6) 4-ar., $285. 


PONTIAC—’61 Tempest 4-dr., %2,325*. 
‘59 Bonneville 4-dr. Vista, $2,135* (ps), 
$2,000* (ps); conv., $1,885* (ps), $1,- 
865* (ps); Catalina Safari 4-dr, (9 
pass.), $1,785* (ps); 2-dr., $1,360*. 
’57 Star Chief 4-dr, Cxtalina, $810*; 
Chieftain 4-dr., $575*. 
’56 Star Chief 2-dr. 
(ps); 4-dr, Catalina, $300* (ps). 
'55 Chieftain Safari 4-dr, (9 pass.), 
$385*; 2-dr. Catalina, $380* (ps); 4- 
dr., $260; Star Chief 2-dr, Catalina, 


Catalina, $460* 






Since 1911 RED BOOK has kept the automotive 
and allied industries alert as to the exact cash 





$350*. 
’54 Star Chief 4-dr., $165*. 
’53 Chieftain 4-dr., $210*. 


’50 Chieftain 2- ar, Catalina, $110°. 


RAMBLER—’59 Super (6) Cross Country, 
$1,325* (ps); American (6) station 
wagon, $1,150*, $1,035*. 

’56 Custom Cross Country, $610. 

’55 Custom 4-dr., $205*. 
STUDEBAKER—’59 Lark (6) station wag- 

on, $1,060*, $435. 

’54 Commander (8) 2-dr. hardtop, $310*, 
VALIANT—’60 Valiant 200 4-dr., $1,625*. 
MISCELLANEOUS—’59 Chevrolet (8) El 

Camino, $1,450*; (6) %-ton pickup, 
$975; Ford (8) F-100 %-ton pickup, 
$1,305; (8) Ranchero, $1,185; (6) %- 
ton pickup, $900, $675; Dodge (6) %- 
ton pickup, $940. 

'58 GMC (8) %-ton stake, $925*; Ford 
(8) %-ton pickup, $835. 

’56 Ford (8) F-100 %-ton pickup, $725, 
$585; (6) %-ton pickup, $490; Chev- 
rolet (8) %-ton pickup, $665*. 

’55 Chevrolet (6) 3600 %-ton truck, 
$815; (6) delivery sedan, $310; Ford 
(6) F-100 %-ton pickup, $400; (8) %- 
ton pickup, $360; GMC (6) %-ton 
pickup, $375. 

’54 Chevrolet %-ton pickup, $300. 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auc‘ton, Sale 
every Thursday. Prices are for sale of Jan. 
19. Demand was strong and sales were 
made on ’61, ’60 and '59 models at good 
prices. 

BUICK—’58 RM 4-dr. Riviera, $950* (ps); 
Special conv., $725*. 

’57 Special Estate Wagon, $750* (ps); 
conv., $650* (ps); 2-dr. Riviera, $650* 
(ps); 2-dr., $460*%; Century conv., 
$690* (ps), $525* (ps); 2-dr, Riviera, 
$550* (ps); Estate Wagon, $475* (ps); 
RM 2-dr. Riviera, $655* (ps); Super 
4-dr. Riviera, $605* (ps). 





value of used cars, in their specific area, at that 


particular time. 


Only by the careful compilation of figures by impartial, 
skilled statisticians and the triple checking of every in- 
fluencing factor by trained experts has RED BOOK 
become the recognized authority. 

MORE INSURANCE COMPANIES USE 
NATIONAL SERVICES than all other services com- 
bined! They know. National Services cost you less and 
give you more. That is why all National Services can 
be sold on a PROVE IT YOURSELF BASIS. 


NATIONAL MARKET REPORTS, 





BLUE BOOK 


Exclusive Truck 


Valuation Manual 
One Year Service $10.00 


Only service providing truck valuations 
and data for practically all makes, 
regardless of tonnage. Appraisals cover- 
ing the past 7 years are realistic, au- 
thentic. Blue Book gives model, motor, 
and serial numbers, capacity G.V.W., 
W.B., H.P. rating and factory prices. 
Subscription includes two semi-annual 
editions. 


INC. 


Automotive Publication Service Since 191 1. 


900 S. Wabash Avenue °* 





Chicago 5, Illinois 








Model Breakdown 
Of Auction Averages 

















Jan., Dec., Nov., 

Model 1961 1960 1960 
Be ocectsiivns $2,812 $2,815 $2,329 
1960 1,935 1,961 2,021 
1,340 1,423 1,519 

895 983 1,016 

655 676 703 

IE cecsences 429 464 480 
OO sceseveits 324 349 357 
RR sdcisicaee 209 242 228 

Overall 

Average $1,075 $1,114 $1,082 
’56 Century Estate Wagon, $475* (ps); 
2-dr. Riviera, $450*%; Special Estate 

Wagon, $430*; 2-dr. Riviera, $280*. 
’55. Century Estate Wagon, $425* (ps); 


Super 2-dr. Riviera, $350* (ps); Spe- 


cial 2-dr., $290, $285*. 

’54 RM 2-dr., $250* (ps); 4-dr., $220* 
(ps). 

‘52 RM 4-dr., $260*. 

CADILLAC—’61 (62) conv., $5,150* (ps). 

’59 (62) conv., $2,925* (ps). 

"58 (62) 2-dr, hardtop, $2,050* (ps), 
$1,600* (ps); conv., $1,725* (ps). 

"57 (60) Special 4-dr. hardtop, $1,500* 


(ps); (62) 4-dr. hardtop, $1,140* (ps). 


’56 (60) Special 4-dr., $975* (ps). 

"55 (62) conv., $725* (ps), $645* (ps). 

"54 (62) 4-dr., $560* (ps), $480* (ps), 
$425* (ps); comv., $425* (ps); (60) 
Special 4-dr., $500* (ps). 

'53 (62) conv., $210*; (60) Special 4-dr., 
$135* (ps). 


"52 (62) conv., $185* (ps), $155* (ps). 


Sell or 
USED 


AUTHORITY with 


Red Book 


Official Used Car Valuations 


88 


"51 (62) 4-dr., $175. 
OCHEVROLET—’61 Impala (8) sport sedan, 


bts 550* (ps); Biscayne (6) 4-dr., §2,- 

‘5D "Tmpiite (8) 4-dr., $1,490* (ps), $1,- 
235* (ps); Bel Air (8) 4-dr., $1,275*, 
$1,100*, $1,060; 2-dr., $1,030; Brook- 
wood (8) 4-dr., $1,350*; Brookwood 
(6) 2-dr., $1,010; Biscayne (6) 2-dr., 
$855. 

’58 Impala (8) conv., $1,060*, $960* 
(ps); Brookwood (8) 4-dr., $975* (ps), 
$800*; Yeoman (8) 2-dr., $685; Delray 
(6) 2-dr., $675. 

"57 Two-ten (8) station wagon, $825*, 
$650* (ps); Bel Air (8) conv., $775* 
(ps). 


’56 Two-ten (6) 2-dr., $660, $325*; Bel 
Air (8) conv., $625* (ps). 

‘55 Two-ten (8) 4-dr., $470* (ps), $335; 
Two-ten (6) 2-dr., $335, $290; Bel Air 


(8) conv., $450*; 4-dr., $410*; Bel Air 
(6) 2-dr., $360; 4-dr., $315. 
’54 Bel Air sport coupe, $365; 4-dr., 
$190*; conv., $175. 
'53 Two-ten 2-dr., $245, $225*. 
CHRYSLER — ’59 (300) 2-dr. hardtop, 


$2,325* (ps). 
’57 Windsor 2-dr, hardtop, $670*. 
56 NY 4-dr. hardtop, $475* (ps). 


"55 (300) 2-dr., $580* (ps); NY 4-dr., 
$355* (ps), $300* (ps). 

SOTO —'60 Adventurer 4-dr. hardtop, 
$2,000* (ps). 


’57 Fireflite 4-dr., $510*, $470. ° 
‘56 Fireflite 4-dr. hardtop, $530* (ps). 
’54 Firedome 2-dr., $160*. 
’53 Firedome 4-dr., $100*. 
DODGE —'58 Royal (8) 4-dr. 
$725* (ps); 4-dr., $695* (ps); 
(8) 4-dr., $520*. 
’57 Coronet (8) 2-dr, hardtop, $530*. 
’56 Royal (8) 4-dr., $430* (ps); Coronet 
(8) 2-dr., $350*. 
EDSEL—’58 Ranger 2-dr. hardtop, $425. 
FORD—’60 Galaxie (8) Starliner, $1,705* 


(Continued on Page 94, Col, 1) 


hardtop, 
Coronet 
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(Continued from Page 93) 


$1,650, $1,575* (ps). 

’59 Thunderbird (8) 2-dr. 
385; Galaxie (8) conv., 
Country Sedan (8) 4-dr., $1,300* (ps); 
Ranch Wagon (8) 4-dr., $950; Fairlane 
(8) 2-dr., $805*; Custom 300 (6) 2-dr., 
$785, $730, $715. 

‘68 Country Sedan 
Fairlane (8) 4-dr., $730*; Custom 300 
(6) 2-dr., $650; Main (6) 2-dr., $590; 
Ranch Wagon (6) 2-dr., $560. 

"57 Thunderbird (8) 2-dr. hardtop, $1,- 

Country Sedan (8) 4-dr., 


$1,340* (ps); 


Custom 300 

4-dr., $620; 2-dr., $420*; Ranch Wag- 
on (8) 2-dr., $620. 

‘56 Fairlane (8) conv., $450* (ps), $400*, 
$365*, $325; 4-dr., $330*; Country Se- 
dan (8) 4-dr., Ranch Wagon 
$295*; 4-dr., $230°*. 

‘55 Fairlane (8) 2-dr, 
(ps), $240*; conv., $300; Custom (8) 
4-dr., $265*; 2-dr., $145; Ranch Wag- 
on (8) 2-dr., $190. 

’54 Crest (8) 2-dr. Victoria, $355; Cus- 

$290; Country Sedan 

Ranch Wagon (8) 


$ 
'63 Custom (8) 4-dr., $250*; 2-dr., $175; 
Country Sedan (8) 4-dr., $150. 
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AUTOMOTIVE NEWS, JANUARY 30, 1961 


PLYMOUTH—’'59 Fury (8) 2-dr. hardtop, 
$1,200*; Suburban (8) 4-dr., $975*; 
Belvedere (8) 4-dr., $825; Savoy (6) 
4-dr., $785. 

‘58 Savoy (8) 2-dr., $495*; Plaza (6) 
4-dr., $435*, $325°. 
’57 Savoy (6) 4-dr., $415; Belvedere (8) 
4-dr., $375* (ps). 
‘55 Plaza (6) Suburban, $210. 
ag ae | Catalina we, kiwee Gs 
’58 Bonneville sport coupe, ’ * (ps). 

IMPERIAL—’58 Imperial 2-dr. hardtop,| 57 Chieftain 4-dr. Catalina, $825* (ps), 

$1,575* (ps). $760* (ps), $680*; Bonneville conv., 
’57 Imperial 2-dr., $1,195* (ps), $700* (ps). 

LINCOLN—’58 Continental Mark III 2-dr. ’56 Chieftain Safari 2-dr., $300* (ps). 

hardtop, $1,600* (ps). '55 Star Chief 2-dr. Catalina, $375* (ps), 
'56 Premiere 4-dr., $490* (ps). $335; Chieftain 4-dr., $270*. 
‘55 Capri 2-dr, hardtop, $345* (ps). ’53 Chieftain 4-dr., $115*. 
’52 Capri 4-dr., $170* (ps). RAMBLER—’59 Super (6) Cross Country, 


MERCURY—’59 Monterey 4-dr. hardtop, $1,110. 
$1,460* (ps). "57 Super (6) Cross Country, $525°. 


’57 Colony Park 4-dr., $655* (ps); Com- *56 Custom (6) Cross Country, $385; 


muter 4-dr., $625, $585* (ps). 4-dr., $350. 
’56 Montclair conv., $306* (ps). STUDEBAKER—’'56 Champion (6) station 
‘55 Monterey station wagon, $500* (ps). wagon, $300. 
’54 Monterey 2-dr. hardtop, $320. (ps), ‘54 Champion (6) station wagon, $290. 
$255* (ps). MISCELLANEOUS—’57 Dodge (8) %-ton 


van, $710; Chevrolet (6) panel, $610. 
‘5S Ford (8) %-ton pickup, $425 (6) 
%-ton pickup, $310. 


OLDSMOBILE—’61 (88) 4-dr. Holiday, $2,- 
700* (ps); F-85 4-dr., $2,630*. 
"60 (88) Super 4-dr. Holiday, $2,300* 
(ps). 


’59 (98) 4-dr. Holiday, $2,050 (ps), $1,- WAREHOUSE POINT, CONN. 


810* (ps). 
‘58 (98) 4-dr, Holiday, $1,250* (ps); Southern Auto Sales, Inc, Sale every 


Holiday, $1,025* (ps); | Wednesday. Prices are for sale of Jan. 18. 


(88) 4-dr. 

conv., $1,025* (ps). BUICK—’57 Super 2-dr. Riviera, $790* 
’57 (98) 4-dr. Holiday, $735* (ps); (88) (ps). 

4-dr. Holiday, $630*; conv., $625* ’56 Super 4-dr. Riviera, $560* (ps); Spe- 

(ps). cial 4-dr., $480%; RM conv., $280* 


'56 (98) 4-dr. Holiday, $560* (ps); (88) (ps); 4-dr. Riviera, $260* (ps). 
Super 4-dr. Holiday, $535* (ps); (88) ‘55 Special 2-dr. Riviera, $460* (ps), 
4-dr. Holiday, $480* (ps). $285* (ps); 4-dr., $270*. 

"55 (98) conv., $335* (ps); (88) conv., | CADILLAC—’56 (62) Coupe de Ville, $850* 
$275* (ps). (ps). 

54 (88) 2-dr. Holiday, $385*; 4-dr.,| CHEVROLET—’60 Impala (8) sport sedan, 
$235* (ps), $200* (ps). $1,875*; Biscayne (6) 4-dr., $1,435*. 
PACKARD —’55 Patrician 4-dr., $145* "59 Bel Air (6) 4-dr., $1,260, 2 at $1,- 

(ps). 125*, $1,075, $1,025; Bel Air (8) 4-dr., 








KKH HEHEHE HEHE HEHEHE HEHE HOHE $C 


PUBLIC 
NOTICE 


* ALLAUTHORIZED * 


HORSELESS CARRIAGE DEALERS 


Are Hereby Invited to 


Universal Underwriters 
Fantastically Festive Frolic: 


A WESTERN ROUND UP 


_ ~ 


* GARDEN COURT * 
SHERATON-PALACE 


(2° SAN FRANCISCO 
MONDAY, JANUARY 30, 1961 


6:00 to 9:00 P. M. 


FUN FOR ALL! 
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'58 Biscayne (8) 4-dr., $970*; Brookwood 
"57 Bel Air (6) 2-dr., $850*; Two-ten 
‘56 Two-ten (6) 2-dr., $585; station 
'55 Two-ten (8) sport coupe, $450*; Bel 


*54 Bel Air 2-dr., $105. 
’53 One-fifty 2-dr., $120; Two-ten 2-dr. 


CHRYSLER—’58 Windsor 4-dr. hardtop, 


’57 Windsor 4-dr, hardtop, $825* (ps). 
DeSOTO —’'58 Firesweep 4-dr. hardtop, 


DODGE—’59 Coronet (8) 4-dr., $1,015* 
(ps). 

EDSEL—’58 Ranger 2-dr. hardtop, $565* 
(ps). 

FORD—'60 Thunderbird (8) 2-dr. hard- 


’59 Country Sedan (8) 4-dr., $1,150*; 


’58 Country Sedan (8) 4-dr. (9 pass.), 


’57 Thunderbird (8) conv., $1,740* (ps); 


’56 Custom (8) 4-dr., $485*; 2-dr. Vic- 


—— 




























’5S Fairlane (8) 2-dr. Victoria, $495*, 
$325*; Ranch Wagon (8) 2-dr., $180*; 
Custom (8) 4-dr., $180*, $150*. 

MERCURY — '58 Monterey 4-dr, hardtop, 
$775* (ps). 

’57 Monterey 4-dr., $570*; Montclair 2- 
dr. hardtop, $545* (ps). 

'56 Custom station wagon, $470* (ps). 

"55 Custom 2-dr., $260*. 

OLDSMOBILE—’59 (98) 2-dr. Scenic, $1,- 
680* (ps). 

’58 (88) 4-dr., $1,075* (ps), $800* (ps); 
conv., $975* (ps). 

’57 (88) 4-dr. Holiday, $760* (ps); 4-dr., 
$600*; 2-dr. Holiday, $300* (ps). 

’56 (88) 2-dr. Holiday, $500*. 

’55 (88) 2-dr, Holiday, $260*. 

PACKARD — '56 Custom 2-dr. hardtop, 
$115*. 
PLYMOUTH—’58 Suburban (6) 4-dr., $560. 

"57 Savoy (8) 4-dr., $500*, $310*. 

’56 Savoy (8) 2-dr., $210. 

’55 Plaza (6) Suburban, $365, $125; 
Savoy (8) 4-dr., $155*, $135. 

’53 Cranbrook 4-dr., $125*. 

PONTIAC—’59 Bonneville 4-dr. Vista,, $1,- 
715* (ps). 

’57 Chieftain 2-dr. Catalina, $650* (ps); 
Safari, $450*. 

’56 Chieftain 2-dr. Catalina, $400*. 

RAMBLER—’56 Super (6) 4-dr., $270*. 

‘53 Super station wagon, $175*. 

MISCELLANEOUS—’60 Willys Jeep, $1,- 
490. 


HUNTSVILLE, ALA. 


Johnson Auto Auction, Sale every Fri- 
day. Prices are for sale of Jan. 20, 
Weather took its toll in units offered, 
However, this led to more active market 
on clean units—fast and strong, Sold 109 
cars from 199 consignments. 

BUICK—’59 Invicta 4-dr., $1,510* (ps). 

’57 Special 4-dr., $890* (ps), $600* (ps); 
2-dr., $655*; 2-dr, Riviera, $565*, 2 
at $505*. 

’56 Century Estate Wagon, $580*; Spe- 
cial 4-dr., $400*. 

’55 Special 4-dr, Riviera, $500*, $435*; 
Century 4-dr., $455*; Super 2-dr. Ri- 
viera, $125*. 

’54 Century 2-dr. Riviera, $430*; Special 
4-dr., $230*. 

CADILLAC—’54 (62) 4-dr., $680*. 
CHEVROLET—’61 Impala (6) sport coupe, 
$2,380*. 

’60 Impala (8) sport coupe, $1,965. 

’59 Bel Air (6) 4-dr., $1,335. 

’57 Two-ten (6) 4-dr., $865; 2-dr., $720; 
Two-ten (8) station wagon, $790; Bel 
Air (8) 4-dr., $795*; sport sedan, 
$700*. 

’56 Bel Air (8) 2-dr., $730, $505*, $485; 
sport sedan, $655; Bel Air (6) 2-dr., 
$585; Two-ten (6) 2-dr., $580, $505*; 
station wagon, $490*, $440*; Two-ten 
(8) 2-dr., $565%, $485. 

’55 Bel Air (8) 4-dr., $570, $520*, $475*, 
$460; 2-dr., $475*; Bel Air (6) station 
wagon, $410; 2-dr., $325; Two-ten (8) 
Delray, $480*. 

’54 Bel Air 4-dr., $500*, $405*, $385; 
station wagon, $470; Two-ten 4-dr., 
$185. 

"53 Bel Air 2-dr., $340, $190; 4-dr., 
$335. 

*51 Deluxe 2-dr., $280. 

CHRYSLER—’53 NY 4-dr., $155*. 

DeSOTO—’'55 Fireflite 4-dr., $425. 

DODGE — ’57 Custom Royal (8) 4-dr., 
$655*. 

’55 Coronet (6) 4-dr., $360. 

FORD—’60 Country Sedan (8) 4-dr., $1,- 
660*. 

"59 Galaxie (8) 4-dr. Victoria, $1,555; 
Skyliner, $1,375* (ps); 4-dr., $1,340; 
Galaxie (6) 2-dr., $1,165*; 4-dr., $1,- 
050; Country Sedan (8) 4-dr., $1,280*; 
Fairlane 500 (8) 4-dr., $980*. 

’58 Country Sedan (8) 4-dr., $790*. 

’57 Fairlane 500 (8) 4-dr., $725* (ps); 
4-dr. Victoria, $685"; 4-dr., $595; 
Ranch Wagon (8) 2-dr., $620. 

"56 Country Squire (8) 4-dr., $650; 
Country Squire (6) 4-dr., $410; Fair- 
lane (8) 4-dr. Victoria, $575* (ps), 
$555*; Custom (8) 4-dr., $355*; 2-dr. 
Victoria, $150*. 

55 Fairlane (8) 2-dr, Victoria, $550, 
$415*; 4-dr., $500, $465*. 

*54 Country Sedan (8) 4-dr., $355; Crest 
(6) 4-dr., $150. 

’53 Crest (8) 4-dr., $320. 

’51 (8) 2-dr., $405. 

’50 (8) 4-dr., $210. 

MEROURY — ’53 Monterey 2-dr. hardtop, 
$275. 

OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$1,800* (ps). 

"BT (98) 4-dr., $955*; (88) 2-dr. Holiday, 
550". 


’56 (98) 4-dr. Holiday, $805* (ps); 4-dr., 
$550* (ps). 
"55 (98) 4-dr., $705* (ps); 2-dr. Holiday, 
$510*, $490*. 
'54 (98) 4-dr., $445* (ps). 
PLYMOUTH—’58 Savoy (8) 2-dr., $805*. 
56 Savoy (8) 4-dr., $365*. 
’55 Belvedere (8) 4-dr., 3260*, 
’54 Belvedere 4-dr., $315. 
PONTIAC—’55 Star Chief 4-dr., $395%, 
$360*, $300*. 
RAMBLER—’55 Custom 4-dr., $345*; De- 
luxe 4-dr., $205. 
STUDEBAKER—’56 Flight Hawk (6) 2- 


dr., $300. 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Jan. 18. Prices 
were up slightly on good clean merchan- 
dise. Sold 171 cars from 262 consignments. 
BUICK—’60 Electra 4-dr. hardtop, $2,475* 

(ps); 4-dr., $2,400* (ps); 2-dr. hard- 
top, $2,450* (ps); Invieta 2-dr. hard- 
top, $2,350* (ps); LeSabre 4-dr. hard- 
top, $2,250* (ps); 4-dr., $2,150*; 2-dr. 
hardtop, $2,205*. 

’59 Electra 2-dr. hardtop, $1,550* (ps); 
4-dr., $1,550* (ps); LeSabre 4-dr. hard- 
top, $1,465* (ps); 2-dr. hardtop, $1,- 
560* (ps); conv., $1,415*. 

58 Special 4-dr., $970%, $865*;. 4-dr. 
Riviera, $865%; Super 4-dr., $925 
(ps). 

"57 an 2-dr. Riviera, $835* (ps); 
4-dr. Riviera, $755* (ps); 4-dr., $450° 
(ps); Special 4-dr. Riviera, $775* (PS); 
2-dr., $690*. : 

56 Special 2-dr. Riviera, $375*, $365*; 
4-dr. Riviera, $275* (ps); Century 4- 
dr. Riviera, $405* (ps); 2-dr. Riviera, 
$230". ‘gas. ae 

°55 Special 4-dr., “ 
CADILLAC—'60 (62) 4-dr., §3,335* (ps), 

’5S (62) 4-dr., $1,890* (ps). 
CHEVROLET—'61 Corvair (900) (8) 2-d¥., 

$2,075*. E 

’60 Impala (8) conv., $2,100*; 2-dr. hard 
top, $2,050* (ps); Bei Air (8) 4-dr-, 
$1,735* (ps); Brookwood (8) - 
$1,665; Brookwood (6) 4-dr., $1,339; 
Biscayne (8) 4-dr., $1,570*; 

(500) (6) 4-dr., $1,340*, $1,265. 415° 

’59 Impala (8) 2-dr. hardtop, $1, * 

(Continued on Page 96, Col. 1 


$1,225* (ps), $1,185*, 2 at $1,150*, 
$1,140*, $1,105; Brookwood (8) 4-dr., 
$1,145*; Biscayne (6) 2-dr., $875, $700. 


(6) 4-dr., $840; Yeoman (8) 2-dr., 
$815*. 


(6) 4-dr., $725, $600; Two-ten (8) 
2-dr., $485. 


wagon, $325; Bel Air (8) 4-dr., $575*; 
Bel Air (6) sport sedan, $550. 


Air (8) 4-dr., $355". 


hardtop, $100. 
$890* (ps). 


$840* (ps); 2-dr. hardtop, $500* (ps). 





top, $2,740* (ps), $2,680* (ps); Gal- 
axie (8) 4-dr. Victoria, $1,775*, $1,- 
590°. 


Fairlane (8) 4-dr., $1,125*; 2-dr., 
$995*; Custom 300 (8) 4-dr., $1,020*; 
2-dr., $975*, $935*; Custom 300 (6) 
4-dr., $930*, $860*. 


$945* (ps); Custom 300 (6) 2-dr., 
$675*; Custom 300 (8) 4-dr., $550* 
(ps); Fairlane’ (8) 2-dr., $550. 


Country Sedan (8) 4-dr. (9 pass.), 
$725*, $580; Fairlane (8) 4-dr., $625*, 
$600* (ps), $550*; Fairlane 500 (8) 
4-dr. Victoria, $575*; Ranch Wagon 
(8) 2-dr., $490*, $380. 


toria, $400* (ps); Custom (6) 2-dr., 
$170*; Fairlane (8) 4-dr., $330. 
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AMERICA SAID IT! 
AMERICAS DECORATORS AGREE! 
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BUICK’S CLEAN LOOK OF ACTION IS 
THE TASTE-SETTING STYLE OF ‘61! 


No doubt ‘about it. Buick 
Dealers have what America 
wants in new car styling... the 
new Clean Look of action. And, 
here are just a few figures to 
prove the point ¢ Sales of ’61 
Buicks to year-end show a sub- 
stantial increase over compara- 


ble months for 60 Buicks. 





¢ Buick’s share of the car mar- 
ket climbed steadily from an- 
nouncement day. 

And, now comes further proof 
that Americans know a winner 
when they see one. Buick has 
just won the Style Award of the 
American Institute of Decora- 
tors! It was given to Buick for 


AMERICAN INSTITUTE 
OF DECORATORS 


STYLING 
CITATION 


1961 BUICK 


“distinguished car design and 
its outstanding contribution to 
interior comfort.” 
Add to Buick’s award-winning 
looks its many other advances 
.. new Wildcat V-8 go on less 
gas, new trigger-quick Turbine 
Drive, new Comfort Zone roomi- 


ness . . . and you'll see why — 


for “distinguished car design 
mnd its outstanding contri- 
‘bution to interior comfort.” 








sit mons 
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Catalina, $335*; Star Chief 2-dr., $325*° ( 
$185°*. 





ona $220*; Coronet (8) 2-dr. hard- 
DYER, IND. P, $160*; Coronet (6) 2-dr., . 
(Continued from Page 94) Dyer Auto Auction. Sale. every Friday. FORD 60 Gatexie (8) s), ed $9 
ices are for sale of Jan. 20. Sold 249 (ps); 4-dr 1,685* (ps), 0", 
$1,375* (ps); Bel Air (8) 4-dr., $1,- (ps); Fairlane 500 (6) 2-dr., $1,320. | Fare tron 267 consignment, 385*' (ps); 2-dr., $1,485"; Fairlane (8) 
400* (ps); 2-dr., $1,240*, $1,180*, $1,- ’59 Thunderbird (8) conv., $2,175* (ps), | RUICK—’59 Invicta 2-dr. hardtop, $1,375*. 4-dr., $1,545* (ps); 2-dr., $1,245*. 
170*; Bel Air (6) 4-dr., $1,115; Park- $1,995* (ps); Galaxie (6) conv., §$1,- 58 Century 2-dr. Riviera, $980* (ps) ’59 Fairlane 500 (8) 4-dr. Victoria, $1,- 
wood (8) 4-dr., $1,305*, $1,175* (ps); 325°; Country Sedan (8) 4-dr., $1, 200°, ’57 Century 2-dr. Riviera, $685*. r 135*; Fairlane (8) 4-dr., . 
Biscayne (8) 2-dr., $1,000, $955. $1, 160°; Ranch Wagon (8) 2-dr., $1,- 56 Century 2-dr. Riviera, $460*; Special dr., $1,095*; Custom 300 (8) 4-dr., 

’58 Nomad (8) 2-dr., $1,050* (ps); Im- 095* (ps); Custom 300 (6) 2-dr., $930; 4-dr. Riviera, $275*; 2-dr., $250 $630*. 
pala (8) 2-dr., $1,005*%; Brookwood Custom 300 (8) 2-dr., $900. 5S Century 4-dr. Riviera, $380* “game: 58 Fairlane 500 (8) 2-dr. 
(8) 4-dr., $985*; Biscayne (6) 4-dr., ’58 Country Sedan (8) 4-dr., $800* (ps); Special 2-dr. Riviera $235*, $225° $850*; 4-dr. Victoria, $825*; 
$985*; Biscayne (6) 4-dr., $775*; Del- Fairlane (8) 2-dr. Victoria, $775*; $200*:; 4-dr., $100*; 2-dr., $100*. ‘ (6) 4-dr., $595°*. 
ray (6) 2-dr., $700. Custom 300 (8) 4-dr., $615*. CADILLAC—'56. (62) ‘Beda n de Ville, ’57 Fairlane 500 (8) 2-dr. 

‘57 Two-ten (6) 2-dr. hardtop, $780*, ’"&7 Custom 300 (8) 2-dr., $530*, $290*; $760*; 2-dr. hardtop, $595*. $800*; Ranch Wagon (8) 2-dr., 
$780°; 4-dr., $575*; Two-ten (8) 4-dr., Custom 300 (6) 2-dr., $430*; Fairlane 54 (62) 2-dr. hardtop, $550* (ps), $325* Country Sedan (8) 4-dr., $600*; 
$650* (ps); Bel Air (8) station wagon (6) 2-dr., $520; Ranch Wagon (8) 2- (ps); 4-dr., $295*. 5 4 lane (8) 2-dr. Victoria, $560*, 

; 2-dr., $775* (ps); 4-dr., $645. dr., $515°*. 53 (62) 4-dr., $200°, $465*; 4-dr. Victoria, $505*, 

56 Bel Air (8) station wagon 4-dr.,| MERCURY—’57 Monterey 2-dr. hardtop, | CHEVROLET—’60 Corvette (8) conv., $2,-| ‘56 Country Sedan (8) 4-dr., 
$525*; 4-dr., 2 at $400; Two-ten (8) $415°. 750°, $2,700*; Impala (8) sport sedan, Fairlane (8) 4-dr. Victoria, 
2-dr., $430; Two-ten (6) station wagon ’55 Monterey 2-dr. hardtop, $215*. $2,140* (ps), $1,975* (ps), $1,765*; $225*; Ranch Wagon (6) 2-dr., 
4-dr., $400; 2-dr., $235, $165*. OLDSMOBILE—’60 (88) 2-dr., $2,200*; 4- sport coupe, $2,095* (ps), $2,050*, $1,- Ranch Wagon (8) 2-dr., $140°; 

’55 Two-ten (6) Delray, $400*; station dr., $1,650. 840* (ps); Biscayne (8) 4-dr., $1,- tom (6) 2-dr., $260. 
wagon 4-dr., $145*; Bel Air (8) sta-| +59 (88) 4-dr., $1,470*. 450°, $1,000* (ps); Bel Air (8) 4-dr., | HUDSON—’57 Hornet 4-dr., $175*. 
tion wagon 4-dr., $400° (ps); 2-dr., ‘58 (98) conv., $1,160* (ps); 2-dr. Holi- $1,125* (ps); Bel Air (6) 2-dr., $1,- | LINCOLN—'58 Capri 4-dr., $1,330*. 
$270*. day, $1,000* (ps); (88) 4-dr., $1,000* 085*; Corvair (6) 4-dr., $1,120. ’57 Capri 2-dr. hardtop, $965* (ps). 

CHRYSLER — '56 Windsor 2-dr., $285* (ps). ’59 Impala (8) sport coupe, $1,575* (ps); "55 Capri 4-dr., $350*. 
(ps); 2-dr. hardtop, $155*. ’57 (88) Super 4-dr. Holiday, $865* (ps); sport sedan, $1,450*; Bel Air (8) 4-| MERCURY—’58 Monterey 2-dr., y 
DeSOTO — '58 Firesweep 2-dr. hardtop, (88) 2-dr. Holiday, $800*° (ps); (98) dr., $1,265*, $970*, $935*; 2-dr., $1,- ’56 Custom 2-dr. hardtop, $335*; Medal- 
$720°* (ps). 4-dr. Holiday, $620* (ps). e, ist 2-dr. hardtop, $290*, $150*; 4-dr., 

’S7 Fireflite 2-dr., $630* (ps); 2-dr. ’56 (98) 4-dr., $625* (ps); 4-dr. Holiday, "58 Impala (8) sport coupe, $950* (ps); $240*. 
hardtop, $330* (ps). $425° (ps). Bel Air (8) 4-dr., $800*, $585*; Bel Air ‘55 Custom 4-dr., $240* (ps), $230 

’55 Firedome 4-dr.,'$270* (ps). ’55 (88) 4-dr. Holiday, $420* (ps). (6) 2-dr., $785*. $220*, $140*; 2-dr, hardtop, $125*. 

DODGE—’58 Custom Royal (8) 2-dr. hard- | PLYMOUTH—’57 Belvedere (8) 4-dr. hard- ’57 Bel Air (8) 2-dr., $870*. ’54 Monterey 2-dr. hardtop, $200*; 
top, $470* (ps). top, $455*°; Savoy (8) 4-dr., $380*. '56 Bel Air (8) sport coupe, $580*; Bel tom 4-dr., $130*; 2-dr., $100*. 

56 Coronet (6) 2-dr., $185*. ’55 Suburban (8) 4-dr., $830* (ps). Air (6) sport coupe, $565*; 2-dr., $400; ’53 station wagon, $210*. 

FORD—'61 Falcon (6) 4-dr., $1,805. PONTIAC—’'60 Bonneville conv., $2,400* One-fifty (6) station wagon, $350*; | OLDSMOBILE —'’58 (88) 2-dr. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- (ps); 2-dr., $2,380* (ps); Ventura 4- 4-dr., $275*; Two-ten (8) sport sedan, $1,105* (ps), $1,030*; conv., 
700* (ps); conv., $2,405* (ps); Coun- dr. Vista, $2,330* (ps); 4-dr., $1,730* $300*; 2-dr., $250*. ; ’57 (88) 4-dr., $500*. 
try Sedan (8) 4-dr., $2,000* (ps), $1,- (ps), $1,710* (ps). CHRYSLER—’57 Saratoga 4-dr., $770*. "56 (88) Super 2-dr. Holiday, 
715*; Galaxie (8) conv., $1,840* (ps), ’59 Catalina sport coupe, $1,555* (ps); ’56 Windsor 4-dr., $410* (ps). $485*; (88) 4-dr., $405*; 2-dr., 
$1,725* (ps); 2-dr. Victoria, $1,835* 4-dr. Vista, $1,350*, $1,215. ’54 Windsor 4-dr., $125*. 2-dr. Holiday, $290*. 









Through General Motors Leadership... 


GM HARRISON 
OFFERS THE MOST 


For over fifty years, Harrison Radiator Division of 
General Motors has pioneered, perfected and produced 
reliable heat transfer equipment for the automotive 
industry. Reliability is a reality at Harrison. Reliability 
from idea to a based on scientific controls that 
cover every phase of product development and manu- 
facturing .. . eee by millions of motoring miles. 
Your company and your customers can benefit from 
: this Harrison heat-transfer experience in the automo- 
‘ tive field. So, if you have problems with temperatures 
... passenger comfort or vehicle efficiency. ..look to the 
leader in reliability. Look to Harrison for the answers. 
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HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION. LOCKPORT. 


’56 Chieftain 4-dr., $380*, $205*; 2-dr.| DeSOTO — 


’57 Firesweep 2-dr. hardtop, 


ps). 


’56 Firedome 4-dr., 125*. 


e s . 
RAMBLER—’59 Super (6) 4-dr., $960*. '55 Firedome 2-dr. hardtop, $100*. 
Used-Car Auction ! rices STUDEBAKER—'59 Lark (6) 4-dr., $495. | DODGE—’57 Coronet (8) 4-dr. 
'57 Champion (6) 2-dr., $160. $450*; Coronet (6) 2-dr., $420*, 
’55 Custom Royal (8) 4-dr., 
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AUTOMOTIVE RADIATORS + Oil COOLERS + THERMOSTATS + AIR CONDITIONERS + HEATERS + DEFROSTERS 


NEW YORK 






















’55 (88) 2-dr. Holiday, $235*. 
’53 (88) 4-dr., $160*. 


PACKARD — ’'55 Clipper 2-dr. hardtop, 
$150°. 
PLYMOUTH — '59 Belvedere (8) 4-dr., 


$915*. 

'58 Plaza (6) 4-dr., $450°*. 

'57 Belvedere (8) 2-dr., $475*; Savoy 
(6) 4-dr., $390%; Plaza (8) 2-dr., 
$325*; 4-dr., $160°%; Plaza (6) 4-dr., 
$295°. 

"56 Savoy (8) 2-dr. hardtop, $355*; 
Savoy (6) 2-dr. hardtop, $130*; Belve- 
dere (6) 2-dr., $300*; Belvedere (8) 
conv., $265*; Plaza (6) 2-dr., $210*; 
Plaza (8) 4-dr., $140*. 

PONTIAC—’58 Chieftain conv., $870*. 

‘57 Chieftain 4-dr., $410*. 

’56 Chieftain 2-dr. Catalina, $380*; 4-dr., 
$235°. 

RAMBLER—'59 American (6) 2-dr., $670*. 

’55 Super 4-dr., $130. 

STUDEBAKER—’56 Commander (8) sta- 
tion wagon, $355; Champion (6) 4-dr., 
$225*, $190*. 

MISCELLANEOUS—’56 Ford (8) %-ton 
pickup, $770; Willys Jeep, $620. 

55 Ford (8) %-ton, $550, $475; Dodge 
%-ton, $495. 


ALBANY, N. Y. 


Tim Anspach Auto Auction, Inc. Sale 
every Monday. Prices are for sale of Jan. 
16. The car market here today showed a 
modest change for the worse. Seems prices 
are reducing around $10.00 each week on 
average units. Still the market is active 
with buyers galore and first class cars 
bringing a good buck, Sold 83.2 percent 
of 131 consignments. 

BUICK—’59 LeSabre 4-dr., $1,320*. 

’55 Special 4-dr., $285*; 2-dr., $225*. 

CADILLAC—’58 (60) Special 4-dr., $2,- 
060* (ps); (62) 4-dr., $1,970* (ps); 
2-dr. hardtop, $1,900* (ps). 

CHEVROLET — ’'59 Parkwood (8) 4-dr., 
$1,490*; Bel Air (8) 4-dr., $1,135*; 
2-dr., $1,025*; Bel Air (6) 4-dr., 
$920*; Brookwood (6) 4-dr., $1,100*. 

"58 Impala (8) conv., $1,080*; Biscayne 
(8) 4-dr., $980*. 

’57 Two-ten (6) 2-dr., $710; Two-ten 
(8) station wagon 4-dr., $450*; One- 
fifty (6) 2-dr., $595. 

’56 Bel Air (8) 4-dr. hardtop, $490*; 
2-dr. hardtop, $470*; Two-ten (8) 2- 
r., $450*. 

"55 Two-ten (8) station wagon 4-dr., 
$440*; Two-ten (6) 4-dr., $350*, $300*; 
2-dr., $280%; station wagon 2-dr., 
$130. 


be Air 4-dr., $190*; Two-ten 4-dr., 

10 

CHRYSLER—’57 Windsor 2-dr. hardtop, 
$600* (ps). 


’56 Windsor 4-dr., $600* as 
’55 Windsor 4-dr., $200* (ps) 
DeSOTO—’57 Firedome 4-dr., $750* (ps), 


$435". 
FORD—’60 Thunderbird (8) conv., $2,710* 


(ps). 

"59 Thunderbird (8) conv., $1,860* (ps); 
Galaxie (8) 2-dr. Victoria, $1,390* 
(ps); 2-dr., $1,250* (ps); Country Se- 
dan (8) 4-dr., $1,350* (ps); Custom 
300 (8) 4-dr., $1,100* (ps), $990*; 2- 
dr., $880; Ranch Wagon (6) 4-dr., 
$1,060*. 

’58 Custom 300 (8) 4-dr., $690*; 2-dr., 
$600*; Custom 300 (6) 2-dr., $575*, 
$510; Country Sedan (8) 4-dr., $690*. 

’57 Fairlane 500 (8) skyliner, $775*; 
2-dr. Victoria, $680*; 4-dr. Victoria, 
$610*; 4-dr., $585*; Fairlane (8) 4-dr., 
$510* (ps); 2-dr., $450; Country Se- 
dan (8) 4-dr., $750*, $725* (ps), $650*, 
$430; Custom 300 (8) 4-dr., §725* 
(ps); Custom (8) 2-dr., $450; Custom 
(6) 2-dr., $450. 

56 Country Sedan (8) 4-dr., $550*; 
Ranch Wagon (8) 2-dr., $400*; Fair- 
lane (8) 2-dr., $390*; conv., $375. 

55 Fairlane (8) 2-dr. Victoria, $290; 
Ranch Wagon (8) 2-dr., $195; Custom 
(8) 2-dr., $190, $130. 

’54 Country Sedan (8) 4-dr., $290* (ps); 
Custom (8) 4-dr., $190*, 

’53 Ranch Wagon (8) 2-dr., $100*, 
HUDSON—’55 Hornet 4-dr., $140 (ps). 
LINCOLN—’55 Capri 4-dr.,. $225* (ps). 
MERCURY—’'56 Medalist 4-dr., $310*. 

55 Monterey 2-dr., $235*. 
OLDSMOBILE—’58 (98) 4-dr. Holiday, $1,- 

025* (ps). 

"57 (98) 2-dr., $570* (ps); (88) Super 
4-dr. Holiday, $570* (ps). 

’56 (88) 2-dr. Holiday, $585* (ps), $410* 

(ps); 4-dr. Holiday, $460* (ps). 
PLYMOUTH—’58 Plaza (6) 4-dr., $500; 
Savoy (8) 4-dr., $485*. 

’57 Belvedere (8) 4-dr., $450*%; Plaza 
(6) 4-dr., $385*. 

’56 Savoy (8) 4-dr., $330*; 2-dr., $260; 
Belvedere (8) 4-dr., $330*; Suburban 
(6) 2-dr., $200. 

’55 Belvedere (6) 2-dr., $290*. 

PONTIAC—’56 Chieftain 4-dr. Holiday, 
$570*; 4-dr., $420*; 2-dr. Catalina, 
$390°. 


’55 Star Chief conv., $385*; Chieftain 
2-ds., $150*. 
a ies 56 Custom Cross Country 4- 
$350*. 


STUDEBAKER—'56 Lark (6) 2-dr., $800. 
’55 President 4-dr., $120*. 
MISCELLANEOUS—’61 Willys Jeep 2-dr., 
$2,090, $2,085, 
58 Ford %-ton pickup, $740. 
’55 Chevrolet %-ton pickup, $400. 
’54 Chevrolet %-ton pickup, $250*. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of Jan, 19. Prices 
were up from previous week with strong 
bidding on all sharp cars including ‘60 
models. Sold 167 cars from 258 offerings. 
BUICK—’58 RM 2-dr., $1,140". 

’57 Super 4-dr. Riviera, $815* (ps); 2- 
dr. Riviera, $750* (ps); Special 2-dr. 
Riviera, $680* (ps); 4-dr., $615°. 

’56 Special 4-dr., $355* (ps). 

’55 Special 2-dr. Riviera, $510*; Century 
2-dr. Riviera, $440*. 

CADILLAC—’58 (62) 4-dr., $2,000* (pS); 
2-dr. hardtop, $1,895* (ps). 

’56 (62) 4-dr., $865° (ps). 

’55 (62) 4-dr., $790* (ps). 
CHEVROLET—'60 Impala (8) sport coupe, 
$2,000*; Biscayne (6) 4-dr., $1, 505°. 

'59 Impala (8) 4-dr., $1,490* (ps); sport 
coupe, $1,340%; 2-dr., $1,250; Park- 
wood (8) 4-dr., $1, 350*: Bel “air (8) 
4-dr., $1,225, $1,220*; Brookwood (8) 
4-dr., $1,230, $1,170*; Brookwood (6) 
4-dr., $1,085; Biscayne (6) 4-dr., $875. 

"58 Impala (8) sport coupe, $1,110*° (ps)- 

'57 Two-ten (8) 4-dr. station wagon, 
$890*; Two-ten (6) 2-dr., $655*; Bel 
Air (8) 4-dr., $820%, $720*; sport 
coupe, $795* (ps), a conv., $750 
(ps); sport sedan, : 

56 Bel Air (8) 2-dr., $630*; Two-ten 
(8) station wagon 4-dr., $520%; Two 
ten (6) 4-dr., $255°. 

(Continued on Page 98, Col. 1) 
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75 PERCENT 


OF DELAWARE VALLEY’S 
GASOLINE STATION SALES 
ARE MADE 
IN THE SUBURBS 


The Philadelphia Anguirer delivers your advertising to 30% more 
suburban adult readers than does any other Philadelphia newspaper. 
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Sources: 1960 Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sindlinger & Company, Inc. based on over 50,000 interviews, 1957-59. (Summary of 1959 study available on request.) 
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Used-Car Auction Prices 





(Continued from Page 96) 


‘655 Bel Air (8) 4-dr., $530*; 2-dr., $400*. ’55 Monterey 4-dr., $245*. 
DODGE—'55 Royal (8) 2-dr., $385*, $260*; | OLDSMOBILE — '59 (88) 
4-dr., $240*; Coronet (8) 4-dr., $300*. 
EDSEL—’58 4-dr., $555*, $525*. 
FORD—’'60 Thunderbird (8) 2-dr. hardtop, 


700* (ps), $1,550* (ps). 


$2,775* (ps); Galaxie (8) starliner, 
$1,740* (ps); Falcon (6) 4-dr., $1,- day, $880*; (88) 4-dr. Holiday, $550* Bel Air (8) 4-dr., $1,335*, $1,325*, ’59 Commuter 4-dr., $1,450* (ps); Mon- 
270. (ps). 311245", $1,150%; 2-dr., $1,070*, $925°. terey 4-dr., $1,245*. 
'59 Thunderbird (8) 2-dr, hardtop, $2,-| PLYMOUTH — ‘'59 Belvedere (8) 4-dr., 58 Bel Air (8) 4-dr., $1,100* (ps); ’56 Custom 4-dr., $505* (ps); 
220* (ps); Fairlane 500 (8) conv., $900*. Parkwood (8) 4-dr., $990; Delray (8) $265°. 
4-dr., $835*. OLDSMOBILE—’59 (88) 4-dr., $1,580*. 


$1,150* (ps); Ranch Wagon (8) 4-dr., 
$1,065, $1,065*; Ranch Wagon (6) 2- 
dr., $935*; Custom 300 (8) 2-dr. Vic- 
toria, $1,055*; 4-dr., $1,050*; 2-dr., 
$1,040*, $940; Country Sedan (8) 4- 
dr., $1,015°*. 

’58 Thunderbird (8) 2-dr. hardtop, §$1,- 
775* (ps); Fairlane 500 (8) 2-dr. Vic- 


’57 Belvedere (8) conv., 


4-dr., $1,075*, $1,070. 


tom 300 (8) 4-dr., $650; Custom 300 
’57 Super (6) 4-dr., $385, 


(6) 2-dr., $575*. 


’57 Fairlane 500 (8) skyliner, $840* (ps); | STUDEBAKER—’60 Lark (6) 4-dr., 


4-dr. Victoria, $625*; 2-dr. Victoria, 180, $1,145. 
$600*; Country Sedan (8) 4-dr., $700*; | WILLYS—’48 Jeep, $365. 


Custom 300 (8) 2-dr., $575*; Fairlane | MISCELLANEOUS—’59 Chevrolet %-ton 


(8) 4-dr., $550; Custom (8) 4-dr., pickup, $1,000. 
$505*, $500* (ps), 

’56 Fairlane (8) 4-dr., $565; Country 
Sedan (8) 4-dr., $325; Custom (8) 2- 
dr., $300*. 

MERCURY—’58 Monterey 2-dr. 
$810* (ps); 4-dr., $760* (ps). 

'57 Monterey 4-dr., $640*; z-dr., $435°; 
Montclair 2-dr., $500*; 4-dr., 


%-ton pickup, $575. 


hardtop, 


(ps). BUICK—’59 LeSabre 4-dr., 
’56 Montclair 2-dr. hardtop, $330*; sta- 
tion wagon 4-dr., $275* (ps). 


Holiday, 
$1,720* (ps), $1,505*; (98) 4-dr., $1,- 


°58 (98) 2-dr., $1,045* (ps). 
’57 Fiesta 4-dr., $895*; (98) 4-dr. Holi- 


'5S Savoy (8) 2-dr. hardtop, $710* (ps). 
Savoy 
(8) conv., $580*%; 2-dr. hardtop, $455*. 
’56 Savoy (8) station wagon 4-dr., $470*; 
4-dr., $410*, $325*; 2-dr., $335. 
PONTIAC—’60 Catalina 4-dr., $1,640*. 
'58 Chieftain 2-dr. Catalina, $980* (ps). 
‘57 Chieftain 4-dr. Catalina, $630*. 
toria, $810*, $770*; 4-dr., $740*; Cus- | RAMBLER—’'59 Rebel (8) Cross Country | DeSOTO—’'56 4-dr., $400* (ps). 


’56 Chevrolet %-ton pickup, $655; Ford 
’52 Chevrolet %-ton pickup, $260. 


SALT LAKE CITY 


Salt Lake Auto Auction. 
$480* | Thursday. Prices are for sale of Jan. 19. 
2 at $1,525* 


Sale every 


(ps). 
"56 RM 2-dr. Riviera, $590* (ps); Cen- 
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tury conv., $500* (ps) 120* (ps); Fairlane (8) 4-dr., 


55 Century 2-dr, Riviera, $380* (ps); $705*. 
4-dr., $305* (ps). ’57 Country Sedan (8) 4-dr., $600* 


CADILLAC—’59 de Ville 2-dr. hardtop, 
$3,220* (ps); (62) 4-dr., $2,970* (ps), 
$2,890* (ps). 

"57 (60) Special 4-dr., $1,625* (ps). 
’56 (62) Sedan de Ville, $1,265* (ps). 
CHE VROLET—’60 Impala (8) sport coupe, 
$2,100* (ps); Bel Air (8) 4-dr., $1,- 
750, $1,700*; Corvair 500 (6) 4-dr., 

$1,235. 


(8) 4-dr., $470*. 
Victoria, $370*. 


$410*; Fairlane (8) 4-dr., $37 
’54 Custom (8) 4-dr., $170. 
‘53 Fairlane (8) 4-dr. Victoria, 
2-dr., $185. 
’52 Crest (8) conv., $130 


conv., $1,650*; 4-dr., $1,200*; Kings- 190* ¢ 
wood (8) 4-dr. (9 pass.), 


Parkwood (8) 4-dr., $1,525*, $1,390°; (ps). 


'57 Bel Air (8) station wagon 4-dr., $1,- 
005; Two-ten (8) 4-dr., $690*. 

"56 Bel Air (8) 4-dr., $665*, $605*; Bel 
Air (6) 2-dr., $640. 

"54 Bel Air (6) 2-dr., $300*; 4-dr., $250*. 

"53 Bel Air (6) 4-dr., $265*, $245, $245*. 


CHRYSLER—’54 4-dr., $205* (ps). 


’58 (98) 4-dr., $1,425* (ps). 


'55 (88) 2-dr. Holiday, $515*. 
’54 (88) 4-dr., $370* (ps) 


420*, $1,365°*. 
’58 Savoy (8) 2-dr., $580*, 
DODGE—’61 Lancer (6) 4-dr., $1,900. 
60 Dart Pioneer (8) 4-dr., $1,515. 
$1,- ‘58 Custom Royal (8) 4-dr., 


(ps). 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,085* (ps); Galaxie (8) 4-dr., $1,- 
695* (ps); Fairlane 500 (8) 4-dr., $1,- 


'56 Savoy (8) 4-dr., $405, $375. 


(ps). 
’56 Chieftain (8) 4-dr., $425*. 
'55 Chieftain (8) 4-dr., $375*. 
’54 Chieftain (8) 4-dr., $215*. 


on 4-dr., $1,530; 4-dr., $1,505. 


Falcon (6) 4-dr., $1,430*; Country Se- 
’58 Custom (8) 4-dr., $825*. 


dan (8) 4-dr., $1,300. 


‘59 Thunderbird (8) 2-dr. hardtop, $2,-| STUDEBAKER—’57 Presidsnt (8) 4-dr., 


430° (ps), $2,410*, $2,400* (ps); Coun- $575* (ps). 


try Sedan (8) 4-dr. (9 pass.), $1,525* | MISCELLANEOUS—’61 Chevrolet (6) %- 


ton pickup, 5 at $1,950. 
’59 Chevrolet (8) 
Ford (8) %-ton pickup, $1,075. 
‘58 Chevrolet (8) %-ton pickup, 


(ps); Country Sedan (8) 4-dr., $1,- 
395° (ps); Fairlane (8) 2-dr. Victoria, 
$1,120*; 4-dr., $1,095*, $1,010*; Cus- 
tom 300 (8) 4-dr., $1,025*. 

’58 Thunderbird (8) 2-dr. hardtop, §2,- 





ROBERT D. CLARK 


HOLMES Factory Representa- 
tive in charge of Sales and 
Service for Nebraska, Kansas, 
Oklahoma. Western lowa and 
Western Missouri. 
















> HOLMES 
460 WRECKER 





*Only HOLMES PROVIDES FOR SUCH 


o 


either or both Service Lines. 


360° WORKING AREA with two pulling 
cables, 


ke DOUBLE SWINGING BOOMS permit an 
operator to anchor with one side of the 
Wrecker and pull with the other — without 
blocking road passage. 


© OUTRIGGER LEGS transfer strain from 
Truck chassis and tires to the ground. 


© 


RECESSED DUPLEX CONTROLS permit 

6 operator to work from either side of 
Wrecker, thereby assuring full control with 
maximum safety of operations. 


Oo SPOT LIGHTS are mounted on swivel to 
follow line of pull for illumination of work 


at night. 







ERNEST HOLMES COMPANY 
Chattanooga 7, 


POWER-OPERATION for pulling with 3 FLEXIBILITY of ACTION! 


The operation of a modern HOLMES Wrecker 
Unit will automatically step-up the Earning Capacity 
of any Shop or Service Station. This is made possible 
by the fact that all HOLMES power-operated, double 
swinging boom models are engineered to provide 
maximum flexibility of action under every possible 
working condition. The use of such a Road Unit as- 
sures the owner of handling today’s most profitable 
Service Work. Increased earnings come from Towing 
Fees, Parts Sales, Body Jobs, etc. 


HOLMES offers a wide variety of Tried, Tested 
and Proved Wreckers and Towing Equipment. There 
are 7 HOLMES Wrecker Models, all varying in price 
and ranging in size from 3 to 40 ton capacity that 
can NOW be purchased on a new, PAY-AS-YOU- 
EARN finance plan. Send today for full details. Let 
us show you HOW the operation of a new HOLMES 
Unit will step-up your Earning Capacity. 







SEE US N.A.D.A. SHOW, BOOTHS 701-706 








Tennessee 





’56 Custom (8) 4-dr., $575, $540; 


$755*, 


; Cus- 


tom 300 (6) 4-dr., $670; Custom 300 


4-dr. 


’55 Country Sedan (8) 4-dr. (9 pass.), 
5, 


$225°*; 


’59 Impala (8) sport coupe, $1,780* (ps); | rINCOLN—’57 Premiere 4-dr. hardtop, $1,- 
1,535*; pe), 
$1,535*; | wERCURY—’'60 Colony Park 4-dr., $1,965* 


2-dr., 


’56 (98) 4-dr. Holiday, $705* (ps), $600* 
(ps); (88) Super 4-dr., $670* (ps). 


PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 


’57 Belvedere (8) 4-dr. hardtop, $570*. 
$1,080* | PONTIAC—’57 Safari (8) 2-dr., $700* 


540°; Fairlane 500 (6) 4-dr., $1,445;| RAMBLER—’60 Custom (8) station wag- 


El Camino, $1,050; 


$825; 
Ford (8) %-ton pickup, $915; Interna- 





CADILLAC—’59 de Ville 4-dr., 





tional Travelall, $750. 

’57 Ford (6) %-ton pickup, $705; %-ton 
panel, $650; International Travelall, 
$850 


'56 Ford (6) %-ton pickup, $650. 

’55 Chevrolet (6) %-ton pickup, $600; 
GMC ¥%-ton pickup, $515; Ford (8) 
%-ton pickup, $505, $275. 

’53 Willys full cab Jeep, $515. 

’51 Chevrolet (6) %-ton pickup, $220. 

49 Ford %-ton pickup, $200; Chevrolet 
%-ton pickup, $195. 

’48 Ford (6) %-ton pickup, $160, 


DETROIT 


State Fair Auto Auction, Sale every 


Tuesday, Prices are for sale of Jan, 17 
Market good and rising. Sold 126 cars 
from 277 consignments. 

BUICK—’59 Electra 4-dr., $1,560*. 


’57 Special Estate Wagon 4-dr., $780*; 
2-dr., $770*, $495*; 4-dr. Riviera, 
$590". 

’54 Century conv., $175*. 

$2,900° 
(ps). 

’57 (62) Sedan de Ville, $1,200* (ps). 

’54 (62) 2-dr. hardtop, $315*. 

’52 (62) 4-dr. hardtop, $395°*, 


CHEVROLET—’59 Impala (8) 2-dr. hard- 


top, $1,325*; Brookwood (8) 4-dr., 
$1,300*. 
58 Bel Air (8) 2-dr., $940*%; Biscayne 
(6) 2-dr., $920*, $910%; Impala (8) 
$850*; Brookwood (8) 4-dr., 
$840". 
'57 Two-ten (8) 4-dr., $800*; One-fifty 
(6) 2-dr., $550*, $540*. 
’56 Two-ten (6) 4-dr., $485*. 
’56 Two-ten (6) station wagon 4-dr., 
een 4-dr., $335*; One-fifty (6) 2-dr., 
15. 
’55 Bel Air (8) 4-dr., $285*. 
’54 Bel Air 2-dr. hardtop, $225*, 
CHRYSLER — ’'57 Windsor 4-dr., 
Saratoga 4-dr. hardtop, $550*, 
56 NY 4-dr., $300*. 
’54 Windsor 4-dr., $160*. 
DeSOTO—’59 Fireflite 4-dr., $1,625*, $1,- 
185*. 
’57 Fireflite conv., $735* (ps); Firedome 
2-dr., $585*. 
DODGE—’59 Royal (8) 2-dr., $1,330*. 
'57 Royal (8) 4-dr., $600*; Coronet (8) 
2-dr. hardtop, $540*, $410*, $365*; 4. 
dr., $495*. 
EDSEL—’59 Ranger (6) 4-dr., $805*, 
’58 Pacer 4-dr., $450°*, 
FORD—’60 Thunderbird (8) 
675*. 
’59 Thunderbird (8) 2-dr. hardtop, $1,- 
. 


$650*; 


conv., $2,- 


0*. 

‘58 Thunderbird (8) conv., $1,760*, $1,- 
450°. 

'57 Country Sedan (8) 4-dr., $725*; Cus- 
tom 300 (6) 2-dr., $600*; Ranch Wag- 
on (8) 2-dr., $650*, $510*; Fairlane 
500 (8) 2-dr., $645*, 3590*, $510*. 

’55 Fairlane (8) 2-dr., $295*. , 

IMPERIAL — ’'57 Crown Imperial 2-dr, 
hardtop, $1,320*. 

‘55 Imperial 2-dr. hardtop, $235* (ps). 

LINCOLN—’58 Continental Mark III 4- 
dr. hardtop, $1,650* (ps); Capri 4-dr, 
hardtop, $1,475* (ps), 

’57 Capri 2-dr. hardtop, $550*. 

55 Capri conv., $410*. 

MERCURY—’59 Monterey 2-dr., $1,175*; 
2-dr. hardtop, $1,175*, 

’58 Monterey 4-dr., $950*; 2-dr., $700*. 

’57 Monterey 4-dr., $465*. 

’54 Monterey conv., $285*. 

OLDSMOBILE—’57 (88) 4-dr., $880*. 

"56 (88) 2-dr., $845*; 4-dr. Holiday, 
$350* (ps); (98) 4-dr., $360* (ps). 

’55 (88) 2-dr., $245°*. 

PLYMOUTH — ’59 Suburban (8) 4-dr., 
$975*, $810*; Belvedere (8) 4-dr., 
$900*, $710*,. 

‘58 Belvedere (8) conv., $630*; Savoy 
(8) 2-dr, hardtop, $500*. 

’57 Belvedere (6) 2-dr. hardtop, $475*; 
4-dr., $470*; Savoy (8) 2-dr., $320*, 
$300*; Plaza (6) 4-dr., $315*. 

’55 Savoy (6) 2-dr., $290. 

PONTIAC—'58 Chieftain 2-dr. Catalina, 
$915*, $825*, $795*, $760*, $750*. 

’56 Chieftain 2-dr. Catalina, $266*. 

’55 Chieftain conv., $300*; 2-dr., $255*; 
2-dr. Catalina, $160*. 

RAMBLER—’59 Custom (6) Cross Coun- 
try 4-dr., $850*, 

5S Deluxe (6) 4-dr., $600. 

’56 Super 4-dr., $180*. 

MISCELLANEOUS—’47 Willys Jeep, $300. 

* * * 


— Auctions in Brief — 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sale 
every Wednesday (Jan. 18), Market con- 
tinues firm trend with buyer interest very 
high, 1956, 1955 and older groups were 
particularly strong with many buyers seek- 
ing this type merchandise. Sold 83 percent 


of 477 consignments. 
* * * 


CHICAGO 
Arena Auto Auction, Sale every Tuesday 
(Jan. 17). All sharp cars sold for top dol- 
lar. Our demand is great for all makes and 
models. Sold 346 cars from 587 consign- 


ments. 
* * * 


COLUMBUS, O. 

Capital Auto Auction, Inc, Sale every 
Thursday (Jan. 19). Market steady on the 
clean sharp late model cars, Sold 179 cars 
from 263 consignments. 


Van Norman Nears 


Century Mark 


SPRINGFIELD, Mass. — One of 
the founders. of the Van Norman 
Machine Co., Frederick Van Nor- 
man, celebrated his 98th birthday 
here. 

Born in Hamilton, Ont., on Dee. 
18, 1862, Van Norman moved to 
Waltham, Mass. when he was 1% 
years old. There, with his brothers 
Edmund and Charles, he foun 
the then Waltham Watch Tool Co. 
Relocating in Springfield four years 
later, the company became Van 
Norman Machine Tool Co. 

Van Norman served as board 
chairman until his retirement 
1955. However, he is a freq 
plant visitor, and he maintains & 
continued interest in the firm, 
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READ WHAT 
IT DOES ON 
THE ROAD! 


MrPHiCcAR 


The car of the Future- Here Today! 


Out of West Germany comes the most revolu- 
tionary new motorcar in decades! 


Consider. At the flick of a lever, it converts from 
a responsive, eminently road-worthy land car to 
an efficient, twin-propeller motorboat that cruises 
10 m.p.h. on 1% gallons of gasoline. (What other 
car does anything so dramatic?) 


But even if it never goes near water, Amphicar is 
amazing. It accelerates from zero to an honest 90 
miles-per-hour like greased lightning. And cruises 


at 75 m.p.h. hour after hour as smooth as the wind. 


From the practical side: Amphicar gives 32 miles 
to a gallon of gas. It’s compact—but a full-sized 
compact that seats four passengers in stretch-out 
comfort. 


Add independent wheel suspension, hydraulic 


shock absorbers, floating body with maintenance- 
free rubber cushioning, four-speed synchronized 
(no gear-clash) transmission, and a host of other 
features... All for only $3395*. 


For full details on Amphicar dealerships write 
Dealer Franchise Manager, AMPHICAR COR- 
PORATION OF AMERICA, 660 Madison Avenue, 
New York City 21, N. Y. 
See it Feb. 3-8 at the 
Miami International Foreign & Sports Car Show 
and Feb. 18-26 at The Chicago Auto Show 


*P.0.E.. NEW YORK 
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Rayburn’s Rules Move 


Flanks Conservatives 


By William Ullman 


Washington Bureau Chief 


AST-DITCH efforts by conservatives to halt liberalizing 
of the House Rules Committee appeared virtually doomed 


to failure last week, as a caucus of Democratic members, 
led by Speaker Sam Rayburn, ee ane 


overwhelmingly approved a 
plan to add three new members to 
the rules group and thus give the 
liberals an upper 
hand in setting its 
policies, 

Though Repub- 


to give it life. 


ficially are unified 
in opposition to 
the proposal, 
which requires 
majority approval 
by the House, 
indications at 
week’s end were 
that enough lib- 


preciously protected 


probably will be used sparingly. 
The Rayburn plan will broaden 
the House Rules Committee’s 
membership to 15 by the addition 
of two liberal Democrats and one 













spray gun... 


modern finishes, 


deadeners, water 


have heavy-duty 


ous use... 
light, 


signed spray gu 





includes 25 basic 


eral GOP representatives will back 
the plan when the chips are down 


Broadening of the heretofore con- 
servative-controlled committee will 
signal quicker-than-planned action 
on minimum wage and other lib- 
lican members of-| eral legislation, In: fact, just about eae re 
the only block to rapid approval of 
such bills will be the conservatives’ 
right to fili- 
buster in the Senate, and even this 


ke a big difference 


It is possible to apply a wide range of 
automotive finishes with a single 
but it is not always eco- 
nomical. To get the most from a spray 
gun: it must be right in many ways. 
—right for your coating...There are spe- 
cific guns for spraying almost every 
coating material known to man... 


Republican. This will give the 
administration the top hand when 
“rule-making” time in the House 
comes around. In the past, the 
committee’s conservative half has 
been able to stall action on meas- 
ures it didn’t like because a tie 
vote by the group automatically 
keeps any proposal off the floor. 
With the committee’s member- 
ship widened to give the adminis- 
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study, which is iatimat to give 
standards for, taxation of Federal 
road users, a “woefully inade- 
quate and incomplete” report. 
Through their trade association, 
the American Trucking Assns., 
Inc., they especially hit at the de- 
partment for omitting “key data” 
from the document. 

Also, the truckers say, the report 
contradicts itself by stating that 


tration the upper hand, liberal bills| heavier trucks and “combinations” 


will reach the House floor in short 
order. From there on in, they’ll be 
handled with loving care by a Dem- 
ocratic majority which is support- 


liberal Republicans. 
Though broadening of the com- 


mittee—and other trends in the| that-in their present form they are 


Congress which suggests a grow- 
ing liberal “front” in both Houses 
—does not spell “all bad” for car 
dealers, the danger that unsound 


hasty approval is undeniably more 
real today than ever before. 


Truckers Rap Study 


oo Department of Commerce’s 
Highway Cost Allocation Study, 
submitted to Congress last week, 
has drawn immediate and sharp 
response from the nation’s truck- 
ing industry. 

The motor carriers label the 


undercoatings, sol- 


vents for engine cleaning, sound 


for car washing, 


and countless others. 
—right for your work load...Some guns 


features assuring 


long service life under hard continu- 
others are designed for 
intermittent use. 

—or right for special purposes... 
sion guns paint hard-to-get-into spots 
..pen-sized Wren air-brushes touch 
up scratches and imperfections with- 
out masking...flocking guns for lin- 
ing trunks and glove compartments. 


In the past 50 years Binks has de- 


Exten- 


ns. for just about 


every purpose. Today the Binks line 


models and thou- 


sands of nozzle combinations. 


Ask about our 

spray painting school 

Open to all...NO TUITION... 
covers all phases 


[iA ALLL Le 





3136 Cerroll Avenue 


Binks aN, tl cL f 


Ask your Automotive Jobber 

for help in selecting the gun that is 
just.right for your work, or write di- 
rect for Bulletin 60-J. 





NATIONWIDE 
SERVICE 


micas acs Company 


Chicege 12, IH. 
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ed by a rapidly growing bloc of| federal automotive excise taxes, 


wage-hour legislation may get|and absence of what Secretary of 





should be paying higher road-user 
taxes than they do now. 

“It further states, prematurely,” 
the ATA says, “that the present 















































other than the motor fuel tax, were 
not designed as user taxes, and 


perhaps not best suited as highway 
taxes. Both of these are unwarrant- 
ed conclusions in the light of the 
preliminary nature of the report 


Commerce Frederick H. Mueller .. . 
has called ‘key data’ to come from 
the Illinois Road Test.” 

In the study, Mueller had pointed 
out that although the document 
was a “final” one under the terms 
of the Highway Revenue Act of 
1956, certain vital information was 
not yet available, including an an- 
alysis of the so-called AASHO 
Road Test near Ottawa, Ill. He had 
also noted that the study, as sub- 


mitted to Congress, was more in|= 


the nature of a “research report” 
rather than a recommended plan 
of financing. 

“Its objective,” the secretary had 
said, “is to provide Congress with 
information whereby it can make, 
if needed, an equitable revision of 
provision for tax support of the 
federal-aid highway program. Be- 
ing subject to these limitations, the 
report does not contain any state- 
ments or recommendations regard- 
ing Federal fiscal policy relating 
to highways.” 

ATA, in its criticism of the find- 
ings, said it hoped that Congress 
would appraise the report on the 
basis of its strengths and weak- 
nesses—“and absence of a vital sec- 
tion,” it added, “is obviously a ma- 


jor weakness.” 
ad * ok 


Travel Rises 3 Pct. 
Ces Federal Highway Ad- 
ministrator Bertram D. Tallamy 

has estimated that motor-vehicle 
travel for 1960 in the United States 
will total 720 billion vehicle miles, 
or a 3 percent increase over 1959. 

Motor-vehicle travel in 1959, he 
said at the same time, totalled 
700.5 billion vehicle-miles, an in- 
crease of 5 percent over 1958. 

Passenger cars represented 83 
percent of the vehicles performing 
the 1960 vehicle-mile record, he 
said, compared with 82 percent in 
1959. Trucks and truck combina- 
tions accounted for 16 percent of 
the vehicles and 17 percent of the 
travel, while buses were less than 
one percent of the total figure, Tal- 
lamy said. 

* ak * 


New Auto Devices 

ro service department mechan- 
ics who are often faced with 

ignition system troubles—the kind 


Budget Figures 
Hint at Higher 


Car Production 


WASHINGTON. — Receipts from 
the manufacturers’ excise tax on 
automobiles anticipated in Presi- 
dent Eisenhower’s budget for fiscal 
1962 imply a gain in automobile 
production. 

During the year which starts 
next July'1, the government expects 
to take in $1,358,000,000 in excises 
on passenger.cars at the rate of 
10 percent. During the current fis- 
cal year, a tax take of $1,335,000,000 
is anticipated. In fiscal 1960, actual 
revenue from this excise was $1,- 
331,292,000. 

The budget was, to be sure, based 
on an assumption of rising business 
activity. Economists both in and 
out of government have questioned 
whether revenues might be over- 
stated, 

It is understood that the figure 
used by Treasury as the “appar- 
ent tax per' unit” dipped more than 
$15 from the first quarter of 1959 
through the second quarter of 1960. 
It is now believed to stand in the 
neighborhood of $200 per unit. 

On this basis, the anticipated tax 
yield indicates. passenger car pro- 
duction of 6,790,000° units.. 


that sometimes requires tearing up 
half the car to locate the problem 
—a new device which does the job 
in less time has been made public. 

Detailed in the latest issue of 
the Small Business Administra- 
tion’s monthly “Products and 
Processes,” the so-called “igni- 
tion tester” is claimed to be of 
great value in isolating troubles 
which exist in any ignition sys- 
tem, be it automobile or truck. 
Its inventor claims that it is low- 
cost, portable, accurate, versatile, 
and—well, a host of other glow- 
ing adjectives. 

Also reported in the publication, 
which is designed to provide small 
businesses with new sources of 
“product-process” information, is 
“Car-Trayette,” a collapsible food 
tray for use in automobiles. Yet 
another gimmick outlined in the 
publication is a newly developed 
armrest for car windows. Its origi- 
nators claim it can be easily in- 
stalled and removed, and will fold 
for easy storage. 

It’s built of metal clips, base 
plate and foam or sponge rubber 
pad. Clips on the bottom of the 
device fit over door glass and posi- 
tion on the car window sill, 

Copies of the products circular 
may be obtained by writing to any 
office of the Small Business Admin- 
istration. 


GET MORE 


CUSTOMERS 
FOR MORE 


PROFITS 
WITH THE NEW 


WOLF 
PLANS 


OF CUSTOMER 
DEVELOPMENT 


Customers are the backbone of 
your business! Not simply 
owners... but customers who 
buy cars from you...come to 
you for Service. and Parts... 
and will buy their next car from 
you. 


Think how your business and 
profits would soar if half, or 
even one-fourth, of the owners 
in your trade area were CUS- 
TOMERS who came to you for 
ALL their automotive needs! 


Adding new customers . . . hold- 
ing customers and bringing back 
“lost” customers is the job the 
Wolf Plans of Customer De- 
velopment are doing for hun- 
dreds of dealers all over the 
nation! 


The Wolf Plans offer Dealer- 
ships low-cost, proven Customer 
Development programs for any 
department. The Wolf Plans 
also furnish a monthly Cus- 
tomer “Inventory” showing cus- 
tomer gain and loss. 


Take a look at the many NEW 
IDEAS in the 1961 Wo‘f Plans 
of Customer Develo} ment. 
Write, wire or call for the full 
story on Wolf Plans proven pro- 
grams to increase customers and 
profits. 


SEE AWARD-WINNING 
WOLF PLANS 
Booth No. 338 At N.A.D.A. 


he 


Jo E.WoLF 
COMPANY 


Home State Life Building 
Oklahoma City 2, Oklahoma 
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America’s busiest showroom 

hasn't a car on the floor. It’s a room (or den)— 
miles removed from any dealership—where the 
Suburbia Today family casually talks things over. 
Like buying a new car. 


The topic pops up quite often because nowhere 
is a car more useful than in our fast growing 
suburban communities. For reasons that are obvious. 


That car buying decisions are made —and made 
often —is confirmed by statistics that show 

the Suburbia Today family — with $2400 more 
decision-making power than the average American 
family — owns MORE CARS PER FAMILY 

(1.44) than the readers of any other major national 
publication. 41.6% own two cars; 4.4% drive 

three cars or more. Proof indeed that Suburbia Today 
families are your No. 1 prospects! 


Colorgravure magazine section of 225 newspapers serving 1,462,208 upper-income suburban families. 
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... by families who read 


uburbia 
Today 


153 North Michigan Avenue — Chicago 1, Illinois 
LEONARD 5S. DAVIDOW, Publisher 
PATRICK E. O’ROURKE, Advertising Director 





Detroit 2—3-223 General Motors Bidg., TRinity 1-5262 
TOD REED—DON DANE 


New York 22—405 Park Avenue, Plaza 5-7900 
FORD KING, Advertising Manager 


















IGNITION TESTERS—A line of compact, 
portable instruments for running a “while- 
you-wait"” test of car ignition systems is 
being exhibited by Lincoln Engineering 
Co., St. Louis, Mo. (Booths 408-10). 

es Ve 





MOTOR OlL—Kendall Refining Co., Brad- 
ford, Pa., is exhibiting a line of motor 
oils, including the 10W-30 SuperB. (Booth 
311.) 





MOTOR TESTER—The Sun Scope Motor 
Tester, model SSMT-510, is being displayed 
by Sun Electric Corp., Chicago, Ill. (Booth 
121-2.) 








ih ae ey 
COOLING SYSTEM FLUID — Dowgard, 
year around cooling system fluid, is being 


displayed by Dow Chemical Co., Midland, 


Mich, (Booths 512-14.) 
* . 


+ * 


Radio Commercials 


Radio commercials, offered as a 
| supplement to its “Speedy” co- 
ordinated advertising service, are 
being exhibited by Local Trade- 












Co., Belleville, Mich. (Booth 203.) 
oe 








marks, Inc. New York, N. Y. 


(Booth 322.) 
os ow 






RADIATOR SHOP—JInland Mfg. Co., 
Omaha, Neb., is displaying the latest ad- 
dition radiator testing and repair equip- 
ment, the Super VFT-10 radiator shop. 
(Booth 115-6.) 
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NADA NEW PRODUCTS 


by C. W. Hunt & Son, San Fran- 





cisco, Calif, (Booth 222.) 


* * * 
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DELIVERY VAN — Willys Motors, Inc., 
Toledo, is exhibiting the Fleetvan, sit or 
stand light delivery model to be added 
to the Jeep line of vehicles this year. 
(Booths 441-42 and 503-4). 


WHEEL ALIGNER—A compact lifting run- 
way type, adjustable Visualiner, model 
1720, that eliminates the need for pit con- 
struction is being displayed by John Bean 
Division, Food Machinery and Chemical 
Corp., Lansing, Mich. (Booths 429-30 and 
515-16.) 


SERVICE CONTROL DESK—Norick Bros., 
Inc., Oklahoma City, Okla., is exhibiting 
its Service Dispatcher Control Desk for en- 
abling the service control operator to 
quickly answer inquiries, route and assign 
jobs in the shop. (Booths 206-7.) 











* * 





CASHIER DISPATCHER 





We Train Personnel.Guarantee Results 


Or You Owe Us Nothing 


BOOTH 105 





ALIGNING EQUIPMENT — Hunter Engi- 
neering Co., St. Louis, Mo., is displaying 
its line of front-end servicing equipment. 
(Booths 234-7.) : 





DISPATCHER-CASHIER—Designed to as- 
sign work, take customer labor and parts 
cash, close out tickets and handle factory 
claims, the Flash-A-Call Dispatcher-Cashier 
Program is displayed by Inter-Communica- 
tion System of America, Chicago, Ill. 
(Booth 105.) 
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BRAKE SHOP — Barrett Equipment Co., 
St. Louis, Mo., is exhibiting its line of 
brake servicing equipment, including the 
Barrett B-4 Brake-Mobile, a portable brake 
service shop. Booths 231-2.) 





HITCHES—The 1961 line of Draw-Tite 


hitches are displayed by Draw-Tite Mfg. 5 
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COLOR MIXING SET—The Shelf-Shop 
Mixing Set, designed to mix colors in acry- 
lic, lacquer or enamel, is being exhibited 
by Ditzler Color Division, Pittsburgh Plate 
Glass Co., Detroit, Mich. (Booth 110.) 
SERVICING EQUIPMENT—Weaver Mfg. rs * 
Division, Dura Corp., Springfield, Ill., is 
displaying its line of servicing equipment, 
including the Two-Stage Hi-Lift Adapter, 
Quick-Mount Cone Set and Universal Tor- 
sion Suspension Gauge. (Booths 305-7.) 


Addressing Equipment 
A line of addressing equipment, 
including the Master Addresser 
models 99 and 60, is being displayed 


















APPRAISAL GUIDE—Automotive Market 
Report, Pittsburgh, Pa., is displaying its 
Official Used Car Appraisal Guide and its 


bi-weekly magazine. (Booth 303.) 
a aa 










ENGINE ANALYZER—The MT-4050 Mas- 
ter Analyzer, an engine tester that com- 
bines five testing components, is featured 
by Snap-On Tools Corp., Kenosha, Wis. 
(Booths 331-32,) 





ACCOUNTING MACHINES — National 
Cash Register Co., Dayton, O., is featuring 
the Class 33 and 42 accounting machines. 
The Class 33 also is available with a 
built-in typewriter. (Booths 329-30.) 





ADDING MACHINES — Equipment dis- 
played by Burroughs Corp., Detroit, Mich., 
include the F1500 alphanumeric account- 
ing machine, the F5500 dual printer ac- 
counting machine, and the P1100 tape 
punch adding machine for parts inventory 
control. (Booths 208-10.) 





LIFT—An actual size, two-post model of 
the “Quick Spot" lift, holding an automo- 
bile at full working height, is displayed 
by Joyce-Cridland Co., Dayton, O. (Booths 


223-25.) 
* * * 





TESTERS—Allen Electric and Equipment 
Co., Kalamazoo, Mich., is displaying the 
1961 ‘“Allen-Tronic’” line of automotive 


| testing and servicing equipment. (Booths 


402-3.) 
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VINYL CLEANER—Arndt-Palmer Labora- 
tories, Inc., Melvindale, Mich., is demon- 
strating its Special D-5 vinyl cleaner and 
leather and vinyl dyes. (Booth 531.) 





BUMPER LIFT—Redesigned lifting sad- 
dles on its 1¥-ton No. 99 hydraulic one- 
end bumper lift are among the items ex- 
hibited by Walker Mfg. Co., Racine, Wis. 
(Booths 501-2.) : M 


‘On-the-Floor’ Alignment Set 


Is Announced by Weaver 
An “on-the-floor” wheel align- 
ment outfit, model WJ-125, has been 
introduced by Weaver Mfg. Divi- 
sion, Dura Corp., 2100 S. Ninth St, 
Springfield, Il. 
The “WJ-125" is said to include 
all the basic gauges necessary—two 
(Continued on Page 104, Col. 1) 
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Withie Views... 


That First Strike 


By David J. Wilkie 


REGARDLESS of what else may 
happen, one of the auto industry’s 
biggest news stories this year will 
be the forthcoming contract nego- 
tiations between 
the major car 
manufacturers 
and organized 
labor. All the 
present agree- 
ments covering 
wages, hours, 
production levels 
and the numerous 
other phases of 
hourly-rated oper- 
ation expire well 
before the end of 
the current model year. 

What contract revisions will be 
sought by the United Auto Work- 
ers have not yet been fully dis- 
closed. What changes management 
will agree to also remain secret. If 
precedent is followed, the union 
will demand much more than it 
expects to obtain and management 
will make concessions beyond its 
initial stand. 

In advance of the negotiations 
the big question, of course, is 
whether agreements can be 
reached without work stoppages. 
To strengthen its bargaining posi- 
tion the union has built up per- 
haps the biggest mu1ti-million 
dollar strike fund in its history. 

Over the years of its volume-pro- 

duction era the industry has had 
many strikes that have cost the 
workers millions of dollars in 
wages and their employers more 
millions in the loss of production 
and sales. i 

One of the costliest and most 
widespread strikes ever to paralyze 
the industry’s assembly lines ended 
24 years ago in February. It was 
the work stoppage that brought 
the auto industry its first experi- 


ence with the sitdown technique. 
oK * * 


Riots & Violence 


FOR 44 DAYS members of the 
United Automobile Workers of 
America, predecessor of the pres- 
ent auto workers union, occupied 
several Flint plants of General Mo- 
tors, defying injunctions that made 
them liable to a $15 million penalty, 
and idled more than 100,000 of 
their fellow GM workers through- 
out the nation. 

The strike was marked by two 
riots in which 39 persons were in- 
jured, and the concentration of 
some 3,300 Michigan National 
Guardsmen to patrol the area 
around Fisher Body plants held by 
the strikers. 

Figuring in the final Detroit 
conferences that terminated the 
sitdown were such industry, gov- 
ernmental and labor leaders as 
William S. Knudsen, executive 
vice-president of General Motors; 
Michigan Gov. Frank Murphy, 
who explained he participated at 
the wish of President Roosevelt, 
and John L. Lewis, chairman of 
the Committee for Industrial Or- 
ganizations (CIO) who acted as 
strike generalissimo. 

Knudsen later became president 
of General Motors and was named 
to head the nation’s war produc- 
tion effort during World War II. 
Murphy became Attorney-General 
of the United States and later a 
justice of the U. S. Supreme Court. 

+ * * 


Gains, Losses 


OVER the long run the workers’ 
union undoubtedly gained some- 
thing out of the sitdown strike that 
ended Feb. 11, 1937. However, many 
of the demands made at the time 
Still have not become a part of any 
agreement between management 
and labor in the auto industry. 

It was at 2:35 a.m, Feb. 11 that 
Gov. Murphy announced in a down- 
town Detroit hotel room, where 
Lewis was bedded with a severe 
cold, that, “An agreement hag been 
reached.” 

Formal signing by the several 
parties to the agreement took place 
in & court room in the county build- 
ing in Detroit. In it the corporation 
agreed: 

To recognize the union as collec- 
ben, bargaining agency for its mem- 


To reopen as soon as possible 


David J. Wilkie 





all its plants on strike or other- 
wise idle. 

To exercise no discrimination or 
prejudice against any striker, 

To consent to dismissal of in- 
junction proceedings against the 
union, 

The union agreed: 

To terminate the strike and evac- 
uate all striker-held plants. 

To exhaust possibility of nego- 
tiation of grievances before calling 
any strike during collective bar- 
gaining agreement contemplated in 
further conferences and not to 
solicit members on company prop- 
erty or to coerce or intimidate em- 
ployes. 

* ok * 


Unresolved Issues 


LEFT FOR settlement at the 
planned further meetings were 
such demands by the union as abol- 
ition of piecework systems of pay; 
a 30-hour week, six-hour day and 
pay and a half for overtime; a 
“minimum rate of pay commensur- 


ate with an American standard of 
living;” seniority rights, and agree- 
ment on speed of production be- 
tween the management and a union 
shop committee. 

Some of these demands the union 
won in the subsequent negotiations, 
but the 30-hour work week and the 
six-hour work day have not yet 
been incorporated into any agree- 
ment. 

Coincident with the signing of 
the agreement General Motors 
announced a wage increase of 
five cents an hour. GM reported 
this would amount to $25 million 
annually. 

The sitdown strike had all the 
potentialities of one of the most 
violent industrial conflicts in his- 
tory. Even as the negotiations pur- 
sued by Gov. Murphy appeared to 
be making progress, General Motors 
obtained an injunction and deliver- 
ed writs of attachment to Sheriff 
Thomas Wolcott calling for forcible 
removal of the strikers. 

Wolcott asked Murphy to permit 
the National Guard to aid in ar- 
resting the strikers. The governor 
delayed an answer to the sheriff’s 
request and the settlement made 
the action unnecessary. 

One figure in the sitdown strike 
now missing entirely from the 


Compact Luxury Coach— 





This pilot model of a “compact luxury coach" was developed by Mercedes-Benz Sales, 
Inc., South Bend, in cooperation with a local coach builder. The vehicle basically is the 
Mercede8-Benz 0-319 series coach. In addition to being air conditioned, the interior 
features cabinets, an electric toilet, refrigerator, stove, sink, convertible sofa, reclining 
chairs, clock, barometer, compass and radio. All these features are accommodated on 
a 112-inch wheelbase and overall length of 190 inches. Because the vehicle has received 
an enthusiastic reception, Mercedes-Benz Sales has decided to go ahead with the 
building of a limited edition of the vehicle, called the Executive Coach. 


labor scene —and virtually forgot-|dent of the United Automobile 
ten—is Homer Martin, then presi-| Workers of America. 











A FEW CHOICE FRANCHISE 
TERRITORIES AVAILABLE 


WASHMOBILE 
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WASHMOBILE 


1010 Hudson St., Union, N. J. 
Gentlemen: 
I'd like more information about the automatic 


washmobile complete auto laundry. 
( | am interested in the LEASE PLAN 
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nounced by P-F Automotive Divi- 
sion, H, K. Porter, Inc., Somerville 
44, Mass. 


mail programs, jumbo cards, postcards, 
and other mailing pieces. (Booth 342.) 
a? 





(Continued from Page 


three-way alignment gauges, a toe 
gauge, a pair of turning radius 
gauges and a portable wheel align- 
ment tester—to form the core of a 
new department. 

* * * 


Ice Melting Chemical 
Availability of 100-pound mois- 
ture-proof fiber drums of Ice Rem 
Super, ice-melting chemical, has 
been announced by Speco, Inc., 7308 
Associate Ave., Cleveland 9, O. Fit- 





Harrison Heads Dealers 


In Panama City, Fla. 


PANAMA CITY, Fla. — William 
H. Harrison, Harrison Motor Co. 
(Oldsmobile), has been elected 
president of the Panama City Auto- 


102) 


ted with special plastic liners and 
metal seal tops, drums are said to 
facilitate storage of material for 
extra long periods without deteri- 
oration. 





MERCHANDISING AIDS — Pennzoil Co., 
Los Angeles, Calif., is showing its line of 
dealer merchandising aids, including direct 


Atlantic City Dealers 
Reelect Moskowitz 
ATLANTIC CITY, N. J.—Alex 
Moskowitz, president of City Mo- 
tors (Chrysler), Pleasantville, was 
reelected president of the Atlantic 
County Automobile Dealers Assn. 
Reelected with Moskowitz were 
Louis Bauer, Egg Harbor, vice- 
president; Edmund Townsend, Ab- 
secon, treasurer, and Peter Mada- 
lano, Atlantic City, secretary. 
Trustees are William Arena, Ham- 





SERVICE DESK—The Shure-built line of 
service merchandising equipment, includ- 
ing the model 9337 write-up desk, is being 
displayed by Shure Mfg. Corp., St. Louis, 





BRAKE DRUM LATHE—The model 5000 
Giant Safe-Turn Brake Drum Lathe, de- 
signed for both heavy truck and car drums, 
is being exhibited by Ammco Tools, Inc., 
North Chicago, Ill. (Booths 301-2.) 

oe 
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mobile Dealers Assn. 

R. L. Lloyd, Lloyd Motor Co. 
(Pontiac-Cadillac), wags named 
vice-president, and Waldo W. 


monton; Ralph Bartlett, Absecon; | M°- (Booths a 


Robert Gasko, Mays Landing, and 
Peter Schaeffer, William Ruffu and 
L. Edison Mathis, all of Atlantic 
City. 


* * 


Short Picks 


Short Picks for body work in 
hard-to-reach areas have been an- 


HOIST—Models of its redesigned and 
restyled Frame-Kontact Hoist are being dis- 


Rowell, Rowell & Son’s Motors| played by Globe Hoist Co., Philadelphia, 


(Rambler), secretary-treasurer. Pa. (Booths 436-37.) 












A helping hand 
since the 
2nd NADA 


Convention 


LIFT—A full-size operating model of the 
Rotary FP-28 Two Plunger Frame Pick-Up 
Lift, which provides complete vunder-car 
accessibility for automotive repair work, 
is displayed by Rotary Lift Division, Dover 
Corp., Memphis, Tenn. (Booths 229-30.) 

t. 78- st 










DISPATCHER NUMERALS — Disposable 
dispatcher numerals and the Auto-Post, an 
accounting system for auto dealers, are 
being displayed by Reynolds & Reynolds 


Co., Dayton, O. (Booths 111-14.) 
* * & 


TIME PAYMENT 








DRIVING AlD—The Speedostat, a driv- 
ing aid that controls speed like a thermo- 
stat controls temperature, is being display- 
ed by Perfect Circle Corp., Hagerstown, 


Md. (Booths 319-21.) 
6. @ 
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TRAINING MATERIAL — Basic training, 
service and sales material is being dis- 
played by Perfection Steel Body Co., Gal- 
ion, O. (Booth 212.) 

+ * at ; 
Lift for Volkswagen : 

A hydraulic lift for use on Volks- ; 
wagen cars and delivery vans has 
been marketed by Technical Trad- | 
ing Corp., 154 Nassau St., New York = § 
38, N. Y. The unit is manufactured ; 

(Continued on Page 106, Col. 1) a 
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How to make customers happy 
and make more money at the same time: 


sell PPG SOLEX safety Glass 


Here’s the kind of extra profit that’s easy to come by—PPG Sotex Green Tint Safety Glass. 
When you sell Sorex Safety Glass as optional equipment, you'll have a happy customer, too, 
because Sorex makes for driving comfort. He’ll thank you every time he gets into the car. 





HERE’S THE EASY WAY TO SELL SOLEX SAFETY GLASS. Tell 
your customers about these advantages: SoLEX Safety Glass makes driv- 
ing safer because it cuts glare, reduces eyestrain and lessens driving 
fatigue. It is unnoticeable inside, and doesn’t change the view outside. 





BE SURE TO MENTION THAT SOLEX GLASS REDUCES THE DON’T FORGET “THE QUALITY LOOK.” SoLEXx gives new cars a 
SUN’S HEAT. Thanks to its scientifically developed green tint, SOLEX quality look that car buyers like. Compare a SOLEX-equipped car with 
Safety Glass absorbs about’ 50% of the sun’s heat. Even on the hottest one that uses clear glass. The difference is immediately apparent. 
summer days, any car will be more comfortable inside. SOLEX is a must for 

air-conditioned cars. It eases the load on the air conditioning equipment. All PPG Automotive Safety Glass complies with every recognized safety code. 


® SOLEX -the best glass under the sun! 


Pittsburgh Plate Glass Company 


Paints + Glass « Chemicals « Fiber Glass In Canada: Canadian Pittsburgh Industries Limited 
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by Sigurd Stenhoj Machine Works, 
Barrit, Denmark, 
* 


* * 





TIRE CHANGER—The Coats Bel-Aire air- 
powered fire changer is being shown by 
Jack P. Hennessy Co., Inc., Englewood, 


N. J. (Booth 401.) 





TIRE CHANGER—Big Four Industries, 
Inc., Foster, O., is exhibiting its line of 
tire changing equipment, including the im- 
proved Mark | tire changer. (Booths 333-34.) 


Liquid Buffer 


Ace Rubber Co., P. O. Box 6147, 


Dallas 22, Tex., has marketed its 


Magic Liquid Buffer in a 14 ounce 


aerosol can, The product also is 
available in a quart can, 
7 * * 





BODY FRAME TOOLS—Bear Mfg. Co., 
Rock Island, Ill., is displaying its line of 
body frame tools. (Booths 241-43.) 

Ce. ae 


Belt Dressing 


A belt dressing, called Stop, de- 
veloped especially for automotive 
fan belts, but said to be equally ef- 
fective on all types of round, flat 
or Vee belts made of leather, rub- 


Jury Selected 
In Calif. Sales 
Deception Trial 


AUBURN, Calif.—A jury of nine 
women and three men has been 
selected in the trial of Roseville 
(Calif.) Dealer O. E. Saugstad and 
two associates, who are charged 
with selling used cars for new. 

The panel was chosen at the end 
of the fourth day of litigation. 

Following the seating of the jury, 
the attorneys for the defendants 
requested they be furnished with 
statements of the witnesses for the 
prosecution. 

Saugstad, William Kimball and 
James Quirk listened to the grand 
jury indictment during the proceed- 
ings. 

Kimball and Quirk, employes of 
the auto firm in 1959, are, with 
Saugstad, charged with 11 counts 
in a grand jury indictment of con- 
spiracy to defraud and obtain 
money or property by false pre- 
tenses and forgery. 














N. J. 





ment. (Booths 431-34.) 
Dime ae 





WRECKER EQUIPMENT — Ernest Holmes 
Co., Chattanooga, Tenn., features an ex- 
hibit of wrecker equipment that shows 


the engineering progress made by the| !nc., Belleville, N. J., is displaying its line 


company during its 46 years in the wrecker 
field. (Booths 701-6.) 


‘Reverse Trend’ Noted for Imports 


market than we had before,” Elma-|is service profit to be made,” he 


NEW YORK.—“In spite of all 
pessimistic reports, we see a most 
reassuring reverse trend taking 
shape,” Victor Elmaleh told a meet- 


iling of some 300 Renault-Peugeot 


dealers last week. 

Elmaleh, president of Magna- 
Dolphin Motors, distributors for 
Renault and Peugeot, said “we 
see the No. 1 import increasing 
in quantity and percentage of 
penetration. We see our own Peu- 
geot, which logically should be 
the first affected because of its 
price, still holding pretty firm. In 
the last six months of 1960, since 
the import decline began, we sold 
more Peugeots than in the com- 
parable six months of 1959.” 


Elmaleh added that such a show- 
ing is healthy and reassuring. It 
indicates there is an unquestionable 
market for a good all-purpose fam- 
ily car at about $1,400, he contin- 
ued, and even at $2,250, Americans 
appreciate quality and are willing 
to buy it. 

The dealers were told about the 
1961 advertising, sales and promo- 
tion program of Magna Dolphin. 
Representatives of the ad agency 
were on hand to give a complete 
media. story of the Renault and 
Peugeot program. The dealers also 
were given a hint of the plans be- 
ing laid for promotion of the new 
Renault Gordini and the Peugeot 
404, both to be introduced later in 
the year. 

“The sure disappearance of other 
makes and greater decrease in 
sales of others with weaker dealer 
networks, gives us a chance of get- 
ting even a larger share of the 


2 Air-Conditioner Lines 


Unveiled by Frostemp 
FORT WORTH.—The 1961 line 
of Frostemp automotive air condi- 
tioners has been announced by Lin- 
dustries, Inc, 
There are two models, the Fros- 


ber or fabric, has been announced 
by L. H. Shingle Co., Camden 3, 


COLLISION REPAIR TOOLS—Blackhawk 
Automotive Division, Blackhawk Mfg. Co., 
Milwaukee, Wis., is displaying its “Dozer” 
family of collision damage repair equip- 






many aluminum products 
Reynolds Metals Co., 
(Booths 538-40.) 















ENGINE ANALYZER — Heyer Industries, 


of testing equipment, including the Dyna- 
Vision engine analyzer. (Booths 106-7.) 


leh said. 

“Conservative estimates indicate 
about 450,000 imports for 1961. Most 
of that figure will comprise sales 
in our price class. Now there is 
no question that outside of the 
Volkswagen dealer network, the 
Renault-Peugeot network is the 
strongest in. the import-car field. 
With the addition of the Renault 
Gordini, the Peugeot 404, with 
sound, aggressive planning and ef- 
fort, I see no reason why we 
shouldn’t get 17 to 20 percent of 
the import penetration in 1961.” 

Another important thing, El- 
maleh pointed out, is that the Re- 
nault is “still out of price range 
of American manufacturers and 
I think we will be for some time.” 

He warned the dealers that in an 
increasingly’ competitive market, 
service becomes vital to sales ex- 
pansion. 

“With about 175,000 Renaults and 
30,000 Peugeots on the road, there 


* * * 





Advice for Dealers— 
Ed Christie, general sales manager of 


temp 400 and the Standard F'ros-| Magna - Dolphin Motors, Renault - Peugeot 
temp. Both have automatic con-| distributor; urges dealers at a sales meet- 
trols with variable blower speeds| ing in New York to “get down to the old- 


and with fully adjustable louvers. 


fashioned selling operations.” 







ALUMINUM MUFFLER — The Aluma-Cast 
aluminum muffler, manufactured by Uni- 
Search Corp., Detroit, Mich., is. one of 
exhibited by 
Richmond, Va. 
























| Convertibles Take 10 Pct. 
Of ’61 Sales, Pontiac Says 















Government Notes Inventory Balance .. . 


‘61 Outlook for Trucks 
Called Similar to ’60 


of 10,000 pounds or more load ca- 
pacity.) 

Wholesale value of shipments 
last year is expected to reach 
about $2,630,367,000, compared 
with $2,665,150,000 in 1959, 

The government points out that 
long-term factors favor growth in 
mobile homes and travel trailers. 

“Permanent and vacation hous- 
ing demand is apparently on the 
rise,” it said, “as evidenced by the 
increasing ratio of mobile home 
and travel trailer shipments to new 
housing starts.” 

If consumer 
high, then the demand should be 


; 
“strong,” the report said. The re- 
' 








WASHINGTON. — The 1961 out- 
look for the truck and truck-trailer 
industry, according to the official 
figures of the Business and Defense 
Services Administration, is for 
nearly as much production this 
year as in 1960, which is expected 
to be about 4.3 percent higher than 
in 1959. 

The gross revenues of Class I 
and Class II motor carriers, which 
approximate $7,450 million in 1960 
as compared with $7,145 million in 
1959, are expected to increase again 
this year. Production of trucks may 
be slightly under 1960 levels and 
truck-trailer output will be about 
the same, 

The government cites as a fev- 
orable factor the “continuing pro- 
gram of manufacturers to design 
and produce vehicles with in- 
creased load capacities in order 
to offset increased operating 
costs.” 

Inventory at the dealer level, new 
and used, “is in balance and. no 
distress selling is evident.” BDSA 
also notes that revenues from fed- 
eral automotive taxes assigned to 
the highway trust fund will proo- 
ably not be materially affected by 
the introduction of compact trucks. 

Although all figures for 1960 are 
not yet in, the government expects 
total 1960 production to approxi- 
mate 1,142,000 units, compared with 
1,094,869 units produced in 1959. 
Truck-trailer production in 1960 is 
expected to be 12.6 percent less than 
in 1959, or about 60,000, compared 
with 68,668 units. 

(The government’s figures are 
only for commercial, on-highway- 
type motor trucks manufactured 
in the United States and truck- 
trailers having one or more axles 




















































income remains 


port adds, “among the short-term 
factors, inventory is at reasonable 
levels and financing is no problem.” 


Used Imported 


Cars 


ALBANY 
Ford (English)—’58 Prefect 4-dr., $390. 
_ — Husky station wagon 2-dr., 
MG—’'57 Magnette 4-dr., $640. 
’53 roadster, $308. 


BORDENTOWN, N. J. 
Fiat—’60 conv., $365*. 
Simea—’59 4-dr., $425. 
’58 2-dr. hardtop, $960. 


Citroen—’59 4-dr., $720. 
MG—’60 MGA, $1,600. 
"59, $1,205. 
Renault—’58. Dauphine 4-dr., 
Volkswagen—’'60 2-dr., $1,275; 
$1,175. 
’56 2-dr., $500. 


COLUMBUS, O. 
Ford (English)—’59 Anglia 2-dr., $520. 
Triumph—’60 station wagon 4-dr., $750. 
—— Microbus, $1,475; 2-dr., 
1, 5 


$460, $435. 
Microbus, 


DETROIT 
Ford (English)—’60 Anglia, $860. 
'58 2-dr., $340. 
Volkswagen—’56 4-dr., $500. 


DAYTONA BEACH, FLA. 
Fiat—’59 4-dr., $535. 
Hiliman—’60 conv., $870. 
Simea—’'59 4-dr., $500; 

dr., $435, 


DYER, IND. 
Renault—’59, $590. 
Triumph—’59, $510. 
Vauxhall—’'59, $645. 
Volkswagen—’'58 station wagon, $500. 


FLINT 
Simea—’59 4-dr., $495. 
Volkswagen—'60 sunroof 2-dr., $1,385. 
"59 sunroof 2-dr., $1,215. 


FONTANA, WIS. 
Ford (English)—'59 Anglia 2-dr., 
Triumph—’57 TR-3, $825. 


HUNTSVILLE,. ALA, 


| 
ve TN | 
| 
| 


said. 

Ed Christie, Magna-Dolphin gen- 
eral sales manager, urged the deal- 
ers to “get down to the old-fashion- 
ed selling operation. Have morn- 
ing meetings with your salesmen, 
check your prospects daily, see if 
you can’t develop new ways of get- 
ting around to close a deal. You 
may have to spend more time on 
each one but it will be worth it if 
you make the sale. 

“There igs money to be made in 
this business,” he continued, “if 
you will give it a full day’s work, 
of good caliber, that will develop 
sales.” 

Christie urged dealers to use 
direct mail, telephone calls, calls 
on owners for more prospects, 
demonstrations. and the better- 
ment of service operation so that 
it could be used as a point in 
selling cars. Most important of 
all, he said, was the representa- 
tive showing of the cars the deal- 
er sells. 

“To be competitive in this mar- 
ket,” he stated, “it is necessary for 
you to plan ahead on just how you 
can uncover prospects that you can 
develop by demonstrations and 
g0od sales talks, to buy your prod- 
uct. Be sure you and your sales- 
men are equipped with all the 
knowledge necessary to pass on to 
prospects.” 

Francois Daeschner, general 
manager of Peugeot, Inc., and 
Maurice Bosquet, Renault general 
manager, also attended the meet- 
ing with other key Renault and 
Peugeot sales personnel. 


station wagon 2- 


$610. 


Volks 60 2-dr., $1,355. 
Volvo—’58 2-dr., $725. 


LOS ANGELES 
Austin-Healey—’60 roadster, 31,985. 
Hillman—’59 Minx 4-dr., $735. 
Jaguar—’61 XK150 2-dr.,. $2,985*. 
MG—’59 MGA roadster, $960. 
Metropolitan—’60 conv., $850. 
Opel—’55 Rekord conv., $150. 
Peugeot—’58 sunroof 4-dr., $660. 
Renault—’60 4-dr. Dauphine, $835, $695. 

’59 4-dr. Dauphine, $525. 
Triumph—’59 TR-3 roadster, 
tion wagon, $335. 
Volkswagen—’61 2-dr., 3 at $1,650. 
’59 sunroof 2-dr., $1,150; Kombi, $1,025. 
Volvo—’58 station wagon, $585, 


SALT LAKE CIty 
MG—’58 roadster, $1,125. 
Simea—’58 4-dr., $305. 
Volkswagen—'59 2-dr., $1,090, $1,050. 
’58 Karmann-Ghia, $1,300. 


$935; sta- 


WAREHOUSE POINT, CONN. 
Renault—’60 Dauphine 4-dr., $825. 

’57 Dauphine 4-dr., $395. 
Volkswagen—’58 2-dr., $840. 
"57 2-dr., $650. 


WEST PALM BEACH, FLA. 
Ford (English)—’60 Anglia 2-dr., $860. 
’50 Prefect 4-dr., $540. 

Jaguar—’50 Mark V 4-dr., 
Metropolitan—’58 2-dr., $550. 
’56 2-dr. hardtop, $390. 
MG—’ 61 2-dr. hardtop, $1,700. 
"60 roadster, $1,400. 

Morris—’58 Minor conv:, $380. 
Renault—'58 Dauphine 4-dr., $390*, $355, 
$350. 
’57 Dauphine 4-dr., $400. 
Sunbeam—’56 Rapier 2-dr. hardtop, $300. 
Volkswagen—’60 2-dr., $1,170. 


Crater Adds Superba 
WOOSTER, O.—Crater Motor Co. 
(Rambler), has added Checker 
Superba to its line of cars. 


$500. 


PONTIAC.—Convertibles have 
accounted for 10 percent of all the 
new Pontiacs sold since introduc- 
tion of the 1961 models, according 
to S. E. Knudsen, Pontiac general 
manager. 

Offered in both the Bonneville 
and Catalina series, convertible 
sales hit an alltime peak during 
1960, accounting for 9 percent of 
all deliveries, as compared with 7.1 
percent in 1959, Knudsen revealed. 
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KASIER WAY TO RING UP THE VOLUME... PLYMOUTH AND VALIANT 


Small wonder! Plymouth and Valiant are priced right in the 
heart of the new car mart. Right down where 8 out of 10 new- 
car buyers are dealing. The result: Plymouth-Valiant sales are 
running ahead of last year’s fast pace! The reason: who else 
has a full-size, low-price car with totally-fresh styling like 





Plymouth? What compact at Valiant’s low price puts on a 
performance like it? No other compact, that’s who! Why not 
join us? Why not, indeed? For full details on possible dealer- 
ships available in your area, simply write: R. B. McCurry, Jr., 
General Sales Manager, Plymouth Division, Detroit, Michigan. 
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Dealer and Discounter 
And the Buying Pitch 


(Continued from Page 64) 


No labels on the cars. As soon 
as they investigated the first 
time . .. They actually cleared 
us because they had checked 
back in Sacramento where they 
found the three cars we had on 
the floor were used cars. 

























CocuraNe: Forty-three new? 
Myers: Just opening, with all the 
confusion, we got out 43. We don’t 
have any advertising. None at all. 
That is why we pay $125. You see 
we are a concession within the 
store. The way the thing it set up, 
it is set up as a corporation. There 
are two partners involved in Auto 
Sales Corp. These two partners, one 
of ’em holds a large block of the 
basic CMA stock and the other one 
has a dealer’s license and... 
CocuraNneE: In this concession? 
Myers: In this concession, and 
the one with the basic stock is a 
multimillionaire with a toy—play- 
ing with a toy. But myself and Marv 
Petty who is the other basic prin- 
cipal in this Auto Sales Corpora- 
tion. 
CocHRANE: 
license? 


ing to another dealer, no matter 
whether he was a franchise dealer 
or not, it remained that these cars 
then would be still new cars and 


came back to investigate again, the 
cars had been registered in other 
than the dealer’s name. So that was 
cleared. We expected the investiga- 
tion. We were inspected four times 
and cleared on all of them. 

CocHRANE: You don 
would get any static from the fac- 
tory if I ordered an extra 30 or 40 
cars? 

Myers: They would love you. You 
know that. (Long pause.) Now there 
... here’s... basically you’d sell 
to a leasing company. Don’t you? 

CocHRANE: Yes. 

* 


He has the dealer’s 


* * * 


Investigated by FB 
ERS: He has the dealer’s li- 
cense. He and I are not in it 
to play. We are in it to make 
money. But the other guy is play- 
ing. We are going to merchandise 
in a way no other discount house 
has ever done it. No other discount 
house has ever done this. We took 
a big space, put cars on the floor 
and cleared two FBI investigations. 
CocHRANE: What were the investi- 
gations for? 

Myers: There is a lot of pres- 
sure around while they are in- 
vestigating, and that is the only 
thing we were investigated for. 


* * 


YERS: If Hertz came out here 

and bought 50 cars, all you 
would do is to sit down and order 
them and bring them in, you serv- 
ice them with a minimum of serv- 
ice, you try to get them out, let’s 
say at $17.50 per car. You figure this 
all out, and you shoot them out. 
This is good business. 


ment for two or three days but 


But then somebody picked up ai: 
technicality that one dealer sell-|ing up with a leasing arrangement. 
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you still would be making money 
on it with the 1 percent kickback 
and everything involved. Well, 
theoretically, this is the same 
thing. As a matter of fact, right 
now, all the papers are at the 
attorney’s office to set up as a 
leasing operation. 

We set the thing up and we are 
going to lease cars. We think with- 
in the next year someone, some 
way, because we are getting so big 
... and this is what I am trying 
to foresee, let’s put it that way. 
And we are getting so big in open- 
ing all these stores, that someone 
some way, is going to come up with 
some technicality and eliminate us 
from the business. 

Therefore, we are already com- 


Then we will purchase the cars as 
a leasing company. Sell it to the 
guy on a lease-option agreement, 
and it will be done in one day. So 


required the label. So when they| We are keeping abreast of it. 


CocHRANE: Are you getting much 
static? 

Myers: Not at all. As a matter of 
fact, I’ve got dealers in L. A. con- 
tacting me all the time. I can buy 
any car I want to in L. A., but I 


% think 1|4on’t want to go clear to L. A. 


after them. 
CocHRANE: This becomes a prob- 
lem. 
* * + 
No Investment 


MYERS: This is very obvious. If 
‘you are selling 150 cars a 
month, and have to pick them up 
all over L. A., this is a big prob- 
lem. This is the thing I am trying 
to get away from. 

Cochrane: Actually, you have 
the equivalent of a complete deal- 
ership, all the facilities of a deal- 
ership but without the investment 
of a dealership. 

Myers: That’s right. As a matter 
of fact, we have no absolute invest- 


You tie up your service depart- | ment except, we have to have an 


investment of size, for contracts in 
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transit. That is the only reason 
we have to have an investment is 
to cover our contracts in transit. 
Because like Thursday, we deliv- 
ered a car to a fellow. 

CocHRANE: What kind of car was 
it? 

Myers: A Mercury ... Yeah, a 
Mercury — Lincoln-Mercury Comet. 
We picked it up with a draft and 
it was a Hughes Aircraft credit 
union deal. The draft hit the bank. 
I wouldn’t let a draft sit five min- 
utes because of banking reasons. 
You know. We didn’t get our money 
from Hughes until today. 

When you get up into this 150- 
car volume, you have got to have 
the amount of financial backing to 
keep your contracts in transit sol- 
vent. This is the only reason we 
need money even if it is a corpo- 
ration—to keep contracts in transit. 

+. * * 


oe How many sales- 
men will you have over there 
when you get fully organized? 

Myers: Five, only. 

CocuraNE: They have to sell 30 
cars each? 

Myers: I beg pardon. 

CocHraNE: One a day? 

Myers: They have to. And 
they’re doing it, too. This Saan 
Shoulders, this ex-sales manager, 
he averages almost two a day. He 
just pops ’em right and left. 
(Snap of the fingers twice.) All 
the time. Then, of course, he’s 
very Chevy minded, 

CocHraNeE: Do you get much 
static from the customer on ‘Where 
am I going to get the warranty on 
this and how the dealer is going 
to feel about it?’ 

Myers: No. We tell them the 
truth—that they get a warranty 
policy on delivery. If it’s a Ford, 
they take it to any Ford dealer. 
That the Ford dealer in Anaheim 
don’t like us, which is very honest, 
so take it out of Anaheim. We 
have no more problems. 

CocHraNE: How do you get around 
its being a dealer warranty and 
not a factory warranty? 

Myers: Well... 

CocHRANE: Or doesn’t the cus- 
tomer know this? 

Myers: This is strictly ... 
the dealers know this. 

CocHraNE: That is very true. 
Myers: The public doesn’t know 
this. They think it is a factory war- 
ranty. 

CocuraNE: And you are not about 
to tell them? 

Myers: No. We don’t need to put 
any thorns in our paths, See? 

CocHRANE: Is there any chance 
for me to get any of the finance or 
insurance income on this? 
*” + +” 


$90 Selling Cost 

ERS: This is where we basic- 

ally make our money. We've 
got about $90 total expense in sell- 
ing a car. Let’s assume we are go- 
ing on $150 so we have got $60 on 
the top and the rest of it is in re- 
serve. This is where we leave it 
and, of course, we need it. Of 
course, we need the cars, too. 

We shopped ... we couldn’t 
set up with Bank of America. 
Security First National Bank 
will take us, but Security First 
National Bank wants an uncon- 
ditional guarantee. I shopped 
around for banking here and the 
best I could come up with was 
this home-owned First National 
of Orange with a ton of money 
to loan and 4% percent discount. 
CocHraNE: Hmmm. 

Myers: And, of course, we’ve got 
Associates Discount, too. We put 
weak stuff in Associates. 

CocHrANE: You're covered there. 
Myers: It’s been well planned 

and well covered. 

CocHRANE: What about giving me 
an opportunity to buy some used 
cars? 

Myers: This we can do. I’ve got 
a ’57 custom Sierra wagon right 
now I’ve got on wholesale. It’s from 
$100-$125 rough. Ahh . . . it needs 
a tire, it needs complete paint, it 
needs two little places sewn up in 
the upholstery that you have to 
look for, front floor mat, it needs 
a can of Cromwell in the transmis- 
sion. It’s got 45 thousand miles ac- 
tually. 

CocHRANE: What if a customer 
comes in and wants to pay cash? 

Myers: We sell ’em a car. 
CocHRANE: You are not breaking 

out there. 

Myers: Yeah, but we’ve got to go 


only 
































on the average there, John. We 
can’t cut the cash. 
+” * 


OCHRANE: I had a man come 
in here Saturday and he had a 


set of figures from CMA that was 
exactly $125 over invoice. Now are 
you trying to put some out to get 
customers or what? 


Myers: They are $150 over what 


we pay for them. That is the only 
way I’ve got to go. Hell... if I 
pay $125 for it, what advantage 
would it be to me? 


CocHRANE: This is why I was curi- 


ous, 


Myers: Never in this world. And 
if I ever catch a salesman putting 
a guy on the highball, he’s in 
trouble. All I need is a bunch of 
gripes in there. 

CocHRANE: I don’t have enough 
cars right now. How long will you 


wait for them? 


Myers: You can order them. We 
want . . here’s the thing. You 
are probably going to carry... 
what do you carry in stock? 75? 

CocHrRaNE: Yeah. 

Myers: You carry 75 in stock 
and you probably are anticipating 
selling, what, 50? 

CocHRANE: No, I’m shooting for 
60 and 70 now. 

Myers: I want you to sort of get 
the feel of it, too. I don’t want you 
to stick your neck out and order 
an extra 50 cars until you see the 
trend of the thing, because we will 
sit back and wait 30 days for them 
to build ’em. 

There’s going to be plenty of 
Dodges available this year. There’s 
no reason for them not to build 
’em and in another 30 days, you 
are going to have all the cars you 
want. Right? 

CocHRANE: Yeah, I think you are 
right there. 

* + e 


Order and Wait 


—: And so you can... we 
can order these cars and sit 
back and wait for them. That’s all 
we can do. And then when you feel 
the thing, you and I will get to- 
gether again. You know. 

CocHRANE: How long will you 
stay on this $1257 

Myers: Until about the first of 
the year. 

CocHRANE: Well, it’s still worth 
$25 more to buy from me than it 
is to buy in L. A? 

Myers: Yeah, but you see I can 
drop to six bits in L. A. I’m buy- 

ing ’61 Chevies and Fords for six 
bits over right now. 

CocHRANE: '618s? 

Myers: I have to pay $100 for a 
Comet, a Buick at $125 and an Olds- 
mobile at $125. 

CocHRANE: Suppose I am your 
only Dodge connection, and I am 
real handy for you for service. 
Isn’t it worth $125 all year? 

Myers: It’s worth $25 more to me. 

CocHRANE: More than what? 

Myers: More than what I can 
buy them for some place else. I 
can buy Dodges at at $100 
and it’s worth $25 to me to buy it 
here. 

CocHraNE: You are delivering 
Dodges out here? 

Myers: Yeah. We bought from 

and we bought from 
————., and we can buy at any of 
these places right now at $100 over. 
I’m just trying to get local. That’s 
all. 
+ +. * 


OCHRANE: Yeah. Well, Mr. 

Myers you let me think it over. 
I’ve got a stockholder I want to 
talk to. 

Myers: Sure. It could be worth 
some money. 

CocHRANE: Yeah. 

Myers: It could be worth some 
money when we open Puente; 
Canoga Park is a little far, but I 
want everything centralized. See? 

CocuraNge: Well, now, would I 
supply you these cars for Canoga 
Park and the others? 

Myers: Yeah. You very likely 
would because all our headquarters 
is going to be here. I would 2 lot 
rather take my cars to Canoga 
Park than take them up here, and 
have everything close right to the 
bank and everything. 

(Since this recording was made, 
concentrated action by local deal- 
er associations so reduced the 
supply of cars that CMA was 
forced to curtail its auto operd- 
tions. Myers is not presently in 
their employ nor did Cochrane 
ever sell them any cars. The next 
article in this series will include 
statements by most of the ‘ 
ers and institutions mentioned by 
Myers. 
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Eleven years ago, the first Volkswagens were 
imported into the United States. 

These strange little cars with their beetle 
shapes were almost unknown. 

All they had to recommend them was 32 miles 
to the gallon (regular gas, regular driving), an 
aluminum air-cooled rear engine that would go 
70 mph all day without strain, sensible size for 
a family and a sensible price-tag too. 

Beetles multiply; so do Volkswagens. By 1954, 


Think small. 


VW was the best-selling imported car in America. 
It has held that rank each year since. In 1960, 
about 185,000 Volkswagens were sold, including 
35,000 station wagons and trucks. 

And again in 1960, Authorized VW Dealers 
sold a higher average number of units than any 
other dealer selling any other kind of car. 

Volkswagen's snub nose is now familiar in 
fifty states of the Union; as American as apple 
strudel. 


© 1961 BY VOLKSWAGEN OF AMERICA, INC. 


As any VW owner will tell you, Volkswagen 
eervice is excellent and it is everywhere. Parts 
are plentiful, prices low. No small factor in 
Volkswagen's success. 

Today, in the U.S.A. and 119 other countries, 
Volkswagens are sold faster than they can be 

made. Volkswagen has become the 
world’s fifth largest automotive man- 
ufacturer by thinking small. More and 
more people are thinking the same. 
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Current Prices on U. S. Cars 


The following prices include the sug- 
gested base factory HMst prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 

(Copyright, 1961, by Automotive News) 
BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat, wag., $2,681; deluxe 4-dr. 


2-seat stat, wag., $2,816, 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr, hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 


stat. wag., $3,623; 4-dr. 3-seat stat. wag., 


$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
$3,620. Electra— 


hardtop, $3,447; conv., 

4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 

CADILLAC—Series 62-——4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr, hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 

CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr, 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900— Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 
Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 


—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 


conv., $2,847. Station Wagons—4-dr. 2-seat 


Six Dealerships 
In Milner Chain 
Enrolled in NADA 


JACKSON, Miss.—R. E. Dumas 
Milner, Jackson industrialist and 
one of the nation’s largest dealer 
chain owners, has enrolled all of 
his operations in the National 
Automobile Dealers Assn. At the 
same time he called on all dealers 
to rally behind NADA’s fight to re- 
tain their exemption from the min- 
imum-wage law. 

Milner presented a check cover- 
ing 1961 NADA dues for his six 
dealerships to S. E. Kossman sr., 
NADA director for Mississippi and 
Southern regional vice-president of 
NADA. 

“The time has come when every 
dealer in the country must support 
our national association in its fight 
to retain our dealer exemption to 
the minimum-wage bill which Con- 
gress will be debating,” Milner said 
in presenting his check. 

“This proposed legislation is ex- 
tremely dangerous as far as auto- 
mobile dealerships are concerned. 
It is impractical. How can dealers 
compute overtime pay for sales- 
men and mechanics? 

“Under some of the proposals, 
coverage will be based on an an- 
nual dollar volume of sales,” he 
said. “A franchised dealer selling 
new cars and trucks will reach this 
minimum very quickly in the year 
and comes under the provisions of 
this proposed legislation. Yet, one 
of his chief competitors in the 
service field—the nonfranchised so- 
called ‘back-alley’ garage—will not 
be under the law.” 





Checking !n— 

R. E. Dumas Milner, right, operator of 
a chain of six dealerships, presents a 
check to S. E. Kossman sr., NADA director, 
as he enrolls his firms in the national 


dealer group. Larry Davis, left, executive 
vice-president of the Mississippi Automo- 
bile Dealers Assn., looks on. 









Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §$2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat. wag., $3,- 
622. Windsor — 4-dr, sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303, New 
Yorker—4-dr, sed., $4,123; 4-dr, hardtop, 
$4,261; 2-dr, hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., $2,053; 2-dr, sed., 
$1,998; 2-dr, 2-seat stat, wag., $2,310; 4- 
dr, 2-seat stat, wag., $2,353 


DeSOTO—4-dr. hardtop, | $3,167; 2-dr. 
hardtop, $3,102. 
DODGE—Lancer—Series 170—4-dr. sed., 


$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 


wag., $2,354. 770 Series—4-dr. sed., §2,- 
137; 2-dr. sed., 2,075; 2-dr, hardtop, 
$2,164; 4-dr. 2-seat stat. wag., $2,449. 


Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 








2-seat stat. 
wag., $3,409. 
FORD—Falcon—4-dr. sed., $1,974; 2-dr. 


conv., $3,252; 4-dr. wag., 


$3,294; 4-dr. 3-seat stat. 


sed., $1,912; 2-dr, 2-seat stat. wag., §$2,- 
225; 4-dr. 2-seat stat, wag., $2,268, 

(The following prices are for six-cylinder 
models, For V-8s, add $116.) Fair 
4-dr. sed., $2,315; 2-dr. sed., $2,261, Fair- 

500—4-dr, sed., $2,430; 2-dr. sed., $2,- 


lane 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
hard- 


$2,536; 4-dr, hardtop, $2,662; 2-dr, 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 


2-seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; convy., §$4,637.. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 

IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr, 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 

LINCOLN CONTINENTAL—4-dr. _ sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 


conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 

OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard 4-dr. 2-seat stat, wag., $2,681; 
deluxe 4-dr, 2-seat stat, wag., $2,816. 

ic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models. For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 


stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr, hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed,, $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat. Ts. 
-dr. 


$2,129. Super—4-dr. sed., $1,979; 
sed., $1,930; 2-dr, 2-seat stat. wag., §$2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 


tom—4-dr, sed., $2,109; 2-dr,. sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat, wag., 
$2,295; 4-dr. 2-seat stat, wag., $2,344. 
Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr, 2-seat stat. wag., $2,437. Super Six— 
4-dr, sed., $2,268; 4-dr, 2-seat stat, wag., 
$2,572; 5-dr, 3-seat stat. wag., $2,697. 
Custom Six—t-dr. sed., $2,413; 4-dr, 2- 
seat stat. wag., $2,717; 5-dr, 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat, wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr, sed., $2,512; 4-dr, 2-seat stat, wag., 
$2,816; 5-dr. 3-seat stat, wag., $2,941, 
Ambassador—Super V-8—4-dr, sed., $2,- 
537; 4-dr. 2-seat stat. wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat. wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 
STUDEBAKER—Lark Deluxe Six—4-dr. 
sed,., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr, 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 


stat. wag., $2,695. Pioneer—4-dr. sed., 

$2,459; 2-dr. sed., $2,410; 2-dr. hardtop,| _MERCURY—(Meteor 600 and Meteor 800/| Station Wagon V-8—4-dr. 3-seat Custom, | .eq $9990; 3-dr, hardtop, $2,378; conv., 

$2,488; 4-dr, 2-seat stat. wag., $2,787;| prices are for six-cylinder models, For| $2,990; 4-dr. 2-seat Sport, $3,024; 4-dr.|§9 699. ‘4-ar, 2-seat stat. wag., $2,655. 

4-dr. 3-seat stat. wag., $2,892. Phoenix—| V-8s, add $116.) Meteor 600—4-dr. sed., | 3-seat Sport, $3,134. Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 

4-dr. sed., $2,595; 4-dr. hardtop, $2,677;| $2,471; 2-dr. sed., $2,417. Meteor 800 — PONTIAC—Tempest—4-dr. sed., $2,167;| V-8—Sport coupe, $2,650. 

2-dr. hardtop, $2,618; conv. (V-8 std.),| 4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr.| 4-dr. 2-seat stat. wag., $2,438. WILLYS—Jeep—2-dr. 2-seat stat. wag. 

$2,988. hardtop, $2,721; 2-dr, hardtop, $2,656. Catalina—4-dr. sed., $2,702; 2-dr. sed.,| (4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
Polara V-8— 4-dr. sed., $2,966; 4-dr.| Monterey V-8 —4-dr. sed., $2,869; 4-dr.| $2,631; 4-dr. hardtop, $2,842; 2-dr. hard-| (6-cyl.), $2,343.57. (Both are two-wheel- 

hardtop, $3,110; 2-dr. hardtop, $3,032;| hardtop, $2,941; 2-dr, hardtop, $2,876;| top, $2,766; conv., $3,078; 4-dr. 2-seat/ drive models.) 





Port-of-Entry Prices on Imported Cars 


The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
dealer preparation charges, U, S. trans- 
portation fees, state and local taxes or 
optional equipment. 

(Copyright, 1961, by Automotive News) 


ALFA ROMEO — Glulietta — Spider, 
$3,520; Super Spider, $3,890; Sprint Coupe, 
$3,843; Veloce Coupe, $4,149; Sprint Spe- 
ciale, $5,555. 2000—Spider roadster conv., 
$5,372. 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995; Coupe, $5,995. 

ASTON-MARTIN—DB4 — cpe., $10,400. 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295, A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr. stat. wag., $1,879. 
A-55 Mark II—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), §$3,- 
275, (Heater standard on A-40 models.) 


AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 
els.) 

BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 


BERKELEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 
BMW—502—Deluxe 4-dr. sed. (2.6-liter), 


$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed. (3.2-liter), $6,700. 507—-Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed. (automatic clutch), $1,493; 


sunroof sed., $1,487, (Heater standard on 
all models.) 

BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; sport coupe (2 car- 
buretors), $1,998; 2-dr. sed., $1,648; 2- 
dr. sed, (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 


BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 
BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, §$3,550. 
(Heater standard on all models.) 
BORGWARD-HANSA (formerly Goliath) 
—2-dr. sed., $1,797; 2-dr, stat, wag., $1,- 
900; Empress 2-dr. sed, (46 horsepower), 
$1,950; Empress 2-dr, sed. (63 horsepow- 


er), $2,100; Tiger sport coupe (46 horse- 
power), $2,210; Tiger sport coupe (63 
horsepower), $2,375. 


CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,745; 4-dr. stat. wag., 
$3,395. DS-19—4-dr. sed., $3,245; Prestige 
4-dr. sed., $3,795. (Power brakes standard 
on ID-19 stat, wag. Citromatic Drive, pow- 
er steering, power brakes standard on 
DS-19 models.) 

DAF—600—Standard 2-dr. sed., $1,395; 
Deluxe 2-dr. sed., $1,545. (Variomatic au- 
tomatic transmission standard on both 
models.) 

DAIMLER—SP-250 V-8—Conv. with full 
equipment, $3,995; hardtop with full equip- 
ment, $4,245, (Heater included in equip- 
ment group.) 

DATSUN—4-dr. sed., $1,616; 2-dr. stat. 
wag., $1,818; sport conv., $1,996; half-ton 
Pickup truck, $1,545, 

DKW—‘‘750"’—-2-dr. sed., $1,665. (Heater 
standard.) 

FACEL VEGA—H.K.-500 coupe, $9,420; 
Excellence 4-dr, hardtop, $12,981; Facellia 
2-dr. hardtop or conv., $4,470. (Auto- 
matic transmission, power steering, power 
brakes standard on H.K.-500 and Excel- 
lence. Power steering, power brakes stand- 
ard on Facellia.) 

FERRARI — 250 Granturismo — Coupe 
(Farina), $12,600; California conv, (Scag- 
lietti), $12,600; conv, (Farina), $13,600. 
(Heater standard on all models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr. Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr_ stat. 
wag., $1,658; Jolly, $1,906. 1100 Series— 
4-dr, sed., $1,659; 4-dr. deluxe sed., $1,- 
782; 4-dr. stat. wag., $1,918. 1200 Series 
—4-dr. sed., $1,998; roadster, $2,595. 1500 








Series—Roadster, $3,298. 2100 Serles—4-dr, 
sed., $2,798; 4-dr. stat. wag., $3,058. 
(Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195. (Other 
engine options available.) 

FORD (England)—Anglia — 105E 2-dr. 
sed., $1,608. Prefect—4-dr. sed., $1,686. 
Escort—2-dr. stat. wag., $1,714. Consul— 
4-dr. sed., $2,059; conv., $2,398. Zephyr— 
4-dr. Sed., $2,240; conv., $2,599. Zodiac— 


4-dr. sed., $2,412; conv., $2,890. 
HILLMAN—Special 4-dr. sed., $1,735; 
Deluxe 4-dr. sed., $1,875; conv., $2,149; 


(Series I), $1,639; 


Husky 2-dr. stat. wag. 
(Series II), $1,679; 


Husky 2-dr. stat. wag. 
Minx 4-dr. stat. wag., $2,299. Commer 
Caravan—-8-passenger stat. wag., $2,826; 
‘*Mobile-home’’ type vehicle, $3,655. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,675. (Automatic 
transmission, power brakes and heater are 
standard.) 

JAGUAR — 3.8-Litre Sedan — 4-dr. sed. 
(overdrive), $4,915; 4-dr, sed, (overdrive 
and power steering), $5,045; 4-dr, sed. 
(automatic transmission and power steer- 
ing), $5,195. Mark IX—4-dr. sed. (*uto- 
matic transmission and power steering), 
$6,020. XKK-150— coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50, XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv, (overdrive), $5,- 
262.50. (Heater standard on all models.) 

LANCIA — Appia — 4-dr. sed., $2,398; 
conv. (Vignale), $4,490; coupe, $4,438; 
coupe (Zagato), $4,558. Flaminia — 4-dr. 
sed., $5,998; coupe (Pinin Farina), $6,355; 
azert (Zagato), $6,485; G. T. Touring, $6,- 
485. 

LLOYD ARABELLA—2-ér. sed., $1,698. 

MASERATI—Coupe, $11,400; conv., $12,- 
300. 


MERCEDES-BENZ—180—4-dr. sed.. $3,- 
250. 180-D (diesel engine) —4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 
seat), $8,091; conv. or coupe (bench-type 
rear seat), $8,184. 300—4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. Station Wagons— 
180—4-dr. stat, wag., $5,000; Kombi, $4,- 
903. 180-D (diesel engine) — 4-dr, stat. 
wag., $5,228; Kombi, $5,131. 1909 — 
4-dr. stat. wag., $5,196; Kombi, $5,100. 


























190-D (diesel engine) — 4-dr. stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models, Power brakes standard on 


all models except Series 180, 180-D, 190 
and 190-D.) 
METROPOLITAN — 2-dr. hardtop, $1,- 


672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHC—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard), Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORGAN—Plus 
$2,810; 4-seat roadster, 
coupe, $2,970. 

MORRIS—850—2-dr. 
Standard—4-dr. sed., $1,678; 2-dr, 
$1,495; conv., $1,574; 2-dr, stat, 
$1,798. 1000 Deluxe—4-dr, sed., 
2-dr, sed., $1,599; conv., $1,636; 
stat. wag.. $1,825. Oxford—4-dr. 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr, sed., $1,498. (All are 
5-passenger models.) NSU Sport Prinz— 


Four—2-seat roadster, 
$2,850; 2-seat 


1000 
sed., 
wag., 
$1,718; 
2-dr. 
sed., 


sed., $1,295. 


coupe, $1,998. (Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed.. $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 

PANHARD—Nice — 4-dr. sed., $1,795; 
Tiger 4-dr. sed., $1,895. Monte Carlo—4- 
dr. sed., $1,998; Tiger 4-dr, sed., $2,095; 
Tiger conv., $2,695. (Heater standard on 
all models.) 


PEUGEOT—403 — 4-dr. sunroof sed., 


$2,250; 4-dr. stat. wag., $2,490, (Heater 
standard on both models.) 
PORSCHE — Roadster, $3,780; Super 


Roadster, $3,995; Super 90 Roadster, $4,- 
320; Coupe, $3,920; Super Coupe, $4,140; 
Super 90 Coupe, $4,470; Hardtop, $4,170; 
Super Hardtop, $4,390; Super 90 Hardtop, 
$4,720; Cabriolet, $4,250; Super Cabriolet, 
$4,470; Super 90 Cabriolet, $4,800. 

PRINCE SKYLINE—4-dr. sed., 
(West Coast PUE.) 

RENAULT — 4CV — 4-dr. 
Dauphine—4-dr. sed., $1,385. 
hardtop coupe, $2,295; conv., 
(Heater standard on all models.) 

ROVER—100—4-dr. sed., $3,695. 3-Litre 
— 4-dr. sed., $4,620. Land-Rover—2-dr. 
stat, wag., $3,220. 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 
mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 

SAAB—93F-750—2-dr. sed., $1,895; 2- 
dr. sed. (automatic clutch), $1,995; -dr. 
sunroof sed., $2,019. 96-850—2-dr. sed., 
$1,895; 2-dr. sed, (automatic clutch), $1,- 
995; 2-dr. sunroof sed., 
2-dr, stat, wag, (3-speed transmission), 


$2,295 


sed., $1,095. 
Caravelle— 
$2,395. 
















$2,020. 95-850— 


$2,265; 2-dr, stat, wag, (4-speed transmis- 
sion), $2,395. Granturismo 750—2-dr. sed. 
(4-speed transmission), $2,790. (Heater 
standard on all models.) 
SABRA—2-dr. stat. wag., 
delivery van, $1,899. 
SIMCA—Aronde—Deluxe 4-dr, sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,658; Elysee 4-dr. sed., $1,898; 
Montlhery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr. hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane S conv., §$2,- 
795. Ariane (4-cylinder)—4-dr, sed., $1,998. 


Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr, sed., $2,298. (Heater 
standard on all Aronde models except 


$1,999; 2-dr, 


Etoile.) (The Etoile 4-dr, sedan is the 
only model now being imported.) 
SINGER — Gazelle — 4-dr. sed., $2,095; 


conv., $2,349; 4-dr. stat. wag., $2,425. 
SKODA — Octavia 2-dr. sed., $1,575; 
Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 
SUNBEAM—Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649; Alpine—Roadster, §$2,- 


595. 
TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 


Standard—4-dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr. sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 
TOYOPET — Tiara — 4-dr. sed., $1,613, 
Crown Custom—4-dr. sed., $1,795; 4-dr. 
stat. wag., $2,080. Toyota Land Cruiser— 
Soft top, $2,665; hardtop, $2,995; stripped 


model, $2,425. 


TRIUMPH—4-dr. stat. wag., $1,899. Her- 
ald — 2-dr. sed., $1,849; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 


$2,675; hardtop, $2,835, (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
entry Climax Stage II roadster, $3,570. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1.080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
$2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., $2,- 
(Heater standard on all models.) 

VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 
power), $1,995; PV-544 2-dr, sed, (85 
horsepower), $2,195; 122-8 4-dr. sed., $2,- 
495. (Heater standard on all models.) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 





New Commercial-Car Registrations, 
Seven States for December, 1960-1959 


Truck istrations by states are 
released weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 
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Sales Testing the ‘61 Cadillac 


(Continued from Page 14) 


ing place automatically when the 

car is reversed. 
* * * 

Vacuum Brake Release 


ie vacuum released parking 
brake introduced last year, the 
darling of parking brakes and a 
notable brake lining saver, is re- 
tained, Parking brake is set by foot 
pedal and the release is operated 
by vacuum when the car is placed 
in forward or reverse. It can be 
released by hand when the engine 
is stopped if necessary, 

Cadillac’s new front suspension 
lets you turn in a 43-foot circle, 
compared with 46 feet last year. 
Only 3% turns are required from 
full left to full right. If you 
think this doesn’t make much dif- 
ference, just try it on a 3,000-mile 
jaunt. 

Important unseen qualities that 
can be felt are the comfort and the 
sense of security in the new Cadil- 
lac ride. I bounced this car over 
rough rail crossings and at high 
speeds on rough roads—the new 
ride is no mirage. The ’61 Cadillac 
will surprise even old Cadillac own- 
ers with the way it levels out on 
rough roads and holds full steering 
and ride stability. 

Part of this comes from Cadil- 
lac’s new front suspension which 
is designed with a strut rod ex- 
tending from each front wheel to 
and through specially compounded 
rubber mountings on a new front 
frame cross member. 

I had Cadillac owners on this 
trip who, when told about the new 
front and rear suspension, got down 
in their $150 suits and looked under 
the car. So don’t bank on the Cad- 
illac owner not caring what’s un- 
derneath, 

And, of course, the chassis of the 
61 Cadillac is lubricated for life. 

Cadillac’s rear suspension has 
two lower control arms which hold 
the axle in fore and aft alignment, 
and an upper yoke to prevent side- 
wise motion. This yoke is mounted 
to the highest point of the frame 
and coupled at the bottom to the 
rear axle housing by a ball point. 
This arrangement keeps more 
weight below the point around 
which a car tends to lean outward 
on curves and is a factor in the 
exceptional level ride of the ’61 
Cadillac. 


* * * 

ae Hydra-Matic has 

been changed and improved. It 
retains the two drive positions with 
four speeds in the lefthand drive 
position. 

A good change, I think, is elim- 
ination of a rear pump which 
makes it impossible to start a 


Kuchel’s Bill 
Seeks Federal 
Smog Hearings 


WASHINGTON, — Senator 
Thomas H. Kuchel, California Re- 
publican, has reintroduced his 
Measure to provide for hearing 
boards to look into air pollution 
Problems that are general and in- 
terstate in character. 

This is the same bill that got 
through the Senate last session but 
was pigeon-holed in the House In- 
terstate Commerce Committee. 

It would give to the surgeon gen- 
eral new authority to investigate 
the occurrence of smog throughout 
the nation. The secretary of health, 
education and welfare would ap- 
Point the boards on the recom- 
mendation of the surgeon general 
or at the request of state or local 
government agencies. 

Kuchel said that he thinks the 
federal government may have to 
step up its spending to control air 
Pollution. But “for the moment,” 
he is content with pushing for ad- 
ditional hearing authority. 

Senator Joseph S. Clark, Pennsyl- 
vania Democrat and co-sponsor of 
the Kuchel bill, had this to say: 
‘The problem is growing so seri- 
ous in Pennsylvania, as well as in 
other states, that an expanded fed- 
eral program is absolutely essen- 
tial. Ten thousand U. S, communi- 
ties, primarily urban, are known to 
have ‘smog’ problems.” 


Cadillac by pushing or towing. 

You must use a battery or bat- 

tery cables. This saves damage 

from pushing, 

The transmission has two fluid 
couplings, one cushions the driving 
force from engine to rear wheels to 
eliminate the traditional clunk, and 
a second, smaller one affects the 
transfer of power more smoothly. 
The transmission goes through all 
its motions without the traditional 
lurch, 

I was very much impressed by 
the idling stability of Cadillac’s 
325-horsepower engine in all kinds 
of weather. An investigation into 
the “why” revealed that the Cadil- 
lac automatic choke igs controlled 
by a heat-resistant, nickel-alloy 
tube which is subjected to hot ex- 
haust gases from the moment the 
engine is started 

+ * ad 
Faster Engine Heatup 


Tes faster engine heatup, open- 
ing choke valve more quickly, 


bringing engine to smoothest and 
most economical operating point at 
the earliest possible moment, This 
tube retains engine heat longer 
after shut-off, preventing unneces- 
sary choking during subsequent 
starts. 

In considering first-time pur- 
chase of a Cadillac, you must not 
overlook the list of standard 
equipment included in the base 
price. Here are most of them: 

Air cleaner, center and rear arm 
rests, two assist handles, power 
brakes, power steering, four cigaret 
lighters, electric clock, automatic 
transmission, light for front ash re- 
ceivers, dual backup, automatic 
courtesy and map lights. 

Also directional signal lights, au- 
tomatic glove box lights, automatic 
trunk light, rear view mirror, full- 
flow oil filter, remote controlled 
outside mirror, two-tone paint, door 
panel warning reflectors, visor view 
mirror, dual sun visors, set of four 


OVER 

‘ONE MILLION 
DRIVERS 

‘HAVE ALREADY MADE 
THE. SMART SWITCH 
TO GUIDE-MATIC! 





Throttle Control— 


“Cruise Control," Cadillac's automatic 
throttle control, is continued as optional 
equipment and is easily operated from 
the driver's seat. Zeroing in by speed- 
ometer has been eliminated by using a 
lever and a pushbutton at left of dash 
without numbers. It can be set to operate 
at any speed by feel of throttle. On long 
trips the automatic throttle is a restful 
device permitting the driver to take his 
foot from the throttle. 

eee 
wheel disks, and windshield washer 
and coordinator. 


This leaves only main options 
such as air conditioning, heater, 
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radio, tinted glass, electric windows, 
vent panes and seat, Cruise Control 
and white walls. 

The unseen qualities and these 
other features contribute much to 
the high demand and stable price 
for used Cadillacs, a further insur- 
ance against deterioration of in- 
vestment in a ’61 Cadillac. 








°59 Leftovers Blamed 


For Hartsook Bankruptcy 


KNOXVILLE, Tenn. — James 
Hartsook, president of Hartsook 
Motors, Inc., said in Federal Bank- 
ruptcy Court here that his com- 
pany operated at a loss of 17 of the 
18 months it was in operation. 

New ’59-model cars sold at cost 
during 1960 led to the bankruptcy 
situation, Hartsook declared. 


The car dealer filed a bankruptcy 
petition Dec, 10 after operating 15 
straight months in the red, accord- 
ing to statements made in court. 
The company was located at 4835 
Kingston Pike. 

Hartsook said he was the firm’s 
only salaried member and drew a 
monthly salary of $1,400. He said 
his company sold about 250 new 
cars and 350 used cars while in 
operation. 





LET THESE SURVEY RESPONSES BE YOUR 
GUIDE TO THE NEXT MILLION SALES! 


ALL CARS SHOULD HAVE IT 


[fase cas s ON HIGHWAYS OR FOR LONG TRIPS 
CONVENIENT , GREATER SAFETY . AUTOMATIC COURTESY 


The Guide-Matic market is wide open for the next 
million sales. A recent survey shows that Guide-Matic 
answers motorists’ needs for greater safety and con- 
venience at night. Already... over one million drivers 
have made the Smart Switch! 


In a survey of hundreds of GM Car owners—half Guide- 
Matic owners . . . half non-owners—this general con- 
clusion was reached: Many more Guide-Matic sales are 


in store for you. 


Guide-Matic owners are sold on it! And they want it on 
their next cars too. Just mention Guide-Matic to them. 
Non-owners represent a huge potential too! Because, 


GUIDE LAMP DIVISION - GENERAL MOTORS CORPORATION - ANDERSON, INDIANA 


VERY WELL PLEASED 


GOOD FOR NIGHT DRIVING 


WOULDN'T BE WITHOUT ay 
MAKES DRIVING EASIER 


the majority of those interviewed said Guide-Matic 
was never mentioned when they purchased their last 
GM Car. The sale may be yours just for the asking. 


Let all your newcar customers know about Guide-Matic, 
another GM exclusive that helps you sell cars. 


STILL PLENTY OF TIME FOR YOU 
TO WIN IN THE GUIDE-MATIC 
SMART SWITCH SWEEPSTAKES! 


GUIDE-MATIC 


POWER HEADLIGHT CONTROL 
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But Michigan Increases Lead .. . 





Missouri No. 2 in 60 Car Output 






























1960 Car Production 


Top Assembly Areas 








to 277,290; Wilmington-N ewark, 
Del., up from 214,773 to 262,763. 
Janesville, Wis., from 178,392 to 
216,677; Lansing from 150,288 to 
178,285; Baltimore from 140,578 to 


Detroit oo... 1 157,394: Norwood, ©., from 182,212 
2—New York ................0. 08 to 155,684; Dallas-Arlington, Tex 
(Continued from Page 1) place but upped its output from|cars good for 0.85 percent of total) 3—Los Angeles .................. 526,094 of fro = i 49,428 to 132,011, and 
in the No. 2 and No. 3 spots in| 214,773 to 262,763 cars, Its percent-| industry output in 1960, compared| 4—Kenoshia.................:00 485,745 South Bend off. from 153,830 to 105.- 
1959. of-industry take also was boosted/| with 1.45 percent gained on 81,107} 5—Kansas City .................. 469, 902 assemblies ’ ’ 
Missouri’s 738,566 assemblies in | from 3.84 to 3.92 percent. assemblies a year earlier. Kentucky| 6—St. Louis .......0......000.. 388,116 o 
1960 gave it 11.02 percent of total | New York dropped from ninth to| dropped from 17th to 18th place] %—FUIME .......::cscssssssse 352,769 . oa aoa 
industry output and represented | 10th piace as it picked up 2.88 per-| with 56,284 assemblies good for 0.84| 8—Atlamta ........0.:::000n 291,829 | Fishel Death Ruled 
a 2.86 percentage-point gain over | cent of total industry output on| percent in 1960, as against 1.44 per-| 9—Lorain, O. .................0... 277,290 Murder by Coroner 
1959, when it captured 8.16 per- 192,782 assemblies in 1960, compared | cent gained on 80,793 cars the pre-| 10—Wilmington-Newark 262,763 y 
cent on 507,070 assemblies, with 2.95 percent gained on 165,429| vious year. 11—Janesville, Wis. ............. 216,677 CAIRO, Ill.—Ben Fishel, wealthy 
Its 2.86-point gain over 1959 also| cars built in 1959. Dropping into last place in 1960| 12—Lansing .................. 178,285 | auto dealer who was shot to death 
marked the largest boost attained 2? -7e was Virginia, which picked up 0.76| 13—Baltimore ....... vee 157,394 | in his home on Nov. 9, was killed 
by any state. —- from 12th to 10th po-| percent of total industry output on 14—Norwood, O, ................. 155,684 | by “a person or persons unknown, 
Other states in addition to Mich- sition was Maryland, which| 50,378 assemblies, compared with| 15—Arlington-Dallag ......... 132,011 | a coroner’s jury has ruled. 
1.16 percent gained on 65,135 assem-| 16—South Bend .................. 1 No witnesses appeared at the in- 


igan and Missouri that showed per- 
cent-of-industry gains over the pre- 
vious year were Ohio, up 1.57 
points; New Jersey, 0.28 points; 
Massachusetts, 0.24 points; Wiscon- 
sin, 0.13 points, and Delaware, 0.08 
points. 

Losers from 1959 were Indiana, 
off 2.25 percentage points; Georgia, 
1.02; Texas, 0.70; Pennsylvania and 
Kentucky, each off 0.60; Minnesota, 
0.45; Virginia, 0.40; Illinois, 0.38; 
Maryland, 0.16; Kansas, 0.11; New 
York, 0.07, and California, 0.03. 

* * * 


a dropped from sec- 
ond to third place despite the 
fact that American Motors estab- 
lished a record production year at 
its Kenosha plant. 

Wisconsin accounted for 10.48 
percent of total industry output 
on 702,422 car assen.blies in 1960, 
compared with 10.35 percent on 
579,748 units built the previous 
year. 

California dropped from third to 
fourth place last year as it turned 
out 605,014 cars good for 9.03 per- 
cent of total industry assemblies, 
compared with 9.06 percent on 507,- 
070 cars a year earlier. 

New Jersey remained in sixth 
place with 462,710 assemblies good 
for 6.90 percent in 1960, compared 
with 6.62 percent on 370,910 cars 
built in 1959. eG 


.— state that climbed in 
the standings in 1960 was Ohio, 
which gained sharply with the in- 
troduction of Comet to the assem- 
bly lines at Lorain. 
Ohio moved from seventh place 
in 1959 to sixth place last year as 
it picked up 6.46 percent of total 
industry output on 432,974 units, 
compared with 4.89 percent on 
273,675 assemblies in 1959, 
Georgia, one of the few states to 
suffer a loss in numerical output, 
turned out 291,829 cars for 4.35 per- 
cent of industry assemblies in 1960, 
compared with 5.37 percent on 300,- 
550 assemblies a year earlier. It also 





























turned out 157,394 cars good for 
2.35 percent of total industry pro- 
duction in 1960, compared with 2.51 
percent gained on 140,578 cars a 
year earlier. 

The Ford plant at Dallas and 
the Buick-Oldsmobile-P ontiac 
“field” unit at Arlington gave 
Texas 132,011 assemblies good for 
1.97 percent of total industry as- 
semblies in 1960, compared with 
2.67 percent on 149,428 assemblies 
a year earlier. Despite the loss in 
both percen t-of-industry share 
and numerical output, Texas re- 
mained in 11th place in the stand- 
ings. 

Kansas upped its numerical out- 
put from 106,044 to 119,185 units, 
but its percent of total industry 
production fell from 1.89 to 1.78 per- 
cent. However, it climbed from 13th 
to 12th place in the standings. 

Indiana showed the biggest de- 
cline as Chrysler Corp, stopped 
building cars in the state and Stu- 
debaker assemblies dropped sharp- 
ly. The state turned out 105,902 
cars for 1.58 percent of total indus- 
try assemblies in 1960, compared 
with 3.83 percent gained on 214,724 
cars built a year earlier, The de- 
cline also dropped Indiana from 
ninth to 13th place in the stand- 
ings. 


























* * * 


anes remained in 14th place 
with 98,816 assemblies good for 
1.47 percent of total industry out- 
put in 1960, compared with 1.85 per- 
cent gained on 103,782 cars built 
the previous year. Minnesota again 
took 15th place with 81,845 assem- 
blies good for 1.22 percent of total 
industry assemblies in 1960, com- 
pared with 1.67 percent gained on 
93,562 cars in 1959. 

Showing the biggest gain 
among the states with a low pro- 
duction volume wags Massachu- 
setts, which climbed from 19th to 
16th place and upped its output 
from 37,277 cars good for 0.68 per- 
cent of total industry production 
in 1959 to 0.92 percent on 61,570 


blies in 1959. It finished in 18th 


place in 1959. 
oe + * 


ON A sectional basis, the Mid- 
west continued to dominate the 
production scene with 3,514,432 as- 
semblies, or 52.44 percent of all cars 
turned out by the industry in 1960. 
In 1959, the Midwest, which in- 
cludes plants in Michigan, Wiscon- 
sin, Indiana, Ohio, Illinois and Min- 
nesota, turned out 2,923,596 cars for 
52.20 percent of total industry pro- 
duction. 

The East, composed of plants 
in Pennsylvania, New Jersey, 
Delaware, Maryland, Massachu- 
setts and New York, produced 
1,193,608 cars good for 17.81 per- 
cent of total industry output in 
1960, compared with 18.05 per- 
cent gained on 1,010,074 cars built 
in 1959. 

The Plains states of Kansas and 
Missouri picked up 12.80 percent on 
857,751 assemblies in 1960, compar- 
ed with 10.05 percent gained on 
562,825 cars built in 1959. 

The West, which covers only 
plants in California, turned out 
605,014 cars for 9.03 percent in 1960, 
compared with 9.06 percent gained 
on 507,070 assemblies a year earlier. 

The South, which includes plants 
in Virginia, Kentucky and Georgia, 
took 5.95 percent on 398,491 assem- 
blies in 1960, compared with 7.97 
percent on 446,478 cars a year ear- 
lier. 

The Southwest, composed of 
plants in Texas, produced 132,011 
cars for 1.97 percent of total indus- 
try output in 1960, compared with 
2.67 percent gained on 149,428 cars 
in 1959. 

* * * 


ECOND to Detroit on an assem- 
bly-area basis was New York, 
up from 536,339 assemblies in 1959 
to 656,108 cars turned out in 1960. 
The New York assembly area in- 


cludes plants in metropolitan New|, | . 


York, and Mahwah, Linden, Bloom- 



























from 359,175 to 526,094 assemblies; 
Kenosha was up from 401,446 to 
485,745 units, and Kansas City 
jumped from 300,964 to 169,635 as- 
semblies. 

Other top production areas were 
St. Louis, up from 261,861 to 388,116 
assemblies; Flint up from 270,010 to 
352,769; Atlanta off from 300,550 to 
291,829; Lorain, O., up from 141,463 


DETROIT.—With a payoff to 
customers achieved in the first 
month of American Motors’ “cus- 
tomer progress sharing plan,” deal- 
ers have been quick to devise mer- 
chandising twists of their own. 

Heavy local publicity when the 
$25 bond rebates for December 
were announced by AMC appar- 
ently spurred many dealers into 
climbing aboard the “bond 
wagon.” 

Some dealers confined themselves 
to advertising which noted the 
AMC payoff and reported on the 
dealer’s own sales gains for the 
month. 

Other dealers offered to chip in 
some of their own money to sweet- 
en the customers’ pot. Feo] Ram- 
bler, Rochester, N. Y., for example, 
advertised: “Get a bond from 
American Motors (in January) and 
we will match it with cash.” 

The ad specified Feol payments 
ranging from $25 to $100. 

Charles Kreisler, Inc., a volume 
operator in New York City, adver- 
tised a “Double Payoff” program. 
Kreisler offered to match AMC pay- 
ments, and black type in his ads 
used the combined figure to offer 
“$50 to $250 in U. S. savings bonds” 
if Rambler’s sales volume in 
January increases to pre-set goals.” 


quest. Police have reported no 
leads in their investigation of the 
killing. Fishel, former St. Louisan, 
was shot twice in the back of the 
head. 

Fishel contributed to a fund to 
hire a special prosecutor in the 
killing of a night club operator, 
After the trial was held, authorities 
started a campaign to drive out 
gambling in the Cairo area. 


Rambler Bond Rebates 
Spur Dealer Promotions 


buyers, regardless of what happens 
to overall sales volume, 

Some dealers, such as Bledsoe 
Motor Co., Inc., Shreveport, La., 
advertised special price conces- 
sions during the bond-rebate pe- 
riod as an inducement to buy. 

Said Bledsoe: “Of course we don’t 
expect you to buy a Rambler just 
to benefit from our Progress Shar- 
ing Program. But we do hope this 
program encourages you to con- 
sider Rambler when you buy a 
car.” 

A bird-dog scheme which origi- 
nated in Cleveland immediately 
after the AMC bond-rebate pro- 
gram was announced is still spread- 
ing. 

In this operation, Rambler deal- 
ers offer a $25 bond to persons who 
submit the name of a prospect to 
whom the dealership sells a car. 


Fargo-Moorhead Assn. 


Is Headed by Berkey 


FARGO, N. D.—John Berkey 
(Lincoln-Mercury) has been named 
president of the Fargo-Moorhead 
Automobile Dealers Assn. 

Orvis Gullickson, Nokken-Ryan 
Motors, Fargo, was elected vice- 








dropped from sixth to seventh place| assemblies last year. 
in the standings. Pennsylvania dropped from 16th 
Delaware remained in eighth/|to 17th place as it turned out 56,389 


president, and Jacob Kiefer jr. 


Some Miami Rambler dealers of- 
Moorhead, secretary. 


field and Metuchen, N. J. 
fered in ads to give a $25 bond to 


The Los Angeles area climbed 











State-by-State Roundup of Auto Output, 1957-60... 


Geographical Trends in Car Production Across the U.S. 
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RE ee Pr eee as ee 56,284 0.84 18 1.44 17 —0.60 1.28 17 +0.16 1.48 16 —0.20 —0.04 —0.64 
EY Gigs ose Ubhk es ba vkk oho ceeds 50,378 0.76 19 1.16 18 —0.40 1.11 18 +0.05 1.13 20 —0.02 +0.03 —0.37 
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* Three-way tie for 17th place. 
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Seeks $200;000 in Second Suit... 





Minor Sues Chrysler 


Over His Dismissal 


(Continued from Page 2) 


eriployment and other expenses 


and losses. 

A CHRYSLER spokesman releas- 
ed this company comment on 

the suit: 

“It would appear that this suit 
was instituted by Mr. Minor in an 
attempt to forestall an action which 
was about to be brought by Chrys- 
ler Corp. for an accounting with 
respect to monies received by Mr. 
Minor from outside companies hav- 
ing business connections with 
Chrysler, which claim was present- 
ed to Mr. Minor and was discussed 
between Mr. Minor’s attorneys and 
attorneys for Chrysler Corp. 

“The charges made by Mr. 
Minor are not justified by the 
facts and the full facts will be 
developed during the course of 
the litigation.” 

There were these other develop- 
ments on the Chrysler scene last 
week: 

1. The company issued a state- 
ment on widespread reports that 
Chrysler is cutting back on ad- 
ministrative costs and the number 
of white-collar employes, The com- 
ment was made just after it was 
reported that 4,500 of 30,000 super- 
visory employes are being dis- 
missed. 


* * * 


* * * 


oo Chrysler statement gave no 
direct report on what cutbacks 
are being made, but said the entire 
cost picture is under continuous 
study. 

“As part of this continuing ef- 
fort, we have taken steps to reduce 
administrative costs and will con- 
tinue to keep this area under study 
along with all other cost areas to 
assure the most effective use of the 
company’s resources at all times,” 
Chrysler said. 

2. It was disclosed that Juan T. 
Trippe, who once was the mem- 
ber of the Chrysler board who 
held the largest number of Chrys- 
ler shares, has sold 6,800 of the 
7,000 shares he held. He is presi- 
dent of Pan American World Air- 
ways and one of the outside di- 
rectors named in the charges in 
Newberg’s suit against Chrysler. 

The sale apparently leaves Col- 
bert as the director with the largest 
holding in Chrysler stock, The last 
Chrysler proxy listed Colbert as 
owner of 2,544 shares. 
ok ” Oo 
INOR’S second suit against the 
company gave this account of 
events surrounding his ouster: 

Minor had a stock interest in 
Transportation Advertising Co., his 
employer before he joined Grant 
Advertising Co. He sold these 265 
shares for $15.62 per share, having 
purchased them at $21.03 per share, 
upon joining Grant “to avoid even 
the suspicion of there being a con- 
flict of interest.” 

Upon joining Grant, he disclosed 


to Will Grant, head of the agency, | 


that he had interests in Bel-Air 
Process, Inc., and Taxi-Ad, Inc. 
(two other companies in the adver- 
tising field). Minor said Grant ap- 
Proved of these connections and 
Minor continued to receive a small 
income from them, . 

Beginning in the summer of 
1953, Chrysler officials, including 
Colbert, Newberg (then Dodge 
Division president), and R. C. 
Somerville, then sales vice-presi- 
dent of the division, urged Minor 
to join Dodge Division as direc- 
tor of advertising. They held out 
to Minor the prospect of a pen- 
sion for life when he reached the 
minimum retirement age, he 
charges. 

During the negotiations, Minor 
Said he told Newberg, Somerville 
and Lee F. Desmond, then a Dodge 
Sales official, of his outside inter- 
ests. Each of them assured Minor, 





he said, that the interests could be 
continued if he joined Dodge. 
cd * * 

| yo mgg joined Dodge on Dec. 18, 

1953, despite a lower salary and 
the loss of $20,000 on the sale of his 
Grant stock and $1,000 in Grant 
dividends which he returned. Minor 
said he also forfeited $20,000 in 


dividends from Taxi-Ad by joining. 


Dodge, 

He was told that his job with the 
company would be terminated only 
upon reaching the compulsory re- 
tirement age as long as he faith- 
fully discharged his duties, 

Minor continued to discuss his 
outside interests while working in 
the Chrysler ‘organization. He 
Was assured about these interests 
by Chrysler officials, including 
Colbert, Minor said. 

Rumors “apparently of a disturb- 
ing nature” reached Colbert and 
other Chrysler officials about last 
April 13 that Sol Dann (a critic of 
Chrysler management) could be ex- 
pected to make trouble at the April 
19 Chrysler annual meeting, the 
suit says. 

* oe oa 

CSS. informed Chrysler of- 

ficials that “if they had any 
outside interests, they had better 
take a closer look at them.” Chese- 
brough passed this message on to 
Minor who was in New York on 
business, Minor said. 

Chesebrough, who knew of Mi- 
nor’s outside interests, suggested 
no course of action to Minor, Minor 
said he then called Colbert and said 
he would be happy to do what Col- 
bert wished. 

Colbert, “then. obviously in an 
angry mood, (said) that he had 
no knowledge whatsoever con- 
cerning (Minor’s) so-called ‘out- 
side interest.’ ” Minor said he was 
advised to contact George Hig- 
gins, secretary of Chrysler. 

Minor said that Chesebrough told 
him to sell his stock in Bel-Air 
Process and Taxi-Ad on last April 
15. He said he did so “at a consider- 
able financial loss.” 

+ * ~ 

N AUG. 22, Minor said that 

Chesebrough warned him that 
Chrysler and Colbert “might at- 
tempt to escape from the unfor- 
tunate predicament” caused by 
suits by dissident stockholders by 
using Minor as a “scapegoat.” 

Minor said that Chesebrough 
then assured him that he (Chese- 
brough) would resign if Minor “was 
to be made the victim.” 

Late in September, the suit 
charges, an emissary of Colbert 
phoned Minor to tell him that he 
was “completely in the clear.” 

On Sept. 30, Minor said that he 
was called to the office of Chese- 
brough and confronted by Colbert 
and a Chrysler attorney. He was 
told to sign a letter of resignation. 
Minor protested that he had done 
nothing wrong and Colbert agreed, 
according to Minor. 

* * * 
Nor said that he attempted to 
contact a lawyer and was told 
that, if his lawyer was not avail- 
able and he did not sign the letter 


within five minutes, he would be}, 


discharged, 

Minor could not reach his law- 
yer and asked for a delay until 
he could, Minor said that Colbert 





U. C. Reconditioning Aid 


Planned by Chrysler 


DETROIT.—Chrysler Corp. is 
putting the finishing touches into 
a@ .used-car reconditioning pro- 
gram for its dealer body, Auto- 
motive News learned last week. 
Chrysler sales executives are re- 
ported to feel that heavy inven- 
tories of used cars have slowed 
dealer selling progress on ’61 
models. 

Chrysler President L. L, Col- 
bert may unfold details of the 
program at an appearance today 
(Jan, 30) before company dealers 
at the San Francisco convention 
of the National Automobile Deal- 
ers Assn. 








denied the delay and the Chrysler 
lawyer said that more serious 
charges might be lodged unless 
he signed. 

“Being in a heartsick and be- 
wildered state of mind,” Minor 
signed the letter, the suit charges. 

* * * 


heroes suit charges that the re- 
‘moval of Minor from Chrysler 
was. an “illegal, unjust and wrong- 
ful discharge”..and that, as a result 
of it, Minor has suffered and will 
suffer “a great loss of earnings” as 
well as the loss of his Chrysler pen- 
sion and the losses on the sale of 
the stock in the advertising firms. 

Included in the damages which 
Minor seeks are. costs connected 
with suits by dissident stockhold- 
ers, bonus payments which he 
says he earned in years past, 
damages for the Chrysler an- 
nouncement of Minor’s resigna- 
tion which the suit terms libelous, 
damage to his reputation and 
damage to his chances of gain- 
ing employment. 

Minor’s first suit against Chrys- 
ler seeks about $25,000 from the 
Chrysler stock-savings plan, He 
seeks his contributions to fund, 
dividends on stock in the fund and 
Chrysler contributions which Minor 
says he has earned out, 

* oe * 


Chrysler Sales Reach 


16 Pct. in Canada 


WINDSOR.—Chrysler of Can- 
ada’s last-quarter passenger-car 
sales in 1960 were the best since 
1956, President Ron W. Todgham 
says. 

The company’s percentage-of-in- 
dustry in the period climbed to 16 
percent—the highest since 1957, he 
added. 

October-December sales _ totalled 
11,546 units, or a 45 percent in- 
crease over the 7,987 passenger ve- 
hicles sold in the same period in 
1959. The increase over the same 
period in 1958 was 41 percent. 

“All of the currently manufac- 
tured lines of Chrysler of Canada 
passenger cars participated in the 
sales acceleration,” Todgham said. 

Chrysler was up 92.3 percent, 
Plymouth 25.2 percent, Dodge Dart 
20.3 percent and Imperial 57 per- 
cent, he added. 

Todgham said dealer stocks _ of 
’60-model cars were relatively low 
when production of the 1961 vehi- 
cles began last autumn. 
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ROTARY FP-46 
SUPERSTRUCTURE 











YOUR PRESENT 
JACK—ANY MAKE 






change to frame pick-up superstructure— . 
handle all cars and save up to $395.00 


Equip your old lifts to handle all placement jobs that just aren’t 
possible with a Roll-On or Free- 
Wheel type lift. The FP-46 is 


today’s most versatile lift with a 


modern cars by installing a new 
Rotary FP-46 Frame Lift super- 
structure. You can use your pres- 
ent lift jack, and save up to $395 wide range of pick-up adjust- 


ments to accommodate all car 


compared to the cost of a com- 
pletely new lift. frame styles. The easily installed 
VERSATILE LIFT—With the FP-46 
be able 


faster, do service, repair and re- 


conversion superstructure is avail- 
able for Rotary and other make 
lifts built since World War II. 


you'll to handle cars 


MAIL COUPON TODAY FOR MORE INFORMATION 


Dover Corporation, Rotary Lift Division 
1113 Kansas, Memphis 2, Tenn. 


Please send information on the Rotary FP-46 con- 





ROTARY LIFT DIVISION version superstructure. 
Dover Corporation aheiin 
Company. 
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BORGWARD 


GROUP PRODUCTS 


The virtue of dependability is priceless. Borgward’s un- 
alterable devotion to quality provides West German pre- i 
cision engineering at its best. 


Customer satisfaction is assured; your customers become 
your best salesmen. That’s why Borgward products sell 
well, why Borgward dealers are doing well in today’s 
competitive market. 

DISCOVER WHAT BORGWARD CAN DO FOR YOU 


BORGWARD MOTORS CORPORATION 


1160 Park Square Building, 31 St. James Avenue, Boston 16, Mass., Liberty 2-3840 
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Your air-conditioned room is handsomely furnished. 
Personal service and attention assure you that the fine 
traditions of innkeeping are s#il/ in keeping. You’re just an 
elevator-ride from the seafood-specializing Cape Cod Room, 
the exquisite Camellia House, and the Drake’s splendid 
specialty shops. You’re next door to Chicago’s near-north 
fashion salons and cabarets—and 9 quick minutes from the 
Loop or Chicago’s new lakeside Convention Hall. You’re at 
the Drake! No wonder the nicest way to “do” Chicago is to 
make this Distinguished Hotel your personal headquarters! 


ENJOY. 

AGO 

Oe MORE ! 
STAY 

AT THE 


& Luxury on the lake costs no. more 





a 5 
LAKE SHORE.DRIVE AND “72 UPPER MICHIGAN AVENUE 
SUpenrior 7-2200 e CHICAGO 11, ILLINOIS 
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Pininfarina Tests Experimental Car— 

This is Pininfarina's experimental ‘X"' car, shown as it undergoes its first. road test 
in Italy. The car was exhibited for the first time at the recent Turin Motor Show. Accord- 
ing to Pininfarina, particular care has been given to control the adherence and direc- 


tion firmness of the car on icy roads. 


Volume Dips as Dealers Pull Out All Stops... 





Sales on Miami Merry-Go-Round 


By Trescot Goode 

Staff Correspondent 
MIAMI.—Despite a fair first 10 
days in January, plus about the 
same for the second 10 days, the 
trend of sales in Miami indicates 
a loss of about 10 percent for the 
month, compared with January, 

1960, in the domestic field. 
When it comes to imports, 
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there is a decided drop, In Janu- 
ary, 1960, import. registrations to- 
talled 767; this.year the apparent 

figure. will be 400. 

But the loss in units sold is not 
the only thorn in the market. About 
a third of the market is in com- 
pacts, with a substantial loss in 
money totals and in profits. 

The most important item ig the 
loss in gross profits, which, except 
in a few lines, have almost reached 
the vanishing point. This is due to 
heavy discounting, overallowances 
(and who knows what an allowance 
should be in a fast falling used-car 
market) and keen. competition 
among dealers in an effort to at- 
tain volume. 

Consequently, there is extreme 
emphasis on “price” advertising. 
Motorists generally have been edu- 
cated to the bargain theme, and 
very few, if any, buyers pay cay 
attention to the suggested retail 
price. Even fleet sales now must be 
jiggled down still further. 

Only recently the Miami Deal- 
ers Assn. adopted a code of ad- 
vertising ethics but there seems 
to be little change in type of copy 
and sales appeal. Thus far there 
has not been a single objection 
to any advertising, although in 
many pieces of copy the obvious 
intent is to confuse the reader 
with various price deals. 

One dealer advertises low down- 
payments and correspondingly 
small monthly payments, and then 
in small type says, “Plus insurance 

and finance.” 

A favorite gimmick on TV is to 
say, “Not $3,000, but way, way down 
to $1,995.” Of course, the $3,000 fig- 


jure is ridiculously high and the 
actual sales price brings the car 


close to the market value. 

The newly announced 12-12 war- 
ranty has apparently had little 
sales appeal in Miami, for several 





Tempest Called. 
‘Car of the Year’ 
By Motor Trend 


LOS ANGELES. — Motor Trend 
magazine has given its “car of the 
year” symbo] of design achievement 
to Pontiac for development: of the 
’61 Tempest. 

Accepting the award here last 
week from Don Werner, editor of 
Motor Trend, was S. E. Knudsen, 
general manager of Pontiac. 

Pontiac wom the Motor Trend 
award in 1959. Chevrolet got it last 
year for the Corvair. 

“The average motorist,” said 
Knudsen, “is looking for an auto- 
mobile which has great Mmaneuver- 
ability and also has the necessary 
power to perform well under all 
types of conditions, We at Pontiac 
have made some engineering and 
design changes embodied in the 
Tempest which we consider evolu- 
tionary. rather than revolutionary. 
The Tempest concept undoubtedly 
will carry over into other cars in 
our line in the future.” 


for a year to “absolutely no charge 
for financing. 

At least two Rambler dealers 
have upped the factory ante and 
offered a $25 bond to buyers—re- 
gardless of whether sales show an 
increase, 

Another favored practice is to 
print the name of the car and price 
less one-third in large, heavy type, 
and then in minute letters add 
“plus one-third downpayment.” 


Rubin Appointed 


To License Board 


MIAMI BEACH.—The independ- 
ent dealer received new recognition 
last week when Clevelander Irv 
Rubin was appointed one of the 
two dealer-members of Ohio’s pow- 
erful Dealers’ and Salesmen’s Li- 
censing Board. The other members 
are Charles Cronin (Ford), Cincin- 
nati, and the Ohio state vehicles 
registrar. 

Although Rubin recently became 
a Checker distributor and a Plym- 
outh-Valiant dealer, he hag mofe | 
closely been identified with affairs 
of the National Independent Auto- 
mobile Dealers Assn. He served as 
1957 president of NIADA. 

Gov. Mike DiSalle’s appointment 
of Rubin must be confirmed by the 
State Senate. Rubin said at the 
NIADA convention here last week 
that he expected to be confirmed 
despite signs of opposition from 
franchised dealer associations in 
Ohio and its cities. 


Harris Buys from Estate 
ASHDOWN, Ark. — Lacy Harris, 
Pine Bluff, Ark., has purchased the 
Chevrolet dealership here from the 
estate of Raymond Johnson. 
ADVERTISEMENT 
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When you buy an Ammco Brake Shop, you're buy- 
ing the most popular and-easy-to-use Brake Service 
Equipment available. The Ammco No. 20 Mobile 
Brake Shop enables you to do complete, accurate, 
profitable brake jobs . . . it will turn current cus- 
tomers into more profitable customers and will help 
attract new customers. In addition you'll be person- 
ally trained in how to get the most out of your equip- 
ment, and available to you . . . acomplete merchan- 
dising and promotion program to help you get into 
profitable brake servicing immediately. 


ae Write today to see the industry's 
= most comprehensive merchandis- 
ing and promotion plan:...de- 
signed to help your brake service 
grow! 
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You expect more, 
and get more, ° 
* from AMMCO. 


e@ COMPLETE-—You don't have to buy “extras” 
to handle everyday jobs. 


e ECONOMICAL —Pays for itself, plus a profit 
with only one complete job a week, 


e RUGGED-Sturdy, precision construction for 
years of trouble free service. 


e MOBILE—Do brake work outdoors or anywhere 
indoors. 


e SELLS Brake Service. Complete, effective Dealer 
Promotion Program. 


No. 20 Brake-Shop-On-Wheels complete with Drum Lathe, 
Shoe Grinder, Drum Mike, Brake Hone, and other accessories, 






NO DOUBT ABOUT IT 
IS THE BUY 


AMMCO TOOLS, INC., 


2100 Commonwealth Ave., North Chicago, Iilinois 


reasons. Most dealers had already 
been giving the warranty, although 
it had not been publicized. Already 
several dealers have raised the 
warranty to 24 months and even 36 
months, and at least one dealer 
flatly announces a 50,000-mile guar- 
antee. 

There are all sorts of “give- 
aways” advertised, from free gas 







See How 
Three 
Important 
Markets Are 
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Amphicar Plans to Sign 
70 Dealers in First Year 


NEW YORK.—Amphicar Corp. 
of America, distributor of the 
German-built car called Amphi- 
car, is planning to sign 70 dealers 
across the country in its first year 
of operation, according to Fred F. 
Sessler, president. 

“Dealers will be selected for 
their service departments, sales 
approach and community stand- 
ing,” he said. The firm’s second- 
year dealer goal is 300, he added. 
Suggested retail list price of the 
Amphicar at the New York port 
a ene will be $3,395, Sessler 
said. 
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32,074 in Business on Jan. 1... 


Dealership Total Declines Again 


(Continued from Page 3) 


but 1,640 were held by dealers who 


consist of Big Three makes twin-| 2lso handle another Chrysler make. 


ned with one of the independents. 
* * * 
Se eee opened 1960 with 

1,012 intercorporate duals, but 
the total had fallen to 781 by the 
end of the year. Additional with- 
drawals are expected. 

S-P is in the midst of a dealer 
recruitment drive under the di- 
rection of Lewis E. Minkel, who 
took over last summer as mar- 
keting vice-president. 

Minkel says he’s looking for 
“young, energetic, aggressive indi- 
viduals who are hungry enough to 
want to sell the products of a firm 
on the move.” 

AMC lost 60 duals last year, 
dropping from 935 to 875, but the 
company was able to replace al- 

most all of them with Rambler ex- 
clusives. As mentioned above, the 
Rambler dealer force declined by 
only two establishments during the 


ear. 
y * * 


* 

ee eae was the big loser at 
Chrysler Corp. last year ag its 
franchise count tumbled from 4,007 
to 3,573. Imperial and Chrysler 
showed slight increases, and Dodge 
slipped from 2,847 to 2,740 outlets. 
The death of DeSoto had little 
effect on the corporation’s dealer 
total There were 1,649 DeSoto 
franchises in effect when the line 
was discontinued last November, 


However, the disappearance of 
DeSoto did enable Plymouth to 
show a tremendous rise in exclu- 
sive dealerships. Plymouth now 
has 1,596 one-liners, compared 
with 252 a year ago. About 1,300 
DeSoto-Plymouth duals became 
Plymouth exclusives when De- 
Soto was dropped. 

The Dodge-Plymouth splitup pro- 
gressed during 1960. At the begin- 
ning of the year, there were 81 
Dodge-Plymouth duals and 75 out- 
lets handling Dodge, Plymouth and 
one or more other Chrysler Corp. 
lines, for a total of 156. 

Today, there are only 13 Dodge- 





Dealer Totals 
U. S. Passenger Cars 














Jan.1, Jan. 1, 
1961 1960 
American Motors ...... 2,975 2,977 
Chrysler Corp. .......... 6,307 6,771 
Ford Motor Co. ........ 8,130 8,240 
General Motors ........ 14,029 14,295 
SI IIIS sccesinsserivecsions 2,258 2,530 
es. 33,699 34,813 
Minus intercor- 
porate duals .......... 1,625 1,917 
U.S. Passenger- 
Car Dealers ............ 32,074 32,896 


% 
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Car Exports Top Imports 


For First Time in 4 Years 


(Continued from Page 2) 


did not resume production in that 
country until late December. 
on a ok 
OUNTRIES aside from Canada 
were allocated a year’s high of 
14,261 new cars in November. Com- 
parative totals for the January- 
November period were 131,913 last 
year, including 25,326 to Canada, 
and 103,969 the previous year, in- 
cluding 22,313 to Canada. The com- 
bined export total—Canada plus all 
others—rose 27 percent. 

Export of 16,850 new cars in 
October, of which 3,035 went to 
Canada, narrowed the gap with 
imports. Actually, West Germany 
alone sent the U. S. more new cars 
in October than this country ex- 
ported. 

In November, however, West 
German shipments to the U. S. 
plummeted in line with the total 
import rate. October’s dispatch of 
16,988 German cars, amounting to 
75 percent of the month’s imports, 
fell in November to 11,179, or 66 
percent, 

U. S. imports of new trucks aiso 
slid in November, The 1,219 com- 
mercial units shipped from abroad 
compared with 1,873 in October and 
1,212 in November, 1959. 

A tota) of 22,243 new trucks and 
buses were imported in the first 11 
months last year, compared with 
19,164 in the same period of 1959, 


up 16 percent. 
oe) ae 


VW Dealers Exhorted 


To Hike Credit Lines 

DETROIT. — Volkswagen dealers 
reported last week that their dis- 
tributors are asking them to en- 
large their floor-plan “credit lines” 
to as much as $100,000 in many lo- 
calities. 

A “credit line” is the maximum 
amount up to which a bank or fi- 
nance company will finance at 
wholesale a dealer’s new-vehicle in- 
ventory. Average dealers in domes- 
tic makes operate under credit lines 
of about $150,000. 

A Volkswagen dealer in the East 
told Automotive News that he un- 
derstood VWs were “backing up in 
droves” at Port Newark, N. J. He 
Said the higher credit line was 
being asked to facilitate higher 
Stockpiling at the dealer level. 

The 520 VW dealers in the United 
States averaged retail sales of 222 
new cars apiece in the first nine 
months of 1960. This total included 
Karmann-Ghia models, as well as 

sedans and convertibles. 

Many VW dealers have expanded 
volume with a minimum-inventory 


operation, carried over from the be- 
ginning of the VW boom five years 
ago, VW executives now are said 
to feel that virtual elimination. of 
waiting lists among prospects has 
made it necessary for dealers to be 
prepared for harder selling ahead. 


Rose Estate $163,000 


RICHMOND, Calif.—David M. 
Rose, veteran dealer who handled 
several lines during his career, left 
an estate of $163,188, according to 
a report filed with the county clerk. 
Rose died last April 16. 


Plymouth duals and 16 dealerships 
stocking those two along with 
other Chrysler lines. 
* * * 

eee year also saw the end of 

the separate Valiant franchise. 
All Plymouth dealers now handle 
the compact. Likewise, all Dodge 
dealers sell Lancer. 

Chrysler boosted its franchise 
total from 2,418 to 2,439 last year, 
and Imperial rose from 1,258 to 
1,271. There are two Chrysler ex- 
clusives and 21 dealerships that 
handle only Chrysler and Im- 
perial. 

The Chrysler-Imperial duos are 
considered Chrysler exclusives in 
the Automotive News tabulation be- 
cause of the traditional liuk be- 
tween the makes. Prior to the 1955 
model year, Imperial was a series 
of the Chrysler line. 

* * +. 

ORD MOTOR CoO. was the 

steadiest of the: Big Three last 
year, losing only 110 of its 8,240 
dealerships, Ford Division dipped 
from 6,830 franchises to 6,756; Lin- 
coln fell from 1,088 to 1,059 and 
Mercury declined from 2,641 to 

2,562. 

Comet joined the Ford family 
last spring, but its appearance did 
not affect the company’s dealer 
total. There are no Comet exclu- 
sives; the line is handled by other 
Ford Motor retailers. 

Comet, incidentally, is the only 
Big Three compact that is count- 
ed individually in the Automo- 
tive News census. Comet dealers 
sign a separate selling agreement, 
and Comet registrations are not 
included in the total of a “par- 
ent” make. 

All 1,620 Comet dealers handle 
Mercury; 206 of them also have 
Ford, and 64 of them carry all four 
of the company’s lines. There are, 
therefore, 270 dealers who stock 
both Falcon and Comet. 

The birth of Comet trimmed the 
number of Mercury exclusives to 
22. There were 408 single-line Mer- 
cury dealerships a year ago. 

* * + 


C= MOTORS began 1961 
with an estimated 14,029 deal- 
ers, compared with 14,295 a year 
earlier. The drop of 266 outlets 
amounted to a mortality rate of 
only 1.8 percent. 

Franchise totals for Buick, Cad- 


illac and Chevrolet showed a year- 
to-year change of only a fraction 
of one percent. Pontiac slipped 
from an estimated 3,650 outlets to 
3,580, and Oldsmobile fell from 
3,750 to 3,545. 

Oldsmobile’s loss of 205 fran- 
chises was the result of a step- 
ped-up quality-dealer program. 
The division has set up a terri- 
tory survey department to main- 
tain the proper number of deal- 
ers, logically and _ strategically 
located. 

At the beginning of 1961, the na- 
tion’s 32,074 domestic dealers held 
a total of 46,297 franchises. A year 
ago, the 32,896 dealers had 48,809 
franchises, 

In addition to the 32,074 dealers 
handling domestic autos, there are 
some 2,500 establishments that sell 
only imported makes. The combin- 
ed total of domestic and imported- 
car dealerships is about 34,600. 
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Dealership 
Mortality Rate 


Ne. of Pct. Gain 
Dealer- Or Loss from 
Date ships Previous Year 
Jan. 1, 1947.... 45,580 
dan. 1, 1948.... 46,092 +1.12 
Jan. 1, 1949... 49,173 +6.68 
Jan. 1, 1950... 46,821 —4.78 
Jan. 1, 1951... 47,543 +1.54 
Jan. 1, 1952.... 46,014 —3.22 
Jan. 1, 1953.... 45,191 —1.79 
Jan. 1, 1954.... 41,910 —7.26 
Jan. 1, 1955.... 40,374 —3.66 
Jan. 1, 1956.... 41,018 +1.60 
Jan. 1, 1957.... 37,982 —7.40 
Jan. 1, 1958.... 37,188 —2.09 
Jan. 1, 1959.... 34,569 —%7.04 
Jan. 1, 1960.... 32,896 —4.84 
Jan. 1, 1961 32,074 —2.50 
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Three Auto Shows Report 
Keen Crowd Interest 


(Continued from Page 8) 


Show Feb. 3-8 in the Dinner Key 
Exhibition Hall. 
* * * 
—— show is being endorsed for 
the first time by the Greater 
Miami Auto Dealers Assn., accord- 
ing to John E. Sheehan, president. 
A car that swims, one that be- 
comes partially airborne at high 
speeds and another with an elec- 





Old-Car Inspections 
Proposed in Georgia 


ATLANTA.—The Georgia legis- 
lature is considering a bill that 
would require each motor vehicle 
more than four years old to be 
inspected annually, beginning in 
1962. 

The inspections would be held 
each year between Jan. 1 and 
Apr. 1 by the State Patrol at 
approved in8 pection stations. 
Cars more than four years old 
would be checked for lighting 
equipment, brakes, steering 
mechanism, horn, mirror, wind- 
shield wipers, signal devices and 
other equipment. 

Cost per vehicle-owner would 
be $1 for each inspection. Cars 
thus checked would be required 
to display a certificate of inspec- 
tion and approval. 





2 Houston Dealers Sign Sales Union 


(Continued from Page 8) 


tions for representation elections 
filed by the union and six dealers. 
The date was set by John Burst, 
attorney and supervisor of the 
cases for the board, 

The union has filed a dual peti- 
tion with the board. One part, it 
was explained, asks for a single 
election among all 23 members 
of the Houston Automobile Deal- 
ers Assn. The other asks for sep- 
arate elections, which would be 
separately certified, at each deal- 
ership. 

As informed member of the as- 
sociation said he doesn’t think the 
dealers negotiate as an association 
with the union, 

The dealers who filed petitions 
with the NLRB seeking elections on 
the issue of union representation 
include Sam Montgomery Oldsmo- 
bile Co.; Chuck Davis Chevrolet; 
Archer Motors; Sam White Olds- 
mobile; Burkett Motors, Inc. 
(Dodge), and Aubrey, Orval and 
Mac Rambler, Inc. 


This move is believed to be an 
effort by the dealers to upset the 
union organizing campaign by forc- 
ing elections before the union can 
win them. 

o* * * 
Shee psychological effect of such 
defeats, one dealer said, would 
be to weaken the union’s future or- 
ganizing campaigns. 

Houston dealers doubt that the 
union will be as successful as its 
representatives hope. They want 
the NLRB elections “as quickly 
as possible.” 

“We need to win some elections 
before we talk,” said one well- 
known dealer. “I don’t believe the 


union will do any better than the 
organizers in Detroit,” he added. 

“We expect to win,” another deal- 
er said. “Early election successes 
for the dealers would be discourag- 
ing to the union and to potential 
members.” 

Results of the Houston drive will 
go a long way in determining what 
the RCIU does in Fort Worth and 
Dallas. Organizing campaigns in 
these cities are in the formative 
stage. 

It is reported that some 100 sales- 
men in Fort Worth have applied to 
the RCIU for a local charter. A 
Dallas charter is in the discussion 
stage. 

Richard Gardenour, RCIU organ- 
izer, said Fort Worth salesmen 
have held three meetings, elected 
temporary officers and collected 
dues. 

“We’re now on a dues-paying 
basis, waiting for word from the 
international on the charter,” Gar- 
denour said, 

Gardenour also said consideration 


Chrysler Boosts 
Cogsdill in Sales 


DETROIT.— Appointment by 
Chrysler Corp. of Francis E. Cogs- 
dill as executive assistant to the 
Sales Divisions vice-president has 
been announced by E. C. Quinn, 
Sales Divisions vice-president. 

Cogsdill had been executive as- 
sistant to the International Opera- 
tions group vice-president since 
1958. Cogsdill joined Chrysler Corp. 
in 1955 as a staff engineer. In 1957 
he became styling section chief en- 
gineer. 


is being given to holding a joint 
meeting with salesmen in Dallas 
to further state the project. 

* * * 


Teamsters Win on Picketing 
EANWHILE, more than 200,000 
employes of 7,000 trucking com- 

panies in 13 Midwestern states will 

receive wage increases of 28 to 32 

cents an hour, plus fringe benefits, 

under terms of a new three-year 
contract that goes into effect 

Wednesday (Feb. 1). 

The agreement also includes a 
potentially controversial section 
designed to circumvent the pick- 
eting and secondar y-boycott 
terms of the Landrum-Griffin 
Act. 

The trucking firms have agreed 
not to penalize a Teamster Union 
member who refuses to cross the 
picket line of another union or han- 
dle goods of a manufacturer in- 
volved in a labor dispute —- “hot 
cargo.” 

James R, Hoffa, Teamsters pres- 
ident, conceded that the provision 
had been worked out by union law- 
yers to circumvent the labor reform 
law. 

The law forbids a union from or- 
dering members to honor the picket 
lines of another union or handle 
cargo from a company in a labor 
dispute, But, in the opinion of the 
union’s attorneys, the law does not 
cover a worker who quits his job 
because of a picket line or a labor 
dispute. 

The union’s power to stop trans- 
portation of goods gives it a potent 
weapon in its own right and as a 
sympathetic friend of other unions. 





tronic brain will be features of the 
six-day event, Sheehan said. 

A spokesman for the Chicago 
Automobile Trade Assn., sponsor 
of the 53rd annual Chicago Au- 
tomobile Show Feb. 18-26 in the 
city’s new McCormick Place, an- 
nounced that a CATA reception 
will be held for members and 
their ladies Feb. 17 at the giant 
lakefront exposition center. 

The Akron Automobile Dealers 
Assn. has announced that its an- 
nual Sale-O-Rama will open Feb. 
26 for a seven-day run. A kick-off 
breakfast is being planned for deal- 
ers and salesmen. 

An AADA spokesman said dealers 
will be given window signs, posters, 
streamers, salesmen’s badges and 
other promotional material. 


GM Sales at Peak, 
$959 Million Net 
Trails Only ’55 


(Continued from Page 8) 
discount house to buyer within a 
few hours?” 

He replied, “Our position has al- 
ways been that we have such an in- 
terest in the product that we will 
protect the first retail customer 
through protection of the product 
and its owner.” 

GM also announced the distribu- 
tion of more than $11 million in 
GM common stock, government 
bonds and cash to 54,000 salaried 
employes who participated in the 
first class of the company’s savings- 
stock purchase program. The pro- 
gram began Oct. 1, 1955. 

The distribution results from sav- 
ings of $6.6 million by employes and 
contributions of $3.3 million by GM, 
from Oct. 1 to Dec. 31, 1955, plus 
the interest and dividends earned 
on those funds from Oct. 1, 1955, to 
Dec. 31, 1960. Employes will receive 
about $1.67 for each dollar invested. 

The distribution includes 151,554 

shares of GM common, 69,691 Ser- 
ies E bonds with a current value 
of $3.1 million and $1.7 million in 
cash. 

Salaried employes may place up 
to 10 percent of their salaries in 
the program. Half the contribution 
is invested in stock and half in 
bonds. The corporation adds $1 for 
each $2 of employe savings, with 
the GM contribution going into 
stock, 

Classes are formed each year 
and mature five years later. 


AMC Annual Meeting 


Scheduled This Week 


DETROIT.—The annual meet- 
ing of American Motors Corp. 
will be held here Wednesday 
(Feb. 1). No special business or 
stockholder proposals are on the 
agenda, 

The latest report on stock hold- 
ings of key AMC officials showed 
these changes: B, A, Chapman, 
executive vice-president, gave as 
gifts 3,000 shares, now holds 17,- 
965 shares; Edward L, Cushman, 
vice-president, sold 4,000, now 
holds 10,812, and J. L. Brown jr., 
secretary, bought 2,835 shares on 
option, gave away 300, now holds 
18,215. 
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Why Lander Was Chosen. . . 








Meet the Dealer of the Year 


By Sally Pfeiffer 
Staff Correspondent 

ATLANTA. — “Although I’m an 
automobile dealer, I believe that 
people are far more important than 
cars.” 

In that one statement, John H. 
Lander, winner of the Saturday 
Evening Post Benjamin Franklin 
Quality Dealer Award for 1960, 
has spelled out the reason for his 
success in business. 

“People are everything,” this 
civic minded man will tell you 
when you sit across from him at 
his Dodge-Simca dealership near 
Georgia Tech. He is of medium 
size, dark haired, low voiced and 
quick to smile but unhurried in 
walk, 

“People are everything, particu- 
larly in an organization that serves 
the public,” he says. “I look for 
happy people or try to make them 
so. The success of a venture is al- 
most automatic then, 

“I'd say that to prosper a man 
needs good health, enthusiasm, in- 
terest in his work, good incentives, 
a good boss and a good product.” 

This nationally known dealer 
was born in Juiz de Fora, Brazil, 

in 1901 where his father was a 
Methodist missionary. John and 
his seven brothers and sisters 
grew up in a warmly learned at- 
mosphere, 

His father founded the first 
American boy’s school in Brazil; his 
grandfather founded Lander Col- 
lege in Greenwood, S. C. He at- 
tended Cranberry College in Brazil 
until he was 16. 

He worked his way through two 
years at Wofford College, then 
summered with a surveying crew. 
Engineering charmed him, so he 
switched to civil engineering at 
North Carolina State. Lander left 
to work a year but his plans to 
return for a degree never came 
about. 

After a quick business course he 
took the first opening as a steno- 
bookkeeper for the Ford dealer in 
Greenwood, S. C., for $15 a week. 
This dealership had a 1903 contract 
and 75 employes in a town of only 
10,000 persons. 

It was love from then on between 
Lander and the burgeoning auto 
business. It was also success as he 
moved up to assistant manager. 

In 1928 the newly formed Gra- 
ham-P aige International Corp. 
sent him to Sao Paulo, Brazil, as 
assistant regional manager. In a 
few months he was appointed re- 
gional manager. 

After the depression hit the ex- 
port car market he returned to his 
old Greenwood dealership, but hard 
work and enthusiasm barely sus- 
tained the business. 

In 1933 he joined a former young 
associate, Herman A. Moore, in 
setting up a local, independent 
business—A uto Finance Co,—and 
became vice-president and general 
manager. It grew rapidly, with 12 
branches in the Carolinas. Today 
it is the parent of the American 
Discount Co. 

One reason for this infant finance 
company’s growth was its promo- 
tion of used-car dealerships plus 
strict supervision and daily report- 
ing systems. After the “car freeze” 
in 1942, Auto Finance Co. sold $8 
million of its receivables to Com- 
mercial Credit Corp. It withdrew 
from the finance business to devote 
its capital to the war effort. One 
of the first purchases was the 
Dodge dealership in Atlanta. After 
Herman Moore’s death, Lander 
bought the remaining shares in the 
company, renaming it Lander Mo- 
tors, Inc. 

From 55 people then operating 
in one building, this dealership 
now employs 165. The service 
center is a model, measuring 80 
by 290 feet through a city block. 
Its parts wholesaling business is 
rated by the executives of Chrys- 
ler Corp. as the finest in the 

country, doing $2 million volume 
per year. Since Lander’s opera- 
tion started in 1946 he has sold 
more than 60,000 cars and trucks. 
His volume has varied in the past 
10 years from $7 million to $10 
million. 

Lander has taken part in all 
Georgia dealer conventions since 
1942. For many years he served as 
speaker, master of ceremonies, con- 
vention chairman or officer. He’s 


been president of both the Atlanta 
and the Georgia dealer groups—a 
testament of high regard; director 
and treasurer of the National Auto- 
mobile Dealers Assn., originating 
“the good deed of the month;” 
chairman of the new Convention 
and Exhibition Planning Commit- 
tee; either a regional or national 
member of the Dodge Dealer Ad- 
visory Committee, and monthly 
contributor to the NADA magazine 
with his column, “Lander Vision.” 

All of this trust by his fellow 
associates and his employes hinges 
on Lander’s adherence to the Gold- 
en Rule. He goes to any length to 
service sells cars, 
satisfy every customer with calm- 
ness and courtesy, believing that 

When he took over this dealer- 
ship in business-dreary 1942, he at 
once put the employes on profit 
sharing, free group life insurance, 
pension retirement trust, hospital- 
ization and paid vacations. 
Typically, he’s paid a worker’s 
Salary through three years in a 
hospital or a living wage to another 
for many years after a heart at- 
tack. 

Lander Motors is famous for 
dramatic new-mo del introduc- 
tions: A sawdust motif one year; 
130 Christmas trees the next; 
door prizes and gifts; radio and 
television broadcasts, Thousands 
come and are greeted by the 
president at the door. 

Few people know the thorough- 
ness of the man’s self preparation 
for the arduous three-day openings. 
Two months ahead of time he 
starts his physical training, Each 
day he practices standing up and 
walking for a longer period. By 
opening day he has developed 
stamina for the long hours of 
standing. 

One of his biggest thrills was 
when he won second place in the 
1953 Brand Names Foundation 
Awards—in the first and only year 
he submitted an entry. 

For many years he’s been inter- 
ested in the high school driver 
training programs. For several 
years he furnished 14 cars to the 
city schools. He helped the Georgia 
Motor Club (AAA) of which he is 
currently vice-president, sell the 
other dealers in subsequent years 
to assist the schools in this vital 
program. 

Lander has worked untiringly for 
the charity causes of the Lion’s 
Club, Community Chest, Red Cross 
and Pan American League. When 
his oldest son joined the Cub 
Scouts, there began a marriage of 
interests that has benefited thou- 
sands of young boys. 

Lander began in a small way 
as Cub Pack chairman; then 
rapidly became “Mr. Interlocutor” 
for the pack’s minstrel and pres- 
ident of the Atlanta Area Council. 
He moved headquarters for 7,000 
local Scouts to a finer location 
and increased membership in 
three years to 13,000 boys. 

Again, his flair for big things 
paid off. He promoted an annual 
auditorium Christmas party where 
thousands of Scouts brought gifts 
for the needy; the first Scouterama 
at Georgia Tech’s football stadium; 

oe * 


camporees; parades, and erection of 
a statue on the State Capitol 
grounds. 

His worth was recognized by 
election to the regional Scout chair- 
manship and to the Nationa] Boy 
Scout board. 

Lander’s Boy Scout region led the 
United States for three years in 
membership gain, He’s won the Sil- 
ver Beaver and the Silver Antelope 
award, The Scouts also conferred 
on him the Honorary Order of the 
Arrow. 

While Lander’s regional Boy 
Scout campaigns put this region on 
top nationally, he joined four other 
past presidents and the Scout ex- 
ecutive of the Atlanta Council to 
build a local Boy Scout camp. In 
seven months they oversubscribed 
the $1,370,000 goal by $130,000. This 
camp will accommodate 10,000 
Scouts per season—a far reaching 
investment in youth work. 

Honors still crowd upon this 
unhurried, capable man, He’s a 
past director of the Atlanta 
Chamber of Commerce, the 
YMCA, Red Cross, Cancer So- 
ciety and a former steward of his 
Methodist church. He helped or- 
ganize the Better Business Bu- 
reau. “Who’s Who in America” 
lists far more of his versatile 
leadership. 

Lander has inspired others by an 
example of selflessness, capacity to 
work and dogged devotion to good 
causes. His employes reflect the 
same benevolence. For several 
years the average contribution of 
the employes at Lander Motors led 
all Atlanta firms employing over 
100 people. 

This brings us back, full circle, 
to Lander’s panelled office with its 
two original drawings by Norman 
Rockwell, made for the annual Boy 
Scout calendars. As you might ex- 
pect, Lander Motors furnishes the 
record year books for all Boy 
Scouts in Atlanta. 

To John H. Lander, people are 
everything. 


More for Cars 
CINCINNATI.—The finance com- 
mittee of the Cincinnati City Coun- 
cil has appropriated $700,000 in 
funds for city cars in 1961. This is 
an increase of $100,000 over the 
1960 appropriation. 





Dealer of the Year— 


Two Boy Scout drawings, originals by 
Norman Rockwell for the Scout calendars, 
hang in the office of John H. Lander, win- 
ner of the Benjamin Franklin Quality Deal- 
er Award. Among his many donations of 
time and money to Scouting, Lander fur- 
nishes the record year books for all Boy 
Scouts in Atlanta. 


Sales Traini 
Expanded by L-M; 


4 Directors Named 


DEARBORN. — Lincoln-Mercury 
has appointed four area training 
coordinators to support an expand- 
ed program of marketing for Mer- 
cury, Comet and Lincoln Continen- 
tal salesmen throughout the coun- 
try. 

R. F. Williams, L-M marketing 
training manager, said the coordi- 
nators will direct and assist in 
carrying out both workshops and 
in-dealership programs designed to 
meet volume marketing needs. 

The new coordinators and the dis- 
tricts they will cover are: 

C. R. Farrell, New York, Boston, 
Buffalo, Cleveland and Pittsburgh. 

F. J. Milliken, Washington, At- 
lanta, Jacksonville, Fla., Memphis 
and Philadelphia. 

L. J. Michals, Detroit, Cincinnati, 
Chicago, Kansas City, St. Louis and 
Minneapolis-St. Paul. 

G. M. Milhoan, Los Angeles, Dal- 
las, Denver, Oakland and Seattle. 

“The expansion of the division’s 
training programs most importantly 
is designed to aid dealership per- 
sonnel in merchandising Mercury’s 
new entries in the low-priced field,” 
Williams said. 


New York Dealers Seek 
12-12 Warranty Changes 


(Continued from Page 4) 


alistic basis; that the time allowed 
for diagnosis of necessary repairs 
be greatly enlarged, particularly 
because of the increased length 
of the warranty period; and that 
the dealers be allowed a markup 
on parts supplied under the war- 
ranty of at least 33% percent, 
which is essential to enable the 
dealers to carry out their respon- 
sibility under the new warranty 
period. 

D. To ensure payment to dealers 
of their warranty claims within 30 
days or less, so as to shorten or 
eliminate the time during which 
the dealers’ capital is invested in 
this program. To this end, the deal- 
ers point out that their warranty 
claims are ordinary accounts re- 
ceivable, and not invested capital, 
and should be promptly paid. They 


Wins Benjamin Franklin Award .. . 


Lander Is Dealer of Year 





(Continued from Page 1) 


new automobile dealers are ethical, | jr., Birmingham, Ala.; Ed Garrett, 


fair dealing and highly respected as 
outstanding civic leaders in their 
communities. 

Lander was presented with a 
bronze plaque bearing the likeness 
of Franklin and inscribed with 
Lander’s name. 

oe * ok 
EVENTEEN other dealer final- 
ists in the competition, each of 
whom was given a scroll and cita- 
tion, included: W. Sterling Edwards 





"People Are More Important Than Cars'— 


When John H. Lander, Dodge-Simca dealer of Atlanta, says, ‘I believe that people 
are far more important than cars,’ he spells out one reason for his business success 
and for his selection as winner of the Benjamin Franklin Quality Dealer Award. In 
interview, above, by Sally Pfeiffer, Automotive News staff correspondent, Lander spelled 
out the activities that rank him as an outstanding community leader. 





Loveland, Colo.; William H. Keck, 
Mt. Vernon, Ind.; Van E. Gates, 
South Bend; Hiram M. Dawson, 
Detroit; Nelson B. Krosglund, Mid- 
dietown, N. Y.; M. Brack Wilson, 
Smithfield, N. C.; Henry H. Westlie, 
Minot, N. D.; Charles A. Bott, Phil- 
adelphia; Henry A. Billion, Sioux 
Falls, S. D.; W. S. Freeland, Coeur 
d’Alene, Id.; William H. Mitchell 
jr. Waltham, Mass.; Gene Winer, 
Bakersfield, Calif.; Frank P. Fitz- 
patrick, Ansonia, Conn,; Leonard S. 
Miller, Mattoon, Ill.; S. E. Kossman 
sr., Cleveland, Miss., and Harold D, 
Draper sr., Saginaw, Mich. 

Lander, a director of NADA for 
Georgia, NADA chairman of Na- 
tional Convention and Exhibition 
Planning, and past treasurer of 
NADA, has been an outstanding 
figure in Atlanta business and 
civic life for almost 20 years. 

He was entered as Georgia’s 
nominee by L. L. Austin, executive 
vice-president of the Atlanta Auto- 
mobile Assn. 

Testimonials praised Lander’s 
participation in the Boy Scouts, of 
which he is a national board mem- 
ber, a past regional Southeastern 
chairman, and Atlanta area presi- 
dent; the Atlanta Chamber of Com- 
merce, Red Cross, YMCA, and Can- 
cer Society — on all of which he 
served as a past director; his ef- 
forts in organizing the Atlanta Bet- 
ter Business Bureau and the At- 
lanta Centennia] Celebration, and 
his advisory work for Georgia State 
College, Pan American League (of 
which he was president), the Com- 
munity Chest, Lion’s Club and other 
civic enterprises. 


prefer that the method of apply- 
ing for and receiving payment be 
made definite and standardized and 
that audits of such claims be elim- 
inated, if possible, and if not, that 
they be required to be conducted 
within 30 days after payment of 
claims; and the dealers insist that 
some recourse by way of arbitra- 
tion or otherwise must be provided 
for the settlement of disputed mat- 
ters that may arise upon audit of 
such claims. 

E. To procure from the manu- 
facturers an increase of at least 15 
percent in the labor rates allowed 
on warranty work, in order to 
cover the additional expense to 
dealers for liability insurance which 
will arise by reason of the extend- 
ed period of the warranty. Since 
the older a car is, the more likely 
it is to be involved in an accident, 
the dealers’ exposure to lawsuits by 
disgruntled customers will be ma- 
terially increased by the longer 
warranty period. 

F. To require the manufactur- 
ers to spell out in detail to the 
public, with as much publicity as 
was given the introduction of the 
new warranty policy, the limita- 
tions thereon, so that the dealers 
will not find their normal service 
business on regular maintenance 
during the first year of owner- 
ship, seriously reduced and im- 
paired. 

G. To impress the manufacturers 
with the fact that in the present 
low or no-profit market which ex- 
ists especially in the metropolitan 
New York area, the dealers cannot 
afford the additional expense which 
the new warranty policy will en- 
tail, unless the manufacturers 
meet these demands, and that if 
the manufacturers are not prepar- 
ed to meet these demands, that 
they should discontinue the new 
policy and return to the former 90- 
day, 4,000-mile warranty policy. 


Harvester Sales, 


Net Decrease 


CHICAGO. —. International Hart- 
vester announces worldwide sales 
of $1,683,350,000: for its 1960 fiscal 
year, compared with $1,725,668,000 
in 1959, Net income for Harvester 
and its subsidiaries was $53,718,000, 
compared with the record $84,300, 
000 earned in 1959, 

Net income on equity capital in 
vested was 5.37 percent in 1 
compared with 8.87 percent in 1959, 
said Internationa] Harvester Presi- 
dent Frank W. Jenks. 

The Harvester president said it 
was the company’s “hope and 
pectation that the 1961 fiscal year 
will reverse the experience of 1960 
and, after beginning on a T@ 
low level, show continuing improve 
ment as 1961 goes along.” 
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430,000 Scheduled in February .. . 


Car Output Slated to Rise 2.9 Pet. 


(Continued from Page 1) 
sembly plants were scheduled to 
work five days last week, but 
Comet-Falcon lines at Lorain also 
are scheduled to close all this week. 
* * * 
pete age the biggest gain last 
week was the compact group, 
which climbed from 31,670 to an 
estimated 36,561 car assemblies, or 
37 percent of the total. 
The standard group was off 
from 38,034 to 37,108; mediums 


climbed from 19,229 to 20,917, and 
the highest-priced group jumped 

from 4,305 to 4,560 as Imperial 

resumed production. 

Leading the compacts last week 
was Falcon, which turned out an 
estimated 9,485 cars despite the fact 
that its Lorain and San Jose plants 
worked only four days. A week 
earlier, Falcon turned out 6,805 
cars. 

Among the other compacts, Ram- 
bler was up from 7,686 to an esti- 


Car, Truck Output Estimates 
By Automotive News 





PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
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Jan. 1 


Ended Same Ended Output, Te To 
Jan. 28, Week, Jan. 21, January, Jan, 30, Jan. 28, 
1961 1960* 1961* To Date 1260* 1961 
CHRYSLER CORP.** .. 9,600 26,976 7,033 32,746 106,635 31,746 
Chrysler Division ...... 2,500 3,269 1,713 8,268 12,536 8,268 
I. edsevecisvesiovntic 2,100 2,540 1,713 7,467 9,646 7,467 
I sce ccsivsiciveens 400 7e © sehen 801 2,890 801 
Dodge Division .......... 3,000 8,440 1,691 9,346 34,491 9,346 
Dart-Polara .............. 2,500 8,440 1,204 7,592 34,491 7,592 
fee eee oe 487 O_O 1,754 
Plymouth Division .... 4,100 13,732 3,629 15,132 53,981 14,132 
Plymouth. .................. 2,400 8,823 2,228 9,045 36,414 8,045 
I datas ciccctasducecess 1,700 4,909 1,401 6,087 17,567 6,087 
FORD MOTOR ............... 25,418 48,852 29,409 106,580 200,867 106,580 
Ford Division .............. 20,058 42,888 25,969 89,192 174,643 89,192 
ee 9,485 11,509 6,805 29,877 45,114 29,877 
Ford (Std) ............... 8,723 29,541 17,022 52,096 122,217 52,096 
Thunderbird ............ 1,850 1,838 2,142 7,219 7,312 7,219 
L-M Division .............. 5,360 5,964 3,440 17,388 26,224 17,388 
BIDEIIOS . Nesecscccsinmptigiencss, MEE. eters 1,822 a 7,421 
Lincoln 857 916 3,180 3,443 3,180 
Mercury 5,107 702 6,787 22,781 6,787 
GENERAL MOTORS .. 54,009 83,753 48,760 213,637 328,939 213,637 
Buick Division ............ 5,959 7,809 4,341 22,886 34,365 22,886 
Buick (Std.) ............. 4,397 7,809 3,567 16,694 34,365 16,694 
SIE, a focus stevisazauvctaest es -meumes 1,274 Ee  ° dlivesbane 6,192 
IID |. 33 Nisscetinncsvsdccseces 3,360 4,310 3,389 12,828 16,529 12,828 
Chevrolet Division .... 29,900 51,094 24,937 115,583 195,207 115,583 
I sprites sxscciSivesevien 6,200 8,138 6,100 22,782 33,051 22,782 
Chevrolet (Std.) ...... 23,700 42,956 18,837 92,801 162,156 92,801 
Oldsmobile Division :.. 6,090 10,374 71,309 28,227 41,431 28,227 
i a ee SO: Sertiois 1,756 ee Ss 6,932 
Oldsmobile (Std.) .. 4,510 10,374 5,553 21,295 41,431 21,295 
Pontiac Division ........ 8,700 10,166 8,284 34,113 41,407 34,113 
Pontiac (Std.) ........ 5,200 =10,166 5,052 21,136 41,407 21,136 
TOTGBE onc ciccccsvccsscsere  atenhcgsas 3,232 ee. eiebeovms 12,977 
RAMBLER. ..................:06+ 8,400 10,457 7,686 20,432 40,879 20,432 
STUDEBAKER. .............. 1,294 3,193 1,267 4,513 13,059 4,513 
OHECHER ........00:.csccesseess 125 80 83 208 80 208 
Total Cars, U. S.** .... 98,846 173,311 94,238 378,116 690,459 378,116 
**Totals for 1960 include DeSoto production, re 
COMMERCIAL CARS 
(U0. S. PRODUCTION ONLY) 
Week Week dan. 1 Jan, 1 
Ended Same Ended Output, To To 
Jan. 28, Week, Jan. 21, January, Jan. 30, Jan. 28, 
1961 1960* 1961* To Date 1960* 1961 
CHEVROLET ................. 5,400 11,877 5,305 22,605 43,347 22,605 
DIAMOND T .................. 38 67 23 109 301 109 
EN eats cones cvenccceeosrs 60 108 45 187 342 187 
DS - uc2iisticcieeeagsmeeauesen 1,300 1,978 429 4,182 74,697 4,182 
IE - as chses cxncghvadapedevinskenbues 7,524 9,106 5,870 24,245 36,783 24,245 
1 ioc >: 5c) teicmngattncasanien 1,335 2,534 1,151 4,875 9,124 4,875 
INTERNATIONAL ...... 2,540 3,192 2,366 9,301 11,433 9,301 
BRE coke Siczendsssaeceaseecaecs 200 340 156 727 1,349 27 
STUDEBAKER .............. 160 157 66 226 633 226 
I 9 sic. 6a cturi coesiantetan’ 330 424 315 1,171 1,598 1,171 
REITER SE 2,730 2,020 5,180 9,354 5,180 
MISCELLANEOUS ...... 90 100 88 336 329 336 
Total Trucks, U. S. .... 18,977 32,613 17,834 73,144 122,290 73,144 
Total Cars, Trucks, 
Bay Me snidnctelinianva 117,823 205,924 112,072 451,260 812,749 451,260 
CANADIAN PRODUCTION—CARS 
Week Week dan, 1 Jan. 1 
Ended Same Ended Output, To Te 
Jan, 28, Week, dan. 21, January, Jan. 30, Jan. 28, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... 115 883 621 2,421 5,042 2,421 
FORD MOTOR .............. 2,020 2,420 2,075 8,206 9,796 8,206 
GENERAL MOTORS .._ 3,975 4,930 3,901 14,959 19,258 14,959 
RAMBLER. ................0000 me atom 10 Bee's: Revgrarees 30 
STUDEBAKER ............. 128 120 128 384 343 384 
Total Cars, Canada... 6,908 8,353 6,735 26,000 34,439 26,000 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Jan, 28, Week, Jan. 21, January, Jan. 30, Jan. 28, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... 185 186 154 612 740 612 
FORD MOTOR .............. 348 404 344 1,276 1,326 1,276 
GEN ERAL MOTORS .. 575 1,104 567 2,178 4,057 2,178 
INTERNATIONAL Piste 230 269 229 876 1,099 876 
_ Total Trucks,Canada 1,388 1,963 1,294 4,942 17,222 4,942 
Total Cars, Trucks, 
__ Canada ssl oscla dnkthactnsoats 8,246 10,316 8,029 30,942 41,661 30,942 


Grand Total, 
Cars and Trucks, 


___U. S. and Canada....126,069 216,240 120,101 482,202 854,410 482,202 


*Revised._ 


mated 8,400 cars; Corvair edged up 
from 6,100 to 6,200; Tempest climbed 
from 3,232 to 3,500; Comet was up 
from 1,822 to 2,500; Valiant rose 
from 1,401 to 1,700; F-85 was off 
from 1,756 to 1,580; Special climbed 
from 1,274 to 1,562; Lark was up 
from 1,107 to 1,134, and Lancer 
edged up from 487 to 500. 

American Motors also announced 
last week that no further cutbacks 
in employment or production are 
planned. Early in January the com- 
pany laid off 4,135 employes and 
trimmed schedules 200 cars daily. 

= a + 
N THE standard field, Chevrolet 
climbed from 18,837 assemblies 
a week earlier to an estimated 
23,700 cars last week although five 
of its 12 car assembly plants work- 
ed fewer than five days. 

The shutdown of plants at 
Dearborn, Mahwah and Twin 
Cities hit hard at standard Ford 
production last week. Output fell 
from 17,022 cars to an estimated 
8,723. 

Elsewhere among the standards, 
Plymouth was up from 2,228 to 





NIADA's New Leadership Team— 


At their Miami Beach convention, members of the National Independent Automobile 
Dealers Assn. chose the following officers for 1961: Seated, from left, are Earl Meyer, 
vice-president, Everett, Wash.; Rem Rogers, president, Charlotte, N. C.; John Kinnaird, 
board chairman, Fort Worth; Stan Chizzick, vice-president, Denver, and John Boozer, 
vice-president, Tuscaloosa, Ala. Standing: Mark Durschlag, secretary, Cleveland, and 
Jerry Leeds, vice-president and convention chairman, Evansville, Ind. Absent when photo 
was taken were James Coates, vice-president, Norfolk, Va., and Wendell Anderson, 


treasurer, Sacramento, Calif. 
St ee 





Youth Plus Brains .. . 





A Visit with Rem Rogers 


MIAMI BEACH.—For its new 


2,400 assemblies; Dodge Dart! president, the National Independ- 


climbed from 704 to 2,000; Stude- 
baker Hawk produced an estimated 
160 cars in each of the last two 
weeks, and Checker Motor output 
edged up from 83 to 125. 

Among the mediums, Chrysler 
rose from 1,713 to 2,400 assemblies; 
Thunderbird was off from 2,142 to 
1,850; Mercury rose from 702 to 
2,060; standard Buick climbed from 
3,567 to 4,397; standard Oldsmobile 
was off from 5,553 to 4,510; stand- 
ard Pontiac rose from 5,052 to 
5,200, and Dodge Polara turned out 
an estimated 500 units in each of 
the last two weeks, 

In the highest-priced group, Cad- 
illac was off from 3,389 to 3,360 as- 
semblies; Lincoln declined from 
916 to 800, and Imperial, shut down 
the previous week, turned out an 
estimated 400 cars last week. 

* * + 

Saeco output last 

week stood at an estimated 
18,977 units; compared with 17,834 
a week earlier and 32,613 during 
the week ended Jan. 30 a year ago. 

In Canada, the auto industry 
turned out an estimated 6,908 cars 
and 1,338 trucks last week, com- 
pared with 6,735 cars and 1,294 
trucks the previous week and 
8,353 cars and 1,963 trucks dur- 
ing the week ended Jan. 30 last 
year. 

A breakdown of car output show- 
ed Chrysler turning out 775 cars 
last week, compared with 621 as- 
semblies the previous week; Ford 
off from 2,075 a week earlier to 
2,020 last week; General Motors up 
from 3,901 to 3,975, and Studebaker 
and Rambler with 128 and 10 as- 
semblies respectively in each of the 
last two weeks. 

Among the commercial-car pro- 
ducers, Chrysler was up from 154 
to 185 units; Ford Motor edged up 
from 344 to 248; GM climbed from 
567 to 575, and International jumped 
one unit to 230. 

—Martin L. WHITMYER 
x * * 


AMC Plant in Canada 


Dedicated by Romney 


BRAMPTON, Ont. — American 
Motors’ new automotive assembly 
plant here was dedicated last week. 
Some 600 guests, including govern- 
ment officials, were present. 

Representing the company were 
George Romney, president; Roy D. 
Chapin jr., president of American 
Motors of Canada Ltd., and Earl 
K. Brownridge, executive vice-pres- 
ident and general manager of the 
Canadian operation, 

The new plant marks the first 
time Ramblers have been built in 
Canada since the firm’s old plant 
in Toronto was closed in 1957. In 
the interim, Ramblers for the Ca- 
nadian market were produced and 
shipped from Kenosha, Wis. 

The plant here, 25 miles north- 
west of Toronto, was built and 
equipped at a cost of $3% million. 
Only Rambler Classics will be built 
here during the 1961 model year. 
Americans and Ambassadors for 
sale in Canada will be shipped from 
Kenosha. 


16,000. 





ent Automobile Dealers Assn. has 
joined the youth-plus-brains move- 
ment now in 
vogue on the na- 
tional scene, 

Rembert A. 
Rogers jr., 36, fits 
the new look to a 
T. He is the hold- 
er of three col- 
lege degrees, in- 
cluding a master 
of arts in eco- 
nomics from 

% Duke University. 
R. A. Rogers Jr. As NIADA’s 
youngest chief executive, Rogers 
made it clear in an Automotive 
News interview that he is not 
committed to many cherished no- 
tions held by older dealers. 

Rogers is pleased with three 
pioneering compulsory laws on the 
books in his native North Carolina: 
Auto insurance, vehicle inspections 
and dealer-factory licensing, 

“All these laws have worked ex- 
tremely well despite some technical 
difficulties in administration,” the 
Charlotte dealer said, “They really 
help keep the industry on the up- 
and-up.” 

Rogers’ firm is Auto Brokers Co., 
Inc. He founded it in June, 1954, 
after working for a bank and fi- 
nance company in Charlotte. His 
father, who died in September, was 
a banker in Albemarle, N. C. 

Rogers expressed no interest in 
“going new car,” explaining that 
his lot is enjoying sales of $500,- 
000 a year on a “strictly inde- 
pendent basis.” The business does 
not deal with auctions either to 
buy or sell, obtaining its mer- 
chandise mostly from new-car 
dealers. 

The athletic Rogers plans to 
travel across the country in the 
service of NIADA. His football, golf 
and wrestling activities at Duke 
and the Merchant Marine Academy 
should be of assistance in meeting 
the rigorous schedule of state con- 
ventions awaiting the NIADA chief. 

“T am going to sell used-car 
dealers hard on better business- 
management and cost control meth- 








Waee tl 


At Lunch with NIADA— 





ods,” he said. “My work as NIADA 
treasurer in 1960 showed me that 
far too many independents are 
going down the competitive drain 
because of hand-to-mouth methods. 

“Either the used-car dealer goes 
scientific in his day-to-day opera- 
tion, or he goes—period.” 

Rogers announced plans to or- 
ganize regional membership com- 
mittees to raise NIADA’s mem- 
bership from its Jan. 1 level of 
1,818. 

“NIADA has done a great deal 
to elevate the reputation of the 
used-car dealer,” said Rogers. “Our 
convention here featured panels on 
business Management end sound 
advertising, which is a far cry from 

the old image of wheel-and-deal on 
the used-car lot.” 

Rogers could have added that he, 
too, in a tweed jacket and button- 
down collar, is a sharp contrast 
from the used-car dealer stereo- 
type. His wife Gwen confides that 
Rem is an “avid reader of non- 
fiction, history-type books.” 

The Rogers family expects its 
first child in April. 

—Maynarp M. Gorpon 


15 British Makes 
To Be Displayed 
At Chicago Show 


NEW YORK.—British auto man- 
ufacturers will present a prominent 
group of exhibits at the Chicago 
Automobile Show Feb. 18-26. 

The British industry will exhibit 
over 15 different makes at the 53rd 
annual Chicago show in McCormick 
Place, Chicago’s new exposition cen- 
ter. 

In all, British cars will make up 
the largest national group of im- 
ports at the Show. They will range 
from the revolutionary new Austin 
and Morris 850 small sedan to the 
Jaguar Mark IX sedan. 

The latest ’61 models will be ex- 
hibited by the following British 
makes: Austin, Austin-Healey, 
Daimler, Ford Anglia, Hillman, 
Jaguar 38 and Mark IX, Land- 
Rover, MG, Morris, Rover, Triumph 
TR-3 and Herald, and Sunbeam. 








A luncheon group at the Miami Beach convention of the National Independent Avto- 
mobile Dealers Assn. included, from left, Mark Durschlag, Cleveland, NIADA's 1961 
Rambler sales in Canada totalled | secretary; Irv Rubin, Cleveland, 1957 president; James C. Downing, Atlanta, 1952 presi- 
12,000 in 1960, double the number | dent; W. J. Williamson, executive vice-president, North Carolina Automobile Deolers 
sold in 1958. The 1961 sales goal is| Assn.; Phil Shupe, Norristown, Pa., and Robert J. McKinsey, NIADA executive vice- 


president and general counsel. 
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Obituaries 


General Motors representative before or- 


ganizing his dealership in 1928. 
a * * 


William T. Leh 
ALLENTOWN, Pa.—William T. (Pete) 
Leh, 85, for 50 years owner of the old 
Allen Motor Car Co. here, died Jan. 20 in 
the Allentown Hospital. 
* * 


John J. Hettche, 73; 


Detroit Ford Dealer 


DETROIT.—John J. Hettche, 73, 
a Ford dealer here since 1925, died 
of a heart attack Jan. 20 after 
collapsing at his desk, He was 
chairman of the Michigan Boxing 
Commission for 10 years. 

A native of Germany, Mr. 
Hettche came to the United States 
at the age of 20 and took a job as 
grocery clerk at $9 a week. He 
sold insurance and real estate be- 
fore going into the automotive 


business, 


* 


R. Blonde Lane 
BUFFALO, Ky.—R. Blonde Lane, 55, 
owner of Lane’s Sales & Service (Interna- 
tional Harvester), died of a cerebral hem- 
orrhage Jan, 21. 
* * * 
A, J. Bunch Sr. 
CHATTANOOGA, Tenn.—A, J, Bunch 
sr., owner of Valley Motors Co., died Dec, 
19. He formerly was a Buick, Pontiac and 
Nash dealer. 










+ * * 
Walter Muller 
LOS ANGELES.—Walter Muller, 68, a 
partner with his brother Frank in Muller 
Bros, (Oldsmobile), died of a heart attack 
Jan. 10. 


+ * 


Blake T. Schurman 
LANCASTER, N, H.—Blake T, Schur- 
man, 84, who retired as an auto dealer 
here about nine years ago, died Jan, 16 
in St. Petersburg, Fla. after a heart at- 
tack. He had served in both branches of 

the New Hampshire Legislature. 


























* 


* * 
Herman 8S, Levy 


HOBBS, N. M.-—Herman 8. 53, 


Levy, 


> : “ owner of Levy Auto Sales and Levy's 
Charles L, Turner Truck & Supply, died Jan, 6. 
ORIA, Ill.—Charles L, Turner, 91, 
+ Martin DePriest 


one of the first dealers in central Illinois, 
died Jan. 22 in California, He incorpo- 
rated Peoria Automobile Co, in 1903 and 
served as president of Illinois Garage and 
Automobile Dealers Assn, from 1918 to 


1921, 


BRADFORD, Tenn, — Martin DePriest, 
73, Bradford auto —, died Dec, 23. 
* * 
L. T. Patterson 
CINCINNATI. —L. T. Patterson, 66, 
founder and president of L. T, Patterson 
Co. (Chrysler-Plymouth), for 26 years, 
died Jan. 9. He was a former president 
of the Cincinnati “a — Assn, 
* 


Carroll Hull 
DALLAS.—Carroll Hull, a former Dallas 
auto dealer, died of a heart attack Jan. 2. 
* * * 


Claude A, Goodlake 
ASHEVILLE, N, C.—Claude A, Good- 
lake, owner and operator of Goodlake Mo- 
tor Co, here, died Jan, 6, in an Asheville 
hospital following a two-week illness. He 


was 74 


” * * 


Harvey S. Carmean 
NORFOLK, Va.—Harvey 8S. Carmean, 
74, a retired auto dealer here, died Jan. 
22 at a Richmond hospital. 
* * *. 


Harrison L. Dunn 
BEATRICE, Neb.—Harrison L, Dunn, 
72, Chevrolet salesman for 24 years, died 
Dec. 28 from a heart ailment. He had been 
a member of the 100-Car Club for 18 
years. At the time of his death he was 
employed by Beardmore Chevrolet Co., 


lnc, ° ° s 


Grover O, Truxell 
LANSING.—Grover O. Truxell, 75, for- 
mer Lansing auto dealer, died Jan, 4 
in Carson City, - 


Bennett C, Carter 
KANSAS CITY.—Bennett C. Carter, 60, 
zone manager for Chevrolet in Kansas 
City, is dead. He had been with Chevrolet 
since 1928 and had held executive positions 
in Hanesburg, Pa.; Baltimore; Richmond, 


Va., and Buffalo. 
+ * + 


Clifford J, Fletcher 
UTICA, N. Y¥.—Clifford J, Fletcher, 60, 
New York State motor vehicle commis- 
sioner from 1943 through 1951, died of a 
heart attack Jan, 10. He was president of 
Cc. J. Fletcher Motor Sales Corp., Utica, 
and Triad Tractor Co., Yorkville, 
* * * 


Grover C. Hankins Sr. 


TAYLORSVILLE, Miss. — Grover C. 
Hankins sr., 73, an auto dealer, died 
Jan. 12. He owned Chevrolet dealerships 
in Taylorsville and Raleigh, Miss. 

* oo * 


William H. Nieschel 
BUFFALO.—William H, Neischel, 62, 
who operated Ford Tractor Sales & Serv- 
ice, Inc., in Holland, N. Y., died Jan. 18. 
He had been associated with Ford auto 
and implement dealerships since 1923. 
* + * 
Reed McAllister 
WHITTIER, Calif.—Reed McAllister, 67, 
an auto dealer here, died Jan. 14. 
* * * 
Harvey M. Harper Sr. 
EUREKA, Calif.—Harvey M. Harper sr., 
91, who entered the auto business in 1912 
as a Ford dealer, died Jan. 7. 
+ * + 
George H. Williams 


UNION GROVE, Wis.—George H, Wil- 
liams, 76, Ford dealer here, died Jan. 15 in 
Milwaukee. He helped form a Rolls-Royce 
dealership in 1919 and in 1920 founded 
George H. Williams Co., a Franklin dis- 
tributorship until 1931. He returned to the 
automotive field in 1941 and organized his 


Ford dealership in 1946, 
* * * 
Frank Reynolds 


NORWALK, Conn.—Frank Reynolds, 81, 
president of Reynolds Motor Car Co, 
(Studebaker), which ended operations in 
1954, died Jan, 16, Mr. Reynolds formed 
his first dealership, handling Mitchell, in 
1908. He later sold Flanders and EMF. 


o. 8 
Charles Richard Wilson 


MORGANTOWN, W. Va.—Charles Rich- 
ard Wilson, 61, president of Wilson Chev- 
rolet Co., died Jan, 16. He had been a 


Sunday Closing 
OK’d in Houston 


HOUSTON.—Members of the 
Houston Automobile Dealers Assn. 
have approved a resolution calling 
for the closing of business places 
on Sundays. 

Ralph Fowler, association general 
counsel, said more than 90 percent 
of the members were in favor of 
the resolution, which was submit- 
ted by the Baptist Pastors Confer- 
ence of Houston. 

Dr. William A. Baines, president 
of the Assn. of Churches, said the 
dealers “are certainly to be com- 
mended” for their stand against 
nonessential opening of businesses 
on Sunday. 






* 
George A, Norgan 
CHICAGO.—George A, Norgan, 69, 
tired operator of George Norgan, 
(Pontiac), is = 


Te- 
Inc. 























Walter E, Somers 
CHICAGO.—Walter E, Somers, 67, who 
had been with Lawder Brothers, Inc. 
(Ford), for 45 years, is dead, 
* * * 


MeNeer Sr, 
PORTSMOUTH, O.—Harry McNeer sr., 
69, owner of McNeer Motor Co., and an 
auto dealer in this city for 45 years, died 

Dec, 11. 
+ * * 

Sewell L. Morgan 
CANDLER, N. C.—Sewell L, Morgan, 
65, owner of Morgan Motor Co., of Cand- 
ler, died Jan. 1 in an Asheville (N, C.) 


hospital. 


HELP WANTED 


SALESMEN 


Would You Like to Live in the Deep South? 














Work for a Chevrolet dealer in the suburbs of 
New Orleans? We sell approximately 800 new 
cars a year. If you are a qualified salesman, 
we will pay 50% of gross profit and furnish 
a demonstrator. | believe this to be the high- 
est commission in the nation. You may live 
in fabulous New Orleans or in Slidell, Louisi- 
ana, a fast-growing town in the suburbs of 
New Orleans. Write or call: Bill Garrett Chev- 
rolet, Slidell, Louisiana. Phone 1800. 








WANTED—OFFICE MANAGER—in one 
man (or woman) office of Chevrolet 
dealership. Must have GM experience and 
be able to do all bookkeeping including 
financial statement, Dealership 65 miles 
south of San Francisco, 19 miles south 
of San Jose in sunny Santa Clara Val- 
ley. Salary $500. Tom Shellworth Chev- 
rolet, Box 66, Morgan Hill, California. 
Phone: PR 9-2136. 

SERVICE MANAGER WANTED in up- 
state New York, old-established dual ‘‘Big 
Three’ dealership. Apply Box 2146, c/o 
Automotive News, Detroit 7. 
























SERVICE MANAGER 


Excellent opportunity with long established 
multiple outlet dealer, one of the "Big 3," 
in a Southern California metropolitan area. 
We need an ambitious, topflight administrator, 
who not only is well versed and qualified tech- 
nically, but understands the business end of 
service and can show a profit while maintain- 
ing customer goodwill. Salary open. 


If you have a record of proven accomplish- 
ment and are between the ages of 35 and 
45, send complete resume to Box 2132, c/o 
Automotive News, Detroit 7. All replies will 
be held in strict confidence, 

















































CHEVROLET SERVICE MANAGER, 34 


ACCOUNTANT-OFFICE MANAGER — age 
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HELP WANTED 


Growth Opportunities 
FOR EXPERIENCED 
FINANCE MEN 


If you have had successful experi- 
ence with a national or regional 
sales finance or consumer loan com- 
pany, and have not progressed to 
your fullest potential, your future 
may lie in the Southwest or West 
with one of the nation's most ag- 
gressive finance companies. We 
need branch managers, office man- 
agers, loan managers and others, 
whose experience would qualify 
them for management soon, to help 
sustain our continued expansion in 
Arizona, California, New Mexico, 
Texas and surrounding areas. 
Good compensation, top training 
program, fine employe benefits, 
rapid advancement opportunities. 
Age to 45. 
Submit complete confidential resu- 
me. We will send full information 
promptly and arrange interview if 
you qualify. 

DICK BROOKS 

Personnel Manager 


SOUTHWESTERN 


INVESTMENT COMPANY 
Box 871, Amarillo, Texas 































SALES MANAGERS WANTED. If you are 
a producing specialist on brake lining 
sales, we have an attractive paying job 
for you selling world’s finest brake ma- 
terials—also sales specialists on bat- 
teries, springs, tires, Tremendous pos- 
sibilities with fast expanding national 
manufacturer, Many locations — East, 
Central and West. Write qualifications: 
ambitions, age, address, phone, for im- 
mediate reply in confidence. Box 2145, 
c/o Automotive News, Detroit 7. 


POSITION OPEN for parts department 
manager with highly reputable Rambler 
dealership in Phoenix, Arizona area. 
Good salary and percentage of profit. Do 
not apply unless you are ambitious and 
can furnish excellent references as to 
background, experience, integrity and 
personality. Mecham Rambler, 3532 West 
Meclock Dr., Phoenix, Arizona, 































































DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a general man- 
ager for a car 1 or have been a 
zone manager for a manufacturer, we want 
you as an exclusive agent for nationall 
advertised Childers Carports, used by deal- 
ers and drive-ins. No investment. Airmail 

ground and = eh 

sw 

hilders Mfg. Co., 























send you names of 
earnings. Bob Childers, C' 
Box 7467, Houston, Texas. 





SALES REPRESENTATIVE—British man- 
ufacturer of luxury priced motor car 
and internationally known four-wheel 
drive vehicle requests the services of 
fully experienced sales representative. 
Excellent opportunity exists for advance- 
ment within the company. Applicant 
must have ability to establish new deal- 
ers as well as contacting and developing 
the existing dealer body. Applicant must 
be prepared to be resident in Boston and 
travel extensively in the New England 
area. Write giving full details with 
résumé of past experience. Box 2165, c/o 
Automotive News, Detroit 7. 








































AUTOMOBILE MAN — 35-year-old live 
wire, 15 years’ experience, wants to re- 
locate in Miami or South Florida area. 
Just sold business in North. Volume ex- 
perience in new cars, used cars, used car 
buying and appraising, leasing and im- 
ports. Excellent references, Interested in 
position with aggressive volume dealer 
or position with smaller dealership with 
eventual possibility of buying in. Reply 
Box 2170, c/o Automotive News, De- 
troit 7. 


years of age, sober, dependable, with 
two years college, desires change. Twelve 
years with Chevrolet, am experienced in 
all phases of service department. Prefer 
city over 10,000. Reply Box 2171, c/o 
Automotive News, Detroit 7. 

















35, thirteen years’ GM experience. South 
or West preferred. Box 2169, c/o Auto- 
motive News, Detroit 7. 



















































POSITION WANTED 


PROFIT SELLING—NO SALARY. Experi- 
enced, dynamic, mature (age 48), with 
the sales force. Combination new and 
used-car sales and general manager. Not 
a system man—sell with dignity. Hard- 
hitting techniques with sound outside so- 
licitation and profit. $17.50 per new unit 
—fleets, $5.00—used cars, $2.00 with 
escalading lower rate over first 50 units. 
Why pay for something you don’t get? 
Nothing under approximately 500 new- 
car minimum potential considered. Avail- 
able 15 days notice. Box 2167, c/o Auto- 
motive News, Detroit 7. 


GENERAL SALES MANAGER, new-car 
manager—presently employed by Chev- 
rolet dealer. Net for 1960—$201,000— 
highest in the zone. Will consider Chev- 
rolet dealer only. Age 32, plenty of drive 
and enthusiasm to get the job done. Box 
2166, c/o Automotive News, Detroit 7. 


MR. DEALER—Would you like to partially 
retire and take it easy? Let a very ca- 
pable, well experienced, ambitious young 
man of 31 take over responsibilities. 
Complete automotive background, best of 
references, etc, H. Keller, Phone 
1136 or 715, Thomson, Georgia. 


GENERAL MANAGER — SALES MAN- 
AGER—Age 37, married, three children, 
16 years’ experience in all phases of new 
and used operation, past four years as 
general manager Rambler—300 new last 
year. Prefer General Motors or Rambler, 
will consider any. Can invest small 
amount in right deal. South or Southwest 
location preferred. All replies confidential 
to a. 2172, c/o Automotive News, De- 
troit 7. 


GENERAL SALES MANAGER — Experi- 
enced in all phases of administration, 
heavy management experience in new- 
used car sales, reconditioning, parts, 
service, advertising, business manage- 
ment and factory relations. Will 
change confidential information. Box 
2173, c/o Automotive News, Detroit 7. 


SO-SO SALES MANAGER — So likeable 
you'll want to adopt me—Loyal, aggres- 
sive—Good closer—-Age 28. Box 2174, c/o 
Automotive News, Detroit 7. 


GENERAL MECHANIC, age 35, specializ- 
ing in Hydra-Matic and air-conditioning. 
South or West preferred. Box 2168, c/o 
Automotive News, Detroit 7. 


PARTS MANAGER — Rambler, service 
manager experience, wants position in 
Los Angeles. Can furnish local and fac- 
tory references. Available in two weeks 
after you hire, Box 2154, c/o Automotive 
News, Detroit 7. 

CANADIAN DEALERS ATTENTION! I 
have the only plan that will increase both 
volume and profits in any size dealership. 
Guarantees to change your losses to 
profits. Strong closer that will improve 
each deal. Twenty years’ experience in 
overall dealership management metropol- 
itan U. 8., well versed in used car con- 
ditioning and merchandising. Single, can 
relocate easily, Relationship with present 
employer excellent. Valid and under- 
standable reason for wanting to locate 
in Canada. Dealership size not important, 
potential of increase in business is. 
Write Box 2153, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER — 


Experienced in office reorganization and 
management, ‘‘Big Three’’ dealership ac- 
counting, Complete daily operating con- 
trols for all departments, Florida area. 
Box 2155, c/o Automotive News, De- 


troit 7. 
SALESMAN 


Successful Record Tangible and Intangible 
Sales Automotive 
Qualified in cultivating leads, closing sales, 
servicing accounts, territorial supervision, 
Dealer-Distribution Association. Accustomed 
to heavy travel, self-supervision of time and 
activities, sales group presentations. BS degree 
in ne Age 35, excellent references. 
Reply Box 2183, c/o Automotive News, De- 


troit 7. 
SERVICE MANAGER or shop foreman, 


thirty-seven years of age, 16 years’ of 
automobile experience which has been 
predominately service sales and customer 
relations. I have managed a small deal- 
ership and worked in almost all phases 
of the business. I prefer to relocate in 
the Midwest, however I will accept the 
best opportunity. Box 2187, c/o Automo- 
tive News, Detroit 7. 


IF YOU ARE MARKETING a good sales 
or service follow-up program for cus- 
tomers of automobile dealers, I am your 
man. Fifteen years’ experience calling on 
dealers at top level in metropolitan N. 
Y. area, and am desirous of making a 
change. Box 2189, c/o Automotive News, 


Detroit 7. 
GENERAL MANAGER, SALES MAN- 


AGER. Two years’ wholesale, ten years’ 
retail as manager parts, service, sales— 
new, used. Employed general manager 
metropolitan Ford, Clean background, 
good customer and factory relations. Age 
34. Prefer medium-size with buy-out po- 
tential. Box 2185, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 










AUTOMOBILE AGENCY—Our client is of- 


fering for sale a successful Illinois new- 
car agency handling Oldsmobile, Agency 
consists of new car, used car service and 
parts departments, Good volume in all 
departments. Purchase could be of in- 
ventories and fixed assets only. Owner 
retiring to Southern climate. Only re- 
sponsible cash buyers need apply. Box 
2177, c/o Automotive News, Detroit 7. 

















DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING LINCOLN- 


MERCURY and Comet on the Southeast 
Gold Coast of Florida. A proven money- 
maker. Excellent facilities, Will finance 
part with the right man, Box 2175, c/o 
Automotive News, Detroit 7. 


DEALERSHIP HANDLING PLYMOUTH- 


VALIANT in Northeast Iowa. Long es- 
tablished business with an excellent serv- 
ice operation, $10,000 will handle, very 
good facilities for sale or rent—reason- 
able. Box 2176, c/o Automotive News, 
Detroit 7. 


BUILDING 100’x130’ on plot 200’x350’ on 
main street and Route No. 122, between 
Reading and Sunbury, Eastern Pennsyl- 
vania. Sold 158 new, 368 used last year. 
Lease or sell. No parts or used cars. One 
of ‘‘Big Three’’ franchises, Write for 
photo, Same franchise since 1929. Box 
2178, c/o Automotive News, Detroit 7. 


AGENCY HANDLING PONTIAC-CADIL- 
LAC—Central Illinois, 18,000 population 
and large trading area. Low overhead, 
lease available, modern equipment and 
body shop. Only applicants with factory 
approval and sufficient finances need 
apply. Sell all or part, owner retiring. 
Box ad c/o Automotive News, De- 
troit 7. 


DEALERSHIP HANDLING OLDS — Mid- 
west city—700 car planning potential. 
No real estate. Must have factory ap- 
proval. Well equipped service and parts 
department. Owner wishes to retire. Box 
2180, c/o Automotive News, Detroit 7. 
OUTHERN CALIFORNIA — Dealership 
handling Plymouth-Valiant, Ideal loca- 
tion, most beautiful spot in the country 
to live, Low working capital require- 
ment, excellent lease. Illness forcing 
owner to sell, Box 2138, c/o Automotive 
News, Detroit 7, 


DEALERSHIP HANDLING RAMBLER — 
metropolitan Northern New Jersey. 
Eight hundred new and used cars sold 
for first ten months of 1960, Good profit 
picture, Reason for selling—other inter- 








ests, Minimum cash required, $25,000. 
Box 2139, c/o Automotive News, De- 
troit 7. 


AGENCY HANDLING RAMBLER, 175 car 
potential, 25 years same location—San 
Joaquin Valley. Owner retiring. Box 2188, 
c/o Automotive News, Detroit 7. 





For Sale in Oregon 
DEALERSHIP HANDLING PLYMOUTH- 
VALIANT-RENAULT 
located in close to coast and Portland. New 
eee nd ft. highway nosing, on main 


thoroughfare, capable of 150 to cars per 
pe ‘ast growing area. Must sell due to 
ealth, $15, will handle parts, tools, office 


equipment and fixtures. Used-car lot attached 
on same area. Lease from present dealer. 
Box 2157, c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING RAMBLER — 
Oregon—wWillamete Valley college town. 
Very fine location, low overhead, 175 
car potential. Working—investing part- 
ner desired, terms and flooring-contract 
financing available. Call Dealer Depart- 
ment, Courtesy Credit, BE 4-6611, 2836 
N. E. Sandy, Portland 12, Oregon, 


AUTO DEALERSHIP 


Central California, downtown dealership. Old, 
reliable franchise, located in fast-g 
area of 600,000. Excellent facilities, shop, 
fice i Fully equipped, complete 

r. 


and repa 
$45,000 


Must have factory approval. Includes author 
ized Mercedes-Benz sales and service. Write 
Box 2140, c/o Automotive News, Detroit 7. 


CITY OF 75,000, 50 mile radius of Chi- 
cago, successful import dealership avail+ 
able, excellent location, immaculate 


building and busy permanent service. 
Outright purchase and 
Financing arranged 
2156, c/o Automotive News, 


lease available. 
if necessary. Box 
Detroit 7. 









Business Opportunity 
ONE OF "BIG 3" 


Offering New Franchise In 
Metropolitan Chicago 


New car sales potential unlimited. 
Trade area of over 31/2 million 
people. 

Prefer experienced dealer or man 
with general manager or g 
sales management experience in 
large dealership. 


Company financial assistance 
available to qualified individsel. 


For further details address Bex 
2184, c/o Automotive News, De- 
troit 7. 
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HERTZ! 


~ Late-model cars are available to used car 
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___ DEALERSHIPS AVAILABLE 


po YOU WANT A BUSINESS that will 
pay itself out in 1 to 3 
years? Or will net itself out in 3% to 
5 years? I have a dealership selling 
Rambler which I am placing on the 
market because of my age, Located in 
South Jersey, fully staffed and in full 
operation, This is no gamble for in- 
vestors. For details and terms contact: 
Box 2143, c/o Automotive News, De- 
troit 7 

FLORIDA GOLD COAST, handling General 
Motors. Owner taking larger deal. Need 
factory approval and approximately 
$65,000 to buy and operate, Box 2186, 
c/o Automotive News, Detroit 7. 

a DEALERSHIPS WANTED 


GM OR FORD, single—dual, Ohio-Michi- 
gan, 200-400 potential. Factory approved 
former dealer, Buy-out or buy-in. Re- 






CARS FOR SALE 





ee NOTICE 













Ample Supply of 


CLEAN 
USED 
CARS 

1960 - 1959 - 1958 





VOLKSWAGENS 














ce MOST MAKES 
ALL TAXES PAID 
HAVE $450,000.00 CASH Prices Include Excise Tax, Cus- CURR Y 
AND WILL PAY TOP PRICE : . 
for GM, Ford or Chrysler dealership with vol-|g toms, Insurance, Freight. Deliv- CHEVROLET 
ume new cor sales petential, managing” 2000 sw00|f ered to your door with proper: B'way & 133rd St., N. Y. C. 
new car dealeahip and “con game tectry| papers. Fully Americanized. Ed Hogan __AD 4-6000 







2164, c/o Automotive News, Detroit 7. 


Cars in Stock For 
Immediate Delivery 


Call or wire for 
our price. 


“WE SELL TO SELL AGAIN" 


B & W WHOLESALERS 
OF AUGUSTA 


841 Greene St. 
Augusta, Georgia 
PH: Park 2-5565 





BUY-OUT WANTED. Two automobile men, 
long on experience, initiative and ability 
—but short on capital—desire buy-out 
opportunity, New York, New Jersey pre- 
ferred. Box 2182, c/o Automotive News, 
Detroit 7. 

WILL BUY single or dual agency, All or 
half interest. Hartford County, Connecti- 
cut only. Principles call Hartford, JA 
2-7446. 


BUSINESS OPPORTUNITIES 


FOR SALE—DEALERSHIP handling Eng- 
lish Ford; National auto rental agency; 
airport limousine service. All have ex- 
clusive franchises. Located Southeastern 
Georgia tourist and industrial area, finest 
golf courses and fishing. No snow, slush 
or sleet. All operations making money. 
Am too old anymore, Can be financed. 
Write P. O. Box 353, St. Simons Island, 





WANTED! 
USED 1960 
VALIANTS 











Georgia. 

FOR SALE OR LEASE—Filling station, ALL MODELS 

motel and truck garage. Buildings one 

yercall:’ Bdwards Meter Oo. Lexington, | @ ROSELAND PLYMOUTH 
Kentucky, Phone: 2-8709. 61 Volkswagens CO 4-1300 CO 4-6600 





DEALER SERVICES 


Wire or Call Collect 
34 West 103rd Street, 
Chicago 28, Illinois 


Fully Americanized 


a 
IN STOCK 
Immediate Delivery 










1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, “AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘61 edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, non’ es am Company, 


| 












* 
Excise Taxes Paid 


MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


hey eee Sines eta feaite Alay 
M. Stafford Auto Auction 
EXpress 9-0921 


CADILLAC LIMOUSINES — Sharp ’60s, 
’59s, ‘58s. Franz Ridgway, BE 4-6611, 
2836 N, E, Sandy, Portland 12, Oregon, 

WANTED—LATE MODEL WRECKS and 
police cars. Ed Matt, 55 Madison Ave., 
Paterson, N, J. SHerwood 2-4488. 


PARTS FOR SALE 
FOREIGN CAR PARTS LIQUIDATION. 
Over $97,000.00 close out Jaguar, Volvo, 
Hillman, MG, Alpha, Triumph, Mercedes 
and Lucas. Fast service, excellent dis- 
















count, Jack Pry, Ltd., 1539 Pennsylvania 
LI 


TWO ESSENTIAL SERVICES AM, a &., Washington 3, D, Cc. 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


VOLKSWAGENS 
1961s—All Models 
IMMEDIATE DELIVERY 


LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


Will Ship to Any Port 
CHECK OUR PRICES 





CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 


SURPLUS BUICK 
PARTS 


Buick. dealer 33 years. New Buick parts, 
1955 and back, some sheet metal—Can 
be bought cheap. 








CARS FOR SALE 


Dealers! Here’s how to sell the “!-don’t-like-the-color” prospects— 


BUY THE CAR YOU NEED 
WHEN YOU NEED IT FROM 


LIST SENT ON REQUEST 


L. S. Anderson Motor Co. 
P. ©. Box 16, Mayfield, Ky. 








. 


PARTS WANTED 


TIMING SPROCKET and six semi-finished 
pistons for 1932 six-cylinder Pontiac. 
Call collect. Dr. R. D, Thomas, Galli- 
polis, Ohio. Phone: GI 6-0153. 

TRUCKS FOR SALE—LEASE 

FOR SALE OR LEASE. Large number of 
automobile carrying trailers. All models. 
Also headracks for carrying an automo- 
bile on a tractor. Dallas & Mavis For- 
warding Co., Inc., 4000 West Sample S8t., 
South Bend, Indiana, Phone ATiantic 
7-1545. 

1950 CHEVY WRECKER with dual wheels, 
’57 V-8 Chevy motor, all new tires; 1948 
KB 7 International wrecker, front and 
rear winches, telescopic boom. Both 
trucks still in use. Reason for selling, 
have replaced with two new units. Priced 
to sell, Phone Windsor 2-2381, Cadiz, 
Ohio. 


dealers now. A Hertz office near you may 
have the car you’ve been looking for! 


Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 
‘wagons...convertibles—all featuring automatic 
transmissions, power steering, radios and 

heaters.:.many with power brakes. 





Diesel Tractors—Tandems 
a 7 International DCOT-405's full 
leeper. ii maximum trailer in any 
eats isa” gh ny 1000x20 tires, 220 
Cummins, Reoedrangers. Ready fer the read. 


Low mileage 1959 and 1960 models now available | these trucks look end run like new. 


at Hertz offices across the country. Gas Tractors—Tandems 


We have a number of cheap LF and RF-195 
Cee a ee 


28 3, 140” 5th direct 
pa B full air, 1000x206 tires, sliding 
5th wheel, tractor equipped. 


INTERNATIONAL HARVESTER CO. 
Box 547, Omaha, Nebraska 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


Mr. I. E. Spatig 
or @ The Hertz Corporation 


write: @ 660 Madison Avenue 
New York 21,.N. Y. 
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TRUCKS WANTED Us 
WANTED—Used Ford, Chevrolet, Interna- | eae 


tional 2-ton trucks and Universal Jeeps. WHY SETTLE FOR LESS eee 


State price, condition first letter, Bridge- 

port Equipment Company. Bridgeport, 
No Other Tow Bar 
Can Give You These 


Nebraska. 
USED FORD, CHEVROLET, GMC, 2, 2% 
and 3-ton trucks, preferably 1956, 1957 
and 1958 models. Blevins Motors, Frank-| Outstanding Engineering Features 
in, Louisiana. 
FOR GKLESMGGI CII -Netberl Cah| CGAP ALLOY STEEL CAST 
le ationa 4 
EMS" site Soi Touts sac | FQ PROTECT CAR BUMPERS 
ars to . 99; sub-totals, receipt 
stamper, ticket printer, removable indi- TO PROTECT CAR BU r 
cators. Excellent condition. Priced very 
reasonably. Motor Sales & Service Co., 
461 Brunswick Ave., Trenton, N. J. 
Phone: EXport 6-8154. 
SHOP EQUIPMENT FOR SALE 





® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY. DUTY 
TUBULAR STEEL “v" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 





De VILBISS SPRAY BOOTH 
AND GAS OVEN 


One of the best of its kind. Like new. 


MR. PEYTON 46,000 Lbs. Per Square Inch 
980 Broad St., Newark, New Jersey oo 
Phone: MArket 4-4300 


UNIVERSAL SWIVEL ACTION 
OM COUPLERS FUNCTIONS 
IN UNISON WITH SPRING. 
condition and price of any Bear items SUSPENSION ON ALL CARS 
eg Box 414, Johnson City, Tennes- FOR SMOOTH & SAFE 
MISCELLANEOUS TOWING. 


° 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
Ladies | J water resistant . . .00 each. 
Min. | dozen; leather straps . . . 25¢ each. CAUSE PREMATURE WEAR 
Expansion bracelets, 60c ea. Free catalog. e 


TRANSWORLD, 565 Sth Ave., N. Y. C. 17 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
CARPETS—$9.50 and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Front or rear for any make of car, seven : ve 
beautiful colors. Shipped immediately. Send | Dealers’ 25% Discount .......... 17.45 





SHOP EQUIPMENT WANTED 
BEAR EQUIPMENT, send list with. age, 


Swiss Watches For Premiums 


$2.95 each. 
« $4.25 each. 
.75 each. 
.80 each. 


Mens | J sport watch 
Mens | J water resistant . 
Mens | J rhinestone dial ... 


Ladies | J sport watch 





QUIGLEY’S REPOSSESSION SERVICE— 
HO 3-0257. We repossess anything, any 
time, any where. 8127 Broadway, Lemon 
Grove, Calif, (suburb of San Diego). 





for free sample catalogue. Dealers’ Net with 4 $52 35 
Standard Ss 2 Large ° 
YORK MANUFACTURING CO. Adapter Clamps Fed. Tax. Inc. 
1971 Massachusetts Ave., Cambridge, Mass. 
THE FAMOUS 
MOTO-MATIC 


NEW ROADKING 


Standard Four Point eee $ 0 
with R jar Draw Beam 
Univer: Wrist Action Bar 


ak dan Ge? ee 5 5 2 50 


7 


GUIDE CABLES 
Compac-Tow Intra- * 50 
State Tri-Bar $37 
* SPECIAL, 3 FOR. $100.00 


Automatic Braking 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory ................ nee 
Dealers’ 25%, Discount ..................00 


Dealers’ Net with 4 $44.85 


Standard 2 Large 
Adapter TR Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


TRAIL KING 
BALL BAR ...... 





Dealers’ List F.0.B. Fa-tory ................ $51.00 
anieh al UNIVERSAL acral 25% Discount .............-. $38.25 
\ is POE pa 
Incldg. BRAKE HOOK-UP D> ‘5 1 wee nr ree 

DIRECT FACTORY DEAL Substantial Discounts 


Tow Bar Saies Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “3 727,h"3%*, 
40 So. Clinton St., Chicago 6, Ill. 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. | 
Factory Sales Division | 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


SEE PAGE 92 e 
3 Leaders in the Industry 
for the nation's since 1939" 


TOP AUTO AUCTIONS | 











ee a 


New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 (J 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


b=.» sniping betoeteaiinnieieshipainissalisliadionsiscansssceausiei 


WO stdvvisce OTT T SUT PETES TT TTT OTe eT LT tt CLA 
: babdatsbdh ck bike unaden es ch eieeehiras Dicsicest<dcbhutdss teen 
| Street Address... .cccccccccccccccccseseecccescceses »~-Zone No......... 
; eh Citi ee Ce 
! TRADE CONNECTION: 
| Car Dealer [) Truck Dealer [7] Manufacturer [] 
i Jobber [] Insurance [] Financial [J Supplier [1] 
| Make of Car...... Scan beak ha SOUND RROUMO OPS O60 8 CPecccccnscscoged 
| 1-30-61 
I 
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Sealed Power Stainless Stee/ Oil Ring 
THIS OIL RING PROTECTS YOUR SHOP'S REPUTATION 


Since its introduction in 1957 engines, Sealed _— Stainless Steel oil ring—your ability to turn . 
Power’s Stainless Steel oilringhaswonengine out a good overhaul—and you have an 
builder acceptance faster than any by far. unbeatable combination. 


New car engineers, tests, and millions of The Stainless Steel oil ring side-seals, holds 


miles of actual on-the-road operation, its fit, retains its tension, resists sludging 
proved this ring out for you. Noring yet and corroding, is easy to install. Sealed 
controls oil as well, Take Sealed Power’s Power Corporation, Muskegon, Michigan. 


Sea Power siainess Steel piston rings stop joil pumping 


VISIT OUR BOOTH NO. 2456-7-8-9 AT THE 1.A.S.1. SHOW IN LOS ANGELES, FEBRUARY 17-19, 1961 
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